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At Senate Hearing— 


- Henry Ford Il, president, Ford Motor 

' Co., testifies before the automobile mar- 

| keting subcommittee of the Senate Inter- 

* state and Foreign Commerce Committee. 

He gave the lawmakers the Ford viewpoint 
on various factory-dealer relationships. 

7 * 


Monroney Told 


Ford Is Seeking 
Improved Pact 


Company Sounding 
Dealers Out on 
Franchise Reforms 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Ford Motor 
Co. is working with its dealers 
on franchise reforms but has 

rejected the idea of appointing a 

' vice-president in charge of dealer 

_ relations. 

; These were among the points 
brought out last week as top com- 
pany officials, led by Henry Ford 

. KL, president, testified before Sen- 

_ ator A. S. Mike Monroney’s auto 

. marketing practices subcommit- 
tee. 


é 


Asserting that a dealer relations 
vice-president would not improve 
his company’s organizational setup, 
Ford quipped: 


Steady Rise for Five Months... 





96 Stocks Edge Past 900,000 


By Bob Sheldon 
Associate Editor 


en showing only a moder- 
ate increase from the previous 
month, dealer new-car inventories 
across the nation eclipsed all 
earlier records and on March 1 
stood at 904,220 units, an AuTomo- 
tive News tally revealed last week. 


Because the revised March to- 


tal of 870,399 new cars in stock | 


was itself a record, a rise of 
any kind was bound to set a 
new mark. In contrast, dealers 
had 562,655 cars on hand in Feb- 
ruary a year ago. 


production 
February-to-March rise that car- 
ried inventories past the 900,000 
figure for the first time in auto- 
motive history as dealers struggled 
to keep abreast of deliveries from | 
the factory. 

* 


* * 


growing without |interruption 
since the introducti@n of 1956 
|models some five months ago. The 
latest count refled#s a tapering in 
the rate of growth, but it gives no 
assurance that a downtrend is in 
prospect in the next 30 days. 

Output patterns have been er- 
ratic, and the level of &pring- 
time consumer demand for new 
cars has not been firmly estab- 
lished. 


tion this year, 
tense. Layoffs of production 
workers have been offset by call- 
backs as makers respond to each 
hint of a blossoming market. 
* oa + 
EALERS are faced on one hand 
by new-car stocks of unwieldy 
size with attendant floor- 
planning difficulties in some cases 
—and on the other hand by short- 
ages in certain popular models. 
Dealers do not believe that the 
“latter problem can be solved 
easily. Many admit that they 
are unable to guess with any 
degree of certainty what kind 
of car, out of the numerous 
variations available, will next 
find favor with the public. 
March 1, the date of the alltime 





“What is good for) high-water mark in inventories, 


General Motors is not necessarily was also the date on which In- 


'. good for Word. , 
* ” 
IN endliotues expressed sur- 
, prise that Ford had not al- 
- ready revised its selling agreement, 
_ William T. Gossett, the corpora- 
' tion’s general counsel, replied that 
’ Ford officials would want to talk to 
dealers before they announced any 
' new program of factory-dealer 
relations. 
“Does that mean you are going 
(Continued on Page 83, Col. 1) 


Curtice Outlines 
Wiles’ New Duties 


DETROIT.—President Harlow H. 
Curtice has written General Motors 
dealers to explain the duties of Ivan 
L. Wiles, new executive vice-presi- 
dent in charge of dealer relations. 

The letter said in part: 





promptly perly. 
“He. will ies certain that the 
(Continued on Page 4, Col. 


3) 








Top Cars 


New-car registrations for one 
month plus two states for Feb- 


ruary: 
1956 Pos. Make 1955 Pos 
1—110,751 Chev. 18,854— 2 
2— 86,360 Ford 90,943— 1 
3— 45,304 Buick 51,074— 3 
4— 37,621 Plym. 48,104— 4 
5— 36,901 Olds. 40,279— 5 
6— 29,034 Pontiac 36,955— 6 
7— 19,943 Mercury 21,466— 7 
8— 15,749 Dodge 8 
9— 11,588 Cadillac 12,639— 9 
O— 83383 Chrysler 12,429—10 
lli— 17,588 DeSoto 9,064—11 
12— 7,093 Stude. 6,723—12 
13— 5,589 Nash 4,681—13 
14— 2,969 Lincoln 2,196—15 
15— 2,879 Packard 1,738—16 
16— 2,622 Hudson 2,518—14 
17— 9844 Imperial 1,072—17 
IR 211 Cont’ 
5,229 Misc. 3,601 
Total All Makes 
437,158 445,291 


Further details on Page 74. 





Less than a day and a half of | 
is represented by the| 


IELD stocks now \have been | 





Poised for keener sales tompeti- |]. 
factory fmen_are || 


.|a@ five-day work schedule, 


said to pre-register their vehicles. 
Anyway, the assessment period 
usually passes in orderly fashion. 

But in Fort Wayne confusion 
reigned as zealous officials 
treated the public to a spectacle 


diana dealers were assessed for 
taxation of all autos held in stock. 
* * * 


A* A means of gaining relief 
from a levy that) can top $50 
to $100 a car, many dealers are 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 
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WEE VITIT, w2055 cw 
Hv 
Spiffy = ae a Phefy 


pf as et WHIT) 


‘PREVIOUS RECORDS 


HIGH Low 
rs—Feb. 1, 157,607 Cars—Nov. 1, 1954 








. 643,538 Cars 


1956 


—Automotive News Compilation 


Second-Best First Quarter 
Due in Car Output 


292,238 units, or a 10.6 percent im- 
Staff Writer provement over the 264,156 units | 
ITH weekly autput holding|turned out during the January- | 
steady, U. S. car makers last} March period « of 1966. 
week went into the home stretch 
of the first quarter virtually as- 
sured of turning out “the second- 
highest number of cars on record 
for that ‘time of year. 

Car production t week totalled 
133,364 units, just 461 more than in 
the previous week. 

Last week’s car output was 106.2 
percent of Automotive News’ 
three-year index, compared with 
the 105.2 percent compiled the 
previous week on 132,903 cars. 
Last week’s total assemblies were 
24.3 percent below the same week 
@ year ago, when the manufac- 


By Martin L, Whitmyer 


ENERAL MOTORS, Studebaker- 


Packard and American Motors 
(Continued on Page 85, Col. 3) 





T’S A good businessman, as well 
as a good citizen, who lends 
a hand to local May safety-check 


turers rolled 176,181 cars from | Projects. 
the tes - This idea was stressed last 
With the industry now producing| week in figures cited by the 
an average of 26,633 cars a day over| Inter-Industry 


it ap- 
pears that the manufacturers will 
build about 586,000 cars this month. 
Truck assemblies, which are run- 
ning at a slower pace than in Feb- 
ruary, are expected to total approx- 
imately 85,000. 

* 






Monroney 


Highlights 


@ Henry Ford II denies po- 
litical shakedown of deal- 
ers, Page 52; tells how 
dealer.is cancelled, Page 79. 


* * 


HOULD the March estimate be 
attained, it would mark a 5.6 
percent improvement over Febru- 
ary, when the industry turned out 


554,697 cars. This would give the e Lewis D. Crusoe calls 
manufacturers a first-quarter total freight @ loss item, Page 
— Seey 1,751,813 assem- 10; assails bootlegging, 
Although the January - March ph 8 a" Pag a 

total this year will fall some 17.7 . - is 

percent short of the record, 2,- e Curtice contrast, . Automo- 
129,018 cars built during the first tive Washington,” Page 14. 
quarter a year ago, it still will go @ NIADA chief hits anti- 


down as the second best first- 
quarter production on record. 
Truck output for the first quar- 

ter is expected to hit approximately ' 


bootleg bill, Page 50; Den- 
ver independents ask end to 
franchise system, Page 83. 













which news-gathering agencies 
viewed as a titillating game of 
hide-and-seek. 

Acting on rumors that hundreds 
of cars had been driven out of 
town to escape assessment, these 
officials said they hunted far and 
wide and turned up cars in such 
unlikely places as barns and “hol- 
lows.” 

* * od 
a” of cars, they reported, 
were found across the state 
line in Hicksville, O., with at least 
one group still secured to a haul- 
(Continued on Page 4, Col. 1) 


Auto Brass Tours 
‘Nation to Stir 





How to Aid Safety Check 


Dealers Are Urged to Promote 
Cooperative Programs 


‘Sales Optimism 


By Robert M. Lienert 
| Associate Editor 
ACTORY MEN last week were 
busy touring the provinces as 
| prophets of optimism, spreading 
| the gospel of booming auto sales 
| for 1956. 
Their theme has been that a 


pickup of spring sales already is 









R, M. Critchfield 


in evidence and that 1956 will be 
one of the best years in automo- 
tive history. 

In the By ma last week were 


Roy Abernethy 


Edward T e, general man- 
ager of Buick; R. M. pra g 
| general manager of Pontiac; C. 
Noonan, sales manager of Cee 
division; Roy Abernethy, distribu- 
tion and marketing vice-president 
(Continued on Page 8, Col. 1) 








Committee, sponsor of the an- 
nual campaign in cooperation 
with NADA, the National Tire 
Dealers & Retreaders Assn., and 
automobile and tire makers. 


The program’s vast potential of 


Highway Safety | service-shop work is indicated by 


the fact that last year one out 
of every five autos inspected was 
in need of attention. Nearly 1% 
million vehicles underwent exami- 
nation in the 1955 drive, and 20.7 
percent were defective in one way 
or another. 
* ¥ 

To safety committee notes also 

that at last count, according 
to the Automobile Manufacturers 
Assn., 18 percent of cars on the 
road were prewar models and 1% 
million trucks were over 12 years 
old. The average age of cars in 
use was 6.2 years. 

This year community effort is 
being emphasized. New-car 
dealers are asked to help furnish 


Also, and especially in localities 
where a joint campaign has not 
(Continued on Page 4, Col. 5) 
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He Hunts for Successors . 


_ AUTOMOTIVE NEWS, MARCH 





End of a Dealer Generation? 


By W. C. Lockwood 
Staff Writer 
DETROIT.—No matter how dis- 
mal their outlook may seem, deal- 
ers today should take heart because 
it is possible they are standing on 
the threshold of a new era. 

That is the opinion of Robert 
J. Young, Automotive Enter- 
prises, 10600 Puritan Ave., De- 
troit, who entered the auto in- 
dustry shortly after World War I 
as office manager of a Fargo, (N. 
D.) Oldsmobile dealership. 

Young, who started his firm last 

year in New Orleans, keeps his fin- 


60 Take Pledge 


In Cincinnati 


Dealers Vow to Abide 
By Code of Ethics 


By Frank Kappel 
Staff Correspondent 

CINCINNATI. — The Cincinnati | 
Automobile Dealers Assn. which 
linked membership in the organi-| 
zation to a pledge to abide by a| 
code of ethics on sales and adver- 
tising has announced that 60 mem- | 
bers have signed. 

At first the membership melted 
away to 39, but now it is back up 
to the pre-pledge figure. At the 
same time, the Cincinnati En- 
quirer has announced a revised 
set of automotive advertising 
rules. 

In November, 1955, when CADA| 
launched its drive, backed by the 
Better Business Bureau, advertis- 
ing men of all media said they 
didn't think they could tell an ad- 
vertiser what to put in an adver- 
tisement. 

The Enquirer’s rules are: 


1. When the term “cost or profit” 
implying price is used in an ad it 
must be accompanied by a dollar 
and cents price on the car or cars 
being advertised. 

2. Any ad which states a specific 
tradein allowance shall also list the 
ear and the price of the car on 
which the specific allowance will 
be given. 

3. To be acceptable for publica- 
tion in the classified section of the 
Enquirer, an ad on current model 
cars must state specifically that the 
cars are used. This statement must) 
be made in type not less than one- 
half the size of the line which gives | 
the year and the name of the car 
advertised and appear on the same} 
line or the line directly above or} 
below the year and make of car. In| 
no case will the term “used” be 
accepted in type size less than 12 
point unless the entire ad is set in 
type smaller than 12 point. Indi- 
vidual listing of current model cars| 
in a classified ad must also indi-| 
cate “used” under the same condi- | 
tions set forth above. 

4. Unless itive verification 
of the availability of lower terms 
can be offered by the advertiser, 
the following are the minimum 
downpayments which may be ad- 
vertised: $50 on cars priced up to 
$1,500—$75 on cars priced from 
$1,501 to $2,000--$100 on cars 
priced from $2,001 to $2,500—$125 
on cars priced from $2,501 to 
$3,000—$150 on cars priced over 
$3,000. 

The Enquirer code adds: In ad- 
dition, if an ad offering cars at a 
stipulated downpayment requires 
the fulfillment of some other con- 
dition in order to purchase the ad- 
vertised car at the stipulated down- 


payment, this condition shall be! 


clearly stated. 

5. Any qualification of prices, al- 
lowances, give-aways or other con- 
ditions must be clearly stated in 
type of a size equal to the princi- 
pal item. 

6. All superlatives must be 
qualified unless proof of the su- 
perlative is available from a rec- 
ognized source. 


Erdie Turner, secretary of the! 





CADA, said the new rules are good, 
and “I have sent a letter to Stan- 
ley Ferger (advertising director of 
the Enquirer) telling him so. I 
think if the new rules are enforced 
it will be swell. You can make all 
the rules in the world, but they are 
no good unless they are enforced.” 


gers on the pulse of the retail auto 
industry. One of the key phases of 
his business is searching for and 
recruiting new dealers, for, as 
Young sees it, a whole generation 
of dealers is in the process of leav- 
ing the business. 

He was with General Motors Ac- 
ceptance Corp. for 12 years and 


| was a small-town Chevrolet dealer 


for more than six years. Later he 
owned a Dodge-Plymouth dealer- 
ship in New Orleans which moved 
from 1,200 to 1,600 cars a year and 
employed 175 persons. 


As milestones pointing to better 
days ahead, Young mentioned im- 


|} provements that have been put 


through by factories to help 
dealers. 


Another bright spot on the hori- 
zon, he said, is the gearing of pro- 
duction to consumption with cut- 
backs instituted by the factories 
based on the winter drop in sales 
pace. 

“We are at the rock-bottom in 
dealer - factory relationship,” he 
said, implying that there wasn’t 
any other way to go but up. 

Young spoke of the lack of dealer 
timber, as well as lack of sales- 
men, sales managers and general 
managers. 

“The years of World War II and 
the Korean War saw a general de- 
pletion of talent in the auto indus- 
try, both on dealer and factory 
levels,” he said. 

In his opinion, there has been no 
parallel in history for the transi- 
tion the auto industry *has been 
passing through. 

“There has been a general lower- 
ing of morale, there has been fear, 
there has been doubt,” he said. 

Young said that even the acute 
1930s could not be compared to this 
transition. When he was with 


| GMAC, his primary job was rescu- 


ing dealers caught in a flood of re- 
possessions and lagging collections 
during the dark days of “dust 
bowl” and depression. 

“But then, dealers did not give 
up,” he said. “There was hope. And 
today, some of those dealers I 
worked with trying to help them 
cut down overhead and put their 
businesses back on an even keel 
are millionaires. 

“That,” he said with a smile, 
“is why the automobile business 
is great. The ability to snap back. 
That’s why today my main mes- 
sage to dealers over the country 
is to take heart. Better days are 
coming.” 

However, he spoke of the lack of 


dealer material as a threat to the} 


entire industry. 


“If the factories cannot get good | 


dealers, what will they do?” he 
asked. “The dealer is the strong 





Chicago Dealers Flay 


*Taxes-Extra’ Price Ads 


CHICAGO.—A resolution, con- 
demning the advertisement of a 
car price with taxes excluded, 
has been adopted by the Chi- 
cago Automobile Trade Assn. 

CATA termed such price ad- 
vertising “misleading and un- 
ethical.” 











link in the whole business. Without 


good dealers, the whole industry 
suffers.” 

That is why Young puts such an 
emphasis on his search for dealer 
material. 

And what has Young found is 
the best source for prospective 
dealers? “Dealerships which pro- 
mote their men,” he said. Young 
scours the country for such busi- 
nesses, 

He said many dealerships make 
a practice of developing men. Tak- 
ing them in at the bottom, helping 
them climb the ladder to service 
manager, . parts manager, sales 
manager and general manager 
within the various departments. 


“Then,” said Young, “they may | 


be promoted into dealers.” 


The other phases of Automotive 
Enterprise’s service are helping 
dealers who wish to retire or quit 
business to find a successor and 
then giving general assistance to 
the new dealer in getting his busi- 
ness going. 


The way Young sees it, there’s a 


generation of dealers leaving the 


business. They have accumulated | 
enough to be able to retire, or they | 


feel that their years are weighing 
too heavily upon them, or they may 
be in frail health. 

“Whatever the reason,” 
Young, “they wish to get out. The 
problem is to find the new gen- 
eration to succeed them. That's 
why our service was started—to 
help solve the shortage by seek- 
ing and finding good dealer ma- 
terial.” 

Each prospective dealer is given 
a code number. So is each prospec- 
tive seller. Here, Young emphasizes 
that he is not a broker. He merely 
arranges for the two to meet, if 
both seem sincere and his investi- 


gation discloses that their interests | 


run in the same channel so as to 
benefit both parties. 

“There are a million things that 
we can do for dealers,” 


them. Problems arise all the time.” 

“There are many pitfalls,” he 
said, “that await the new man in 
business. I feel that we can help 


said | 


he said. | 
“And only a dealer would know} 


19, 1956 





Economy Run Starts Today 





| Ready for Mobilgas Economy 


which starts today (March 19) from Los Angeles to Colorado Springs. 





Run— 
Shown are American Motors Corp.'s entries in the four-day Mobilgas Economy Run 


Driving the 


Hudson, Nash and Rambler cars are, from left, Vince Piggins, Carl Chakmakian, J. 


Thomas, Danny Oakes, Lee Hamer, L. N. Adkins and Les Viland. 
2 


|G. Thomas, Tommy 
+ 


Economy Run Drawing— 


Joan Manning, woman's consultant on 
| the Mobilgas Economy Run, draws start- 
ling positions for the 22 cars in the run 
|which starts today (March 19) from Los 
| Angeles and ends Thursday (March 22) 
in Colorado Springs. The Rambler drew 











|Seiberling Proxy 


Assails Lamb’s 
Bid for Control 


AKRON.—Stockholders of Seiber- 
ling Rubber Co. last week received 
a proxy statement and notice of 
the Apr. 23 annual meeting, 
together with what President J. P. 
Seiberling called “the most im- 
portant proxy” ever mailed by the 
company. 
| He referred to the demand for 
| company control by Edward Lamb, 
of Toledo, who took over manage- 
ment of Air-Way Electric Appli- 
ance Corp. after a bitter proxy 
battle in 1954. 

The company president said 
Seiberling Rubber Co. has just 
| reported the highest sales in its 
| history, profits five times greater 
| than in 1954, and good outlook for 
| 1956, and added: 

“I am convinced most stockhold- 
| ers will agree it is better to have 
| the company grow on a sound basis 
| than to be added to the collection 





him. By helping him, the entire! the No. 1 starting spot. Holding the num- | of smaller companies Mr. Lamb has 


business is helped. 
“It’s better for the factory, for 


bers is Art Pillsbury, regional directo-, 


| contest committee of the United States | 


been busy acquiring—either at the 
bottom or at the top of his financial 


the dealer body as a whole and for| Auto Club. Mel Alsbury jr. is the ob- | pyramid.” 


the customer.” 





Ford and Chrysler Dealers 


| server on behalf of the drivers. 


Outline ‘Ideal’ Franchise 


By Joseph M. Callahan 
Staff Writer 


EADING Ford Motor Co. and 
Chrysler Corp. dealers _indi- 
cated last week what they are 
looking for in franchise reforms. 
Particularly optimistic about 
early concessions were the 


Chrysler Corp. dealers who have 


heard scores of rumors from 
their factory acquaintances and 
from other dealers. 

These dealers said relief was 
needed in the near future—partic- 
ularly in the matter of the 100 per- 
cent warranty expenses now being 


Business Barometer 


Auto Production — 157,558 cars, 
trucks in week vs. 201,413 year ago. 

Business Failures — 268 in week 
vs. 257 year before. 

Department Store Sales—Up 6 
percent from year before. 

Freight Loadings — 710,996 cars 
in week, an increase of 57,421 cars 
from year before. 

Jobless Claims—242,000 vs. 250,- 
757 year ago. 

New-Car Registrations—437,158 
in 1956 to date vs. 445,291 year be- 
fore. 

New-Truck Registrations—66,663 
in 1956 to date vs. 62,701 year 
before. 

Oil Stocks — 258,087,000 barrels, 
an increase of 2,621,000 barrels in 
week. 


Soft Coal Output — 9,185,000 


tons estimated in week vs. 7,780,000 


tons year ago. 
Steel Output — 98.8 percent of 
100 percent 


capacity estimated vs. 
week earlier. 
Used-Car Prices — $874 average 
in March to date vs. $873 in February. 
Wholesale Prices—112.2 percent 
on the 1947-49 index vs. 112.1 per- 


cent week earlier. 
.. #--8 


Common Stocks 

March March 1955-1956 
14 7 High Low 
8% 8% 13% 7% 

78% 72% 101%. 66% 

61% 61% 61% 

47%, 44% 42% 
9% 9% 9 


41.23 39.68 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 





footed by General Motors and 
Ford. 

Ford Motor Co. dealers have 
heard fewer rumors about the an- 
ticipated changes in their factory- 


dealer relationships. 
Ed * * 


ERE is how most of the Chrys- 
ler Corp. dealers rated the 

changes they hope will soon be 
made in their factory-dealer rela- 
tionship: 

i. The 
clause. 

2. A slowdown in the splitting 
off of Plymouth franchises. 

3. Changes in the cooperative ad- 
vertising program. 

4. A parts obsolescence plan. 

5. A new-model obsolescence 
plan. 

6. A dealer insurance plan. 

* * co 


100 percent warranty 





ORD dealers listed their pre- 

ferred changes in this order: 

1. The elimination of registration 
figures as a criterion for measur- 
ing a dealer’s sales performance. 

2. Vice-president of dealer re- 
lations who would be a direct 
channel to top management. 

3. Nationwide equalized price for 
the same car. 

4. Parts obsolescence plan at 
least as good as the GM plan. 

5. Dealer insurance. 

6. Contract changes that would 
provide as much protection for a 
dealer “getting out” as Ford now 
provides for a dealer “getting in.” 

* + * 
Rots Ford and Chrysler dealers 
hastened to say they wanted, 
and needed, other concessions if 
(Continued on Page 82, Col. 1) 


| In a meeting with the Seiberling 
|} board Feb. 20, Lamb claimed to 
|have 115,000 of the company’s 414- 
|916 common shares. Seiberling’s 
| proxy statement said Lamb’s report 
| of holdings filed with the Securities 
& Exchange Commission March 6 
| showed direct beneficial ownership 
of 62,831 shares. (Holdings of associ- 
|ates brought the total to 79,241 
shares, it was revealed this week.) 

Members of the Seiberling family 
held 50,996 common shares on 
March 12, the statement said. Direc- 
tors’ holdings brought the total to 
55,282, but no holdings were listed 
for associates of the management 
group. 


2 New Mercurys 
Priced; Dodge 
Adds to Its 500s 


DETROIT. — In filling out its 
lower-priced lines, Mercury has 
added a Custom convertible to its 
sales roster and is planning to 
add a Medalist four-door hardtop. 

The convertible carries an adver- 
tised-delivered price tag of $2,- 
695.50, and the hardtop is priced 
at $2,442. 

Dodge, meagtime, is offering 
more models in the luxury class, 
having extended availability of its 
factory -installed D-500 option 
package to all V-8 body styles, in- 
cluding station wagons. 

The buyer now has his choice of 
19 models equipped with a 260- 
horsepower engine and a racing 
suspension, Previously, only two 
500 models were listed. 

Extra cost of the D-500 outfit is 
$188.40 on cars in the Custom 
Royal series; $207.90 on Royals, 
Custom Suburbans and Custom 
Sierras, and $231.90 on Coronets, 
Suburbans and Sierras. 
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Dealers tell me 


By John 0. Munn 





EALERS never have been so in- 
terested in their contacts as 
they are today. They feel they are 
on the threshold of obtaining what 
they have always advocated—a 
contract to remain in force as long 
as their performance is satisfac- 
tory, with performance in each ter- 
ritory to be based upon a realistic 
quota determined each year on the 
relationship between local and 
national automobile registrations. 

Registrations are the best in- 

dex to the potentials in any ter- 
ritory. Local registrations imme- 
diately reflect shifts in popula- 
tion, the addition of industry, in- 
crease in per capita wealth as 
well as the reduction of buying 
power caused by unemployment, 
the loss of crops and other fac- 
tors. 

The change in national registra- 
tions indicates the loss or gain of 
public acceptance of any car. So 
these two indexes, when put to- 
gether, constitute a fair expectation 
both for the dealer and the manu- 
facturer. 

Setting contract quotas by such 
a method would stabilize the busi- 
ness both from the manufacturing 
and retail standpoints. For in- 
stance, if the manufacturers would 
base production schedules on these 
factors, they would not work over- 
time as they did late last year and 
then lay off employes as they did 
in January and February of this 
year. 

ok ” * 
Assuring Performance 
per map spared of employment 
will be of particular advantage 
to the manufacturers when the sup- 


‘No Gimmick’ Ad 
Offers New Cars 
At ‘Actual Cost’ 


(plus selling expense) 


SAVANNAH, Ga.—The full-page 
advertisement proclaimed “no tricks, 
no gimmicks,” but a line of tiny 
type showed that the offer wasn’t 
quite as good as it first appeared. 

Karp Motors (Dodge-Plymouth) 
announced that it had lost its lease 
and was “forced to sell 150 new 
1956 Dodges and Plymouths at 
actual cost.” In fine print it added, 
“plus small selling expense.” 

“We are desperate. We need 
money and room,” the firm said in 
advertising its three-day sale. “No 
reasonable offer refused. Make your 
own deal now.” 

Karp offered a special induce- 
ment to dealerships handling the 
same lines, “Attention Dodge deal- 
ers,” the ad said, “$25 below invoice 
cost to you.” 
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plemental-pay plans go into effect 
June 1. 

Then, to encourage growth, man- 
ufacturers could pay a premium 
discount for exceeding the quota. 

Manufacturers say all they 
want is performance. This type 
of contract would assure per- 
formance in every territory. If a 
dealer did not deliver this expec- 
tation he would be put on a 
year’s probation to meet it. This 
means that the territory that is 
not worked satisfactorily would 
automatically revert to the man- 
facturer. 

He would thus save himself en- 
tirely from criticism of cancella- 
tion. Surely no dealer should ex- 
pect to sit on some territory and 
get the business that comes to him 
through the public acceptance of 
the car alone. 


This kind of a contract would 
make the questions of bootlegging 
and territory security purely aca- 
demic. It would take the profit out 
of bootlegging because a dealer 
would get credit on his quota only 
for cars he sold in the territory 
covered by the quota. 

Territory protection would also 
be effective without violating either 
the Justice Department or the Fed- 
eral Trade Commission rules. Here, 
likewise, a dealer would get credit 
on his quota only on the cars he 
sells in his territory and therefore 
would not lump them off to whole- 
salers to be sold elsewhere. 


It would be much more profit- 
able for him to sell in his own 
territory even if he had to give 
them away without profit. 

With a performance contract a 
dealer would be building up his 
territory and making it easier in 
future years for him to meet his 
quota. It would automatically be 
bringing him more aftermarket 
business. 

a + + 


Enabling Act Needed 


Hew do we get such a contract? 
Most dealers will remember 
Section 7-A of the Wagner Act 
which was included in their Blue 
Eagle Code. This was simply a 
paragraph that employers must 
negotiate with employes. 

Automobile dealers, of course, 
are businessmen. They are not 
asking for a law similar to 
labor’s. Both the Wagner Act and 
the Taft-Hartly Act contain many 
hundreds of paragraphs and stip- 
ulations. 

Automobile dealers need none of 
that but they must be able to 
go to Congress and get, as soon as 
legislative processes can be com- 
pleted, an enabling act — perhaps 
just one paragraph — which would 
stipulate that manufacturers will 
negotiate a mutual contract with 
dealers and then set up a commis- 
sion for the negotiations specifying. 
for instance, that three members of 
the commission be elected by 
dealers and three by the manufac- 
turers and these six elect a dis- 
interested chairman or perhaps ap- 
point the Federal Trade Commis- 
sion as a seventh member. 

The hearings of such negotia- 
tions, of course, would be public 
and I’m sure that he results would 
be satisfactory to both sides and 
that a contract, as indicated above, 
would be the result. 

* OK OK 


A Set of Ground Rules 


UCH a contract would have the 

force of law behind it. We 
would serve under ground rules 
that everybody would understand 
and be guided by. The kind of con- 
tracts dealers have always endured 
up until now, which were subject 
to cancellation without cause, are 
not fair in principle and therefore 
could never be fair in practice. 

So now is the time, with the 
interest high, to get such a law 
passed and not take a chance 
with the legislation now in pro- 


(Continued on Page 55, Col. 1) 


Equity-Law Need 
Is Disputed by 
Big 3 Counsel 


Fears ‘Day in Court’ 
Would Open Industry 
To U. S. Regulation 


BY Maynard M. Gordon 
News Editor 


DETROIT. — Franchised dealers 
are adequately protected against 
cancellation abuses under present 
laws, in the opinion of a Big Three 
attorney. 

A counsel for one of the major 
auto manufacturers strongly dis- 
putes the reasoning behind pro- 
posed legislation calling for a “day 
in court” for aggrieved dealers. 

The attorney’s opinion was 
sought by Automotive News to 
clarify the factories’ position on 
the pending Butler bill, which 
would permit dealers to sue for 
treble damages in the event of 


“unordered-merchandise” cancel- 
lations. 

The bill, proposed by Senator 
John Marshall Butler, Maryland 


Republican, specifically would bar 
damage suits for cause cancella- 
tions occasioned by other reasons 
than inability to keep up with in- 
ventories. 

Belief among many dealers that 
they are not empowered under 
present franchises to sue their fac- 
tories was challenged by the at- 
torney, a specialist in dealer litiga- 
tion and state factory-dealer li- 
censing laws. 


“The franchise is a signed agree- 
ment with definite obligations on 
both parties,” he said. “It is as 
enforceable in the courts as any 
contract—or, for that matter, as 
any oral understanding which can 
be proved.” 

The attorney contended that 
specific legislation providing for 
a “day in court” or mutual equity 
would touch off what he termed 
a “dangerous” entry of the Gov- 
ernment into the factory-dealer 
relationship. 

He foresaw effects detrimental to 
effective factory-dealer operation, 
including increased sales laxness by 
many dealers in the belief and hope 
that they could collect dearly from 
the factories if the franchise were 
terminated. 

“Such a law,” he declared, “would 
pull down the entire incentive 
throughout the dealer structure for 
increased sales. The weak or indif- 
ferent dealers would rule the roost, 

because the factories would think 
twice about cancelling a poor per- 
former.” 

The attorney, who declined to 
permit use of his name or com- 
pany said that a large auto 
manufacturer has “2% strikes” 
against it at the start of any 
dealer or customer suit for dam- 
ages. 


“You get out to an area remote) 


from Detroit, with a jury of na- 
(Continued on Page 8, Col. 5) 





Who's kidding whow? 
Don't be tempted by 





Be eure to check the 
CASH DIFFERENCE 
before you make a deal 
for a new oar! 


Buy with eenfidence trom your well ctraptoned 
reieble Chevrores dealer (6h) tous 


this bait ! 


on te protect) 


Mere: how % freure 
the CASH DIFFERENCE 
The amount ven remy oy 

Gs 
TRADE 1 ALLOWANCE 





Remember, your Chevroier STULL 
dealer qiwes yew allthe 4 owesy PRICED 
facts... Dacks up every - BY FAR! 


deal He Makes 


See your nearest Chevrolet dealer ! 


How to Beat the Price Pack 


A big question in the minds of General Motors dealers as the result 
of the announced intention of Harlow H. Curtice, president of GM, 
to clean up bad merchandising practices, is this: 

How are we going to clean up the price pack and overallowance 
deception without running afoul of the anti-trust laws? 

These laws make it clear that the factory can’t act with dealers nor 
can dealers act with one another on anything that might be con- 


strued as price fixing. 


This problem calls for extreme delicacy. One approach to it can 
be seen above in an ad from a series being used by the Oakland 
(Calif.) Zone Chevrolet Dealers Assn. Without conspiring on price, 
these dealers have nevertheless announced an all-out fight to protect 
the public from false claims and fake discounts. Other ads in the 
series tear down such offers as “500 bucks for a bucket of bolts,” “let 
’um go below cost,” and all the gimmicks. 





‘Brand Name’ Award Goes 
To King Braeger Chevrolet 


NEW YORK: — King Braeger | effectiveness 


of presentation of 


Chevrolet Co., Milwaukee, has been | advertised brands to the public 


selected as Brand Name Retailer- 
of-the-Year in the auto-dealer cat- 
egory. 

The announcement was made 
by Henry E. Abt, president of 
Brand Names Foundation, Inc., 


| after a three-day meeting of 20 


retailers who judged entries in 
the annual national competition. 


Awards were judged on the 


On the House .. . 


The auto industry’s efficient way of operating is 


other day, 





Iowa association’s membership 
reached last year’s total... 


revolutionary setup for 
abolished the job of athletic director and its ath- 
letic board of control. 
Father Steiner appointed three committees to oper- 
ate the college’s athletic program — a faculty com- 
mittee, a student group and an advisory committee. 
Both General Motors and Ford have been operating 
for years under a committee setup, and it so hap- 
pens that two of the trustees at U. of D. are Ernest 
R. Breech, Ford Motor chairman, and John Cronin, 


even reaching into the educational field. Just the 
University of Detroit announced a 


its athletic department, 


In their place, President 


GM vice-president... 
Four counties have already obtained 100 percent membership in 


drive; 14 other counties have 


R. D. McKay Motor Co., Wichita, sends a letter to each new- 
car buyer with these salient points: “1. About 28 percent of what you 


paid for your new car is federal excise taxes. 


We feel this is a 


rank discrimination as other industries are not faced with this great 
problem and injustice; 2. Also 1956 cars need 1956 streets and high- 
ways. Our highways are mostly of the 1925 vintage and cost us as 
much as the 28 percent excise tax. Only a personal pledge from 
the legislators you vote for will change this unsatisfactory and costly 


situation.” . . 


. This mugg will be away for a week, covering the 


Mobilgas Economy Run (Los Angeles to Colorado Springs). 


* 


—Perte Wemuorr, Editor, 
Automotive News 





| tinction 


during 1955. 


Winners of certificates of dis- 
in the auto-dealer cate- 
gory were: Orville Lowe, Inc. 
(Ford), Des Moines; Jim White 
Chevrolet Co., Toledo; Sherry Mo- 
tors (Ford), Appleton, Wis. and 
Sidney F. Brown Buick, Inc., 
Bridgeport, Conn. 

The awards will be formally 
presented at the Brand Names 
Day Dinner, Apr. 18, at the Wal- 
dorf-Astoria in New York City. 
More than 1,700 leaders in in- 
dustry, retailing and advertising 
will attend. 

Each of the merchants on the 
panel of judges this year repre- 
sented a retail firm which had 
been awarded a winning plaque 
in last year’s competition. 

They picked winners from 570 
finalists which had been screened 
from thousands of entries. For 
three days, starting Apr. 16, the 
winning presentations will be on 
display in the Astor Gallery of the 
Waldorf-Astoria. 

Winners in the auto-dealer 
and the other 23 categories will 
be honored—along with their 
wives—during a special program 
preceding Brand Names Day. 

They will tour points of interest 
in New York City and will be 
guests at luncheons and cocktail 
parties. 

Each winner will receive a “Key 
to Brand Names Week,” prepared 
by leading jewelry designers. 

Gratified by the _ recognition, 
Braeger said: 

“We have never used any gim- 
micks, that is, giveaways or wild 
claims, in our advertising.” 
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The 3 Cs for Small-Town Dealing we 


Kansas Dealers Offer 
A Code of Courtesy 


By George M. Hunholz 
Staff Correspondent 

WAMEGO, Kans. — The three 
“Cs” should go hand in hand in 
every automobile business, say deal- 
ers in Central Kansas. They are: 
Convenience and Courtesy for all 
Customers. 

Every dealer and his personnel 
must go out of their way to be 
helpful and courteous to custom- 
ers and prospects, regardless of 
whether a sale is made, says one 
successful operator here. 

When a man or woman comes 
into the showroom, don’t let them 


New-Car Stocks 
Edge Beyond 
900,000 Mark 


(Continued from Page 1) 


away truck. The vehicles, an asses- 
sor said, will be added to dealers’ 
tax bills. 

Authorities said they had no 
idea how many unsold autos 
were in the hands of Fort Wayne 
dealers. 

They stressed, however, that not 
all dealers sought to duck the as- 
sessment. Some of the dealers, 
the officials said, threw open their 
books and otherwise cooperated to 
the fullest extent. 

+ « + 

ITIZENS of Henderson, Ky., 

were amused when they awoke 

to find vacant lots filled with cars 
and trucks, mostly new. 

They said it was an annual event 
for dealers in Evansville, Ind., 
across the Ohio River, to rent stor- 
age space for a few days and move 
their vehicles into Kentucky. 

But Ike Utley, Henderson 
County tax commissioner, was 
not feeling so good-natured. He 
wanted to slap a Kentucky im- 
post on the autos. 

Officials in the State Capital at 
Frankfort told him he couldn’t do 
it—unless the vehicles were still 
around on Jan. 1. 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





Dealers 
Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Stockst Dealers Stocks 
dan, 1, '50.... 251,754 188,500 440,254 
Apr. 1, '50.... 276,136 158,000 434,136 
June 1, '50.... 247,680 160,200 407,880 
Sept. 1, '50.... 239,642 160,400 400,042 
dan. 1, ’°51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly . "51.... 357,606 90,700 448,306 
Sept. 1, ’61.... 283,402 86,800 370,202 
dan. 1, 52... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
June 1, ’62.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, '52.... 149,081 77,000 226,091 
Oct. 1, ’52.... 233,556 89,000 322,556 
Nov. 1, ’62.... 308,894 90,500 399,394 
Dee. 1, '52.... 287,247 76,000 363,247 
Jan, 1 °63.... 291,671 83,300 374,971 
Feb. 1, '63.... 324,835 86,600 412,035 
Mar. 1, ’53.... 389,011 87.200 476,211 
Apr. 1, ’53.... 445,882 89,300 . 
May 1, ’53.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537,046 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, '53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538,087 68,300 606,387 
Dec. 1, ’53.... 430,876 29,000 459,876 
dan. 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar, 1, ’64.... 511,122 62,000 673,122 
Apr. 1, ’64.... 641,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, ’54.... 503,219 62,500 565,719 
July 1, °64.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, ’54.... 355,654 50,400 406,054 
Oct. 1, ’64.... 267,469 29,000 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec, 1, ’54.... 203,453 61,700 265,153 
Jan, 1, °56.... 293,881 68,500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, ’55.... 467,655 95,000 562, 
Apr. 1, ’65.... 544,038 99,500 643. 
May 1, ’55.... 660,341 102,700 163,041 
June 1, '56.... 755,498 000 848,498 
duly 1, '55.... 736,591 77,000 813,591 
Aug. 1, 55... 735,447 71,500 806,947 
Sept. 1, °56.... 675,964 37,300 713,264 
Oct. 1, ’65.... 489,475 48,900 538,375 
Nov. 1, °55.... 481,735 87,600 569,335 
Dee, 1, ’55.... 645,707 77,400 723,107 
dan, 1, °56.... 755,177 53,300 808,477 
Feb. 1, ’56.... 801,499 68,900 *870,399 
Mar, 1, '56.... 340,520 63,700 904, 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
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stand around too long, he says. 
Greet them with a wave of the hand 
and a cheery “hello,” even though 
you are busy with someone else at 
the time, he advises. 


One dealer in this agricultural 
area hired an elderly man who is 
well liked by everyone because of 
his “beyond - the - call - of - duty” 
friendliness and courtesy. 

He can call nearly everyone by 
his first name. A farmer himself 
for many years, he can talk sympa- 
thetically with farmer customers 
on farm problems. 


And ne is a hit with the children. 
He carries gum and candy in order 
to treat the kids when they come 
in with their parents. Although not 
a salesman, he draws prospects into 
the showroom and is instrumental 
in bringing about many a sale. 


Another dealer has instructed 
his area salesmen, who have defi- 
nite routes in the farming areas, 
to use the car radio to pick up 
grain and livestock markets. 
There are several radio stations 
in the area giving out this data. 


“Jot down the prices of corn, 
wheat, oats, cattle, hogs and sheep,” 
he tells his salesmen. “When you 
stop in to see a farmer prospect, 
inform him what the current mar- 
ket quotations are. Chances are he 
hasn’t got time to go to the house 
and use the radio and will appreci- 
ate the market information.” 

This dealer has found that most 
farmers appreciate the market data 
and many of them have purchased 
cars from this dealer because he 
goes out of his way to furnish 
more convenience for his customers. 


Another dealer has his office girl | 


baby-sit while a mother, who has 
brought her car to be serviced, 
goes shopping. This dealer has one 


corner of his showroom equipped | 


with easy chairs, magazine racks 
and other items for use when pros- 
pects want to relax. 


Dealers here do not forget the 
city dweller, either. One always 
sees to it that a customer, who 
has brought a car to be serviced 
or repaired, always has an em- 
ploye drive the customer to work 
or back home. 

“Ingenuity, goodwill and a de- 
sire to be of service, even beyond 
the call of duty, will pay dividends 
in the long run,” says a dealer here 
who has learned that the three 
“Cs” pay off. 


Dealer Pobst Wins 
European Trip in 


Willys Contest 


TOLEDO.—H. Claude Pobst, Call | 


Auto Sales & Service, New Albany, 
Ind., has been awarded the top 
prize in Willys’ Traction Tourna- 
ment. He will receive an all-expense 
tour for two persons to London, 
Paris and Rome. 

The three-month contest for 
dealers was based on retail deliver- 


535,182 | ies in excess of quotas. Twenty-six 


dealers qualified for prizes. 

Other prize-winning dealerships 
were: Atlanta Willys, Inc. Atlanta; 
Auto Exchange, Brockton, Mass.; 
Hanna Motor Sales, Warren, Pa.; 
Wegman Sales, Co., Inc., Charles- 
ton, W. Va.; Modern Sales & Serv- 
ice, Grundy, Va.; Murphy’s Garage, 
Avon Park, Fla.; Torrington Mo- 
tors, Inc., Torrington, Conn.; John 
Gambacorta, New Castle, Del.; 
Greene Motor Co., Linesville, Pa. 

Grant Gorgon Co., Marinette, 
Wis.; Wehunt Motor Co., Sulphur, 
Okla.; Otto Sales, Inc., Canton, O.; 
Shaffer Pontiac, Inc., Norfolk, Neb.; 


655|Main Motors, Minot, N. D. 


McCarthy Motors, Inc., El Paso, 
Tex.; Jesser Equipment Company, 
Twin Falls, Id.; Motor Sales Co., 
Inc., Inglewood, Calif.; Whitworth 
Motors, Havre, Mont.; Boriack 
Motor Co., San Louis Obispo, Calif.; 
Darner Motor Sales, Mesa, Ariz.; 
Barney Machine Works, Prineville, 


220) Ore.; Dutch Stenovich Motors, Elko, 


Nev.; Frank Dearing Motors, Eu- 
reka, Calif.; Wilcox Willys Co., 
Seattle, and Charlie Ramp, Inc., 
Pasco, Wash. 





Curtice Speaks Out— 


Harlow H. Curtice, General Motors president, 
chise agreement for GM dealers, following his nationwide broadcast in which he 


urged elimination of unethical advertising and price packing. 
should be placed on selling the product strictly on its own merits,” 





discusses details of the new fran- 


“Greater emphasis 
Curtice said. 





Splitup of GM Called Way 
To Block Auto Monopoly 


WASHINGTON. — 
General Motors was suggested last 


week as one way to stop the trend | 


toward growing economic concen- 
tration in the auto industry. 

Stanley N. Barnes, assistant 
attorney general in charge of 
the antitrust division, proposed 
that GM “spin off” one or more 
of its divisions or divest itself 
of financing operations. 

Barnes’ proposal was termed 
“nonsense” by GM President Har- 


|low H. Curtice. 


Barnes presented his views at a 
news conference held not long after 
his appointment as U.S. Circuit 
Judge had been announced. 

He said, however, that if he is 
confirmed and leaves the antitrust 


O’Mahoney Billed 
As Speaker at Pa. 


Automotive Show 


PHILADELPHIA. — The Middle 
Atlantic Regional Automotive 
Show has been scheduled for Phil- 
adelphia’s Commercial Museum, 
Apr. 12th through 14th. 


Michael Shapiro, show president 
and head of Motor Masters, has 
estimated that more than $1,500,000 
worth of equipment and displays 
will be used. 


About 1,000 men will be on hand} 
to demonstrate the equipment, | 


ranging from the small jacks to 
large grease racks. 

The show will run from 2p.m. 
to 1llp.m. each of the show days, 
with mornings free for wholesalers 
to conduct sales clinics. 

Attendance is expected to top 
20,000 during the three day show, 
including attendance at the kick- 
off dinner at Convention Hall, Apr. 
10. 

Speaker at the kick-off dinner 


will be Senator Joseph C. O’Ma-|/ 


honey, Wyoming Democrat, chair- 
man of the Antitrust and Monop- 
oly subcommittee of the Senate 
Judiciary Committee. 

More than 200 manufacturers 
and jobbers will exhibit at the 
Show, sponsored by regional whole- 
salers from the four-state area of 
eastern Pennsylvania, southern 
New Jersey, Delaware and the 
Eastern Shore of Maryland. 


Curtice Outlines 
Wiles’ New Duties 


(Continued from Page 1) 
thinking of the dealer body is re- 
flected to me directly and realisti- 
cally. 

“A large part of Mr. Wiles’ time 
will be spent in the field calling on 
dealers and meeting with dealer 
groups. 

“He will keep an open door for 
all dealers and an open mind in 

all matters which concern our 
dealers.” 

Curtice concluded: “Over the 
years General Motors and its deal- 
ers have made great progress. 
Working together as partners, I am 
sure that we can eliminate unde- 
sirable merchandising practices.” 


A splitup of| 


division, the Justice Department 
| will not alter its concern over the 
auto situation. 

He was not advocating a GM 
partition, Barnes said, but merely 
|cited it as an example of what 
| could be done. 

If GM does not take some kind 
of action on its own, he said, 
“somebody’s going to do some- 
thing.” 

Splitting any of the auto divisions 
away from the parent corporation, 
he said, would stimulate competi- 
tion without pressuring the public’s 
choice of cars. 

If economic concentration con- 
tinues, Barnes said, there is a 
possibility of “extreme action,” in- 
cluding the chance of “some rather 
stringent legislation.” 
| Barnes said that if GM did “spin 
| off” two divisions—Oldsmobile and 
Buick, for example—‘“shareholders 
would be better off with one share 
|of General Motors, one of Olds- 
mobile and one of Buick than with 
three of General Motors.” 

A stockholder who disagrees, 
he said, “believes in monopoly.” 

An indication that GM is con- 
cerned over the possibility of anti- 
trust suits was seen in _ the 
corporation’s hiring of George Derr, 
an assistant section chief of the 
|antitrust division who had been 
with the Justice Department since 
1938 and who had been working on 


| auto matters. 

Barnes said GM “probably would 
pay him about three times as 
much” as he had been earning at 
the Justice Department. 





Safety Award— 


Packard-Clipper was awarded first prize 
for ‘greatest safety and engineering ad- 
vancement by an American automotive 
manufacturer" at the Westchester County 
(N. Y.) Auto Show. Norbert Rios, right, 
Packard-Clipper sales executive, accepts 
trophy for the division from Bert Melody, 
show committee president. 





|} when the emphasis 
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‘Methods of Aiding | 
Safety Check Told 


Dealers Are Urged 
To Full Cooperation 


(Continued from Page 1) 
been organized, dealers are urged 
to invite the motoring public to 
visit their service departments for 
a free inspection. 
*~ + + 
HE recommended 10-point 
check covers brakes, front and 


| rear lights, steering, tires, exhaust 
| system, glass, 


windshield wipers, 
rear-view mirror, and horn. 
Among the 422 communities 
and 17 counties that took part 
in last May’s safety check, 
Dothan, Ala., is named as a 
particularly successful example. 
Tire dealers stationed employes 
at each of Dothan’s check lanes 
to give citizens a thorough tire 
check and friendly tips on tire 
care. No attempt was made to sell 


| tires. 


Townspeople were _ impressed. 
Within a week, the city’s supply 
of standard-size passenger tires 


|was depleted. 


* * * 


N DOTHAN, the safety com- 

mittee reports, dealers learned 
the importance of offering safety 
checks on a free and voluntary, 
no-obligation basis. The com- 
mittee says dealers discovered that 
is properly 
placed — on traffic safety — sales 
take care of themselves. 


The committee urges dealers 
to cooperate with local authori- 
ties planning safety-check pro- 
grams, to buy kits of publicity 
and display materials, to offer 
service “specials” and to feature 
the safety check in their regular 
advertising. 

Manuals for the operation of 
safety-check lanes, along with in- 
structions for obtaining dealer 
kits, are available from the Inter- 
Industry Highway Safety Com- 
mittee, 1200 Eighteenth St. N. W., 
Washington 6, D. C. 


‘Easy’ Credit Ebb 
Predicted in °56 


By Finance Firms 


CHICAGO. — You can expect 
fewer loose-terms automobile sales 
in 1956, according to the forecasts 
of sales finance company execu- 
tives. The trend, they say, is al- 
ready apparent. 

Low downpayments and long 
terms result in dangers to the au- 
tomobile purchaser, the dealer, and 
the financing agency, according to 
a survey by the American Finance 
Conference, national association of 
independent sales finance compa- 





nies. 


The basic purpose of inctadinsont 
financing and installment finance 
companies, AFC says, is “creating 
ownership” on the part of the 
buyer. 


In appraising the year ahead, it 
was said that there will probably 
be a continuation of the trends set 
in 1955, when “the automobile in- 
dustry sparked our economic pros- 
perity to another high level.” 


Experts guess that from two- 
thirds to three-quarters of all new 
cars sold in 1955 were sold on in- 
stallment credit, and that these 
proportions are continuing into 
1956. The average downpayment 
being made by the new car buyer 
today is estimated at 30 to 35 per- 
cent, and the average contract 
spreads the installments over 27 
to 29 months. 





March Sales Rise 


For Buick Dealers 


FLINT. — Buick dealers de- 
livered 18,441 cars the first 10 
days of March, Edward T. Rags- 
dale, general manager of Buick, 
reported last week. 

“This is an increase of 6 per- 
cent over the previous ten-day 
period when retail deliveries 
amounted to 17,389 units,” Rags- 
dale said. Buick’s total retail 
sales for the year to March 10, 
amount to 121,983 cars. 











Get ready for the running of 


THE GREATEST AMATEUR RACING EVENT IN THE WORLD 
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0 Ques. Why do they call the Soap Box Derby Ans. Well, partly because so many boys 

rr "the greatest amateur racing event in the take part in Soap Box Derby races = more 

world"? than in any other racing event. Besides, I 

t don't think anything can beat a Derby race 

d for fun. And boys can learn a lot building 

st and driving their own cars. 

8, 

; Ques. Where are the races held? And Ans. There are local races in over 150 

t when? cities in the United States and in Canada 

, & and Alaska, and even in Western Germany. 

, They'll be starting pretty soon. Winners 

- of local races go to Akron, Ohio, for the 

8 finals on August 12. 

‘Se 

e 

ll Ques. Who races in the Soap Box Derby? Ans. Any fellow from 1l to 15 can enter. 
And the ones who don't are really missing 

: out on something. 

- Ques. Why do they have the Soap Box Ans. To promote both craftsmanship and 

Derby? sportsmanship through competition and in 

. building and racing Soap Box Derby cars. 

t 

,, Ques. Who sponsors the Soap Box Derby? Ans. In many cities, Derbys are sponsored 

n= by newspapers, radio and television 

e stations, and in others by leading civic 

es and fraternal groups. Chevrolet dealers 
are co-sponsors in all Derby cities. The 

s entire program is supervised and promoted by 

. the Chevrolet Division of General Motors. 

y 

: Ques. Are there prizes for the winners? Ans. You bet there are! Lots of swell prizes 

“ go to the winners of all local races, and 
















at the All-American they'll compete for 
$15,000 in college scholarship awards plus 
many merchandise awards. 
























v., Ques. Don't you want to tell other boys Ans. Sure--they just take one of their 
where they can sign up for this year's parents to their Chevrolet dealer's in any 
Soap Box Derby? city where official races are held. They 

can sign up there and get the official 
1956 rule book and wheel set. I'm glad 
you and a lot of your friends are going 
to be in this year's Soap Box Derby. 

; 

et 

les 

sts 

‘u- 

al- 

1g 

Lu- 

nd 

to 

ice 

of 

a- 

ont 

ice 

ng 

the 

it » 

bly 

set 

in- 

Os- 

VO- 

ew 

in- 

ese 

nto 

ent 

yer ALL-AMERICAN SOAP BOX DERBY 

‘act 

” ‘Headed in the right direction”’ 

—— , This ad appears in Boys’ Life and Scholastic Magazine 

le- 

= In the 18-year history of the Soap Box Derby, more than a million boys have participated in local 

tk, 

r races which were co-sponsored by Chevrolet dealers. This world-famous activity for boys is one 

a 


jes 
ail more reason why you'll profit most with Chevrolet—America’s foremost automotive franchise! 
10, 
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300 to Decide For or Aga 


AUTOMOTIVE NEWS, MARCH 19, 1956 


inst Union .. . 


Chicago Salesmen Vote Today 


OME 300 auto salesmen at 30|ever, wanted an observer from 


Chicago - area dealerships will 
vote today (March 19) on union 
representation, according to Ross 
K. Madden, regional director of the 
National Labor Relations Board. 

Local 705 of the 

independent Chicago 

Truck Drivers, 

which is attempting 

to organize the 

salesmen, had 

sought a 60-day postponement of 

the poll, but NLRB turned down 
the request. 

Union and dealer representatives 
met last week with Raymond A. 
Jacobson, NLRB field examiner, to 
set election procedures. Three ex- 
aminers will conduct the election 
at each of the dealerships. 

+ * + 
Cr WAS proposed by NLRB that 
one observer representing the 
union and one representing the 
dealers accompany the examiners 
to each dealership when the secret 
ballot is taken. The dealers, how- 





every dealership at the voting. 
The dealers also wanted the 
votes counted at each dealership 


AMC Opens Contest 
To ‘Name the Body’ 


DETROIT. — American Motors 
Corp. today (March 19) has an- 
nounced that it is backing its 
$250,000 “Name the Construction 
Contest” with the largest adver- 
tising campaign in AMC history. 

The contest seeks to find a 
name for the company’s single- 
unit type of body construction. 
Wednesday (March 21) two one- 
and -a-half minute commercials 
on “Disneyland” will bring the 
contest to television viewers. 
Magazine and newspaper adver- 
tising will stir interest during the 
life of the contest which closes 
the week of May 14. 


‘No Bargaining,’ Dealer Says... 
Price Tags in Showroom 


— have suggested that a 
way to beat the deceptive 
statements and misleading claims 
in the auto retailing field is for 
dealers to mark the net price on 
each car exhibited on the show- 
room floor. 

Tremont Norman (Dodge- 
Plymouth), New York, has done 
just that. The firm advertised: 
“For three days only, we have 
placed our complete stock of 
Dodges and Plymouths on the 
main floor—each plainly marked 
with our net prices. 

“These prices have been marked 
down to rock bottom,” the ad con- 
tinued, “and are so low that there 
is no room for bargaining. (We’re 
sorry).” 

* * * 

HE TREMONT NORMAN ad 

is an example of what a dealer 
can do with an idea. It measured 
only 5% by 3% inches yet told its 
story as effectively as the block- 
buster variety — the kind devoted 
to the principle that if you buy 
enough space and use large enough 
type, someone is bound to be im- 
pressed. 

Borton’s (DeSoto-Plymouth) 
dropped a blockbuster on Minne- 
apolis in announcing a “30-hour 
sellathon.” It trumpeted, “Every- 
thing must and will go... No 
reasonable offer will be refused 
. . . We dare you to bring us the 
deal all other dealers refused, 
the tradein allowance no one else 
could possibly give.” 

Ennis (Chrysler-Plymouth) an- 
nounced that a bombshell had hit 
Milwaukee with its “volume sale 
of new ’56 cars at wholesale fac- 
tory invoice.” Smaller type men- 
tioned that there would be a $99 
handling and conditioning charge. 

” + x 
_ LOUISVILLE,: three Mercury 
dealers spoke of the “biggest 
tradein deal week in the U.S.A.” 

The full-page pitch insisted that 
buyers “see us before you take less 
than $1,050 for your 49 model... 
$1,850 for your '53 model.” 

And here and there across the 
nation there appears to be a bit 

of displeasure with a campaign 
offering new cars’ for $56 a 
month. Auto buyers are asking, 
“How many months?” The ads 
don’t say. 

The northwest continues to be 
a hotbed of dealer advertising. On 
a given day, its newspapers can 
be counted upon to yield some of 
the sanest and some of the wildest 
ads to be found anywhere. 

* * + 

UXTON’S (Plymouth), Portland, 

Ore., put out a call for bird 
dogs. The firm said, “For every 
prospect you furnish our salesman 
that we sell a new car to, Buxton’s 
will pay you $50 cash or $100 
eredit to be applied toward the 
purchase of a new car.” 


The ad spoke of “big bonus al- 


lowance” and “easy bank terms,” 
and concluded, “Don’t buy the 
deal; buy the car.” 

Elsewhere in Portland Holly- 
wood Ford staged a one-cent 
sale on accessories. The list in- 
cluded Fordomatic, overdrive, 
power brakes, heater, radio and 
whitewall tires. 

Westlake Chevrolet tried to 
warm up the Seattle winter with 
a “sizzle sale” and announced, “We 
have set the auto world on fire. 
Our prices are burned to a crisp. 
Check this red-hot, four-alarm 
deal.” 

In Milwaukee, King Braeger 
Chevrolet acknowledged that 
many buyers don’t like a long 
list of extras which increase the 
price of their new cars. The firm 
promised, “No extra accessories 
to buy. No false claims. No gim- 
micks.” 

Bates Chevrolet, Springfield, IIl., 
also promised “no gimmicks and 
no high pressure.” 

It announced that 200 new cars 
and trucks would be sold in March 
and invited prospects to “come in 
and let one of our 26 courteous 
1 demonstrate the ’56 Chev- 
rolet.” 


upon completion of the balloting. 
NLREB preferred to have all votes 
counted at its own offices. 

Backshop employes of Dewey, 
Taber & Dutton, Inc., Elmira, N. 
Y., last week voted for the Inter- 
national Assn. of Machinists as 
their bargaining agent. 

Justin J. Donahue, business rep- 
resentative of IAM District 58, said 
that 12 of the employes cast ballots 
for the union and two for no union. 
They will become affiliated with 
Mechanics Local 965. 

Donahue said contract demands 
would be laid down soon. 

* * + 


EANWHILE, in Detroit, a dis- 

pute over production standards 
was stirring unrest among trim- 
department employes at the Dodge 
main plant, where the UAW’s edgy 
Local 3 holds sway. 

Charging speedups, members 
of Local 3 voted last week to 
strike if no settlement could be 
reached. Seniority rights of laid- 
off workers also were an issue. 
Final strike authorization must 
come from the international 
UAW. 

Four workers in the trim depart- 
ment received one-day disciplinary 
layoffs for failure to meet work 
standards, leading to a _ wildcat 
walkout of 14 fellow employes. 

The tieup resulted in 8,500 work- 
ers being sent home from the 
Dodge plant and another 700 from 
the Mack Ave. plant of Chrysler 
Corp.’s automotive body division. 
All were back at work the next 
day. 


Packard Dealers 
To Gauge Opinion 
With Predictor 


DETROIT. More than 100 
Packard and Clipper dealers in 
major market areas will partici- 
pate in a nationwide program to 
gauge public opinion on concepts 
in product development and ad- 
vancement. 

Their findings will be studied 
by Packard-Clipper division prod- 
uct planning department. 

Dramatizing thinking and ideas 
explored as part of the division’s 
program of product development in 
safety, engineering and styling, the 
dealerships will hold one-day salon 
showings of the Predictor. 

The Predictor pulls together in 
one vehicle an overall application 
of ideas and thinking being ex- 
plored by the Packard-Clipper di- 

vision. 


Used-Car Bulletin from Detroit ... 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


March 14 
(Very bad weather today. Sold 116 
cars out of 137 offerings.) 

BUICK — '56 Super Sport coupe, §$2,- 
810*; Special Riviera, $2,650*; Cen- 
tury Riviera, $2,560*. 55 Super 2-dr., 
$2,075* (ps), $2,025*; 4-dr., $1,915*; 
Special Riviera, $2,075*, $1,990*, 
$1,905*; 2-dr., $1,510. ‘54 Super 
Riviera, $1,550*; Century Rivi- 
era, $1,500*; Special 2-dr., $1,305*. 
"53 RM 4-dr., $1,000*, $905* (ps); 
Super Riviera, $925*; 4-dr., $895*, 
$875*; 2-dr., $740*. 52 RM Riviera, 
$685*; Super Riviera, $660*, $650*; 
4-dr., $485*. '51 RM Riviera, $410* 
(ps); Super 2-dr.. $380*. ’50 Super 
4-dr., $275°*. 

CADILLAC—'55 (62) coupe de Ville, 
$3,660* (ps). "53 (62) 4-dr., $1,530* 
(ps). "52 (62) 4-dr., $975*. °49 (62) 
4-dr., $390*. 

CHEVROLET—'56 Two-ten (8) Hard- 
top, $2,025. '55 Bel Air (8) Hardtop, 
$1,635*, $1,600*; Bel Air (6) station 
wagon, $1,620*. '54 Bel Air Hardtop, 
$1,130*. '53 Bel Air Hardtop, $840; 
Two-ten 4-dr., $738, $670. °51 SL 
Deluxe Bel Air, $390*; 4-dr., $260*. 
'49 SL Deluxe conv., $215. 

CHRYSLER — ’55 Imperial Hardtop, 
$2,925* (ps). ’53 Windsor 4-dr., 
$925*. °52 Windsor 4-dr., $525*. 

DeSOTO —’'53 Fire Dome (8) 4-dr., 
$790*; club coupe, $790*, $770*. ’52 
Deluxe 4-dr., $275. 

DODGE—'54 Meadowbrook 4-dr., $700*. 
"52 Coronet 4-dr., $330. 

FORD—’56 Fairlane (8) station wagon, 
$2,200*; Victoria, $1,995*; 4-dr., $1,- 
840*. '55 Fairlane (8) station wagon, 
$1,725; Victoria, $1,600*; Custom 
(8) 4-dr., $1,270; Main (6) 2-dr., 
$1,230; police car, $530. '54 Custom 


(8) 4-dr., $845; station wagon, $1,- 
275; Custom (6) 2-dr., $760; club 
coupe, $735; Main (8) 4-dr., $755, 
$735; 2-dr.. $710. '53 Custom (8) 
club coupe, $965; 2-dr., $760; %-ton 
pickup, $575. ’52 Custom (8) 4-dr., 
$525; Custom (6) 2-dr., $290. 

HUDSON—’53 Hornet 2-dr., $505*. 

LINCOLN — ’54 Capri 4-dr., $1,375* 
(ps). 

MERCURY—’56 Monterey Hardtop, $2,- 
500* (ps). '55 Monterey 4-dr., $1,- 
800*; 2-dr., $1,800*; 4-dr., $1,650* 
(ps). ’52 Monterey 2-dr., $320*. 

NASH — '54 Statesman 4-dr., $830, 
$815. °52 Rambler station wagon, 
= ’51 Rambler station wagon, 

OLDSMOBILE—’56 (88) Super Holiday, 
$2,700* (ps). ’55 (98) 4-dr., $2,040* 
(ps); (88) 2-dr., $1,830*. °54 (88) 
Super Holiday, $1,530*; conv., $1,- 
450° (ps). ’°53 (98) Holiday, $1,170* 


(ps). 

PACKARD — ’53 Clipper 4-dr., $740*, 
$725*, $685*; club coupe, $600*. '52 
Clipper Hardtop, $595*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
125*; Plaza (6) 4-dr., $980. ’53 Cran- 
brook 4-dr., $685, $620, $495, $470. 
’51 Cranbrook Belvedere, $280; club 
coupe, $225. 

PONTIAC—'55 Chieftain (8) 2-dr., $1,- 
535*. ’'54 Chieftain (8) Catalina, 
$1,500*, $1,255*; station wagon, $1,- 
250°; 4-dr., $1,105*. °53 Chieftain 
(8) Catalina, $980*; 2-dr., $800*, 
$755*; 4-dr., $830*, $750*. '52 Chief- 
tain (8) 2-dr., $550, $365; 4-dr., 
$580*, $550*°. ‘50 Silver Streak (8) 
4-dr., $210*. 

STUDEBAKER—'53 Commander Hard- 
top, $700; 4-dr., $515*. 

WILLYS—’53 station wagon, $495. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 76, 77, 78, 79 


Houston's Skyway Monorail— 


A possible answer to the problems of traffic congestion and mass transportation 
is this suspended passenger coach of the Skyway monorail being operated in Hous- 


ton's Arrowhead Park. 


Equipped with 28 Goodyear pneumatic tires, the 50-foot 


coach moves along a single steel rail that is suspended 18 feet above the ground 
by a series of J-shaped towers, 30 feet high. Although limited to moderate speeds 
by the 970-foot test line, the car, powered by two 305-horsepower gasoline engines, 
could travel at high speeds on a full scale line. 


20 ‘Quality Dealers’ Named 
By DeSoto in New Program 


DETROIT. — DeSoto has named 
20 “Quality Dealers” in the launch- 
ing of a program said to be aimed 
at increasing profit and market 
penetration of all DeSoto dealers. 


DeSoto said the award, com- 
memorated by presentation of a 
plaque, goes only to dealers who 
qualify by passing factory inspec- 
tion on all phases of their oper- 
ations. 

The dealers first are recom- 
mended by DeSoto field forces. 
They must equal or surpass the 
percentage of market penetration 
of their respective regions, DeSoto 
said. 

The selected dealers also must 
demonstrate superiority in per- 
formance, finances, administration, 
attitude and facilities. 

Those named include Hub Motor 
Car Co. Inc., Boston; Elkins- 
Terrell Motors, Ince. Burling- 
ton, N. C.; Hulbert Brothers Motor 
Co., Racine, Wis.; Holdridge Motor 
Co., Albuquerque, N. M. 


Foulke’s Sales & Service, Es- 
sex, Md.; Armory Garage, Inc., 
Albany; Silvey Motor Co., Inc., 
Atlanta; Kreiger Motors, Inc., 
Dayton, O.; Geo. Byers Sons, Inc., 
Columbus, O.; Al Wagner Motor 
Sales, Inc., Youngstown, O.; Lic- 
cardi Motor Sales, Inc., Manville, 
N. J.; A. D. Pelunus, Inc., Lake- 
wood, O. 

Low Motor Co., Inc., La Crosse, 
Wis.; Glover Motor Co., Ottumwa, 
Ia.; Key Motors, Inc., Evansville, 
Ind.; Art Frost of Glendale, Glen- 


Bird Says Wagons 
Account for 15% 
Of Plymouth Sales 


DETROIT.—The Suburban series, 
Plymouth’s all-steel station-wagon 
line, now accounts for 15 percent 
of the company’s total sales, Wil- 
liam J. Bird, general sales man- 
ager announced. 

Bird said Suburbans made up 12 
percent of Plymouth’s 1955 sales 
which was a volume increase of 700 
percent in seven years. He noted 
that in 1948, the year before the 
all-steel models were introduced, 
station wagons made up only 2% 
percent of Plymouth’s sales. 

Reporting on an ownership sur- 
vey, Bird said that 44 percent of 
Suburban owners are suburbanites, 
that the average owner family has 
four or five persons and that 10 
percent of the owners questioned 
said they had no particular need 
for a wagon but bought it because 
they liked the styling. 

Bird said the survey also showed 
that three out of eight families 
owning late-model Suburbans are 
two-car families. The national 
average, he said, is one two-car 
family out of eight car-owning 
units. 


dale, Calif.; Rice Motors, Porter- 
ville, Calif.; Halvorsen Motors, 
Bremerton, Wash.; Wilkerson Mo- 
tor Co. Inc., Tulsa, Okla, and 
Freed Motor Co., Salt Lake City. 

* * * 


DeSoto Dealer Conference 


Held in Detroit Hotel 
DETROIT.—DeSoto held its sixth 
annual factory-dealer conference 
here last week at the Park-Shelton 
Hotel with 22 dealer-elected repre- 
sentatives in attendance. 


Among the topics discussed were 
which changes, if any, should be 
made in the DeSoto sales agree- 
ment; whether the field organiza- 
tion is helpful to dealers; whether 
dealers favor bringing out models 
such as the Adventurer and sug- 
gestions and recommendations for 
product improvement. . 


The delegates were Herbert Mor- 
gan, Anniston, Ala.; Leo B. Carey, 
West Warwich, R. I.; Guy Rawls, 
Raleigh, N. C.; C. H. Glover, Spar- 
tanburg, S. C.; J. R. Henderson, 
Elkhorn, Wis.; Jack Sarver, Co- 
lumbus, O.; Albert Franta, Bay- 
town, Tex.; Dan O’Shaughnessy, 
Lansing; W. L. Stone, Muskogee, 
Okla.; Henry Frost, Glendale, 
Calif.; J. E. Blackburn, Vicksburg, 
Miss. 

Dale Tuttle, Sioux Falls, S. D.; 
M. Rockman, Maplewood, N. J.; 
Lester R. Grover, Ottumwa, Ia.; 
William J. Rennix, Baltimore; J. 
Edward Enany, Uniontown, Pa.; 
William R. Kribs, St. Louis; Dal- 
ton Feldstein, Sacramento, Calif.; 
Herman Rodell, Spokane, Wash.; 
Paul Davis, Buffalo; Tom O’Brien, 
Indianapolis, and Nelson K. Mintz, 
Staten Island, N. Y. 


DeSoto's Quality Dealer— 


A. D. Pelunis, center, A. D. Pelunis, 
Inc., Lakewood, O., is the first DeSoto 
dealer to win the company's Quality 
Dealer Award. The presentation is made 
by A. B. Nielson, DeSoto general sales 
manager, while D. R. Crandall, central 
zone manager, looks on. 
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a for thousands of particular people who buy fine cars 
oe ... but want something distinctively different! 


E ZORIGINAL * . 


CUSTOM REAR CONVERSION 
is like adding a new line of cars! 


More and more car buyers today are becoming choosey .. . demanding extra styling 
and distinctive custom appearance as well as fine mechanical features. That’s why so many 
dealers are finding that Continentals added to display cars serve as powerful 

extra sales features .. . just like adding a new line! They can offer 
the ultimate in suave styling to buyers who want fine cars that are 
distinctively different. That Continental is also a functional accessory 
with many practical, useful features. It is factory-assembled as far 
WY as possible . . . assuring faster, easier, lower cost installation in your 
shop. Here’s the extra source of sales and profits you’ll need this year. 
Ask your jobber or write, wire or phone the main office. 


RUBBER-MOUNTED HINGE 
AND SHUTTER-TYPE LATCH 






PREVENT RATTLING 


Se TIE Py RTI 


CADILLAC 





Sturdy understructure supports rear 
extension, spare wheel and bumper. 
Rubber-mounted hinge on tubular 






HUDELSON SALES Co. 
steel shaft permits tilting of tire. Rubber-mounted hinge 


522 NORTH HICKORY STREET brackets and special shutter-type latch assure 
CHAMPAIGN, ILLINOIS tight contact without play and prevent rattling. 








8 


Facto 


AUTOMOTIVE NEWS, MARCH 19, 1956 
increases have been even more | Philadelphia, Washington and At- 


Executives Tour Nation .. . 





Brass Beats Sales Tom-Toms 


(Continued from Page 1) 
of American Motors; Thomas H. 
Keating, general manager of Chev- 
rolet, and J. M. Roche, general 
sales manager of Cadillac. 
. * *” 


AGSDALE, Critchfield and 

Noonan all said they had noted 
a “substantial” increase in sales in 
the past two weeks. 

Critchfield, speaking in Denver, 
said there is currently a “better 
sales trend which should continue 
seasonally.” 

He cited good public interest in 
1956 models and record-breaking 
attendance at auto shows to back | 


HOW SOON 
CAN YOU MATCH 


MY FENDER? 


HOW SOON? 





up his prediction of a good sales 
year. 

Earlier, in Oklahoma City, he 
predicted that auto sales for 1956 
could reach new highs. He said 
some dealers are pessimistic, “but 
there has been that feeling before 
—and those who felt that way 
didn’t do the business that others 
were doing.” 

* + as 
aaa said that a pickup 
had been noted by Buick deal- 
ers thus far in March after 
January-February sales had run 
about 8 percent behind the same 
two months of 1955. 


Abernethy said that sales of 






HOW 








“Right away!” That's your answer to “how soon” the next 


time a customer comes in with 
you own an Acme Color Eye. 


a hard-to-match paint job if 


Any of the rainbow of colors you might meet up with are 
made easily, simply with the '‘Eye”. Do you keep down in- 
ventory? Yes—no need to store hundreds of cans of paint 
on your shelves. For a complete coverage of every color on 
the road, all you need is the Color Eye, Acme Basic Tinting 
Colors, and the Acme Production Color Book. You've got a 
paint factory in your own shop! 


And save? Yes—you can mix as little as four ounces of 


color—you never see anything 


going down the drain. 


How about the matching of faded or weathered colors? You 
tint and you do it with a sure touch because you've worked 
with these formulas and you know what goes into colors to 
make ‘em lighter, darker, brighter, muddier. 


What does it all add up to? Fast, accurate matches, low in- 
ventory, and happier customers. No wonder more paint 
shops are using Acme Color Eyes than ever before. 


SAP-347 


SOON 


CAN WE GET 
THE COLOR? 





RIGHT AWAY 


THERE'S NO COLOR 
DELAY WITH THE 
ACME COLOR 





"56 Ramblers in February ran 22.5 
percent above a year ago. Aber- 





©. P. Noonan 


E. T. Ragsdale 


nethy said AMC had expected C 


Rambler sales to grow “but the 
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than expected.” 

Ragsdale, meeting dealers in Chi- 
cago and Milwaukee last week, said 
that buyers are concentrating in the 
lower-price ranges, hut are adding 
all the accessories they can afford 
on the cars they do purchase. 

Despite the 8 percent dropoff in 
the first two months of 1956, Rags- 
dale said, he is confident the year’s 
results will be satisfactory. 


lanta. 

“We have just had the greatest 
February and the best first four 
months of any model year in 
Cadillac history,” Roche told his 
audiences. 

“We are quite confident that 1956 
will be the best sales year we have 
ever experienced.” 

Keating, in his annual confer- 
ences with dealers in the field, 
cited January and February figures 


Sales in 1956 most likely will not showing Chevrolet sales running 


equal those in 1955, he said, but he 
is confident the year’s results will 
be satisfactory and that the event- 
ual total may be second only to 
last year’s astounding mark. 


Buick’s decline, he predicted, will 


above year-ago levels. 
Sales gains may well hold for the 
rest of this year, he said. 
+ * * 


RITCHFIELD has been herald- 
ing this year’s prospects in the 


not be as great as the industry's! .ourse of a nationwide tour to in- 


average. 
* ao x 


ADILLAC’S Roche last week 
met with field sales personnel 
and area distributors in New York, 
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troduce to dealers Pontiac’s new 
general sales manager, Frank V. 
Bridge. 

They have been outlining Pon- 
tiac’s sales and advertising pro- 
grams for the balance of the 
year. 

Both have urged dealers to give 
all possible support to a Federal 





T. H. Keating J. M, Roche 
highway-construction program. 

Noonan was in Denver to intro- 
duce William C. Walsh, who has 
taken over as Chrysler’s Denver 
regional manager. 

a *x * 

i said Chrysler sales so 

far this year have been “ex- 
ceptionally good” and that recent 
further increases are being con- 
sidered an indication of a strong 
market in the spring and summer 
months. 

Sales of the Imperial, he said, 
have given Chrysler a “substan- 
tial share of the luxury-car mar- 
ket.” 

Prior to their stop at Oklahoma 
City, Critchfield and Bridge had 
appeared at Houston and 16 other 
cities. 

The factory officials’ optimism 
was supported last week by “Pre- 
liminary Findings of the 1956 Sur- 
vey of Consumer Finances,” pub- 
lished by the board of governors 
of the Federal Reserve System. 

* * . 


yas survey showed that 8.2 per- 
cent of all consumers surveyed 
on their financial situation said 
they want to buy a new car this 
year—the same percentage that in- 
dicated the same desire in 1955. 


This year, however, consumers 
expect to pay more—an average 
$2,850, compared with $2,830 in 
1955. 


Consumers in general are opti- 
mistic, the survey noted. Two-thirds 
of those interviewed said they were 
better off this year than last, and 
two-fifths said they expect to be 
making more next year. 


Counsel Disputes 


* 
Equity-Law Need 
(Continued from Page 3) 
tives, and a lawyer for Chrysler, 
Ford of GM has an uphill battle 
all the way,” he said. 

State factory-dealer licensing 
laws, most of which contain anti- 
coercion provisions, have seen a 
limited enforcement, he observed. 
He noted that one of the most 
stringent laws enacted to date—the 
Colorado statute—currently is being 
tested in Federal Court in Denver. 
The disputed law requires court 
approval of every cancellation ac- 
tion. 

The attorney expressed the 
opinion that many dealers, caught 
up by shrinking profits in the 
last year or two, are “mis- 
takenly” searching for a cure-all 
in Federal regulation. 

“This business,” he declared, “has 
been built on the principle of fac- 
tory determination of marketing. 

“Dealers who would attempt to 
legislate themselves into the upper 
hand, or strip the factories of mar- 
ket control, are making a tragic 


!mistake” 


s 
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Official Two-Way Flying Mile Speed Runs 
Wednesday, February 22, 1956 


1956 U. S. Production Passenger Cars Speed 

Class 7—Over 350 Cubic Inches Two-Way 

Pos. Driver Car Average 
1. Tim Flock, Atlanta, Ga., 56 Chry. 300B 139.373 
. Vicki Wood, Detroit, Mich., 56 Chry. 3008 136.081 


Warren Koechling, Miami, Fia., 56 Chry. 300B 129.009 
. Brewster Shaw, Daytona Beach, Fia., 56 Chry. 300B 126.805 
. Wallace Chandler, Lansing, Mich., 56 Stude. Golden Hawk 122.407 
. Edward Lyons, Grayville, Ill., 56 Chry. 300B 121.622 
Craig Bailey, Cinton, Tenn., 56 Stude. Golden Hawk 118.558 
. Wilbur Langham, Antwerp, Ohio, 56 Chry. 300B 117.321 
. Gene Shroyer, Ottawa, Ohio, 56 Cad. Conv. 113.636 
Harry Oliver, New Castle, Del., 56 Chry. N.Y. 113.475 


Class 6—305 to 350 Cubic Inches 

1. Dagny Eames, Manhattan Beach, Cal., 56 Dodge 130.577 
2. Nicky Griffin, Detroit, Mich., 56 Mercury 125.567 
3. Billy Myers, Germanton, N. C., 56 Mercury 124.503 
4. Chris Williams, Stuart, Va., 56 Mercury 121.601 
5. J. H. Baker, Wichita, Kansas, 56 Dodge 121.090 
6. Franklin Ramey, Abbeville, S. C., 56 Buick 119.403 
7. Horace Woodring, Henderson, Ky., 56 Mercury 117.455 
8 
9 
10. 
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. A. E. Chenoweth, Xenia, Ohio, 56 Pontiac 116.618 
. Fred Kimrey, Burlington, N. C., 56 Chry. Windsor 113.386 
. Wm. E. Lile, Hopkinsville, Ky., 56 Buick Century 111.645 


Class 5—259 to 305 Cubic Inches 


1. Murray Hartley, Erie, Pa., 56 Chevrolet 121.335 


56 Chevrolet 119.245 


. Raymond Fulmer Jr., Saluda, S. C., 

. Joe Weatherly, Norfolk, Va., 56 Ford 118.130 

. Leonard Steed Jr., Jackson, S. C., 56 Chevrolet 117.168 
O. F. Liernard, Antwerp, Ohio, 56 Chevrolet 116.599 


56 Ford 115.923 
56 Chevrolet 115.811 
56 Ford 115.145 
56 Ford 114.869 
56 Chevrolet 113.404 


. Clarence Wood, Detroit, Mich., 

. Tommy Hagood, Orlando, Fia., 

. Dr. Robt. Rollings, Saluda, S. C., 

. Andrew Hotton, Dearborn, Mich., 
10. Robt. D. Narber, Cedar Rapids, I!a., 


Class 4—213 to 259 Cubic Inches 
1. Frieda Herrmann, Detroit, Mich., 56 Ford 


Ladies’ Class—U. S. Production Passenger Cars 

1. Vicki Wood, Detroit, Mich., 56 Chry. 300B 136.081 
2. Nicky Griffin, Detroit, Mich., 56 Mercury 125.567 
3. Frieda Herrmann, Detroit, Mich., 56 Ford 90.135 
4. Alma Howard, Farmington, Mich., 56 Ford 88.365 


Popular Priée Class—Under $2,500 Delivered in Florida 


1. Murray Hartley, Erie, Pa., 56 Chevrolet 121.335 
. Raymond Fulmer Jr., Saluda, S. C., 56 Chevrolet 119.245 
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90.135 


56 Ford 115.145 
56 Ford 114.869 
56 Chevrolet 113.404 


. Dr. Robt. Rollings, Saluda, S. C., 
. Andrew Hotton, Dearborn, Mich., 
10. Robt. D. Narber, Cedar Rapids, Ia., 


U. S. Production Sport Cars 
1. John Fitch, Stamford, Conn., 56 Chev. Corvette 145.543 


2 
3. Joe Weatherly, Norfolk, Va., 56 Ford 118.130 
4. Leonard Steed Jr., Jackson, S. C., 56 Chevrolet 117.168 
5. O. F. Liernard, Antwerp, Ohio, 56 Chevrolet 116.599 
6. Clarence Wood, Detroit, Mich., 56 Ford 115.923 
7. Tommy Hagood, Orlando, Fia., 56 Chevrolet 115.811 
8 
9 


2. Betty Skelton, Winter Haven, Fla., 56 Chev. Corvette 137.773 
3. Andrew Hotton, Dearborn, Mich., 56 Thunderbird 134.404 
4. William Norkett, Chicago, Iil., 55 Thunderbird 133.087 
5. L. Merritt Brown, Daytona Beach, Fia., 56 Thunderbird 122.491 
6. W. J. Straney, Jeffersonville, Ind., 55 Thunderbird 120.785 
7. Ken Whitney, Panama, N. Y., 56 Thunderbird 112.132 
8. Frank Zirbes, Fairview Pk., Ohio, 56 Thunderbird 108.271 
9. Chas. M. Gilman, Bay Head, N. J., 55 Thunderbird 108.108 
10. Wade H. Jones, Columbia, S. C., 55 Thunderbird 104.895 


Ladies’ Sport Car Class 


1. Betty Skelton, Winter Haven, Fia., 
56 Chev. Corvette 137.773 


U. S. Modified Sport Cars 


1. Zora Arkus-Duntov, Grosse Pte., Mich., 
56 Chev. Corvette Mod. 147.300 


Prototype Cars 

1. Vern Houle, California, 56 Mercury Prototype 147.269 
2. Phil Walters, Hicksville, N. Y., 56 Plymouth Fury 136.415 
European and/or U. S. Production Sport Cars 
Sport Class 6—Unlimited Cost or Displacement 

1. King Pannier, Canton, Ohio, 54 Allard K3 111.111 


Sport Class 4—Under $4,000 Delivered in New York 

1. John Fitch, Stamford, Conn., 56 Chev. Corvette 145.543 
. Betty Skelton, Winter Haven, Fia., 56 Chev. Corvette 137.773 
. Andrew Hotton, Dearborn, Mich., 56 Thunderbird 134.404 
. Howard J. Meeker, Ft. Wayne, Ind., 56 Jaguar XKI40MC 134.078 
William Norkett, Chicago, Ill., 55 Thunderbird 133.087 
Philip H. Stiles, Palm Beach, Fla., 55 Austin-Healy 100S 128.000 
L. Merritt Brown, Daytona Beach, Fla., 56 Thunderbird 122.491 
W. J. Straney, Jeffersonville, Ind., 55 Thunderbird 120.785 
Ken Whitney, Panama, N. Y., 56 Thunderbird 112.132 
. Frank Zirbes, Fairview Pk., Ohio, 56 Thunderbird 108.271 


Sport Class 3—Under $3,000 Delivered in New York 

1. Fred Pfisterer, Mt. Vernon, N. Y., 

56 Austin-Healy 100 101.067 

Sport Class 2—Under 1,500 cc Displacement 

1, William J. Buff Ill, Red Bank, N. J., 53 Porsche 104.621 
Sport Class 1—Under 75 Cubic Inches Displacement 

1. John Been, Shrewsbury, N. J., 56 Volkswagen, 67.586 
Modifieds 

1. Smokey Yunick, Daytona Beach, Fia., 


56 Chev. Pick-up 130.293 
2. L. Merritt Brown, Daytona Beach, Fla., 56 Ford F100 Truck 126.050 
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OFFICIAL RESULTS — NASCAR INTERNATIONAL 


SAFETY AND SPEED TRIALS AND RACES 


DAYTONA BEACH, FLORIDA—February 12 Through 26, 1956 


NATIONAL ASSOCIATION FOR STOCK CAR AUTO RACING, INC. 
42 South Peninsula Drive, Daytona Beach, Florida. 


Acceleration Runs—Measured Mile—Standing 
Start — Thursday, February 23, 1956 


1956 U. S. Production Passenger Cars 
Speed 
Pos. Driver Car One-Way 
Fastest Time of the Day 
1. Danny Eames, Manhattan Beach, Calif., 


56 Dodge D-500 81.786 


Class 7—Over 350 Cubic Inches 
1. Brewster Shaw, Daytona Beach, Fia., 

56 Chrysler 300-B 81.762 
. Warren Koechling, Miami, Fla., 56 Chrysler 300-B 79.952 
Ed Williams, Fithian, Ill., 56 Lincoln 79.878 
. Wallace L. Chandler, Larsing, Ind., 56 Stude. Golden Hawk 78.809 
. Frederick B. Kimrey, Burlington, N. C., 56 Chrysler 77.989 
Guy Seashole Jr., Jacksonville, Fla., 55 Chrysler 300 77.787 
M. M. Culver, Dayton, Ohio., 56 Cadillac Conv. 77.586 
- Taylor A. Doebler Jr., Jersey Shore, Pa., 53 Lincoln Cosmo 76.595 
Gene H. Shroyer, Ottawa, Ohio, 56 Cadillac Conv. 75.997 
. Mervin Jack Morgan, Union Point, Ga., 55 Chrysler 300 75.000 


Class 6—305 to 350 Cubic Inches 

1. Danny Eames, Manhattan Beach, Calif., 56 Dodge 81.786 
2. Art Chrisman, Compton, Calif., 56 Mercury 81.008 
3. Dean Martin, Daytona Beach, Fia., 56 Dodge D-500 76.742 
4. Howard E. Palmer, Chicago, Iil., 55 Dodge 75.551 
5. V. M. Clagett Jr., Rockville, Md., 56 Chrysler Wind. 64.011 


Class 5—259 to 305 Cubic Inches 
1. Ned E. Decker, Sherwood, Ohio, 
. James W. Umlauf, Allen Park, Mich., 
. Betty Skelton, Winter Haven, Fia., 
. Herb Thomas, Sanford, N. C., 

O. F. Liernard, Antwerp, O., 

. Joe Littlejohn, Spartanburg, S. C., 

. Harley G. Morse, Eustis, Fia., 

. Leonard Steed Jr., Jackson, S. C., 
J. M. Tapscott, Deland, Fia., 

. Raymond Fulmer Jr., Saluda, S. C., 


U. S. Production Sport Cars 

1. Chuck Daigh, Long Beach, Calif., 56 Thunderbird 88.779 
. William Norkett, Chicago, Iil., 56 Thunderbird 87.869 
John Fitch, Stamford, Conn., 56 Corvette 86.872 
Andrew lL. Hotton, Dearborn, Mich., 56 Thunderbird 86.289 
Betty Skelton, Winter Haven, Fia., 56 Corvette 85.531 
L. Merritt Brown, Daytona Beach, Fia., 56 Thunderbird 85.387 
Jack Horsley, Miami, Fia., 55 Thunderbird 81.374 
W. J. Straney, Jeffersonville, Ind., 55 Thunderbird 79.034 
Howard E. Palmer, Chicago, Ill., 56 Thunderbird 78.210 
. Donald La Fountain, Highland, N. J., 55 Thunderbird 76.824 


Ladies’ Sport Car Class 


1. Betty Skelton, Winter Haven, Fia., 
2. Suzanne La Fountain, Highland, N. J., 


U. S. Modified Sport Cars 


1. Zora Arkus-Duntov, Grosse Pointe, Mich., 
56 Corvette Modified 89.753 
2. Frank L. Zirbes, Fairview Pk., Ohio, 55 Thunderbird Mod. 82.285 
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56 Chevrolet 81.392 
56 Ford 80.844 

56 Chevrolet 80.699 
56 Chevrolet 80.482 
56 Chevrolet 80.053 
56 Chevrolet 79.575 
56 Chevrolet 79.068 

56 Chevrolet 79.016 
56 Chevrolet 78.482 
56 Chevrolet 77.536 
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56 Corvette 85.531 
55 Thunderbird 76.287 


European and/or U. S. Production Sport Cars 
Sport Class 6—Unlimited Cost or Displacement 
1. James H. Kimberly, Chicago, Ill., 55 Ferrari 375 88.648 


Sport Class 4—Under $4,000 Delivered in New York 
1. Chuck Daigh, Long Beach, Calif., 56 Thunderbird 88.779 


. William Norkett, Chicago, Ill., 56 Thunderbird 87.869 
. John Fitch, Stamford, Conn., 56 Corvette 86.872 
. Andrew lL. Hotton, Dearborn, Mich., 56 Thunderbird 86.289 


56 Corvette 85.531 
56 Thunderbird 85.387 
55 Thunderbird 81.374 
55 Thunderbird 79.034 


Betty Skelton, Winter Haven, Fia., 

L. Merritt Brown, Daytona Beach, Fia., 
. Jack Horsley, Miami, Fica., 

W. J. Straney, Jeffersonville, Ind., 

. Howard E. Palmer, Chicago, Iil., 56 Thunderbird 78.210 
. Donald La Fountain, Highland, N. J., 55 Thunderbird 76.824 


Sport Class 3—Under $3,000 Delivered in New York 


1. Fred C. Pfisterer, Mt. Vernon, N. Y., 
56 Austin Healy 100 70.616 


Sport Class 2—Under 1,500 cc Displacement 
1. William Buff ill, Red Bank, N. J.. 53 Porsche 72.610 


Sport Class 1—Under 75 Cubic Inches Displacement 
1. John Been, Shrewsbury, N. J.. 56 Volkswagen 53.683 


European Sedan Class 


1. Pepper Cunningham, Hamilton Square, N. J., 
54 Jaguar Mark Vil 67.139 
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Hybrid U. S. Passenger Cars 

1. Richard Griffin, Lansing, Mich., 

2. Charles Rehi, Millersport, Ohio, 

3. Suzanne La Fountain, Highland, N. J., 56 Ford Sta. Wgn. 
4. Charles M. Gilman Jr., Bay Head, N. J., 56 Ford Sta. Wgn. 
5 
6 


53 Studillac 86.455 
56 Ford Sta. Wgn. 75.725 
70.950 
70.395 
70.230 
69.137 


. Donald La Fountain, Highland, N. J., 52 Ford Sta. Wgn. 
. Suzanne La Fountain, Highland, N. J., 52 Ford Sta. Wgn. 


Modifieds 


1. Smokey Yunick, Daytona Beach, Fica., 
56 Chev. Pick-up 89.524 
2. L. Merritt Brown, Daytona Beach, Fla., 56 Ford F100 truck 81.008 


Keep Abreast of Stock Car Racing 
DEALER MEMBERSHIPS 


$15.00 PER YEAR 
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Special NASCAR Speed Weeks Trophies 


Pure Oil Company “Man off the Street" Trophy 
Rev. Rankin Shrewsbury, Daytona Beach, Fla.—1956 Ford 
Thunderbird—128.296 mph. 


Pure Oil Company Manufacturers’ Trophy 
Ford Division, Ford Motor Company, 


Sports Illustrated Perpetual Award 
Winner of Grand National Championship Race—152 miles 
Feb. 26, 1956—Tim Flock, Atlanta, Ga.—1956 Chrysler 300-B 
—90.836 mph. 


Cannon Ball Baker Perpetual Award 
Winner of Grand National Championship Race—152 miles 
Feb. 26, 1956—Tim Flock, Atlanta, Ga.—1956 Chrysler 300-B 
—90.836 mph. 


Tom McCahill Perpetual Award 
U. S. Standard Production Passenger Cars, Feb. 22, 1956— 
Tim Flock, Atlanta, Ga.—1956 Chrysler 300-B—139.373 mph. 


Paul Whiteman Perpetual Award 
European and/or U. S. Production Sport Cars, Feb. 22, 1956 
—dJohn Fitch, Stamford, Conn.—1956 Chevrolet Corvette— 
145.543 mph. 


Champion Spark Plug Trophy 
Fastest time, February 19, 1956—Chuck Daigh, Long Beach, 
Calif—1956 Ford Thunderbird—92.142 mph. (one-way stand- 
ing start). 


Mechanix Illustrated Acceleration Trophy—Pure Oil Com- 
pany $100 U. S. Standard Production Passenger Cars 
Feb. 23, 1956—Danny Eames, Manhattan Beach, Calif.—1956 
Dodge 500—81.786 mph. 
Mechanix Illustrated Acceleration Trophy—European and/ 
or U. S. Production Sport Cars—Pure Oil Company $100 
Feb. 23, 1956—Chuck Daigh, tong Beach, Calif. — 1956 
Ford Thunderbird—88.779 mph. 
Air Lift Challenge Race—$500 
Feb. 23, 1956—Junior Johnson, Ronda, N. C.—1956 Dodge 
500—126.939 mph. (one way). 
Michigan Modern Engineering Co.—Watches 
Leaders of most laps convertible race—Curtis Turner, Roanoke, 
Va.—1956 Ford—Grand National Race—Tim Flock, Atlanta, 
Ga.,—1956 Chrysler 300B 
Pure Oil Company Manufacturers’ High-Point Trophy 
Winner—Ford Division—Ford Motor Company 


Detroit, Mich. 


1. Ford 584 7. Oldsmobile 91 
2. Chevrolet 566 8. Studebaker 57 
3. Chrysler 403 9. Cadillac 53 
4. Dodge 320 10. Pontiac 48 
5. Mercury 289 11. Lincoln 40 
6. Buick 140 12. Plymouth 11 


NASCAR Grand National Championship 152-Mile Race 
Sunday, Febuary 26, 1956 


Fin. Start 
Pos. Pos. Driver CAR 
1. 1 Tim Flock, Atlanta, Ga. 56 Chry 300-B 


24 ~—s Billy Myers, Germanton, N. C. 56 Mercury 
22 Ralph Moody, Dania, Fla. 56 Ford 

16. Jimmy Lewallen, High Point, N.C. 56 Oldsmobile 
27 Jim Reed, Peekskill, N. Y. 56 Chevrolet 


Al Keller, W. Palm Beach, Fla. 56 Chevrolet 
38 Darvin Randahi, Rio, Wisconsin 56 Ford 
6 Bob Korf, Dayton, Ohio 56 Mercury 
10 Herb Thomas, Sanford, N. C. 56 Chevrolet 
10. 12 Fonty Flock, Atlanta, Ga. 56 Dodge D-500 
11. 25 Gwyn Staley, N. Wilkesboro,N.C. 56 Chevrolet 
12 18 Lee Petty, Randleman, N. C. 56 Dodge D-500 
13 58 Jack Radtke, Grays Lake, Ill. 56 Ford 
14 49 Ray Chaike, Cincinnati, Ohio 56 Chevrolet 
15 55 Gene Simpson, Sharron, Pa. 55 Buick 
16 60 Kenneth Millingan, Knoxville, Tenn.56 Chevrolet 
7. 78 Bill Blair, High Point, N. C. 56 Dodge D-500 
18. 35 Don Thomas, Olivia, N. C. 56 Ford 
19. 13 Charlie Scott, Forest Park, Ga. 55 Chry 300 
20. 9. Buck Baker, Charlotte, N. C. 55 Chry 300 


Fastest Qualifier: Tim Flock, Atlanta, Ga., 56 Chrysler 300-B 
—135.747 MPH. 

Time of Race: 1 hour, 40 minutes, 24 seconds. 

Average Speed: 90.836 MPH. 


NASCAR National Convertible Championship 160-Mile Race 
Saturday, February 25, 1956 


Fin. Start 

Pos. Pos. Driver CAR 

1. 14 Curtis Turner, Roanoke, Va. 56 Ford 

2 15 Fireball Roberts, Daytona Bch., Fila. 56 Ford 

3 4 Herb Thomas, Sanford, N. C. 56 Chevrolet 
4 19 Marvin Panch, Gardena, Calif. 56 Dodge 

5 6 Dick Joslin, Orlando, Fla. 56 Dodge 

6 7 Red Duvali, Chicago, Ill. 55 Buick 

7. 27 Ray Atkinson, Indianapolis, Ind. 56 Ford 

8 11 Geo. Baumgardner, Saratoga, N.Y. 54 Buick 

9 22 Mel Larson, Phoenix, Arizona 55 Ford 
10 28 Pete Peterson, Chicago, Ill. 56 Ford 
11 10 Art Binkley, New Albany, Ind. 55 Plymouth 
12. 29 Johnny Skipper, Harvey, Ill. 55 Mercury 
13. 8 Larry Odo, Chicago, lil 56 Chevrolet 
14. 13 Bob Pronger, Chicago, Ill. 56 Ford 
15 5 Herschel White, Indianapolis, Ind. 56 Oldsmobile 
16 17 Jack Lawrence, Detroit, Mich. 55 Plymouth 
17. 23 Tom Pistone, Chicago, Ill. 56 Chevrolet 
18 2 Jimmy Thompson, Monroe, N.C. 56 Mercury 
19. 1 Joe Weatherly, Norfolk, Va. 56 Ford 
20 16 Bud Palmer, Nassau, N. Y. 56 Mercury 


Fastest Qualifier: Joe Weatherly, 56 Ford—117.801 mph. 
Time of Race: 1 hour, 39 minutes, 53 seconds 
Average Speed: 96.11 mph. 
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Costs Ford $7.54 a Car, Crusoe Says... 


Freight Called a ‘Loss’ Item 


WASHINGTON. Lewis D. 
Crusoe reared back and: took a 
roundhouse swing at the “phan- 
tom” freight issue last week in his 
appearance before Senator A. S. 
Mike Monroney’s subcommittee. 


Rather than pocketing a $40 
windfall, Ford Motor Co. sus- 
tains a freight loss of $7.54 a car, 
said Crusoe, executive vice- 
president in charge of the corpo- 
ration’s car and truck divisions. 


The $40-a-car figure was pre- 
sented to the subcommittee during 
sessions in January when a witness 
testified that freight averaged $75 
a car while the cost/of delivering 
components to an assembly plant 
was $35 a car. This was projected 
to an annual consumer “phantom” 
freight bill of $280 million a year. 

Crusoe teed off on the estimate, 
claiming, “The first trouble with 
this analysis is that the witness 
employed data that is irrelevant 
to the problem.” 

He declared that the $75 is 
the avearge cost on automobiles 





shipped by rail, regardless of 
source or destination — not the 
average distribution charge made 
by manufacturers. 

Further, he said, the $35 is the 
average freight cost per automo- 
bile for shipping automotive 
parts, whatever their destina- 





Murray Claims S. Calif. 


No. 1 Cadillac Market 


LOS ANGELES,—Fred H. Mur- 
ray, Cadillac branch manager 
here, has announced that South- 
ern California leads the country 
in sales of new Cadillacs. He 
said 11.40 percent of all regis- 
tered Cadillacs are in this area. 

Murray said a 35 percent in- 
crease in orders was shown in 
November, December and Jan- 
uary as compared to the same 
months of 1954 and 1955. There 
are 16 Los Angeles metropolitan 
Cadillac dealers and 27 in the 
suburbs. 





tion; “it is not the additional 
freight cost on parts shipped to 
assembly plants.” 

Another major difficulty, Crusoe 
said, is that the calculation leaves 
out the costs incurred by the man- 
ufacturer in shipping vehicles from 
assembly plants to dealers. Also, 
1954 figures were applied to 1955, 
“although all manufacturers had 
reduced their distribution prices 
late in 1954.” 

Applying Ford’s 1956 figures, 
Crusoe said, “We obtain a so-called 
‘phantom freight’ figure of $66.77 per 
vehicle. When we take our actual 
distribution prices, less actual out- 
bound freight costs and additional 
inbound freight costs to assembly 
plants, we get a loss figure of 
$7.54.” 

Asserting that Ford feels that 
its distribution pricing plan is 
fair and equitable to all con- 
cerned, Crusoe said that the com- 
pany’s freight costs exceed the 





total, revenue from its distribu- 
tion services. 

“We estimate,” he said, “that on 
the basis of our present prices, 
the company will pay over $15 mil- 
lion more this year in freight costs 
than it will receive for its distri- 
bution services.” 

Crusoe announced himself strictly 
opposed to the “phantom” freight 
bill introduced by Rep. Carl Hin- 
shaw, California Republican. 

“The language of the bill does 
not make clear whether one of the 
most important costs of the man- 
ufacturer — the freight paid for 
shipment of component parts to 
assembly plants could be in- 
cluded,” he said. 

“Even if charging for both in- 
bound and outbound freight were 
permitted, however, the pricing 
system required by the bill would 
result in many inequities and, in 
our opinion, would be completely 
unworkable.” 

He said the bill would tend 
to create local monopolies around 
the assembly plants of particu- 
lar producers because of a pro- 
vision permitting manufacturers 
to charge only “transportation 
costs incurred in making de- 
livery” of automobiles. 


He said that such a mandate 





E-Z-EYE Reduces Glare! 


GLASS 





An E-Z-Eye windshield, with its shaded band of neutral blue, 
reduces sun and sky glare. And E-Z-Eye Safety Plate Glass keeps 
the car cooler and more comfortable. 


Your customers are reading about E-Z-Eye in full-color, national 
advertising (The Saturday Evening Post and TIME). 


In survey after survey, car buyers say they want glare-reducing 


safety glass. Why not pick up a profit bonus by making the E-Z-Eve 


option a standard part of your sales story? 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 


Reduces Glone,Cyestrain,Sun Heot 


LIBBEY > OWENS - FORD GLASS COMPANY + TOLEDO 3, OHIO 


would result in vastly different 
prices in the same area for cars 
in the same price class. It would 
work to the detriment of the 
dealer farthest from the branch as- 
sembly plant, he said. 

Pointing out that similar price 
differentials would arise among 
different models of the same make 
of car, he warned that such price 
variances “obviously would prevent 
efficient use of our branch assem- 
bly plants and make it impossible 
for us to provide stable employ- 
ment in them.” 

Crusoe also mentioned that the 
Hinshaw bill would have a “possi- 
ble adverse effect on those automo- 
tive producers who have few or no 
branch assembly plants.” 










Augusta Dealers 
Try Gimmick Ads 
As Stocks Climb 


AUGUSTA, Ga.—As new and used- 
car stocks mount, Augusta dealers 
are turning to the no-downpayment 
and long-terms gimmicks to move 
cars. 


United Motor Sales mentioned 
“no downpayment, 2% years to pay,” 
|while Roberts Motor Co. (DeSoto- 
Plymouth) tried a direct-mail cam- 
paign that informed readers: “We 
mean business. These cars must be 
sold immediately, regardless of 
price.” 

Harrison - Gulley Chevrolet, Inc., 
tried the cash-to-the-buyer angle. 
“If the allowance for your car is 
more than the required downpay- 
ment,” it said, “you get the differ- 
ence in cash.” 


Bill Jones Motors, Inc., a used- 
ear dealer, advertised service spe- 
cials. Engine tuneups and lubrica- 
tions were among the reduced 
items. 


Schneider Named 
TTMA President 
To Succeed King 


WASHINGTON.—C. L. Schneider, 
vice-president, Fruehauf Trailer 
Co., Detroit, has been elected presi- 
dent of the Truck-Trailer Manu- 
facturers Assn. He succeeds R. R. 
King, president, American Body & 
Trailer Co., Oklahoma City. 


The association also elected four 
regional vice-presidents. They are: 
Harry Eyler, Trailmobile, Inc., Cin- 
cinnati; A. A. Kearney, Brown 
Trailers, Inc., Spokane; John C. 
| Bennett, Utility Trailer Mfg. Co., 
Los Angeles, and C. W. Alexander, 
|Lufkin Foundry & Machine Co., 
| Lufkin, Tex. 
| Elected president of associate 
members of TTMA was Edward D. 
| Hendrickson, Hendrickson Mfg. Co., 
Lyons, Ill. Robert M. Hays, Timken- 
Detroit Axle division, Rockwell 
Spring & Axle Co., was named as- 
sociate member vice-president. 

R. L. Veenema, president, Vee- 
nema & Wiegers, Inc., Paterson, 
N. J., was elected TTMA treasurer. 
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Chevrolet Pays Off— 


The “banjo” Peter M. Thomas is smil- 
ing through isn't the kind that makes 
music, but it helped enrich him to the 
tune of $2,500, the top award in Chev- 
rolet's suggestion program. Employed at 
the Detroit gear and axle plant, Thomas 
Proposed an improved method for mill- 
ing the crescent-shaped indentations visi- 
ble on the inside of the “banjo,” which 
is part of the housing for a two-speed 
rear truck axle. The suggestion involved 
changing the cutting angles of carbide- 
tipped blades. 
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From the dark reaches of a dozen mines... . out of glacier-born 
pe- 
=. mountain streams... . from the steaming jungles of Brazil come 
— om the many compounds and ingredients that go into the world 


famous BLUE CORAL TREATMENT. In BLUE CORAL’S laboratory- 
like plant the skill of Man transforms this bounty of nature into 
a long-lasting, lustre-rich protection for fine motor car finishes. 
Every ingredient used . . . every step taken... in the manufac- 
ture and production of BLUE CORAL LIQUID and BLUE CORAL 
PRESERVATIVE SEALER are part of the careful blending of 
scientifically compounded ingredients and the skillful use of the 
latest technological developments. No substitutes or short-cuts 
mar the quality and dependability of BLUE CORAL. For over a 
quarter of a century the world’s leading manufacturers of fine 
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the that BLUE CORAL means quality and proven performance from 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar oo and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 





May Safety Check Program 
A Natural for Dealer 


_ pendulum is swinging away from the fast-deal boys 
and toward dealers who are interested in building good- 
will through fair dealing and customer satisfaction. 


Signs of this are plentiful. Dealer groups in various parts 
of the country are throwing out price packs and working 
with the Better Business Bureaus against deceptive adver- 
tising. 

And manufacturers, which once condoned and in some 
cases abetted deceptive practices, now are seeking to wipe 
them out. 


The present reform moves appear to go beyond lip service 
to the standards of honest merchandising. 


Goodwill of the public once again becomes a thing to 
strive for. 


In this respect, many dealers have found that participa- 
tion in the annual May safety check program is of value. 
Community effort is being emphasized this year. 


New-car dealers can help promote the programs by fur- 
nishing manpower and materials for operation of citywide 
safety-check lanes. Where there is no joint campaign, dealers 
are urged to invite car owners to visit their service depart- 
ments for a free inspection. 


Safety items to be checked are brakes, front and rear 
lights, steering, tires, exhaust system, glass, windshield 
wipers, rear-view mirror and horn. 


Safety promotion is a natural for the auto dealer. He is 
vitally linked to the safe use of motor vehicles. 


He can serve his community, his industry and himself 
through cooperation with this program. 


But like all ideas, he must work at this one to make it 
work. It is neither too early nor too late to start. 
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Coming 
Events 


Dealer Conventions 





March 25-27—lowa Automobile Dealers 
Assn.. Hotel Fort Des Moines, Des 
Moines. 


April 3—Brooklyn and Long Island Au- 


tomobile Dealers Assn., Garden City 
Hotel, Garden City, L. I., N. Y. 
April If — Rhode Island Automobile 


Dealers Assn., Sheraton-Biltmore Hotel, 
Providence. 


May 4-5—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 


May 14-15—Missouri Automobile Dealers’ 
os. Muehlebach Hotel, Kansas City, 
°, 


May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 





Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 
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May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C 

June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 

June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 21-23—Florida Automobile Dealers 
— Fort Harrison Hotel, Clearwater, 

a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Nov. I1-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Jan. 26-30—40th annual 
tion and NAD 
San Francisco, 

* * * 


Dealer Auto Shows 


March 13-19 — Greensboro Auto Show, 
Greensboro Tobacco Warehouse, 
Greensboro, N, C 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita. 

March 20-27—Danville Auto Show, Neal's 
Tobacco Warehouse, Danville, Va. 

March 27-April 3—Raleigh Auto Show, 
William Neal Reynolds Coliseum, Ra- 
leigh, N. C, 

March 27-April 3 — Rocky Mount Auto 
Show, Rocky Mount, N, C. 

April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse, Lynchburg, Va. 
April — Lewiston Auto Show, Lewiston 

Armory, Lewiston, Me. 

April 20-22—Fargo-Moorhead Auto Show, 
Concordia Field House, Moorhead, 
Minn. 


Jan. 5-13—Chicago Auto Show, 


oF 69 


ZOQ\ID 


eS —err 
55060 WD 


NADA Conven- 
Equipment Exhibition, 
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interna- | Bucking Pressure 


tonal —— — I have just read your “On the 
House” (Feb. 27). 
General You are to be congratulated for 


the stand you have taken. The 
greatest hope we all have is for 
a free press and people with cour- 
age to use it. 

To know of the pressure you have 
to buck only makes AUTOMOTIVE 
News worth more to us.—OHI0 
DEALER. 


March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland. 

March 24-April 1—General Motors Motor- 
ama Civic Auditorium, San Francisco. 

March 27-29 — Canadian Automotive 
Wholesalers & Manufacturers Assn., 
King Edward Hotel, Toronto. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York. 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston. 


= * z 


I enjoyed “On the House” in your 
Feb. 27 issue. People like that need 
April 21- May 2—38th International Motor | to be told now and then. —Mipwest 

Show, Turin, Italy. READER. 

April 23-24—American Zinc Institute An- es 


nual Meeting, Hotel Statler, St. Louis. 
April 28-May 6—International Automobile Closed pu Sundays 
Show, Exhibition Hall, Coliseum, New In your issue of March 5th, Page 
York, |48, you have an article captioned 
June ~~ Soniaty < Actgative Soot “N. J. ‘Blue Law’ Invalid, Supreme 
neers ummer eeting,. aitonte-ha ” ; 
don Hall, Atlantic City, N. J. Court Rules. Every ——— = 
June 11-15—National Plastics Exposition, this article is correct. 1 am ran, 
New Coliseum, New York, however, that a number of our 
June 14-17—1956 National Truck, Trailer | fellow dealers throughout the 
and Equipment Show, Great Western | country, and particularly associa- 
Exhibit Bldg., Los Angeles. tion managers, may read into that 
July 18-19 — Truck-Trailer Manufacturers article that the law enacted at the 
last session of our Legislature — 
which prohibits any person from 





Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 
(See CALENDAR, Page 80, Col. 4) 


30 Years Ago er 


The Big Stories 


Estimating that 75.5 percent of all motor vehicles are sold on 
credit in this country, the value of new cars sold on the installment 
plan during 1925 was more than $3 billion, according to C. C. Hanch, 
general manager, National Assn. of Finance Companies. 


General Motors business has shown sharp increases since the first 
of the year, and it is expected sales in March will exceed 110,000 
cars and trucks, according to Dow, Jones & Co. This would establish 
a monthly record, as the firm’s previous monthly peak was 95,364 
cars and trucks in October, 1925. 

Figures on January’s automotive exports showed that Argentina 
headed the list of 12 countries in the number of passenger cars im- 
ported from the U. S. Argentina took the lead from Australia with 
5,670 imports to 2,983. Brazil was third with 1,915 units, followed by 
Italy with 1,555 units, South Africa, 1,000, and Mexico with 965. 

Shipments and sales of Oldsmobiles during the first ten weeks of 
this year were more than 2% times greater than during the same 
period a year ago, D. S. Eddins, general sales manager, reported. 

—From the files of Automotive News. 
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"| don't think my factory understands me!" 





‘A Pee wee. lw lk 


This is an open forum for the discussion of any subjeet of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


|carrying on or engaging in the 


| business of buying, selling, ex- 
changing, dealing or trading in 
new or used motor vehicles — as 
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a business on the first day of the 
week, commonly known and desig- 
nated as Sunday—is (no longer) 
in effect. This law can be found 
in Chapters 253 and 254 of the 
Laws of 1955. 

The Supreme Court Ruling 
which you quote does not affect 
Chapters 253 and 254 as they apply 
to the sale of automobiles, due to 
the fact that both chapters desig- 
nate penalties for infraction of 
this law. —WiuuaMm L. MAL.on, 
secretary, New Jersey Automotive 
Trade Assn., Newark, N. J. 

. cs cd 


Lobbying Is a Right 

As you know, I seldom take issue 
with Automotive News either on 
facts or editorial opinion. But I 
cannot let pass your comment in- 
volving the trucking industry in 
the editorial of March 5 issue, en- 
titled “Highway Need Is Too Great 
To Tolerate Lobbying.” 

If you had added the word “Im- 
proper” to your headline (and 
thinking) we could find ourselves 
in agreement. But no question of 
propriety on highway legislation 
lobbying activity is editorially 
raised. And as for proper lobby- 
ing, which is simply the constitu- 
tional right of any citizen individ- 
ually or collectively to exercise the 
right of petition to Legislatures 
and public officials, I and I am 
sure you, upon reflection, will 
agree with the repeated statements 
of public officials that government 
cannot function successfully in the 
absence of such action by citizens. 

Last year the trucking industry 
protested— not the highway bill 
since we were the first highway 
user group to support it publicly 
on the record and to affirm our in- 
tention and willingness to pay 
more taxes—but the tax provisions 
set up in the Fallon Bill. Why? 
Because they were so outrageously 
punitive and inequitable that 
merely informing the truck owners 
about them, as we did, raised a 

(Continued on Page 74, Col. 1) 




















This profit combination takes over 
where your car salesmen leave off 


One out of every two car buyers never comes back. As 
cars get older, the number jumps to 7 or 8 out of every 10. 
These facts tell a grim story of lost opportunities to make 
money on service—vital income that absorbs overhead 
and protects your profits on car sales. 


Pennzoil offers you the right combination for service profits: A 
motor oil so good it eliminates all prevalent engine problems, 
keeps customers satisfied; and a proved-effective customer rela- 
tions plan that brings in a steady flow of profitable service business. 


For your customers: Trouble-free 
engine performance — for keeps 


Pennzoil with Z-7 is The Tough-Film® Motor Oil with an a/l-oil 
lubricating body that stays tough under extreme engine heat and 
pressures, prevents formation of both crankcase and combustion 
chamber deposits. By keeping engines clean, this different kind 
of Pennsylvania oil stops damage through corrosion and me- 
chanical wear, preserves engine timing, prevents sluggishness or 


loss of power—not for a few miles after an oil change, but for 
the entire life of a crankcase fill. 

Performance like this is sure to keep your cars sold—to create 
regular service customers and prospective car buyers! 


For you: Customer control that 
builds profitable service traffic 


The Pennzoil Kontax System ® is the most complete, most flexible 
customer control and follow-up method in the industry—for 
twenty years the favorite of car dealers everywhere! It helps you 
sell z/] your services and merchandise, even cars. Based on driv- 
ing habits and actual needs of customers, the system upgrades 
your service traffic, creates more regular customers, sells more 
items per repair order—makes every phase of your service a 
profitable one. 

Now is the time to back your sales force with quality service. 
Put the Pennzoil profit combination to work for bigger service 
profits and increased overhead absorption . . . for a brighter 
profit picture! 


Get the complete Pennzoil profit story NOW! ‘if 


Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; 


sme or write Pennzoil, P. 0. Box 78, Oil City, Pa. 


MEMBER PENN, GRADE CRUDE O11 ASSN., PERMIT NO. 2 
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AUTOMOTIVE WASHINGTON 
It’s a Different Curtice 


Second Time Around 


Ry William Ullman 


_ al. ngton Correspondent 


HE contrast between GM President Harlow H. Curtice’s 

two appearances before Senate auto investigating com- 
mittees couldn’t have been more striking. During the 
O’Mahoney antitrust hearings last fall, the atmosphere was 
tense, with the Wyoming Democrat and Curtice opposing 
each other like adversaries in@———____———_.._, 
a fencing match. = 

O’Mahoney would lunge at| 
his star witness with his favorite 
‘weapon, wit and sarcasm, and Cur- 
tice would parry with indignant 
declarations of policy. 

On the whole, Curtice couldn’t 
see much wrong with the state of 
auto retailing. O’Mahoney, on the 
other hand, foresaw economic 
doom just around the corner. Be- 
neath the polite exchanges, there 
was plenty of acid. 





ings, by contrast, 
the tone was 
friendly and con- 
ciliatory. As 
usual, Sen. A. S. 
Mike Monroney, 
Oklahoma Dem - 
crat, was most 
courteous, and 
Curtice, testifying 
under oath like 
previous witnes- 
ses, was perfectly 





William Uliman 
frank about conditions in the in- 
In the Monroney marketing hear-| dustry. Admitting that there is a 





“malignancy” in the auto business, 
Curtice said he thought four mer- 
chandising practices were largely 
to blame for the “lowered morale” 
of many dealers. These he listed as 
unethical advertising, selling out of 
territory, price packing and boot- 
legging. 


* * * 


Turnabout on Packs 


N THE O’Mahoney hearings, 
Curtice didn’t see what he could 
do about packing. But before Mon- 
roney, the GM president said he 
had “condoned” new-car packs 
“with great reluctance” after deal- 
ers told him they were losing deal 
after deal because they couldn’t 
offer as big a tradein as the man 
down the street. 

He said he had looked into the 
problem of wild dealer ads, too, 
and discovered that “some of our 
divisional representatives have 
encouraged unethical advertis- 
ing.” 

“It would be very refreshing,” 


Curtice declared, “if the General | 
Motors dealers — all of them —| 
Tough Act to Follow 
oe Curtice had spent several 
As for the future, Curtice prom- | 


would return to selling the merits 
of the product.” 


ised that things were going to be 
different. There would be an im- 
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partial umpire to settle factory- 
dealer disputes; Ivan Wiles would 
be in charge of dealer relations; 
there would be “no reprisals.” 
There would be “even more ftexi- 
bility” in production schedules. 

* * + 


‘Can’t Overdo It 
“J THINK we are constituted now 
to receive and act upon con-| 
structive suggestions from our 
dealer bodies,” he announced, 
adding that he was dedicated to 
making the business of selling cars 
respectable once more. 

“T really mean it,” Curtice said. 

Monroney suggested that he 
keep reasurring his dealers of 
that fact. 

“Like making overtures of love 
to old maids,” pointed out the 
senator, “you just can’t overdo it.” 

That gentle reminder was just 
about the only advice given Curtice 
during the two days of Monroney 
hearings. 


* * * 


months in changing his mind 
about dealer problems, one con- 
gressional witness changed his 











BeadixYfeshinghouee GUILD COMPRESSORS 


PRODUCE MORE AIR ... REQUIRE LESS MAINTENANCE! 


Yes, powerful Bendix- Westinghouse 
TU-FLO Compressors not only pro- 
duce more air at low and medium 
speeds where it is needed most, but 
their efficiently designed automatic 
inlet valves provide lower discharge 
temperatures and superior oil control. 

As a result TU-FLO Compressors 
assure more road time, less shop time 
—longer service life at lower cost. 
Make sure your truck customers get 
TU-FLO performance by recommend- 
ing Bendix-Westinghouse Air Brakes 
on every truck sale. There is a TU- 
FLO Compressor to fit every make 
and model truck. 


TU-FLO 300 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « Genera! Offices and Factory — Elyria, Ohio. Branches — Berkeley, Calif. and Oklahomo City, Okla, 






















while sitting in the Senate hearing 
room. 

Matt Triggs, indefatigable legis- 
lative spokesman for the powerful 
American Farm Bureau Federa- 
tion, brought a prepared statement 
to the Monroney subcommittee. 


In that text, he said that “I 
have known hundreds of people 
that have bought new cars and 
I have yet to know. of one that 
purchased from other than a 
franchised dealer.” 

The retailers, he thought, have 
“overemphasized” the importance 
of bootlegging. Therefore, in his 
prepared statement, Triggs opposed 
the antibottlegging bills. 

But Triggs wasn’t the first wit- 
ness that day. He had to sit in the 
audience while the subcommittee 
first heard from Stacy Rowell, 
president of the National Inde- 
pendent Automobile Dealers Assn. 

Triggs listened intently while 
Rowell told how “bootleg” cars 
‘were transported from Detroit and 
how much nonfranchised dealers 


|had to pay new-car dealers for 
| them. 


* * * 


Listening and Learning 


As THEY say in show business, 
Rowell was a tough act to fol- 
low — especially with a statement 
that intimated “bootlegging” simply 
didn’t exist. 

Triggs admitted this, with a little 
embarrassment, and said he'd 
learned a lot just listening. But he 
pointed out that he still opposed 
territory security for dealers. 

Senator Strom Thurmond, re- 
tiring South Carolina Democrat, 
told Triggs that there was no 
territory security bill before the 
committee. 

Triggs replied that he wanted 
time to study all the testimony and 
the bills. 

“Goodness,” interrupted Mon- 
roney, “we’ve been studying these 
things in Congress for three years.” 

Triggs looked down at his state- 
ment once more, and said that “we 
might find ourselves in favor of 
some legislation after study.” Then 
he made a flustered exit, forgetting 
his topcoat. 

oe * x 


Remember Pearl Harbor? 


Acree to a congressional 
transcript made public for the 
first time, Adm. Arthur W. Rad- 
ford, chairman of the Joint Chiefs 
of Staff, has told Congress that 
gasoline rationing should be im- 
posed quickly in case of a general 
war. 
+ * +. 


Champion for Credit 


EP. WRIGHT PATMAN, Texas 

Democrat and long-time critic 
of the Federal Reserve Board, has 
accused one FRB bank president of 
going out of his way to push for 
consumer credit controls. 

In a Washington speech, Pat- 
man disagreed violently with 
Allen Sproul, president of the 
FRB Bank of New York. Sproul 
recently urged reimposition of 
federal controls over downpay- 
ments and terms before a cen- 
gressional committee. 

Patman, who sees no harm in 
today’s record consumer debt, said 
he wouldn’t be worried if it were 
twice that size. 

It’s the “poor man’s capital,” he 
said. 

- * ~ 


Two Hearings Set 


EP. EMANUEL CELLER, New 

York Democrat and chairman 
of the House Judiciary Committee, 
has announced that his antitrust 
subcommittee would hold hearings 
beginning Apr. 18 on two bills deal- 
ing with price practices. 

One, sponsored by Rep. Wright 
Patman, Texas Democrat, would 
rule out the good faith defense 
to a charge of price discrimina- 
tion where the discrimination 
tends to lessen competition. 

The other, introduced by Rep. 
James Roosevelt, California Demo- 
crat, limits the power of a seller to 
control the buying practices of a 
lessee. 

ok * * 


Heilbrun for Jones 


ILLIAM R. HEILBRUN, of 
Ford Motor Co., will take over 
as director of the automotive di- 
vision of the Business and Defense 
Services Administration on April 1. 
Heilbrun, who will serve for six 
months, will relieve William J. 
Jones, now on leave from Chrysler 
Corp. 
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than any other newspaper 


The motor-minded people of Greater 
Philadelphia spend $896,000,000 a 
year on automobiles and accessories. 
Their favorite newspaper is The 
Evening* and Sunday Bulletin. 


Unusual reader attention is being paid 
now to the sparkling new make-up of 
The Sunday Bulletin. Published on new 
presses, in new type, in the world’s most 
modern newspaper plant, The Sunday 


Bulletin features 10 separate sections, 
R.O.P. editorial and advertising color. 


The Bulletin packs selling power 
throughout a market noted for its buy- 
ing power. Philadelphians like The 
Bulletin; they buy it, read it, trust it 
and respond to the advertising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 342 Madison Ave. @ Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta © Los Angeles * San Francisco 
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Claims Ford Dealer Profits Rose 60% ... 





‘09 Not Oversold, Crusoe Says 


WASHINGTON. — Recurring 
complaints that the automobile 
market was oversold in 1955 were 
lambasted last week by Lewis D. 
Crusoe, Ford executive vice-presi- 
dent in charge of car and truck 
divisions. 

“If the market is there, as it 
was, and sales hold up, as they 


did, how can it be said that cars | 


were overbuilt or that the mar- 
ket was oversold?” he asked 
rhetorically in his appearance be- 
fore the Monroney subcommittee. 

He continued: “What would have 
happened if we (Ford) had failed | 
to produce what we did? The an- 
swer is obvious: We would have} 
abdicated our hard-won share of | 
the market and donated a sizable) 
block of our customers to our com- | 
petition.” 


Earlier, Crusoe had told the sub- | 


dealers in the record year? Crusoe 
was ready with facts and figures. 
“Our dealers,” he said, “sold 466,000 
more cars and trucks in 1955 than 
| they did in 1954 and increased their 
|net profits before taxes by more 
than 60 percent. 

Crusoe earlier had character- 
ized 1953 and 1954 as years of de- 





Nickel Hike Said to Cut 


Corrosion of Bumpers 


BUFFALO.—Tests have shown 
that bumper corrosion is reduced 
by increasing the amount of 
nickel in the copper-nickel coat- 
ing beneath the exterior layer of 
chromium, according to C. H. 
Sample, electroplating developing 
and research division, Interna- 
tional Nickel Co. 





committee that even with its record | 
production, Ford’s share of the) 
market declined from 30.2 percent | 
in 1954 to 28.5 percent in 1955. 


But how about the company’s 
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Dealer Records Prove 


However, he told the American 
Society for Testing Materials, the 
process cannot be put to use until 
the Federal Government releases 
more nickel from defense needs. 
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GUARANTEE PLAN 


attracts more new car prospects 


--. turns 6 times more 
car buyers into 
steady service customers! 
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clining profits for dealers and 
said that at the outset, 1955 gave 
no evidence of being the bonanza | 
year it turned out to be. The auto 
industry sparked the upward 
trend of the entire economy, he | 
declared. 

Ford Motor Co. dealers’ profits | 
soared in 1955, he said, because of 
the product, a steady used-car busi- | 
ness and because “they did a larger | 
volume of business on a smaller 
investment base.” Z oe 

He said this proved that the ke ‘ : 
to success in the retail attnane | The 1905 Milner-Daimler motor 
lies not so much in return on sales,| omnibus for London service 
as in volume and the rapidity with! seated 34 passengers. 
which the investments of the owner 
are turned over. 

Citing figures, Crusoe said that| 
in 1955 the company’s dealers, after | 
taxes, realized 16.8 percent profit on | 
net worth and 1.73 percent on sales. | 
Inventory turnover was put at 12.8. | 


For 1954, he said, the figures were s : rp 
11.27 percent on net worth, 1.43 per-| available to the company, he said. 


cent on sales and an inventory, Crusoe condemned deceptive and 
turnover of 12.2. | misleading advertising and said 
He pointed out that these fig- Ford directs its dealers to cease 
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ures represented dealers’ net 
profits before taxes after deduct- 
ing the company’s estimate of 
their probable income taxes. Prof- 
its of dealers after taxes are not 









How the Guarantee Plan Benefits You: 
1. Attracts prospects—gets them to buy from you. 


2. Helps off-set cut-throat competition on trade-in allowance 
and price discounts. 


3. Gives you a steady service income from a high percentage 


Dept. C-36, 1826 Diversey Parkway, 


If you’re tired of trade-in deals, discounts and de- 
structive prices ... if you want to offer prospects an 
honest-to-goodness extra advantage with proven 
sales appeal . . . here’s the plan for you! An Alemite 
30,000-mile Lubrication Guarantee on all lubricated 
parts of new cars and I-ton trucks. 


Your customers get this extended protection at 
absolutely no cost. And you pay nothing extra be- 
cause all claims are paid by Alemite! What’s more, 
you can offer an Alemite Used-Car Guarantee cov- 
ering any unexpired mileage on guaranteed cars 
traded in to you! 

All your customers must do to qualify for the 
guarantee is to have you lubricate their cars at reg- 
ular intervals. Records show the plan gives dealers 
a steady service income from as high as 80% or 
more of their new-car customers. It’s the most effec- 
tive plan ever known for turning “here-today-gone- 
tomorrow” trade into steady income. 

Investigate Alemite’s proven business-building 
program. Alemite furnishes all the sales and mer- 
chandising materials you need for a successful pro- 
motion. Contact your Alemite Representative today! 


Chicago 14, Illinois 


4. 


2. 
3. 
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. of owners. 


Assures you a much higher “service absorption.” 


How the Plan Benefits Your Customers: 


Protects them against all repair bills on all lubricated parts 
for 34,000 miles (4,000 mile warranty plus 30,000 miles) or 
for 2% years—whichever occurs first. 


Assures top performance and longer life —at lowest cost. 
Provides finest service —by factory-trained experts. 
Assures higher trade-in allowance. 





FREE } New ALEMITE Movie 
@ Shows Way to NEW PROFITS! 
“Who's Selling What to Whom” 


See Alemite’s outstanding Hollywood movie pres- 
entation that gives a dramatic, detailed picture of 
how you can make more service and new car sales 
with the Alemite 30,000-mile Guarantee Plan. Free 
showing arranged on request. 
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26. U. $. PAT OFF. 
A Division of STEWART-WARNER CORPORATION 


such advertising when it finds it. 

Turning to the terms “volume 
dealer,” “stimulator dealer’ and 
“blitz sales,” Crusoe said the appel- 
lations appear to have become “epi- 
thets which often are applied indis- 
criminately to dealerships, policies 
and practices which the user con- 
demns for some reason.” 


“I confess I do not know exactly 
what these terms mean,” he said. 

“However, if high volume is 
accomplished without unfair or 
deceptive means and without detri- 


*’|ment to service, we applaud so- 


-” 


called ‘volume dealers. 


But, he added if high volume 
is attained through quick-dollar 
and short-sighted practices, “his 
dealership is not suited to our 
distribution organization.” 


On stimulator dealers, Crusoe 
said he could see nothing wrong 
with the term if it means a dealer 
with good sales and service facili- 
ties who achieves high volume and 
thereby energizes other dealers to 
| greater sales activities. 


“On the other hand,” he said, “if 
a ‘stimulator dealer’ means a dealer 
with inadequate facilities who is 
appointed to irritate other dealers 
into profitless sales activities, we 
do not have any such dealers. 

“We have never appointed deal- 
ers for that purpose, and we have 
no intention of doing so in the fu- 
ture.” 

He said sales held for a short 
period of time to stimulate pub- 
lic interest and move merchan- 
dise at a reasonable profit cannot 

be condemned. 

Crusoe had a word of warning, 
however, on sales that are “so con- 
ducted as to imply that they are 
forced by the manufacturers or in- 
volve unloading of distress mer- 
chandise or are promoted by ques- 
tionable, offbeat tactics. 

“That is not the way to build a 
sound and permanent business in 
the automobile or any other indus- 
try.” 


Packard-Clipper 
Signs 10 More 
Retail Outlets 


DETROIT.—Appointment of 10 
Packard-Clipper dealers has been 
announced by Donald R. Stuart, 
general sales manager, Packard- 
Clipper division. 

Named were: Mickey Rorer, Inc., 
Trenton, New Jersey; Marchese 
Sales Company, Woodbridge, N. J.; 
Hornbogen Auto Sales, Marquette, 
Mich., and Demase Packard Motor, 
Braddock, Penn. 

Also Rutherford Motors, Ruther- 
ford, N. J.; Murtaugh Motor Serv- 
ice, Millbrook, N. Y.; Teddy’s Serv- 
ice, Bergenfield, N. J.; Times 
Square Garage, Inc., Rumford, Me., 
and H & H Motors, Inc., Pasca- 
goula, Miss. 


Goodrich to Boost 
L. A. Facilities 


LOS ANGELES.—B. F. Goodrich 
Co. has announced a $6 million ex- 
pansion program which is expected 
to hike tire output 50 percent at its 
Los Angeles plant. 

E. F. Tomlinson, vice-president of 
the company’s tire and equipment 
division, said the program would 
begin immediately and that he 
hoped the plant would be operating 
at the new capacities by mid-1956. 

The Los Angeles expansion will 
include two new factory buildings, 
a tire building and curing equip- 
ment. 











“Easy-to-do-Yourself"’ 


FRONT LINE SIGNS 


in Brilliant “STOP "EM" colors 


Wedaus 33° 





Handy “Make-A-Sign” Kit, brilliant Day- 
Glo colors on clear plastic film. Makes 
ever 2,000 sign combinations of specials, 
prices, car names, year, etc. 
Windshield or show window. 
tape. Reusable. 


Write for Samples and Details 


PLASTIKON DISPLAYS 


45 No. Division St. - Buffalo 3, N. Y. 
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This year there’s an all-new way to 
measure automobile performance—and 
that’s to measure it against Pontiac! 

For Pontiac performance outstrips in a 
breeze any other on the road. And it didn’t just 
happen! Pontiac engineers started from scratch 
with a brand-new Strato-Streak V-8 engine. 

Then they added the all-new Strato-Flight 
Hydra-Matic* especially engineered to work 
as a team with Strato-Streak power! 

And what a team it is! 

There’s the blazing “‘go”’ of 227 horsepower 
born in the most modern, high-compression, 
high-torque engine you can buy! 

There’s the incredible smoothness of Strato- 
Flight Hydra-Matic’s liquid-link coupling and 


the lightning-fast, positive action of its gears. 

No wonder they’re calling Pontiac America’s 
No. 1 spine-tingler! 

Just as forward looking as the engineers, 
Pontiac designers jumped a few years to set an 
equally new trend in styling. No car at any 
price is more distinctive in its exterior beauty 

. more luxuriously colorful in its interiors 
. .. more obviously branded with the exciting 
stamp of the future. 

Surprisingly, all this one-of-a-kind perform- 
ance and style is priced well within the reach 
of any new-car buyer. Easy to see why people 
are calling Pontiac “the beautiful buy with 
the blazing GO!” 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 


*An extra-cost option. 


°° PONTIAC 


THE GREATEST GLAMOUR AND GO ON WHEELS! 





A Performance Sensation... A Fashion First / 





PARIS FASHION SHOW—PONTIAC STYLE 


Glamorous interiors have always been a 
Pontiac trademark. And this year they’re 
more colorful and luxurious than ever! Wher- 
ever you look in the new ’56 models, you'll 
see the magic touch of one of the industry’s 
top styling teams. Selecting from the world’s 
finest leathers, fabrics and trim accessories, 
they have created the most breath-taking 
interior effects in Pontiac history! 
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On the Financial Front 


General Acceptance Corp., Allen- 
town, Pa., achieved record volume 
and earnings in 1955, President F. 
R. Wills said in the company’s an- 
nual report. 

Volume of business in 1955 was 
$65,406,483, Wills said, which was 
68 percent greater than 1954’s vol- 
ume of $98,353,416. Earnings in- 
creased 23 percent to $1,663,283. 
The 1954 figure was $1,354,836. 

Wills said that each of the com- 
pany’s divisions — sales finance, 
installment loans and insurance— 
report a record year of activity. 

He said the company entered 
1956 with a deferred income of 
unearned finance charges and un- 
earned insurance premiums total- 
ling $11,031,678, up 74 percent for 
the year. Net receivables increased 
67 percent to $79,069,391. 

+ * 


Commercial and Industrial 


Commercial and Industrial Bank, | 


Memphis, has increased its capital 
stock from $500,000 to $700,000 by 


transfer from undivided profits, 


according to Edward E. Salmon, 
president. After the stock dividend 
the bank will have $700,000 capital 
stock, $300,000 surplus and in excess 


This increased capitalization per- 
mits the bank to make larger loans, 
Salmon added. 

+ * + 


National Automotive Fibres 
Reports $2,164,062 Profits 


National Automotive Fibres, Inc., 
Detroit, has reported a net profit 
for 1955 of $2,164,062. 
| This compares with a net loss 
of $543,394, after tax credit of $970,- 
000, for the year ended Dec. 31, 
1954. Total sales for 1955 amounted 
to $83,482,551 as compared with 
$56,688,095 in 1954. 

+ + * 
|Bendix Aviation Sees 


$145 Million Sales 


Net sales of Bendix Aviation 
Corp. for the three months ending 
March 31 will approach $145,000,- 





1000 as compared with $143,500,000 | 





Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 


car lot. You, who 


have the proven 


ability to sell...and with practically 
no increase in personnel or facilities 
...can now get plus profits from selling 
STEWART mobile homes. 


1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 


sales potential. 


lished, financially 


facturer, have been fully met. For qual- 


of $100,000 of undivided profits. | 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 


in the corporation’s first 1956 fiscal 
|quarter, which ended Dec. 31, ac- 
cording to Malcolm P. Ferguson, 
president. 

The Bendix president said net | 
earnings for the rest of 1956 would | 
be influenced by the wage increases 
and other additional employe bene- | 
fits granted late last year plus| 
competitive factors affecting many | 
products. | 


* * * 


A. O. Smith | 


A. O. Smith Corp., Milwaukee, | 
| six months report, ending Jan. 31, | 
1956, 1955-56 vs. 1954-55: Net profits, | 
$2,789,396 and $1,769,589; sales, $116,- | 
483,082, and $107,786,621. 


3-M Reports Record °55 
Earnings of $34,323,370 


Minnesota Mining & Manufac- | 
turing Co., St. Paul, has reported | 
its largest dollar increase in | 
sales and earnings in its 54-year | 


| history. 


Consolidated sales were $281,- 


235 or 22 percent over its $230,- 
890,482 in 1954. Net income after 
taxes and preferred dividends | 
increased 41 percent to $34,323,- 
370, compared with $24,241,885 in 





Jan. Feb. Mar. Apr. May June July 


Nearly two mi 


figure of nearly 
don't you share 
Be a franchised 


responsible manu- 


ified dealer we can arrange financing. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, INC. 
Dept. AN-3, Bristol, Indiana 


Chicago bus seats are reported 
to be two inches wider than those 
in New York because the aver- 
age Westerner is “broader of 
beam.” 


1954. Net income before taxes 
was $69,399,370. 


* * * 


| 860,717, an increase of $50,970, |Reynolds Metal Reports 
| $34,306,521 Net in ’55 


Reynolds Metals Co. and wholly 


| owned subsidiaries made the high- 
est net profit in its history dur- 


ae 


3-VAST MARKET 


llion Americans are 


year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 


$324,000,000. Why 
in this great market? 
Stewart dealer. 


ing 1955, R. S. Reynolds jr., pres- 
ident, has announced. 

Profit totalled $34,306,521 as com- 
pared to $20,280,908 in 1954. Rey- 
nolds said stockholders have ap- 
proved a stock split of five shares 
for one. Net sales were $384,887,- 
790 during 1955. compared with 
$306,778,822 in 1954. 


* * * 
Goodyear of Canada 
Sales volume in 1955 set a record 
for the Goodyear Tire & Rubber 
Co. of Canada, Ltd., and net profit 
jumped to $4,397,946 against $2,- 
476,961. Working capital rose to 
$22,413,021, against $18,788,470. 
+ * + 


Commercial Credit Tops 


$26 Million in Profit 


Commercial Credit Co., Balti- 
more, has reported a net income 
of $26,184,930 for 1955, compared 
with $24,228,773 for 1954. 

The total volume of receivables 
acquired in 1955 aggregated $3,677,- 
241,749, compared with $2,467,968,945 
during 1954. Total outstanding re- 
ceivables on Dec. 31, 1955 was 
$1,247,545,835 compared with $833,- 
695,918 at the end of 1954. 


Woodall Industries 


Woodall Industries, Inc., first 
fiscal quarter (ended Nov. 30, 1955) 
report, 1955-1956 fiscal year: Net 
profits, $296,840; sales, $7,362,046. 

oa + * 


Briggs & Stratton 


Briggs & Stratton Corp., Milwau- 
kee, year’s report, 1955 vs. 1954: 
net profits, $6,602,380 and $5,039,548; 
sales, $58,135,586 in 1955. 

* * * 
Commercial Solvents 


Commercial Solvents Corp., 1955 
vs. 1954: Sales, $56,623,754 and $51,- 
608,349; earnings, $3,451,813 and 
$2,668,342. 

* 


* * 
Lee Rubber Reports 


|Sales of $10,845,626 


Lee Rubber & Tire Corp., Con- 
shohocken, Pa., has reported net 
sales of $10,845,626 for the first 
quarter ended Jan. 31 of the cur- 
rent fiscal year. 

Sales were up over the $9,870,830 
reported for the same period last 
year. Net earnings were $312,795 
compared to $315,718 in the like 
1955 period. 


x * * 


|Rheem, Richmond Vote 


\In Favor of Merger 


Shareholders of Rheem Mfg. Co. 
j}and Richmond Radiator Co. have 
|voted to merge. Rheem’s meeting 
was at Richmond, Calif., and Rich- 
mond’s at Richmond, Va. 

The merger, which will become 
effective late in March upon com- 
pletion of procedural requirements, 
calls for exchange of four shares 
of Richmond common stock for one 
of Rheem. Under the agreement, 
John J. Hall, president of Rich- 
mond, will become a vice-president 
of Rheem in charge of a separate 
Richmond division. 

* ca 


* 


Houdaille Reports Profit 

| Of $2,754,000 in 1955 

| Houdaille Industries, Inc., has re- 
ported a 1955 net profit of $2,754,- 
000 as compared with $1,909,000 in 
1954. Houdaille-Hershey Corp. and 
Frontier Industries, Inc., merged 
June 30, 1955. 

Ralph F. Peo, president, said 
sales and earnings were reported 
on as nearly a comparable basis 
as possible. Sales were reported as 
$84,576,000 in 1955 as compared to 
$72,446,000 in 1954. 

* Es 


* 


Bullard 


Bullard Co., Bridgeport, Conn., 
fourth quarter, 1955 vs. 1954: Net 
profit, $282,019 and $108,465; sales, 
$10,130,074 and $8,795,785; year, 1955 
vs. 1954: Earnings, $1,029,599 (loss) 
and $4,818,859; sales, $30,278,284 and 
$50,180,094. 

* 


* * 
United Industrial Boosts 


Net Income and Sales 


Consolidated net income of 
United Industrial Corp. (formerly 
Hayes Mfg. Corp.) and _ wholly 
owned subsidiaries for the fiscal 
year’s first quarter, ended Dec. 31, 
1955, amounted to $155,219. The 
three months’ earnings contrasted 
with consolidated net income of 
$36,403 for the corresponding quar- 
ter of the preceding year. 

Consolidated net sales for the 
three-month period, at $4,519,001, 
compared with $3,544,899 in the 
year-earlier quarter. 
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sb .«eFOR FAST, ACCURATE AND. 
EASY TROUBLESHOOTING! 


SUPER SCAN 


A completely separate line for 

each cylinder. Comparable to a 40-inch 
indicator of straight-line variety! 
Provides easy, immediate comparison 
from wr -to-cylinder. 


MIRACLE ELECT RONIC 
PORTABILITY — CONNECTORS > - Operates with 


Suitcase-size. ah YS No need to disturb \a ao _ 
Easy to carry ; A single wire in ignition © system for road 
with you, or (ee system. Two leads tests. Tests as 
move from RY from Analyzer are 5 - car ran under 
car-to-car in ~ a clamped over ignition ~ © actual eneeitin 
shop. Saves a2 wire insulation. aaa phil 
valuable floor © That’s all—and you're | downhill, etc! 
space! , ready for all tests! — 


Du Mont, the world’s largest manufacturer of electronic test 
equipment now offers the Engine Analyzer with the 
i YEARS-AHEAD design advantages. You won't believe it till you 
By try it—but this test equipment can really perform miracles 
peo in aiding you in your work. One demonstration will prove it... 


— Write for Complete fatormation ond lowe of Nearest | Jeneer.- oO 
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Across the Nation... 


Auto Dealer Changes 


Economy Chevrolet Co. has form- 
ally opened at 6330 Easton Ave., 
Wellston, Mo. The dealership is 
owned by a syndicate of St. Louis 
businessmen, and was purchased 
from Moke Epstein, a dealer in 
Wellston for 33 years. 

* * * 


Mullen Sells Out, Retires 


E. J. Mullen, Vallejo (Calif.) 
Buick dealer, is retiring after 34 
years in the automotive field. 
Mullen announced his retirement 
with sale of E. J. Mullen Motor 
Co. (Buick) to Ralph Tiffany, a 
former Berkley dealer. 


* * ” 


Kaufman Takes Simca 


P. J. Kaufman Co., Inc., 5540 W. 
Lisbon Ave. Milwaukee, has 
been appointed Wisconsin distrib- 
utor and a dealer for Simca. Kauf- 
man formerly was a Studebaker 


dealership. 
+ * 


Olds for Laney, Joyner 
Felix Laney and Ray Joyner have 
purchased Spence Oldsmobile, Cam- 
den, Ark., from A. E. Johnson. 


* * * 


Hudson Dealers Now 


Warrington & Carskadden, Inc., 
7601 Greenwood Ave., Seattle, has 
been franchised as a Hudson 
dealership. William N. Warrington 
and Charles F. Carskadden, owners, 
formerly handled DeSoto and Plym- 
outh. 


* * * 


Peters Switches to Nash 


R. E. Peters, for 16 years a Ford 
dealer in Paducah, Ky., has opened 
Peters Motor Co., Inc., (Nash), at 
1128 Broadway. Officers are Peters, 
president; W. P. Moore, vice- 
president, and B. M. Peters, secre- 
tary and treasurer. 

* ~ * 


Employes Buy Nash 

Six employes of Springfield 
Nash, Inc., Springfield, O., have 
bought the business from Ralph 
Trinkle and Neil Rush. Trinkle 
has automobile interest in Piqua, 
O., and Rush is associated with 
a firm in Columbus, O., Harold 
T. Waldron will continue as gen- 
eral manager. 


* * * 


Wellston Takes Mercury 

Wellston Motor Co. Wellston, O., 
has taken a Mercury franchise. 
R. Blaine Starr is general manager. 


* * * 


Ross Buys Anchor 
Anchor Chevrolet, Inc., Huron, 
O., has been sold to Charles F. 
Ross jr., Bedford, O. 


* * * 


F. & D. Hudson Opens 


A new Hudson dealership has 
been opened in Syracuse under the 
direction of Urban Doenner and 
Andrew Flumano. The firm is 
known as F. & D. Hudson Sales 


Inc. 
oo ” 7 


Claypool Buys Galloway 

Robert Claypool has bought Gall- 
oway Chevrolet Sales in Newtown, 
Ind., and is operating the dealer- 
ship as Claypool Chevrolet Sales. 
Claypool has had 20 years experi- 
ence in auto sales and service. 


Titus Switches to L-M 


Titus Buick Co., Thomasville, Ga., 
has switched to a Lincoln-Mercury 
franchise. 


Dodge Appoints 
27 New Dealers 


Dodge has appointed 27 addi- 


/ tional dealers for cars and trucks. 


They are Morris Robinson 
Dodge, Inc., Dallas, Martin Belcher 
Motors, Texas City, Tex.; Bagby- 
Sjoberg Motor Co. Blackwell, 
Okla.; Huffman Motors, Burlin- 
game, Kans.; J. & P. Motors, Inc., 
Oil City, Pa.; Learner’s Dodge, 
Emeryville, Calif.; Ehlinger Gar- 
age, Suring, Wis.; Madelia Motors, 


Calif.; DeMent Motors, Hazlehurst, 


Miss.; Crane-Wagner Motors, Bur- 
lingame, Calif.; Fred H. Suppe, 
Clinton, N. Y.; H. R. Tyler, Water- 
ville, N. Y.; Van’s Motor, Canton, 
S. D. 


Carrier Motors, Inc., Milledge- 
ville, Ga.; Forward Motors Corp., 
Ft. Atkinson, Wis.; D. & L. Motors, 
Bowling Green, Ky.; Hower Motor 
Sales, Bowling Green, O.; Spitzer 
Motors of Little Rock, Inc., Little 
Rock, Ark. 

Newhouse Motor Sales, Inc., 
Reading, Mass.; Boyd & Bagwell, 
Inc., Brevard, N. C.; Stanley V. 
Cole, San Luis Obispo, Calif.; Tal- 
bert Leigh, Inc., Hattiesburg, Miss.; 
Dick Niles, Oregon City, Ore.; 
Wells Motor Co., Perham, Minn., 
and Harold L. McAdam, Ogdens- 
burg, N. Y. 

* *” * 
Hirlinger Adds Willys 

Hirlinger Truck Sales and Serv- 

ice, Inc., (Divco-Diamond T-Fed- 


eral), Cincinnati, has added a Wil- 
lys franchise. L. T. Hirlinger sr. is 
president of the firm. 

* + * 


Harris Spreads Out 


Harris Ford Co., Seattle, has 
opened a new outlet in suburban 
Lynnwood. 


* * * 


St. Louis Pontiac Opens 


Barton-Davis Pontiac, Inc., 4141 
Lindell Blvd., St. Louis, is a new 
downtown dealership. It is owned 
by Harold Barton and C, N. 
Davis. 

* 


a = 
Irwin Sells to Littleton 


Marvin F. Irwin has announced 
that he has sold his Dodge- 
Plymouth dealership in Edmond, 
Okla., to Bud Littleton. Littleton is 
from Oklahoma City. 

* * + 


Backus-Loner Buys Site; 
New Building Planned 


Backus-Loner Motors, Inc., 
(Cadillac-Pontiac), Savannah, Ga., 
has purchased property on East 
Victory Drive as a site for a new 
sales and service building. 

The property has a frontage of 
156 feet and depth of 450 feet on 
Victory Drive. There will be 30,000 


ins Stock-Car Trophy— 


Tim Flock, NASCAR triple winner who 
dominated the stock car competitions in 
a Chrysler 300B, receives the Sports II- 
lustrated trophy and a wifely buss after 
victory at Daytona Beach, Fila. Trophy was 
presented by magazine's John Norwood. 


square feet of space devoted to 
sales and service and an additional 
30,000 square foot parking area. 
Used car facilities will be main- 
tained as well as downtown. G. B. 





4| Backus and Frank Loner took over 


the dealership in January. 
* + 


Zang Opens Mercury 
Frank Zang has opened South- 
town Motor Sales, Inc. (Mercury), 
3600 S. Kingshighway, St. Louis. He 


- formerly was a Lincoln-Mercury 


dealer in Jefferson City, Mo. 
+ * + 


Cadillac Salesman Moss 


Opens Calif. Nash Deal 
Hy Moss, a Cadillac salesman 
for 25 years, has opened a Nash 
dealership in Santa Monica, Calif. 
Bill Swartz has been appointed 
general manager. 
+ ca * 


Lane Sells to McDavid 

Harlan Lane has sold Lane Olds- 
mobile, Inc., Houston, to Bill Mc- 
David. Lane, who opened the 
dealership March 1, 1954, said he 
sold 3,500 new cars and more than 
5,000 used cars in 1955, 

. ed * 


2nd Montana Buick Deal 
Purchased by Currie 


Myron Currie, formerly associ- 
ated with Currie Buick, Butte, 
Mont., has purchased Johns Buick, 

(Continued on Page 21, Col. 3) 














QD)... wading 


NOW OFFERS YOU A COMPLETE 


oil seals fit your replacement needs perfectly? 


Now, you can get replacement oil seals that 
are manufactured to the same rigid speci- 
fications as the original equipment on cars, 
trucks, busses, and tractors. 


Every vehicle that comes your way has more 
than 10 oil seals. When you repack wheels, 
install new wheel bearings, or reline a set of 
brakes — or whenever you remove oil seals, 
be sure to replace with new C/R oil seals. 
They always fit right — seal right! 


Replacing old seals with new C/R oil seals 
is good sense and good profit. You and your 






CHICAGO RAWHIDE 
MANUFACTURING COMPANY 


REPLACEMENT DIVISION: Elgin, Illinois 


EXPORT SALES: Geon international Corp. 
Great Neck, N. Y. 


IN CANADA: Super Oli Seal Mfg., Ltd. 
Hamiiton, Ontario 


customer are protected and the customer is 
glad to pay the slight additional expense of 
new oil seals. Always replace . . . never re- 
use! Install new C/R oil seals . . . it’s safer! 


EVERY 5,000 MILES... 

your customers should have their wheel 
bearings inspected. It’s safer and more eco- 
nomical to make wheel bearing maintenance 
a regular procedure. Your customers are all 
seeing and hearing the new C/R promotion 
that recommends inspecting every 5,000 
miles. Suggestive selling on your part will 
help remind them of this important job. 


ee <@ EXCLUSIVE INSTALLATION TOOL! 


Service shops can get this new oil seal in- 
stallation tool. It speeds installation on every 
wheel bearing repack job. Not only is job- 
time cut to a minimum, but the C/R seal is 
always properly installed and seated. Ask 
your supplier for particulars. 


CHICAGO 
RAWHIDE 
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Across the Nation ... 


Johns. Currie Buick will be oper- 


brothers of Myron. 


* * * 


Nelson Deal Reorganized 


Ray Nelson Motors (Ford- 
Mercury), Lindstrom, Minn., has 
been reorganized as Nelson-Bevan 
Co. Now operating the business 
are Ray Nelson and William 
Bevan. 


* * * 





Lewison Retires; Sells 


Ford Deal to McIntosh 
Donald McIntosh has purchased 
Viroqua Motor Co. (Ford), Viro- 
qua, Wis., from Bernard Lewison, 
who is retiring after operating the 
firm 30 years. 
Lewiston’s son, Kenneth, who has 


DeSoto Sponsors Dealer Forums— 

DeSoto dealers who took part in the first of a series of company-sponsored dealer 
forums in Detroit are, from left, top row, Harry Martens jr., Washington; Jess F. 
Hunter, Pueblo, Colo.; Paul E. Pasmantier, Elizabeth, N. J.; A. B. Nielsen, DeSoto gen- 
e, eral sales manager, and Charles C. Freed, Salt Lake City. Bottom: Franklin F. Foulke, 
k, Essex, Md.; Theodore Brodlieb, Springfield Valley, L. I., N. Y.; L. Irving Woolson, DeSoto 

president; Wilson T. Kirksey, Birmingham, Ala., and Anthony Metzner, Albany. 


manufacturer of oil seals 





Auto Dealer Changes 


(Continued from Page 20) 


Inc., Kalispell, Mont., from Myles | been associated with his father in 


the business, will continue as a 


ated by David and Hugh Currie, | salesman with the firm. 


Hudson Adds 21 Dealers 
In Month of January 


Hudson has added 21 new dealers 
during January, according to N. K. 
VanDerzee, sales vice-president. 

VanDerzee said the signing of the 
21 new Hudson passenger car re- 
tail outlets paralleled the January 
new-car sales increase of 6.10 per- 
cent above the same month a year 
ago. 

* * + 


Hartley Names Sons 
Harry B. Hartley, president, 
Hartford Buick Co., Hartford, Conn, 
has named his sons, Harry C. and 
John H., vice-presidents of the 


AUTOMOTIVE REPLACEMENT LINE! 













yecommended oil seals 
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dealership. The younger Harry is 
general manager of the firm and 
John heads used-car operations. 

* * * 


Central Chevrolet Sold 


Paul Hempel and William Kuch- 
enbecker have purchased Central 
Chevrolet Garage, Greenwood, Wis., 
from Leonard Gruenke and John 
Zagozen. Under the new ownership 
the firm will be known as H & K 
Chevrolet, Inc. 


Packard-Clipper 
Adds 28 Dealers 


Packard-Clipper division has 
awarded 28 new franchises, it has 
been announced by Don B. Whit- 
field, assistant general sales man- 
ager. The new dealerships are: 

Peters Motor Car, Inc., Paducah, 
Ky.; Whitlock Motors, Inc., Darby, 
Pa.; Fullerton Packard, Fullerton, 
Calif.; Christopher Motors, Upper 
Saddle River, N. J.; Mcnty Motors, 
Inc., Middletown, Conn.; Citizens 
Motor Sales, Inc.; Kalamazoo, 
Mich.; Packard Weschester Square, 
New York; Lewis C. Kelly & Sons, 
Blairsville, Pa.; Lee’s Packard, Inc., 
Jamaica, N. Y. 


Theodore Fryklund Motors, Oge- 
ma, Wis.; Lester Earl Banning, 
Inc., Milford, Del.; Belmont J. San 
Chez, Long Beach, Calif.; Pittsford 
Auto Sales, Inc., Pittsford, N. Y.; 
Kelly Motors, Inc., Little Rock, 
Ark.; Varner Sales & Service, 
Paulding, O.; Sunset Packard, Inc., 
Nego Park, N. Y.; Packard Wilk- 
insburg Co., Pittsburgh; Broadway 
Motors, Yazzo City, Miss. 

Kivett Motor Sales, Burlington, 
N. C.; Elliot Motor Co., Potosi, Mo.; 
Hardwick Motor Co., Fort Worth; 
Fohrman Auto Mart , Chicago; 
Crawford & Witter, Inc., Portage, 
Wis.; D. & K. Packard, Inc., Chi- 
cago; Watertown Auto Co.; Water- 
town, S. D.; Bollman Motor Sales, 
Dixon, lll.; Johnson Motor Service, 
Mt. Vernon, Ill.; Lloyd’s Motor 
Sales, Evansville, Ind. 


* * * 


Studebaker Names Smith 


Bob Smith Motors has been ap- 
pointed a Studebaker dealer in 
Milwaukee. The company will re- 
tain its dealership for Willys 
commercial vehicles, according to 
Roger C. Smith, president. 


* * * 


Village Chrysler Opens 
Village Motors is a new Chrysler- 
Plymouth dealership at 4299 Lei- 
mert, Crenshaw, Calif. Heading the 
operation are Ben Weidenbener and 
Raymond L. Leon. 


= * * 


Sandy Replaces Moses 


L. C. Woodrum jr. has purchased 
Moses Ford Sales Co., 2597 Win- 
chester, Ashland, Ky. The new 
dealership will be operated as 
Sanday Motors, Inc. 


* * * 


Grey Studebaker Opens 


Grey Motor Co. (Studebaker), 
has opened at 125 Kennedy, Spar- 
tanburg, S. C. E. G. Lancaster is 
president of the firm and Paul- 
ine B. Lancaster is secretary. 


* * * 


Puddicombe Sold 


C. Reg Howell, general manager 
of Puddicombe Motors, Ltd. (Mer- 
cury-Lincoln-Meteor), Toronto, has 
purchased the firm from R. Max 
Puddicombe, who owned it 33 years. 
The dealership is located at 1543 
Bloor W. 


*> .# * 


Atchison Ford Opens 


Mark Atchison Motors is a new 
Ford dealership in Hiawatha, Kans. 
Mark Atchison is the dealer. The 
firm formerly was operated as Geo. 
Dodson, Inc. 


* * * 


Lippoldt Buys into Deal 
D. V. Lippoldt has purchased the 
half interest of Marcus A. Meng in 
Durr-Meng Motor Co. (Lincoln), 
Dodge City,-Kans. He joins Lester 
S. Durr in the business. 
. . o 


Hammes Takes Olds 


Jim Hammes, formerly Gilman & 
Drover Oldsmobile, Inc., is a new 
Oldsmobile dealer in Mishawaka, 
Ind. 


* * * 


Ford Franchises Drone 
Ed F. Drone has been appointed 
a Ford dealer in Springfield, Il. 
He is doing business as Drone Ford 
Sales Co. 
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Poole Hunts Mercury ‘Twin'— 

John H. Poole, president, station KBIG, Catalina Island, Calif., has embarked on a 
search to find the “twin” of his assembly-line freak Mercury. The nameplate on his 
car reads Meccury. Somewhere, reasons Poole, another Mercury is riding around 
bearing the nameplate Merrury. 


DOSTING TRO ROTO PI 


Auto Personnel 


E. A. Zimmerman, Buick zone 
manager in El Paso, Tex., has been 
named zone manager in Atlanta. 

He will replace John E. Sheehan, 
who is resigning to take a Buick 
dealership, and L. D. Loggins, as- 
sistant St. Louis zone manager, will 
replace Zimmerman in El Paso. 
Zimmerman joined Buick in 1941 
as an assistant car distributor in 
the Atlanta zone. 

* * cd 


Chrysler’s Brennan Heads 
AMA’s Traffic Committee 


N. J. Brennan, director of traf- 
fic, Chrysler Corp. has been 
elected chairman of the traffic 
committee of the Automobile 
Manufacturers Assn. 

Brennan, who will serve 
through 1956, succeeds Leo Shaw, 
general secretary of the General 
Motors Corp. traffic association. 
Avery Parsons, supervisor of 
rates, Chrysler Mo Par division, 
was elected chairman of the AMA 


Service Manager Charles McCumber reveals... 


“HERE’S WHERE WE MAKE OUR BREAD AND BUTTER” 


“Profitwise, our paint-and-body shop is the backbone of our service 
operations,” declares Charles “Mac” McCumber, Pemberton 
Cadillac Co., Toledo, Ohio. “Over the past year, the amount of 


appearance-service work has practically doubled . . 


. and, on 


an over-all basis, it accounts for about 50% of our total service 


absorption. 


“Work for Cadillac owners has to be just right,” explains Service 


Manager McCumber — who is also supervisor of all 


Cadillac 


service in the twelve-county area served out of Toledo. “That's 
why we chose DeVilbiss to outfit our paint shop completely! 

“With our DeVilbiss guns, and our DeVilbiss spray booth, we 
have the kind of precision spray equipment, and scientific light- 
ing, exhaust, and dust protection that enable our men to turn out 


factory-quality paint jobs.” 


Why not call your DeVilbiss representative today? He can 
recommend the right DeVilbiss equipment for your specific 





Rate Committee, which functions 
under the traffic committee. 


* * * 
Sinclair Ends Long Career 


As Detroit Aide of Casco 


Robert W. Sinclair has retired 
after 26 years as manager of the 
Detroit . office of Casco Products 
Corp., Bridgeport, Conn. Sinclair 
will remain a director of the com- 
pany. 

The Detroit office will be operated 
as a factory branch, with Wendell | 
S. Smith, Hermann D. Mysing and 
John R. Morrow handling the ac- 
counts. | 

+ * 


Vyn and Aikin Reassigned 
In Rinshed-Mason Sales 


Two changes in personnel have 
been announced by Rinshed-Mason 
Co., Detroit paint manufacturer. 

William Vyn, formerly industrial 
sales manager, takes over the 
Detroit sales territory vacated by 
the retirement of William G. Haarz. 








At Pemberton, ten stalls are occupied with body-and-paint 


needs — spray guns, air compressors, spray booths, transformers, 


paint-baking ovens, hose and connections. 


THE DEVILBISS COMPANY 
Toledo 1, Ohio 


Santa Clara, Calif. « 
BRANCH OFFICES IN PRINCIPAL CITIES 


jobs. Six men are kept busy on this vital work, two of 
them working full time on painting. 


FOR BETTER SERVICE, BUY 


DeEVILBISS 


Barrie, Ontario « London, England 





Vyn, a graduate chemist and tech- 
nical paint specialist, will special- 


William Vyn R. C. Aikin 
ize in automotive and 
finishes. 

Robert C. Aikin succeeds Vyn as 
industrial sales manager. Aikin has 
held various sales management 
capacities at R-M for six years. 

* + on 


AMC Promotes Ulrich 
To Executive Engineer 


Theodore Ulrich has been pro- 
moted to executive engineer of body 
engineering and research for 

American Motors 
Corp. He formerly 
was chief engi- 
neer. 

Ulrich entered 
the automotive in- 
dustry with Hupp 
Motor Car Corp. 
in 1914. A devel- 
opment engineer 
with General Mo- 
tors Corp. from 

: 1932 to 1936, he 

Theodore Ulrich then went to 
Budd Mfg. Co. as chief experimental 
engineer of unit body design. He 
—" Nash-Kelvinator Corp. in 


industrial 


Diamond T Names Egeland 
To Succeed Emberson 


Merrill Egeland has been named 
——- director for Diamond T 
otor 0., Chicago, succeedi 
Harry C. Ember- 7 nite, 
son, vice - presi- 
dent, who retired 
after 40 years of 
service. Ember- 
son continues as 
a company direc- 
tor and consult- 

ant. 

Egeland has 
been with Dia- 
mond T 14 years. 
He formerly was 
general manager Merrill Egeland 
of Stoughton Cab and Body Co., 
Stoughton, Wis. 

oa 


Wood Appoints Finan 


S. K. Makemson, general sales 
manager of John Wood Co.’s Ben- 
nett pump’ division has announced 
appointment of E. R. Finan as 
Detroit district manager. 3 

He takes over the management 
of distribution of Bennett and Eco 
products in Michigan, northeastern 
Indiana and northwestern Ohio. 

* * + 


Clark Names Jung to Head 


New Marketing Division 


Clark Controller Co., Cleveland, 
has named E. R. Jung, formerly 
sales vice-president, to head its 

newly - created 
marketing divi- 
sion. 

Other appoint- 
ments within the 
division include 
Robert Whitehill, 
formerly assist- 
ant general sales 
manager, to gen- 
eral sales man- 
ager, and W. R. 
Heckman to in- 

E. R. Jung dustry sales man- 
ager. Victor Macha was named 
education and training director, and 


Clarence Atkins was - appointed 


renewal parts division manager. 
* * a 
Superior Appoints Fisher 
Superior Steel Corp. has an- 
nounced the appointment of James 


B. Fisher as district manager of 


sales in Detroit, succeeding Lee D. 
Walters, who has been made assist- 
ant vice-president and special auto- 
motive representative in the Detroit 


territory. 
* * * 


UMS Names Foss 


John M. Foss, assistant person- 
nel director of United Motors Serv- 
ice division of General Motors 


Corp., has been named personnel 
director of the division. Foss suc- 


ceeds Herbert M. Zerbe, personnel 
(Continued on Page 23, Col. 1) 
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Auto Personnel 


(Continued from Page 22) 


director since 1943, who has been 
placed on special assignment. 
- + * 


Eaton Co. Promotes Murray 


To Parts, Service Sales Post 


The promotion of Frank T. Mur- 
ray to the newly created position 
of parts and service sales manager 

has been an- 
nounced by the 
axle division of 
Eaton Mfg. Co., 
Cleveland. 
Murray has 
been associated 
with Eaton for 
3% years, joining 
the production 
control depart- 
ment of the axle 
oe division in Aug- 

F. T. Murray ust, 1952. He was 
transferred to the production de- 
partment the following year and 
to the service department in March, 
1954. oo 


DeSoto Appoints Five 


In Industrial Relations 


DeSoto has added five men to its 
industrial relations department. 
The appointees and their positions 
are: 

Ernest S. Knirk, salary adminis- 
trator; Lyman B. Van Vliet, super- 
visor of employe services; John W. 
Oldham, supervisor of hourly labor 
relations; Lou C. Nissle, supervisor 
of employment, and Joseph Shee- 
han, assistant supervisor of em- 
ployment. . 


Reichman Named Assistant 
To Mack Truck President 


Alexander Reichman, former as- 
sistant chief truck engineer for 
Studebaker has been named special 
assistant to P. O. 

Peterson, presi- 
dent, Mack 
Trucks, Inc. 

Reichman was 
in the Studebaker 
engineering de- 
partment for 22 
years prior to 
joining Mack. A 
native of Hun- 
gary, he received 
his mechanical 
engineering de- A. Reichman 
gree in 1921 in Budapest. He came 
to America in 1923 and has been 
active since that time in the engi- 
neering field. 


* * * 


Chrysler Names Landis 


To Employment Post 

Appointment of William E. Lan- 
dis as director of employment and 
employe services for the industrial 
relations division of Chrysler Corp. 
has been announced. 

Landis became associated with 
Chrysler following the purchase of 
Briggs Mfg. Co. plants in Decem- 
ber, 1953. At that time, he was 
named supervisor of employe serv- 
ices for the automotive body divi- 
sion, the position he held until his 
present appointment. 

7 a om 


P & G Co. Appoints Allen 


General Salles Manager 


A. T. Schutz is the new general 

sales manager for P & G Mfg. Co., 
Portland, Ore. 

Formerly West 

Coast divisional 

manager for Allen 

Electric & Equip- 

ment Co. with 

offices in San 

Francisco, Schutz 

will supervise 

world-wide distri- 

bution and sales 

for P & G. He 

, als o worked as 

A. T. Schutz field engineer for 

Allen from 1935 to 1938. 


* * * 


Goodyear Names Hood, 


Holley and Werner 


H. M. Hood, personnel manager 
at Goodyear Tire & Rubber Co.’s 
Topeka (Kans.), plant since its 
opening in 1944, has been named 
manager of the new Goodyear 
South American plant now nearing 
completion at Cali, Colombia. 

Hood, who has been 20 years with 


Goodyear, will relieve J. W. Holley, 
who will return to Akron for as- 
signment in the development de- 
partment. Replacing Hood at To- 
peka is Alton A. Werner, personnel 
manager at Goodyear’s Lincoln 
(Neb.) plant. 


* * * 


AC Picks Rathbun 


Appointment of Donald O. Rath- 
bun as supervisor of employment 
of AC Spark Plug has been an- 
nounced. Rathbun, former super- 
visor of unemployment compensa- 
tion, replaces Mike E. Zimmer, who 
is assuming new duties in AC’s 
efficiency department, AC said. 

* * * 


Firestone Appointments Go 
To Hinderscheid, Thorne 


Appointment of Edmund A. Hin- 
derscheid as manager of the trade 
sales operating department of Fire- 
stone is announced by Harold D. 





Tompkins, trade sales vice-presi- 
dent. 


Hinderscheid, who had been oper- 
ating assistant to Tompkins since 
1948, succeeds Elden H. Eaton, now 
assistant treasurer. 

Kenneth C. Thorne, staff assistant 
in the sales operating department, 
becomes operating assistant to 
Tompkins, 


* * * 


Hudson Promotes Johnson 

Roy L. Johnson, Hudson parts 
and service representative in the 
Minneapolis zone, has been pro- 
moted to Minnesota district man- 
ager. 


* x * 


Day Joins Binks 
Binks Mfg. Co., Chicago, manu- 
facturer of spray painting equip- 
ment, has named Ray O. Day a 
sales representative in the Denver 
area. 
+ * + 


Ford Appoints 7 to Staff 
Of New Rawsonville Plant 


Ford has announced seven staff 
appointments for its new Rawson- 
ville plant being constructed in 
Ypsilanti Township, Mich. Some 


If a motorist could drive his 
car around the earth, the radia- 
tor would travel 19 feet further 
than the exhaust pipe, because it 
is fractionally further from the 
center of the earth. 


production is expected to begin 
late this year with plant comple- 
tion scheduled by mid-1957. 


The appointments are: M. W. 


ALLEN’S NEW 
‘ Money-Maker’ 
POWR-TUNER 


Now! Motor tune-ups can be easier, “money-making” 

jobs for, you. With the new Allen POWR-TUNER you 
ALLENYZE your customers’ cars. You can test and adjust 
engines faster and more accurately than ever before! 
ALLENYZING with Allen Equipment is the 
modern, simple, profitable way to tune modern engines. 


Old-fashioned trial and error, twist and listen motor 
tune-ups just don’t do the job on today’s automobiles. . . 
and in today’s modern shops where time and economy are so 
important. Designed to ALLENYZE the modern 

engine and make money for you, the POWR-TUNER is just 
one of the pieces of equipment-in the new Allen line that 
you can use to test today’s engines profitably. Its 
accuracy and trouble-free operation will mean “factory fresh” 
power for your customer’s car and profit for you. 


Use the Deferred Payment Pian — Allenyzing Profits Meet the Payments! 


Equip your shop for ALLENYZING-Now! MA ILL IE INS 


MANUFACTURERS OF 


Powr-Tuners and Uni-Tuners ° 
Tester 
and Motor Analyzers + Spot Welders + 
Fast Battery 


Syncrograph 
© “Regulator-Generator Servicers «+ 


Dyna-Charger 
Chargers * Unitron Slow Battery Chargers 
* Service and Testing instruments 


Distributor 


Allenyzers Kal , Michi 
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Landrum, controller; John G. Prch- 
lik, industrial relations manager; 
M. H. Hart, production control 
manager; L. J. Rancour, quality 
control manager; F. S. Reaume, 
manufacturing manager; Arnold W. 
Haner, manufacturing engineering 
manager, and C. J. Walter, plant 
engineering manager. 

* * * 


McKinnon Is Appointed 


Maurice H. McKinnon has been 
appointed manager of the Hagers- 
town (Ind.) plant of Perfect Circle 
Corp. Associated with Perfect Cir- 
cle since 1939, McKinnon has 
worked in most of the production 
departments of the Hagerstown 
plant. 


* * * 


Firestone Picks Stroebel 
E. H. Stroebel has been named 
to the newly created position of 
production manager of Firestone’s 
tire manufacturing plant in Des 
Moines. 
* * * 


Clark Names Drackett 
M. J. Drackett has been ap- 
pointed sales manager of the at- 
tachments section of the industrial 
truck division of Clark Equipment 
(Continued on Page 24, Col. 3) 
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Look Magazine Honors Darlington— 


During the National Standard Parts Assn. Convention in San Francisco, Look maga- 
zine honored M. R. Darlington jr., second from right, director, Inter-Industry Highway 
Safety Committee, at a cocktail party. Shown here during the party are, from left, 
Paul Hill, field services director, National Safety Council; William G. Johnson, assistant 
general manager, National Safety Council; Darlington, and Fred Talento, Look auto- 
motive merchandising manager. 


Auto Personnel 


(Continued from Page 23) 


Co. For the past seven years 
Drackett was a sales engineer with 
Modern Handling Equipment, Inc., 
Clark’s Chicago distributor. 

* 


* * 


Tide Water Ups Mitchell 


Wallace W. Mitchell has been ad- 
vanced to manager of the trans- 
portation department of Tide Water 
Associated Oil Co.’s western divi- 
sion. He replaces Harrison B. 
Haney, recently made company- 
wide manager of the oil company’s 
transportation department. 

* * * 


Long Appoints Jewell 
Henry A. Jewell has been ap- 
pointed director of purchases for 
Long manufacturing division of 
Borg-Warner Corp. 
od * 


x 


Reynolds Picks Saut 


Jules F. Saut, a representative 
of Reynolds Metals Co. in the 
Detroit area since 1947, has been 
appointed manager of sales to 
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Pete Penn says... 


I'M YOUR 


the automotive industry. His office 
is at Reynolds regional sales 
headquarters in Detroit, 1500 
Fisher Bldg. 


* * * 


Firestone Ups DiMaggio 


Appointment of Anthony J. Di- 
Maggio as production manager of 
the Firestone tire plant in Potts- 
town, Pa., has been announced. Di- 
Maggio replaces Edward H. Hunni- 
cutt, who was named factory man- 
ager of the Firestone Los Angeles 
plant. Prior to his promotion he 
had served as chief chemist of the 
Pottstown plant. 

* 


* * 


LaBounty Elected 


Thomas J. LaBounty has been 
elected vice-president of Bee Chem- 
ical Co. 

* * * 
Westinghouse Moves Glaser 
M. F. Glaser has been appointed 

manager of Westinghouse Electric 
Corp.’s Youngstown (O.) branch. 
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HEALTHY PARTNER 


IN GETTING 


MORE OIL PROFITS 


Motorists are getting mighty confused about 
today’s motor oils and the part that chemical 
additives play in making them. 


That’s why I have such a strong story for you 
to tell if you carry a brand of Pennsylvania 
motor oil: 


Regardless of the refining and regardless 
of the additives, the quality of the basic 


crude oil is the most important factor 


in any motor oil’s lubricating quality. 


You'll get increased profits through more satis- 
fied customers, more repeat business, more 
people coming to you for oil changes, when you 
sell them a brand of Pennsylvania motor oil. 


Today’s BEST Oils 
start with Nature's BEST Crude 


These are the seven large and im- 
portant magazines that regularly carry 
interesting and colorful ads telling 
111,539,730 motorists why they should 
buy a brand of Pennsylvania motor oil. 





Glaser succeeds J. T. Peden, who is 
retiring after 45 years’ service with 
Westinghouse. 

* * * 


Hobbs Joins S-W Board 


John W. Hobbs, Springfield, IIl., 
has been elected to the board of 
directors of Stewart-Warner Corp. 

* * + 
Maline Joins Dana 

Milton R. Maline has been named 
by Dana Corp. to be its parts divi- 
sion field representative in the Pa- 
cific Northwest territory. He was 
formerly with Colyear Motor Sales 
Co., Los Angeles. 

+ = 


* 


Clevite Shifts Fraser 


Frank Fraser has been named 
secretary of Clevite Corp. He suc- 
ceeds Charles A. Dilley, who was 
recently named executive director 
of the Clevite Foundation. 

* * * 


Goodrich Selects Barber 


J. A. Barber has been appointed 
manager of retail sales and admin- 
istration by B. F. Goodrich of Can- 
ada, Ltd. 


* * * 


GM Names Roberson 


Assistant Fleet Chief 


John J. Roberson has been named 
assistant director of General Mo- 
tors’ fleet section. He replaces Fred- 
erick V. Bott, who died Jan. 19 
after 30 years’ service with General 
Motors. 

Roberson has been regional direc- 
tor of the fleet section in the cen- 
tral area since 1947. He joined 
General Motors in 1930 with the 
motor accounting division. 

« * * 


Ford Selects Solger 


William H. Solger has been ap- 
pointed service department man- 
ager in Ford division’s central re- 
gional sales office in Kansas City. 

* - + 


Gehringer Is Appointed 


Appointment of C. G. Gehringer 
as manager of the scale division of 
Fairbanks, Morse & Co. has been 
announced. He succeeds George C. 
Worthley who has retired after 41 
years with the company. 

~ * * 


Thermoid Elects Cox 


Election of Joseph E. Cox as vice- 
president of Thermoid Co. and gen- 
eral manager of Essex Rubber, a 
Thermoid division, has been an- 
nounced. Cox has been associated 
with Essex Rubber since 1946. Prior 
to that he worked for Goodyear 
Tire & Rubber Co. 

x 


t 
Rice Joins Houdaille 
Gordon O. Rice has joined Deca- 
tur division, Houdaille Industries, 
Inc., as a sales representative. He 
formerly was sales director of Oak- 
man Mfg. Co. 


* x * 


McLaughlin in New Post 


R. S. McLaughlin has been ap- 
pointed export manager of Tide 
Water Associated Oil Co. He joined 
the company in Canada in 1933. 

x * * 


Kosmensky Joins Delman 


As Sales Engineer 

Donald L. Kosmensky has been 
appointed sales engineer in the 
Detroit area for Delman Co., Des 
Moines, Ia. The firm manufac- 
tures windshield-washing equip- 
ment for cars and trucks. 

Kosmensky formerly was em- 
ployed by Elox Corp. and Chrys- 
ler Corp. = 


Lincoln Appoints Imus 
Sales Planning Manager 


Lincoln division, Ford Motor Co., 
has named M. D. Imus manager of 
sales planning and analysis. 

Imus joined Ford in 1940 and 
most recently was assistant dis- 
trict sales manager of Ford divi- 
sion’s Rockford (Ill.) district sales 
office. ere 

* 


Raybestos-Manhattan Unit 


Names Terry in Cleveland 


T. H. Terry has been appointed 
branch manager of the .Cleveland 
district of the equipment sales divi- 
sion, Raybestos-Manhattan, Inc. He 
succeeds E. E. (Al) Juergens who 
held the post 22 years and now is 
a consultant in the division’s Cleve- 
land office. 

The division also announced the 
retirement of E. Reid, sales engi- 
neer, who had been with Raybestos- 
Manhattan since 1926. 








SAFETV 1S THE KEYNOTE FOR 56 


This year, more than ever before, safety will be the most important single 
concern of the American public. This intense interest in safety stems from 
the people themselves, and is being fostered and furthered by the entire 


automotive industry, National Safety Council and other groups. 


At Firestone, our slogan has always been “Your safety is our business.” 
Because of this belief, through the years Firestone has pioneered one 
exclusive safety feature after another. Now, Firestone steps ahead 


again with the first automatic safety tire—the new Firestone Supreme. 


TURN THE PAGE to see what the introduction of this tire means to you. 
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Never before have you had such an opportunity to move Firestone Supreme tires— 
with their extra long profits. For today the huge volume of advertising and publicity 
on new cars is selling safety. And the Firestone Supreme is the one tire 


that lets you capitalize on all this selling power. 


This automatic safety tire provides protection never before possible in any tire 

at any price. It’s a tubeless tire. Its cord body is made of all nylon— 

stronger than steel, pound for pound. It ends fear of blowouts. Ends fear of 
punctures. Ends fear of. skids. And gives longer, safer mileage than any other tire 


on the road. The Firestone Supreme is the tire with built-in peace of mind. 


When you get car buyers or owners to change over to Firestone Supreme tires, 
you reap the goodwill that comes from putting their cars on America’s safest tire. 


What's more, you reap the extra profits of this premium tire. 





And here's how FIRESTONE advertising is 
pre-selling this automatic safety tire for you. 








This Great Advertising Campaign 
Will Boost Your Sales Of The 
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The NEW 


(Fis 


SUPREME 


... THUS 1S THE TIRE WITH 


proof from a slash or cut im the sidewall So t _ tal gueemy rubber sealant that seals any shde like ordinary tires. Takes danger out of driv 


walls — made to stay white — with curb scuff pro- 
tection — and smart fashion-line styling, the new 
Firestone Supreme gives you the most luxurious 


tire on the road 


Now from Firestone comes the automatic safety 


Ends tear of biowouts! tise 
Ends tear of punctures! and your family protection never before provided 


ing on pavements wet with rain or snow And this 


tread is silent — won't hum on the highway Won't 


the new Firestone Supreme It gives vou leave nothing to chance Firestone engineers have P the instant it occurs — makes tt completely 


built into the Supreme an emergency life protector mincture safle No more delays. no more fear of 


Ends tear of skids! 
Gives longer, safer mileage 
than any other tire! 


in any tire at any price. It's the first and only tre 
with built-in peace of mind! 

Blowout Sefel It's a tubeless tire Its cord body 
1s made of all nvlon — stronger than steel, pound 
for pound That's why the Firestone Supreme re 


sists all causes of blowouts But no tire 1s blowout 


For should a blowout occur. an automatic safety 
valve closes in the life protector and retains 
of the air This lets vou ride ont a blowout without 
swerving. without danger Lets vou come safely te 
4 straight-line stop. This ts built-in peace of mind 


Puncture Sefe! The new Firestone Supreme has 


anging tires on a busy highway This és built-in 
peace of mind 
Skid Sefel Firestone'’s new exclusive tread desigy 
makes all others obsolete Wider and deeper. this 
efficient tread holds the road with a powertul grip 
never before possible It wont skid, swerve. or 


squeal on the sharpest corners. This is built-in 
peace of mind 

Theovsends of extre miles! The rugged all nylon 
ord body, plus 25°' thicker tread, gives you the 
lgngest mileage of any tire by far And it's made 
for beauty — as well as duty With its white side 


Have your car dealer make the change-over to 
Supreme tires on your new car —or have your Fire 
stone Dealer or Store put them on your present 
car Youll get a liberal trade-in — convenient pay 
ment terms—and peace of mind in the bargain 


Big 2-page color spreads in tire, the satur- 
DAY EVENING POST, COLLIER’S, LOOK, and TIME with a 
circulation of over 20,000,000 homes per ad 


PLUS 


network television and radio on the 


VOICE OF FIRESTONE 
every Monday evening over ABC 


—adding millions of impressions every broadcast 


The NEW 


(Fie ss 


SUPREME 


... THIS IS THE TIRE WITH 


Ends tear of biowouts! 
Ends tear of punctures! 
Ends tear of skids! 
Grves longer, sater micage 


Now from Firestone comes the automatic safety tire 
the new Firestone Supreme. It gives vou and your family protection 
never before provided in any tire at any price. It's the 


first and only tire with built-in peace of mind! 


Skid Sefet It won't skid. swerve. or 
slide like ordinary tires. Takes danger 


out of driving on pavements wet with 
rain or mow. And this exclusive tread 259 thicker tread. it gives you the long 
out without swerving and come safely is silent — won't hum on the highway est mileage of any tire by far. Will, » 
to a straight-line stop. This is built-in Won't squeal on the corners. This is alll probability, last longer than you ows 
peace of mind. L built-in of mind. your car 


FREE! 6-DAY DEMONSTRATION ON YOUR OWN CAR! 
GO TO ANY OF THE FOLLOWING FIRESTONE DEALERS OR STORES. 


DEALERS IMPRINT 


Thewesends of Extra Mites! The 
rugged all-nvlon cord body runs cooler 
provides better balance Together with 


Bieweet Sefe! Should « blowout 
occur.an automatic safety valve closes 
in the life protector and retains % of 
the air. This lets you ride out a blow- 


PLUS 
full-page newspaper ads 













ALL If1S PROMOTIONAL MATERIAL 
HELPS VOU SELL 
MORE 








New 16-Page Color 
Sales Brochure 


Sa 


NEw Firestone suPREME 
2 J 





#5, 
Firestone 


VIEL 


Oe dab gd i 


NEW 
Firestone 
SUPREME 


THIS IS THE TIRE WITH 
BUILT-IN PEACE OF MIND! 


THIS 1S THE TIRE WITH BUILT /W PEACE OF MIND 





New Easel Counter Card 





New Door Decal New Direct Mail Pieces 
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New Demonstration New Steering Wheel 
Wheel Medallion 
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... THIS 18 THE TIRE WITH BUILT-IN PEACE OF MIND 
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New Window Display 
52 oe " 

aang New Illuminated 
pe msi Display Piece 

The extra profit margins on the Firestone Supreme 
mean you can give your customers top trade-ins. 
And backing up the new Firestone Supreme is a 
complete line of Firestone tires priced to fit every 


pocketbook. 
SAFETY PAYS OFF—with the new 
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Atlanta Dealers Offer Opinions... 


Wild Ads? A Burning Question 


By E. C. Bash 
Staff Correspondent 
ATLANTA. — To use wild ad- 
vertising or not to use wild adver- 
tising seems to be the burning 
question among new-car dealers 
in the~Atlanta area these days. 


There is a diverse opinion among 
leading dealers as to the merits 
of the gimmick-type ads vs. the 
old formula of sticking to the 
facts. A few dealers who tem- 
porarily left the “straight and 
narrow ad road” to follow the 
path of the gimmick ad, have now 
reversed themselves. Why? 

“It didn’t pay,” they say. “True, 
it brought new customers into our 
showrooms. But for the most part 
they were ‘lookers’ who shouldn’t 
have come in at all. They either 
were not financially able to buy 
any new car, or they still owed 
so much on their present models 
that a trade was impossible. 

“This type of advertising actu- 
ally brought us very little new bus- 
iness. These ads succeeded pri- 
marily in making our old cus- 
tomers mad, and smirched our 
reputations as reputable new-car 
dealers.” 

Two of Atlanta’s Buick dealers, 
Hix Green and Tom Mitchell, have 
adopted a gentlemen’s agreement 
not to run any more “crazy-type” 
ads. 

Most of the Atlanta area’s Ford 
dealers also have agreed to use only 
the highest type advertising in of- 
fering their cars for sale. In re- 
cent weeks, Ford dealers have stuck 
to product advertising on a cooper- 
ative basis. Instead of each 
dealer running individual ads, large 
(sometimes two-color) ads appear 
in local papers over the names of 
all area dealers. 

Local Chrysler-line dealers are 
cooperating on a series of spot 
announcements over local radio 
stations several times each day. 
The announcement about the cur- 
rent sales campaign is the same, 
but the name of each sponsoring 
dealer is rotated. 

This system is employed very 
effectively by Plymouth dealers in 
their “Weather Report” given 
eight times daily over a local radio 
station. 

One DeSoto-Plymouth dealer, Mc- 
Cellan’s of East Point, recently con- 
ducted a nine-hour Sell-a-Thon. A 
small ad was carried in local papers 
announcing the sale and asking 


DeSoto Reports 
Used-Car Sales, 
Prices at Peak 


DETROIT.—Resale values of late 
model DeSotos have reached new 
highs and, at the end of February, 
DeSoto’s days’ supply of used cars 
was the lowest in three years, ac- 
cording to W. F. Sullivan, the divi- 
sion’s national used car manager. 

Both Fireflite and Firedome mod- 
els in the 1955 and particularly in 
the 1956 series are up, according to 
Sullivan, in recognized wholesale 
book listings and at used-car auc- 
tions and marts throughout the 
country. 

Not only have the sales of used 
DeSotos increased in volume but 
their current prices have improved 
substantially, as have values of 
other used DeSotos, he declared, 
adding that the improvement is the 
best percentage-wise in the divi- 
sion’s history. 

Sullivan cited notable increases 
nationally in wholesale and retail 
DeSoto values over the past few 
months. On the West Coast alone, 
he says, the wholesale value of the 
Fireflite has climbed $50 wholesale 
and $60 retail for March-April over 
January-February. 

DeSoto dealers’ used-car sales in 
1955 were estimated at 497,690, a 
35.6 percent increase over 1954’s 
total 367,067. The former figure was 
also 10 percent over 1953’s previous 
record of 452,521. 


Sheehan Buys Haygood 


Haygood Buick, Inc., 2301 S. W. 
Eighth, Miami, has been purchased 
by John E. Sheehan and will be 
renamed Sheehan Buick, Inc. Shee- 
han formerly was Buick’s southeast 
zone manager with headquarters 
in Atlanta. 


readers to listen to two radio sta- 
tions for details. 


During the sale, discounts on new 
cars were offered from $600 on 
Plymouths to $1,000 on DeSotos. 
Was the sale successful? 


“It was,” states M. T. McCellan, 
president, “to the extent that we 
reduced our high inventory. But 
from the profit standpoint we ac- 
complished nothing.” 

McCellan said the value of this 
type promotion is doubtful. 

East Point Chevrolet Dealer, Inc. 
is putting on a campaign to edu- 
cate new-car buyers to “know your 
dealer before you deal.” One of this 
firm’s recent ads states: 

“No Chevrolet dealer in Amer- 
ica buys cars or trucks for less 
money than we do. Transporta- 
tion charges are the only variable 
cost figures, therefore—no Chev- 
rolet dealer in America can con- 
sistently undersell us. Beware of 
spectacular claims to the con- 
trary. 

“Our prices are low, our allow- 
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ance on old cars taken in trade are |; 
high, our finance charges are at |= 
current GMAC rates and our in-|7* 


surance, if desired, is at regular 
conference rates. Check all figures 
and then check your dealer before 
you buy.” 

A number of other local dealers 
still believe there is no drawing 
card to equal a good gimmick. 

One of these is Downtown Lincoln- 
Mercury, Inc., who announced they 
are “supermarketing” automobiles 
in a marathon sale to last 60 days 
in which they will trade day and 
night, remaining open 24 hours a 
day. 

Trading stamps, redeemable in 
all types of merchandise of the 
customer’s choice, are being given 
at the rate of ten stamps to the 
dollar with the purchase of autos 
from Downing Motors, Inc. 

(used car), Atlanta; John A. Pope 
Motor Co. (Dodge-Plymouth), 
Inc., Columbus; Goza Motor Co. 
(Dodge-Plymouth) Newnan; Don 


Auto-Lite Counter Card— 


A gilt frame and plush red coth back- 
ground furnish a luxurious touch for this 
three-dimensional counter card designed 
for Auto-Lite battery dealers. The story 
of a recent two-million-mile road test of 
the premium Sta-ful battery appears in 
the opened “volume” below the frame. 


Van Slyke Motors (Lincoln- 
Mercury), Gadsden, Ala. 


Several local Chevrolet dealers 
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Much more than an undercoating! 


REG. U.S. PAT. OFF. 


Only 3M’s undercoating... 


“UNDERSEAL”... offers 


BRAND 


this tested complete selling program 


Only “UNDERSEAL” gives you the solid 
backing needed to sell undercoating jobs at 
a good profit. Potent direct mail pieces — 
printed with your name-— plus posters and 
demonstration easels. In-your-shop advice for 
your applicators — showing them how to care 
for equipment, how to mask and spray effici- 
ently. A sound-slide film showing your men 
proved ways to make more undercoating sales. 


NEW CAR BUYERS will pay full price for 


an undercoating job when you sell “UNDER- 
SEAL” — using “UNDERSEAL’s” tested sell- 


with 


REG. U.S. PAT. OFF. 


UNDERSEAL Rubberized Coating 


BRAND 


The term “UNDERSEAL” and the plaid design are registered trademarks of Minnesota Minin 
Company, St. Paul 6, Minnesota. Export Sales Office: 99 Park Avenue, New York 16, N. Y. In Canada: P.O. Box 


757, London, Ontario. 


ing program. This proved package for profits 
is sure to help keep your service department’s 
income high and handsome! 


For customer satisfaction and top profit, 
start building your undercoating sales today 
“UNDERSEAL” 
SEAL” selling program. Write now for all the 
facts about “UNDERSEAL” and what its 
tested selling program can do for you. The 
address is: Minnesota Mining and Manufac- 
turing Co., 900 Fauquier Ave., St. Paul 6, 
Minn. Dept. LN-36. 


and the “UNDER- 


and Manufacturing 
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are holding “no profit sales,” “act- 
ual cost sales,” “we must sell— 
—cars——in——days sales.” 

The “Folksy Approach” is pre- 
ferred by some dealers. Here is an 
example from an O’Shields Buick, 
Decatur, ad: 

“We don’t brag about being the 
biggest Buick Dealer in town. I 
am going to let you in on a little 
secret. I'll tell you who is bragging. 
It is our many customers. Boy, 
oh boy, they are bragging about 
the place to trade cars. 

“This man O’Shields is the best 
man you ever saw. He never thinks 
of himself. He always says, ‘Boys, 
let’s make deals.’ He’s not like most 
bosses. They always say, ‘Boys, we 
got to make money’. . . Now come 
on out to this small dealer with 
the longest deal in town.” 


The armchair shoppers who 
pick their cars and dealers from 
the pages of the local newspapers 
must make a choice between the 
gimmick-type or the straight fact 
ad. 


It is therefore reasonable to as- 
sume that the future advertising 
policy of new-car dealers ‘lies 
squarely in the choice new-car cus- 
tomers make today. 


APPLICATION TRAINING 








Hudson Owners for 31 Years— 

Mr. and Mrs. Frank A. Eschrich, Kenmore, N. Y., left, take possession of their 15th 
Hudson car since 1925, a new 1956 Hudson Hornet. 
left, Earl W. Palmer, owner of North Side Motors, Buffalo; W. P. Kelly, assistant 
Buffalo zone manager, and Frank Ruffner, salesman. 


With the Eschrichs are, from 





Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is» written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 


Dear Ed: 


" a story for the sales- 
man who runs out of pati- 
ence. 

Since World War II, many 
persons from 
other parts of 
the world have 
come to live 
with us here 
in America. 
Among these 
newcomers, the 
ones who stand 
out in my mind 
the most are 
the DPs — dis- a 
placed persons. ee 
My story today Bert Simons 
is about Stanislaus Kruhowski, 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


who came to America four years 
ago from Warsaw, Poland. 

Stan was about 35, married and 
had two little children, both born 
in Detroit. He and his wife, 
Stella, came in to buy their first 
new automobile and it was easy 
to see they were very proud and 
excited. This was a very impor- 
tant step in his life. 

Now Stan was a pretty nice 
guy but very much of a suspi- 
cious nature. It seemed that 
whatever I'd say regarding our 
deal would either be challenged 
for proof or discarded outright 
as being an untruth. 

This wasn’t the first time cus- 
tomers have uintentionally in- 

sulted a salesman. But even 
though Stan and his wife were 
casting all kinds of doubt on 
everything I said about our deal, 
I didn’t mind it as much as usual. 


oa * + 
I REALIZED they had been 
hurt and hurt badly before 


they came to the U.S. and, too, 











they were in a strange land with 
no one to guide them. And buying 
a new automobile certainly was 
the greatest purchase they’d ever 
made. 


We finally pulled through the 
preliminaries and got a deal 
down on an order pad, There 
was no trade and it was a cash 
deal. But I had to have his sig- 
nature on the order and a D. P. 
—and getting a D. P. from this 
DP was no easy job. | 
He said, “You give car; I give 
money.” Judging by the earlier 
experience I had with Mr. and 
Mrs. Stanislaus Kruhowski, I 
decided to pass as far as the 
deposit was concerned, but I had 
to have an order and certain 
“State papers” signed by them 
before they could drive away. But 
Stan wasn’t about to sign any- 
thing. 

* * * 

Ce. I get a little 

tough around this time but 
again I remembered their back- 
ground and said, “Mr. and Mrs 
Kruhowski, I know you don’t 
realize you must sign an order 
and give a deposit when you buy 
something as big as a car. But 
in order to get license plates and 
title to this car we are preparing 
for you, we must submit certain 
forms showing your name and 
address and your signature as 
owner. 

“Otherwise, we can’t get li- 
cense plates for your new car 
and when you come in for it 
tomorrow night, even though 
you bring the money, you can’t 
drive it out the door. 

“Now here’s my proposition. 
Forget the deposit; forget sign- 
ing my company order form 
describing the car we chose, but 
sign these State papers and let 
us get the car registered in your | 
name.” 

* ” * 

Wwe. Ed, they talked it over 

for a few minutes and Stan 
said, “Here’s what we've decided. 
We're in America now and we 
want to be good Americans. If | 
this is the way you do it here, 
we'll do it your way. We are 
sorry for the misunderstanding.” 

Ed, they signed everything and 
also gave me a $100 check as a 
deposit. 

It took a lot of patience and 
understanding and for a while I 
thought I was running out of 
both. 

—Bert Simons. 


To Train 5,000 


Dealer Salesmen 


DETROIT. — “Operation Man- 
power,” a program to recruit and 
train some 5,000 retail salesmen 
with managerial 
and executive 
ability and place 
them in dealer- 
ships, has been 
announced by C. 
E. Briggs, Chrys- 
led division sales 
vice-president. 

He said eight 
field teams will ! 
conduct the 
courses. They 
will work under 
the direction of the division’s 
regional sales managers with the 
cooperation of a New York sales 
training firm. 

Cities and areas will be selected 
on a priority basis, Briggs said, 
adding, “Our dealers have asked 
us for such a program, and our 
field crews will go into an area 
only when dealer requests indi- 
cate such a move.” 

Applicants will be approved by 
dealers, he said, and will be given 
an intensive week-long course. The 
course will cover demonstrating, 
prospecting, product knowledge, fi- 
nancing and telephone technique. 


Vandeven a Director 


Henry W. Vandeven, treasurer of 
Continental Motors Corp., Detroit, 
has been elected to the board of 
directors, succeeding B. F. Tobin jr., 
of Los Angeles, who resigned. 


Chrysler Division | 
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@ You've probably noticed that if you want to 

signal a woman to turn toward your idea, she’s more receptive 
if you talk to her in her own language. This is because 

she sees you understand her. So she looks twice. 


@ The best place to talk a woman’s language is in a 
magazine that talks the same way. Because then 

her mind is keyed to absorb woman-type ideas. So your 
signal catches her eye right away. 


@ Ladies’ Home Journal supplies more women with more 
ideas than any other magazine.* So, in the Journal, 

your idea seems more important. And more 

personal. If you’re selling a new car, she pictures herself 
right in the driver’s seat. And if she likes the 

picture, you may have sold a car. 


*Among all women’s magazines, Ladies’ Home Journal is: 
No. 1 in circulation 


No. 1 in newsstand sales 
No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 


“JOURNAL —— 











Correspondent George L. Glaser Writes... 
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Auto Letter From Europe 


One Germany. — Ac- 
cording to Swiss reports, a com- 
bination wheel and tire, all cast in 
one piece, has been tried. This ex- 
periment has been done with Vul- 
collan, the German synthetic rub- 
ber. Light weight was one of the 
main reasons for the idea. 

Another inventor—and I think he 
is right—got tired of having to 
wipe the dip stick for the oil, so as 
a substitute for the long overdue 
oil level indicators on the instru- 
ment panel, he placed a gadget un- 
der the hood consisting of two 
small steel leaf springs with felt 
between them. The stick can be 
wiped without lifting it over the 
fender. 

For long-distance tourist buses, 
another inventor has a device to 
permit the seats to slide sideways 
into the aisle when the bus is in 
motion. This will give plenty of 
elbow room for each traveler. 

A bus radiator which is placed in 
hinges and can be moved out of the 
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way when one wishes to work on 
the engine, is the subject of yet 


another invention. 
* ” * 


Pneumoscop Checks Tires 


1. pneumoscop, developed by 
Chiron, Tuttlingen, Germany, 
measures on the outside how much 
a tire is bulging out which means 
how much load the tire is carrying. 

It shows immediately if the tire 
pressure is correct -without opening 
the tire valve. Present models cover 
the popular truck tire sizes. 

Disk brakes are ready for produc- 
tion cars in Germany. 

ATE, Frankfort, a leading sup- 
plier to the industry, has started 
to supply the car manufacturers 
with test units. BMW (Bavarian 
Motor Works, Munich) has been 
among the first to take advantage 
and are trying out the new 
brakes. 

Passing signals for trucks are 
commonplace in France but are not 


well known in Germany. However 
a law has been proposed which 
would force all heavy trucks to be 
equipped with these lights which 
are operated by the truck driver. 
The green light in the rear of the 
truck or trailer indicates that the 
driver of a car in the rear can pass 
the unit at his own risk. 


* * * 
Champion Plugs in Germany 


ya, large German battery 
manufacturer, now carries the 
Champion line of U. S.-made spark 
plugs. It is rumored that licensed 
production may be the next step. 

A leading institute for economic 
research estimates that by 1963 the 
present car density in Western Ger- 
many will have tripled. 


No matter what my European 
friends may say to this outburst 
of my age-old Remington (they 
ought to be ashamed letting me 
use this museum piece), service 
in nearly all places in Europe still 
is conducted on the guess, the hit- 
and-miss and “process-of-elimina- 
tion” method. 

After visiting the Sun technical 
training center in Chicago, I fully 
agree that anybody who does not 
test and get a complete diagnosis 





Sodium Slug Extends 
Oil Life, Canada Says 


MONTREAL —The National 
Research Council of Canada an- 
nounced that it has extended the 
life of lubricating oils by plac- 
ing a sodium alloy slug in the 
oil line. The process retards oxi- 
dation, according to Drs. LE. 
Puddington and A. F. Sirianni, 
of the council’s division of 
applied chemistry. 


Two test cars were fitted with 
the sodium-solder slugs in 1953 
and the original oil is said still 
to test as usable. One car has 
traveled 17,000 miles and the 
other, 20,000. 





BEFORE tackling the job still lives 
in the carbide-lantern time. 

I am grateful to Sun Electric for 
letting me study its full course of 
diagnosing, super tuneups, automo- 
tive electricity and testing equip- 
ment. 

I recommend the course espe- 
cially for service writeup men. They 
will come back to your service de- 
partment with a completely changed 


More than a hundred million 
hydraulic valve lifters in use... 


HYDRAULIC 
VALVE 
LIFTERS 


Every day the automobile production lines are adding to the vast total 
of hydraulic valve lifters already in use. Lifters get no rest. They must 
work constantly and quietly at a precise job. And “NO-LASH” Hy- 


draulic Valve Lifters are precision engineered to meet such demands. 


They will give you customer satisfaction in your replacement service 


work. And, of course, they’re available for practically every make and 


ex 
sets 


MANUFACTURED BY DIESEL EQUIPMENT DIVISION 
DISTRIBUTED BY AC SPARK PLUG e THE ELECTRONICS DIVISION OF GENERAL MOTORS 


model of lifter-equipped engine. Standardize on the ‘““NO-LASH” line 
and get set to handle this growing business on the right basis. 


outlook on service and service mer- 
chandising. 
* + 


Motel in Switzerland 


HE first Swiss motel has been 

opened. It is located in Losone, 
near Ascona, which is in the Ticino 
district in southern Switzerland, 
near Locarno. 

Alfa-Romeo, Milano, Italy, used 
to make big luxury cars but 
dropped them after the war. Now, 
some of my “spies” believe they 
have seen the prototypes of the 
big new luxury car slated to come 
in 1957. 


It is reported that Fiat (Italy) 
will have some new models ready 
very soon and that a tiny bus ver- 
sion of the “600” is under study. 


Avanti, a socialist newspaper in 
Italy, has directed a campaign 
against Fiat in regard to prices and 
quality. 

The newspaper wanted lower 
prices and better quality, in order 
to be competitive to the German 
Volkswagen. Several other news- 
papers rushed to Fiat’s defense, 
which seems to prove at least that 
there is a democracy in Italy. Mus- 
solini would probably have cut off 
the writer from spaghetti for the 
rest of his life. 

In Rome, using the horn is not 
permitted, but the car owners 
found substitutes: Electric whis- 
tles, gongs and a trumpet which 
sounds like a wild bull are the 
latest sound signals. 

Lancia Torino is readying a some- 
what more powerful version of the 
type “Appia,” and Iso, which was 
not as lucky as those who took out 
licenses in France and Germany, 
intends to give up the Isetta Motor 
Coupe, a tiny two-seater, and plans 
to produce a motorcycle car for 
four. 

Auto-Bianchi is the name of the 
new firm which will produce this 
little car powered by a motorcycle 


motor. 
a * . 


New Sports Car Seen 


— Nuernberg, Germany, toy 
capital of the world, a small 
sport car soon may emerge. It will 
be powered by one of Germany’s 
largest two-cylinder motorcycle en- 
gines. 

From the Ural Mountains comes 
word that Belka is supposed to be 
the name of a very small car which 
has been finished for production. 

The Soviety motorcycle factory 
in Irbit is said to have been using 
its motorcycle parts and units in 
this little car which has a swim- 
type body in order to cross rivers 
without bridges. It will deliver 40 
miles a gallon, the company 
claims. 

Near Lublin, Poland, a truck fac- 
tory is under way which is said to 
be tooled up for production of a 
truck every five minutes, a car 
every eight minutes, a tractor every 
10 minutes and a motorcycle every 
two minutes. 

Wonder what they make every 
minute? 

Syrena is the name of the new 
Polish small car which was shown 
in the former German city of Posen 
where they also had fire engines, 
buses and truck-tractors on display. 

This Polish industry is Soviet- 
sponsored as far as is known and 
comparison tests have not been pos- 
sible since no Polish vehicles have 
been exported to Europe as far as 
I know. 

” ~ ” 


‘That’s Old Enough’ 


ERVICE as we all know can be 

oversold. 

A German magazine reported 
with tongue cheek: 

“The difference between a shop 
servicing shoes for horses and a 
modern automotive shop is the fact 
that the horse received just shoes 
without about 40 other items being 
recommended for service.” 

I liked this one better: 

An automotive mechanic came 
to the pearly gates. He com- 
plained bitterly to the guardian 
and reminded St. Peter that he 
was only 35 years old. 

Answered St. Peter: “I have to- 
talled the hours which you charged 
to your customers and found that 
you must have been at least 150 
years old—and that seemed to be 
enough in my estimation.” 


Leman Takes DeSoto 


Leman Motor Co. Hiawatha, 
Kans., now is a DeSoto-Plymouth 
| dealership. The firm, owned by Ray 
'E. Leman, also handles GMC 
trucks. 
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Bulletin Board... 





“The New Series 800 Truck Tank 
and Trailer” — pamphlet, and a 
folder on trailers suitable for the 
construction industry. Both free. 
Advertising Dept., Fruehauf Trailer | 
Co., 10940 Harper, Detroit 32. 

* * * 


Hydrion Folder | 


Folder covering the Hydrion 
battery-water units free. A. E. Tom- 
kin & Co., 1507 M St., N. W., Wash- | 
ington 5, D. C. 

* 





* * 


Filtration Manual 
“Filtration Manual For Product} 


Designers,” 25 cents. Dept. FM, 
Purolator Products, Inc., 
N. J. 


* oe 


Sil-Fos Tubing News 


“Low-Temperature Brazing | 
News,” featuring Sil-Fos 
tubing — four-page folder, free. | 
Handy & Harman, 82 Fulton St.,| 
New York 38, N. Y. | 


* Ei * 


Tubular Rivets Booklet 


“Townsend Tubular Rivets’—| 
booklet, free. Townsend Co., River 
Rd., New Brighton, Pa. 
* * * 


Rectifier Data Offered 


Bulletin ER-107 on selenium 
rectifiers for electroplating, ano- 
dizing and related processing— 
12 pages, free. John S. Karinja, 
Hanson.Van Winkle-Munning Co., 
100 Church St., Matawan, N. J. 


> * * | 


Glass Fiber Uses 


A folder describing Microlite and | 
Super Fine glass fiber for heat} 
control and sound absorption, free. 
Folder No. WAF-1. L. O. F. Glass} 
Fibers Co., 1810 Madison Ave., To-| 
ledo 1, O. 





* 2 = 


Alternators Described 


Two folders describing and illus- | 
trating heavy-duty alternators, free. | 
Leece-Neville Co., 1374 E. Fifty- 
first St., Cleveland 3, O. 

* 


. * 


Kard-a-Film Story 


How Maytag Co. Uses Kard-a- 
Film—four pages, free. Remington 
Rand division, Sperry Rand Corp., 
New York, 10, New York. 

” ~ * 


Highway Laws 
Highway Transportation Legisla- 
tion in 1955—11 pages, free. Na- 
tional Highway Users Conference, 
National Press Building, Washing- | 
ton 4, D. C. 


* 7 * 


Buffing Bulletin 


Bulletin Co-103, “Buffing and Pol- 
ishing Compounds”—24 pages, free. 
Hanson-Van Winkle-Munning Co., 
Matawan, N. J. 


* * * 


Forgings Chart Offered 


“Minimum mechanical property 
guarantees for hand forgings” 
—folder, free. Industrial Service | 
division-PR 355, Kaiser Alumin- | 
um & Electrical Corp., 1924 
Broadway, Oakland, Calif. 

* * oe 


Trucks and Pallets 


“Lower Delivery Cost Per Case} 
by Integrating Palletization with 
the White 3000”—free. White Motor 
Co., Cleveland 1, O. 

* * 


* 


Steel Shelving Catalog 


Steel shelving catalog, free. Pre- 
cision Equipment Co., 3700 N. Mil- 
waukee Ave., Chicago 41, IIl. 

a * * 


Labor-Management Book 
Frontiers in Labor-Management 
Relations—48 pages, $1.75, members 
$1. American Management Assn., 
1515 Broadway, Times Square, New 
York 36, N. Y. 
* 


* * 


Aids for Industry 
Engineering assistance brochure, 
free. Shock & Vibration Research, 
Inc., 820 Hammond Building, 
Detroit 26, Mich. 
an 





* * 


Aids on Purchasing 


Six .surveys on purchase and 
inventory. Job Evalation in Pur- 
chasing, Survey on Purchasing, 
Keeping Track of Factory Material, 
Methods of Taking Inventory, Tak- 
ing Guesswork Out of Buying and| 





Rahway, |Co., P.O. Box 7600, Chicago 80, Ill. 


brazed | Mfg. 
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ventional and high-rate water 
treatment plants, free. Graver 
Water Conditioning Co. 216 W. 


Fourteenth St., New York 11, N. Y. 


* * * 


Fork-Lift: Trucks 


Bulletin 1328A describing fork 
trucks with 7,000-, 8,000- and 10,000- 
pound capacities, free. Baker- 
Raulang Co., 1262 W. Eightieth St., 
Cleveland 2, O. 

* 


Inventory Records That Follow 
Cost Charges—$7.50 each, three for 
$21 or six for $38. J. J. Berliner & 
Staff, 684 Broadway, New York, 12, 


iN. Es * * 


* 
Handbook on Titanium 
Handbook on Titanium, Part I 
(PB 111631)—210 pages, $3. Hand- 
book on Titanium, Part II (PB 
111873)—161 pages, $4.25. Office of 
Technical Services, Department of 
Commerce, Washington 25, D. C. 

* 


+ 


Stair Tread News 


Steel, Aluminum and Stainless 
Grating and Stair Treads, free. 
Klemp Metal Grating Corp., Dept. 
SP, 6601 S. Melvina Ave., Chicago 
38, Tl. 


* * * 


Population Trends 


Cosmopolitan World Atlas (cen- 
tennial edition). Rand McNally & 


Catalog with Humor 
Equipment catalog with joke sec- 
tion, free. Precision Equipment Co., 
3736 N. Milwaukee Ave., Chicago 
ee | 41, Ill. 
Portable Lift 2 
Catalog sheet detailing 112-inch Electrical Equipment 
telescoping portable lift, free. Oster! Catalog 84, containing technical 
Co., Box 4326, Cleveland 32, O./and descriptive data on electrical 
<a ees switches, lampholders and lamp 
guards—52 pages, free. McGill Mfg. 
Co., Inc., Electrical Division, Val- 
paraiso, Ind. 


Water Treatment 


Technical Reprint T-141, present- 
ing an economic analysis of con- 








Houston Dealers Receive Hudson Award— 
Receiving the Hudson “Dealer of the Month" award are G. W. McCarter and 


Aubrey Alford of Aubrey, Orval and Mac, Inc., Houston. Taking part in the pre- 
sentation are, from left: John S. Beach, Dallas zone manager; McCarter, Alford and 
Ernie Prichard, assistant zone manager. The ceremonies marked the fifth consecu- 
tive month that McCarter has won the award. 


Right under his nose 


fe al 






Art Howell, 
Andrew Murphy & Son, Omaha, Nebraska, 
saw it and made a radiator hose sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They'll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL THREE! 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


but does he see it? xX 


@ America’s Favorites—Mobilgas and Mobiloil 
@ World’s Greatest Lubrication Experience 
@ Exclusive “On-the-Job” Training 


Art called this customer’s attention to the 
leaking radiator hose. It paid off, too. 
The customer asked him to replace it with 
a new one. That’s one thing Art learned 
at Socony Mobil’s training center: notice 
worn or damaged parts—point out the 


need to the customer. Result? 

A satisfied customer . . . increased 
absorption ratio for Andrew 
Murphy & Son! 
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Hudson Salesmen Join Triangle Club— 


Five salesmen at Old Dominion Motors, Inc., Alexandria, Va. qualified to 
become members of the Hudson Triangle Club for 1955 with nearly 250 new Hudsons 
to their credit. From left are Albert J. Brill jr., George Nichols, Eugene V. Longerbeam, 


Floyd O. Jones, Hudson district manager, and Sherwood Glotfelty. 


Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


ONSIDERABLE discussion has 


arisen over the legal question: | 


If a minor effects an injury while 
driving his father’s automobile, un- 
der what circumstances is the 
father liable in damages to the in- 
jured person? 

According to a late higher court 
decision the father is not liable 
if the testimony shows that the 
minor was driving the automo- 
bile without his father’s knowl- 
edge and consent. 

For example, in Barton vs. Wil- 
liams, 124 N. E. (2d) 356, the testi- 
mony showed: A boy below the age 
of 15 years who could not obtain a 
driver’s license. He had driven an 
automobile in the presence of his 
father and under his personal su- 
pervision. 

There was no evidence that the 
boy ever had driven the car alone 
with his father’s permission but 
there was evidence that the key 
was kept in a certain place in the 
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home and that the boy had taken 
the key without knowledge of the 
father, and used the 
for pleasure rides. 


One day the boy drove his fath- | 
er’s automobile out of the family | 


garage without his father’s consent 
and he had an accident which seri- 
ously injured a person named Wil- 
liams who sued the boy’s father 
for heavy damages. 

In holding the father not liable 


|the higher court explained that al- 
| though 


the father kept the key 
where the boy could get it, yet 
where the boy without knowledge 
or consent of the father had taken 
the automobile and was driving un- 
known to the father at the time of 
the accident, there was no causal 
connection between the _ injuries 
sustained by Williams in the acci- 
dent, and the father’s acts. 

* * + 


Read Insurance Policies 


HERE is no doubt but that fail- 
ure to carefully read your insur- 


SO 


(¢ 


automobile | 


ance policies may result in heavy 
financial loss. This is so because the 
average automobile dealer relies 
upon his insurance agent to pro- 
vide requested protection. 
However, it is well to realize 
| that “you are not protected” un- 
der promises made by your insur- 
ance agent, because the courts 
hold that the insurance policy is 
your only protection. 

| For example, in Yadro vs. U. S. 
Fidelity and Guaranty Co., 124 N. 
E. (2d) 370, the testimony showed: 
| An automobile dealer, named 
Yadro, had an insurance policy 
which he believed covered damage 
to all automobiles which might be 
on his premises. The insurance pol- 
icy which he held contained a 
clause which at first hand appeared 
| to be broad coverage. 

This clause stated that he was 
covered in maintenance or use of 
the premises for the purpose of an 
|}automobile dealer, repair shop, 
service station, storage garage or 
public parking place, and all oper- 
lations necessary or incidental 
| thereto; and the ownership, main- 
j tenance or use of any automobile 
}in connection with the above de- 
fined operations, and the occasional 
use for other business purposes and 
the use for non-business purposes 
of any automobile owned by or “in 
charge” of the named insured and 
used principally in the above de- 
fined operations. 

The holder of this insurance pol- 
|}icy had on the premises various 
j}automobiles for repairs. A fire in 
the garage caused high damages to 
these automobiles owned by vari- 
ous customers. 

a + * 


psu Court Approves 


- SUBSEQUENT litigation, the 
lower court held that the deal- 
er’s insurance policy did not cover 
loss or damage to these customers’ 
| automobiles. The higher court ap- 
| proved and said: 

“Since the policy in this case 
contained a specific and limited 
coverage of liability arising out of 
damages to property of others left 
| in charge of the insured for serv- 
ice, and excluded damage by fire 
therefrom, the court properly en- 
tered judgment for the defendant 
(insurance compary).” 

Hence, this late decision 
plainly holds that an automobile 
dealer is not “broadly” protected 
on an insurance policy which 
states that the dealer is protected 
against loss or damage to auto- 
mobiles left for servicing and 
also “in charge of” the automo- 
bile dealer. 

Actually the legal effect and 
warning of many new higher court 
| decisions is that an insurance pol- 
| icy may contain a “long and 
lengthy” clause which appears to 
“broadly” cover the automobile 
dealer, “but” a final short and in- 
significant line in the clause may 
limit the whole clause so that no 
| practical protection is afforded. 

Recently an automobile dealer, 
|in an insurance law suit, testified 
|that he accepted an insurance pol- 
icy at a “cheap” rate, but later he 
discovered that his policy did not 
fully protect him and due to the 
limiting wording of his policy he 
could not collect an $8,000 loss 
which he may have collected un- 
der other insurance policies which 
cost a trifle more. Perhaps this ex- 
perience is based upon the old 
saying: “You get what you pay 
for.” 


Dealer Sentiment Rises 


For Ore. Inspections 


PORTLAND, Ore. — Al Litt- 
rell, of Littrell, Auto Parts Co., 
Medford, Ore., a state legislator, 
has said that he hopes a com- 
pulsory vehicle inspection bill 
will again be brought before the 
Legislature. It failed last ses- 
sion. 


At the same time, some mem- 
bers of both the Oregon and 
Portland Automobile Dealers 
Assn. are said to be convinced 
that it is time to face up to 
“their responsibilities” in the 
need for such a bill. “We must 
stop being self-conscious about 
charges of commercialism and 
actively direct legislation which 
will save lives,” said one dealer. 








Nailing down the case 
for the YEAR-AHEAD car 


If you’re lucky enough to be a Chrysler Dealer 
or salesman, brother, here’s a selling tool that 
mows down competitive claims like a machine 
gun. You can use it every day in competitive 
selling. Feature by feature, it tells the world 
why Chrysler is the Year-Ahead Car. . . why 
Chrysler offers the motorist more that’s new 


than all of the competitive cars combined. 

Nobody in the business .. . but nobody... 
has anything like it! It wraps up the biggest 
sales story of 1956. . . in nationwide adver- 
tising and on the showroom floor. Just one 
more reason why it’s a great year to be a 
Chrysler Dealer! 


Chrysler Division of Chrysler Corporation 


12200 East Jefferson Avenue, Detroit 31, Michigan 


CHRYSLER 


Here’s dramatic proot that Chrysler has more that’ 


~ 
than all other competitive cars combined! piss 








New in 1956 Chrysier 





Car's" 
Major style changes YES ' 
P NO 





Longer Body YES 





New Pushbutton Drive Control* YES 
New Revolutionary Brake System YES 
Hi-Fi Record Player* YES 


Increased Horsepower YES 








Instant Heating System* YES 











And the other 5 cars stili do not have ftull-time power steering and the airpliane-type V-8 engine 
...Mmajor advances which Chrysler has had for years! a. 








32 
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ts and Buyers Back at Last... 





N.Y. Sees Sign of Spring Pickup 


By Ed Brown 
Staff Correspondent 

NEW YORK.— Dealers in this 
area have reported a noticeable 
increase in buyers— both looking 
and placing orders—since the first 
of the month. 

This is the first concrete evidence 
since the 1956 introductions began 
that customers may be returning 

to the market in this area. Busi- 
ness since last fall has been on a 
hand-to-mouth basis, with some 
dealers just managing to remain 
solvent by the thinnest margins. 

One large volume dealer, as an 
illustration of how much volume 
had fallen off, was down from 
250 units per month to 150. Dur- 
ing a period when falling volume 
was accompanied by increased 
profit paring, this meant many 
months of red figures. 

One dealer looked at the windup 
of February with a feeling of jubi- 
lation. One of his salesmen had 
finally sold the last 1955 automobile 
in his stock, and no one was sorry 
to see it pass from the entrance of 
the lot. However, there still are 
some '55 models on hand, in case 
customers are interested. 

Another dealer took a careful 

look at his expenses during Jan- 
uary and decided he could no 
longer afford overhead in the neigh- 
borhood of $70,000 a month. He 
chopped until he had whittled the 
last ounce of fat off his entire 
operation and still came up with 
a figure in the neighborhood of 
$35,000. 

There still is no profit in his 
operation, because there are no 
profit sales. However, he feels a 
more equitable opportunity exists 
for him at this time, in relation to 
his competitors. 

Used cars have been stronger in 
the past few weeks than new ones, 
although they have set no pattern 
to warm any hearts. Several new- 
ear dealers have made the switch 
recently to the exclusive used-car 
business, which prompted one 
dealer to remark: 

“The used-car dealers will be 
going to Washington soon to get 

protection against any more 
dealers in their business if this 
new-car dealer switch to exclu- 
sive used-car outlets continues.” 
Those dealers making the switch 
have indicated that it is far more 
profitable and less hazardous for 
them. Several dealers have as- 
sumed a tougher attitude toward 
the factory, as both the Congres- 
sional hearings have advanced and 
business has retreated. Their pre- 
mise is that they are in a much 
better position as a used-car dealer 
with low overhead, than as a fran- 
chised dealer with its attendant 
headaches. 

The GM franchise changes have 
been received quietly. Everyone ap- 
pears to have adopted a wait-and- 
see attitude, with several dealers 
outspokenly skeptical. 

“Contract terms, in and out of 
context, can mean two different 
things,” is the attitude expressed 
by one dealer. His desire to see the 


Whiting-Buick Ups Murray 

E. G. Knobloch, president of 
Whiting-Buick, Inc., Rochester, 
N. Y. has announced the pro- 
motion of Robert M. Murray 
from business manager to vice- 
president and a member of the 
board. Murray has been with 
the company since it was pur- 
chased by the present owner. 

Whiting-Buick said it delivered 
2267 new cars in 1955. 
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new terms in the agreement was 
the typical reaction. 

Another dealer felt that the new 
franchise, if it is enforced as indi- 
cated, would mean an annual sav- 
ing to him of several thousands of 
dollars. Another categorized it fur- 


Dayton Produces 
New Truck Tire 


DAYTON, O.—A new truck tire 
said to offer surer traction and re- 
sistance to cuts, cracks and chips 
has been introduced by Dayton 
Rubber Co. 


Called the Dayton Thorobred D. 
S. Traction Tire, it is designed to 
meet the demands of stop-and-go 
operations in the city and country, 
according to Irve Eisbrouch, tire 
sales vice-president. 

The tire has a specially com- 
pounded tread designed to put more 
rubber on the road for superior 
| gripping in all directions, he said. 


ther by saying that the 100 percent 
warranty alone stands to save him 
something like $15,000 a year, even 
if GM tightens up on allowable 
work, which is generally accepted 
as an accompanying factor. 

“The year-end model rebates, 
the warranty changes and the 
new clause on obsolescence will 
probably account for my 1956 
profit,’ a small dealer remarked, 
after reading the GM press re- 
lease. “It looks like they are try- 
ing to give us relief and save 
face at the same time. But it’s 
none too soon.” 

Several dealers have started a 
reappraisal of their attitude toward 
the business and the GM corpora- 
tion, with the objective in mind of 
remaining in the business if they 
feel that the present atmosphere is 
of a more permanent nature, and 
not just in the nature of a trial 
balloon to scuttle any worthwhile 
legislation which might have em- 
anated from Washington. 








Indiana Hudson Dealers Meet Zone Officials— 


Indiana Hudson dealers, sales managers, and parts and service managers meet 
| with represeniatives from Hudson's Cincinnati zone. From left are Lonnie Jarvis 
and Harry Webber of Indianapolis; E. R. Poe and Wayne Matlock of Franklin; R. E. 
Messerschmidt, zone parts and service representative; B. A. Kroger, zone parts and 
service manager; George Crawford, district manager; R. T. Morris, zone mer- 
chandising manager; Henry Lindner, Indianapolis; Pearl Balsinger, Connersville; Ken 
Maynard, Muncie; E. J. Carroll, zone manager; Argil Holton, Greencastle; Paul Mc- 
Manus, Connersville; Gene Abernethy, Muncie; Joe Irvine, Knightstown; and Venard 
Johnson, Greencastle. 








It takes just 28 minutes to get the whole story on 
Seiberling’s Car Dealer Premium Tire Program. 
Why not hear it? You’ll be under no obligation. 


This is a changeover program that is making extra 
profits for 56 car dealers in Detroit, Michigan to 
mention just one market where it is working. And 
it’s a program that adds up to BIG extra profits, 
for example: over 55% of the new cars sold by 
Don McCullagh, Inc., world’s largest Chevrolet 
Dealer, are changed over to plus-profit premium 


Seiberling tires! 


With Seiberling’s Program, you can even get in 
on the lucrative changeover business without 
worrying about the five reasons that cause most car 
dealers to shy away from tire retailing. With 


Seiberling’s plan: 


ee re ee ae eee ee ee ee 


MR. L. M. SEIBERLING, Vice President in Charge of Sales i 
Seiberling Rubber Company, Akron 9, Ohio 


1 am interested in hear- 
ing the details of your 
Car Dealer Premium Tire 
Program. Please have a 
representative contact 
me for an appointment. 


proc cccn 


Name. Title 
Firm Name Phone 
Address 


Street 


4 





City 
OD Check here if reprint of NADA article “Tire Profit Without Tire Worry” is desired 


1. No capital investment is needed for stock and 
you have no storage problem. 


2. No equipment to buy and no trained service 
personnel to hire. 


3. No problem in disposing of the “take-off” 
original equipment tires. 


4. No advertising expenditure is needed. 
5. No extra “paper work” is required. 


The changeover tire business is the biggest profit 
opportunity that has come the car dealer’s way in 
a long, long time . . . as pointed out in the article 
entitled ‘““Tire Profit Without Tire Worry” which 
appeared in the December issue of NADA. (If you 
would like a reprint of this article, we will be glad 
to send it to you.) 






State 
















TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Cost Justification 
Is ‘Hidden Radio Story’ 


AT constitutes a car radio 

“package” — and how do you 
justify the relatively higher cost 
levels than those for home radio 
sets? This has been one of those 
“unanswered questions” — and the 
full explanation is apparent only 
to the few who know the “hidden 
story” of the car radio. 

While discussing radios with var- 
ious individuals with whom I came 
in contact during preparation of 
the January 30th article on this 
subject, I learned that — in reality 


NOW is the time to get in on this program 





|— the “hidden cost story” is a “hid-|ous components must embody au- 


den quality story.” 

In a nutshell, according to elec- 
trical engineers, “The car radio 
is a top-engineered set. It is, per- 
haps the finest-engineered piece 
of radio equipment used by the 
average car owner.” 

In citing reasons for the first- 
class engineering that must go into 
car radios, the experts enumerate 
the demands made upon such sets 
by their general operating condi- 
tions and point out that require- 
ments are much more severe than 





those for the average home radio 
receiver. 
The reasons for the relatively 


Millions of car owners across the country have been 
seeing and reading magazine and newspaper editorial 
stories about the way this “only-one-of-its- kind” tire 
can stand up under punctures from rifle bullets, knives, 
arrows, and even underwater harpoons! 


Millions of these car owners have driven miles and 


stood in crowds to see 


the Sealed-Aire Tire on display 


with the fabulous gold-plated $50,000 Golden Sahara 
custom-built car—the car that was used in road and 
puncture testing Sealed-Aire Tires. Never before has 


STEVE ALLEN WILL BE SELLING SEIBERLING SEALED-AIRE TIRES 





STEVE ALLEN 


Starting April 26, Steve will be selling 
Seiberling Sealed-Aire tires on his NBC 
tenig ht TV show. When new car buyers 
see the way this tire seals punctures, those 
dealers who are ready to do changeovers 
to Sealed-Aires are going to make some 
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high cost level of auto radios are an 
outgrowth of the rigid specifica- 
tions dictated by the necessity for 
satisfactory operation under strin- 
gent conditions ... plus the added 
complexity (and cost) of the elab- 
orate features such as automatic 
signal-seeker tuning devices and 
push-buttons, which are not re- 
quired for home sets. 
~ * ok 
— car radio has to be capable 
of operation in a wide range of 
temperatures (desert heat to win- 
ter cold). Since elements such as 
condensers normally are effected 
by temperature changes, the vari- 


tomatic temperature compensation 
to assure uniform electrical char- 
acteristics. 

Operating as it does off the car’s 
electrical system, the radio must 
withstand rather wide voltage var- 
iations — within those allowable 
in the car maker’s specifications. 

In a so-called 12-volt system, 
it is not uncommon, for example, 
to find voltages ranging from 11.5 
to 16 volts. Percentagewise, this 
is a much more extreme voltage 
variation than any encountered 
by the home radio operating on 
a 110-volt power supply. | 








Ceramic Cutter— 
Norton Alundum ceramic tool machining 


33 


must be designed to hold the de- 
sired station setting. 

Still another requirement that is 
said to be much more severe for 
car radio service than for home 
radios is the humidity problem. 
An obvious potential source of 
trouble is moisture condensation 
which may occur in the speaker 
and radio components when a car 


is left outdoors overnight. 
* * ” 


Sensitivity, Amplifying 
Are Tricky Problems 


N ADDITION to these require- 

ments, the “signal sensitivity” 
of the car radio is a vital design 
objective. The unit has to perform 
properly when the car travels up 
and down hills, under viaducts — 
and whether the car is adjacent 
to the broadcast tower or some 
distance away. Sensitivity must be 





SAE 4140 sfeel on-a 15 h.p., 18-inch en- 
gine lathe. Speed is 1,500 s.f.p.m.; feed, 
.010 of an inch per revolution, and depth 
of cut, .250 of an inch. 


be designed and constructed with 
electrical and mechanical charac- 
teristics capable of resisting vibra- 
tion and road shock. This means | 
that rigid mountings must be pro- 





Furthermore, the car radio must 


vided for internal parts and tuners 


| strength may 


much higher than that of the home 
set, to permit operation with such 
a wide range of signal level. 

Automatic audio amplifying or 
volume control likewise is impor- 
tant in a mobile installation which 
results in variable signal strength. 

The driver should not have to 
make constant adjustments to 
maintain a satisfatory volume 
level for extremes ranging from 
downtown driving (where signal 
be weak due to 

shielding effects of the tall build- 
ings) to operation near the base 
of the radio station transmitter. 

It was astounding for me to hear 
that the car radio is capable of 
giving a “listenable” signal in a 
range from a powerful signal of 
one volt strength down to a weak 
signal of only five millionths of a 
volt. 

Car radio engineers also must 
contend with the problem of noises 
originating within the car itself. 
The engine and its ignition system 
often are prime offenders in the 
prototype versions of new-car mod- 
els. And the radio men can tell 
many an interesting story of tricks 
that have been used to “clean up” 


| (electrically) a new model before 


production release. 
om * * 


HUS it is seen that the radio 

has a difficult and seemingly 
contradictory requirement of high 
sensitivity combined with effective 
noise suppression. 

Audio output requirement is an- 
other indication of the design dif- 
ference between car and home ra- 
dio sets. The home radio needs to 
be good for only about one-quarter 
watt undistorted output. But, in 
the car radio, designers must pro- 
vide for the extreme case of a top- 
down convertible traveling at high 
speed (wind noise, etc.). 

Car radio sets thus must have 
a working range of two to seven 
watts audio power output. It may 
be observed that this is many 


| times the requirement for a home 


set. 

To get a full perspective on the 
engineering problem in car radios, 
you should couple these diverse 
requirements with the pressure for 
a minimum “package size” as space 
is limited and becoming progres- 
sively smaller with each model 
change. 

Automotive engineers are en- ° 





there been so much evidence of public interest in a new 
tire. To give one example: 100,000 car owners who saw 
the Sealed-Aire—Golden Sahara Display at the Houston, 


Texas Auto Show signed cards 


saying that they were 


interested in buying Seiberling Sealed-Aire Tires! 


The most dramatic publicity campaign ever used to 
announce a new tire has ignited tremendous public 
interest in the sensational Sealed-Aire Tire...Seiberling’s 


national advertising starting in 
to a blaze! 


and cash in on it. 


March, will bring it 


nice extra profit. And in national maga- 
zines, your Customers are going to see 
Sealed-Aire ads that are different and more 
convincing than any tire advertising they'll 
have ever seen before. Sell Seiberling tires 


SEIBERLING 


MAKERS OF AMERICA’S FINEST TIRES 


SEIBERLING RUBBER COMPANY @ 


AKRON, OHIO e 





TORONTO, CANADA 








deavoring to cram more and more 
items into the ever-diminishing 
front-end space allowed by styling 
trends. So pressing is this problem 
that true “remote tuning” control 
provisions are likely to be the next 
big radio design story to break— 
now that public acknowledgment 
of transistor sets has been made 
by virtually the entire industry. 


McKenzie Buys Manske 
Manske Motors (Lincoln-Mer- 
cury), Brownsville, Tex., has been 
sold to James W. McKenzie, Corpus 
Christi used-car dealer. O. A. Man- 
ske had been in business in Browns- 
ville since 1926. 


18° PENNETTE 


100 feet only $4.00 pptd. 


124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, 0., Dept. N 








IN TODAYS BATTLE 


USE OUTDOOR’. 
FOR MORE — 


“For Amoco, the motorist is our market—a market on wheels 
—and outdoor advertising is the most direct and timely means 
. of reaching motorists . . . when they are driving—actually 
using gasoline and oil—and when it is easy to drive in and fill 
up with Amoco. That’s why we, at Amoco, have used Outdoor 
for the last thirty years—and why it is today our major 





medium.” 
GEORGE M. GLAZIER, Manager 
Advertising & Sales Promotion 
American Oil Company 

The more your advertising is seen the more you'll sell. T.A.B.* 


figures show that in a typical market 93% of people SEE OUTDOOR 
—Average person sees it 22 times per month. POLITZ figures show 
that average exposure to pedestrians is 64 seconds—to motorists, 
21 seconds. Outdoor gives you greatest circulation at lowest cost— 


15e per 1000, in average national campaign. 
*Traffic Audit Bureau 





OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N.Y. 


ATLANTA « BOSTON «+ CHICAGO «+ DETROIT « HOUSTON « LOS ANGELES Se 


Put Your Advertising Outdoors And Watch America Go Buy ! 





b FOR BRAND IDENTITY 


‘ADVERTISING 
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SOA Hay 
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Poster designed by The Joseph Katz Company re 
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Anderson Receives Quality Dealer Award— 


Manford Anderson, left, president, Anderson Motor Co. (Dodge), Minneapolis, 
receives Dodge's Quality Dealer Award banner from lou A. Wehde, center, Dodge 
midwest zone manager, and R. B. McCurry, Minneapolis regional manager. Dodge 
bases the award on rating forms which measure the degree of effectiveness in five 
phases of successful management: Performance, administration, finance, attitude and 
facilities. 





Highways and Safety . 


Rhode Island Dealers 
Cited for Training Aid 


Highway Safety awards have 
been presented to 14 Rhode Island 
dealers who have provided 22 cars 
to high schools throughout the 
state for driver training instruc- 
tion. 

Announcement of the awards was 
made by Leo B. Carey, president 
of the Rhode Island Automobile 
Dealers’ Assn., who declared: 

“This outstanding contribution 
on the part of our dealers is 
tangible evidence of the public- 
spirited support they are giving 
to the furtherance of greater 
safety on our streets and high- 
ways. 

“The program has the double ad- 
vantage of instilling in young 
drivers through supervised instruc- 
tion not only skill in the use of an 
automobile but proper driving at- 
titudes which will remain with 
them throughout life. 

“Last year, of 4,156 eligible stu- 
dents, only 967 were enabled to re- 





ceive classroom and _ behind-the- 
wheel training. Further expansion 
of the program is needed if all our 
eligible high school students are to 
have the opportunity to receive 
complete training in driver educa- 
tion, which is today recognized as 
an essential part of the secondary 
school curriculum. 

“Our dealers stand ready to 


New Griffin Plant 


Dedicated in Miss. 


INDIANAPOLIS. — Griffin Lamp 
Co., maker of automotive lighting 
equipment and allied accessories, 
has dedicated its new offices and 
factory at Shelby, Miss. Gov. Hugh 
White officiated. 

Equipped with modern produc- 
tion machinery, the new plant has 
more than 25,000 square feet of 
floor space without a post or ob- 
struction. General offices of the 
company are in Hamilton, O. 





MAKE ‘30-49 A DAYI! 


sell shocks the sure, easy Gabriel Way 





Remind customer shocks need testing every 10,000 
miles. Tell him you can test his in just 3 minutes! 





Jump off—see how fast car snubs into “‘safe’’ range. 
If it bounces over 3 seconds, shocks are shot! 


3 cars in every 5 need new shock absorb- 
ers. And here, for the first time, is a selling 
tool and a selling program you can use to get 
a big share of this big business. Your Gabriel 
Jobber can supply you right now with 
a Gabriel Shock Tester and everything that 
goes with it for fast, easy sales ... window 
poster, attendants’ badges, convincer folders, 
reprints of current national advertising reach- 
ing more than 5,000,000 customers. Remem- 
ber—you can make $15 or more every time 
you install four Gabriel HydrOshox, even 
more with Silver “Es” or AjustOmatics. Get 
going ... get Gabriel! 


The Gabriel Company, Cleveland, Ohio 








Adjust Shock Tester to center on front bumper. 





Climb on—use body weight to bounce front end. 


If front shocks are gone, most likely the rears are too. 
Sell Gabriels all around—make a fast $15 or more! 


Cabriel 


SHOCK ABSORBERS 













assist any high school in Rhode 
Island in the furtherance of 
driver education programs 
through the loan of automobiles 
for use under the supervision of 
qualified instructors.” 


Dealers who received the awards 
included: John M. Dunne, Dunne 
Motor Sales; P. J. Crowley, Crow- 
ley Chevrolet Co.; Robert W. Pierce, 
Pierce-Crook Chevrolet, Inc.; A. C. 
Rocchio, Norwood Motors; Frank 
J. Kohl, Kohl Chevrolet Co., Philip 
A. Desrochers, Silvertown Chev- 
rolet Co., Inc.; Albert J. Ratier, 
Bowen Motors, Inc.; Abram 
Gordon, Gordon Chevrolet Co.; A. 
Marcoux, Marcoux Bros., Inc.; A. 
Caldarone, Alray Pontiac Co.; A. 
Curtis Weibel, South County Ford, 
Inc.; Oscar M. Carlson, Carlson 
Chevrolet Inc.; Charles J. Hien, 
Hien Pontiac Co., and Wallace A. 
Sefsick, Wallace Motors Co. 


Dangerous Ornaments 
Rapped in Ontario 


Ontario is still permitting auto- 
mobiles whose protruding parts are 
dangerous to pedestrians to be man- 
ufactured, G. T. Gordon has 
charged in the Legislature. 

He said the province should pro- 
hibit the use of ornamental de- 
signs on car bodies such as hood 
decorations and headlight visors. 
Gordon termed highway laws 
“horse and buggy” legislation. 


*‘Under-25” Insurance Issue 


Warms Up in Massachusetts 


The so-called “under-25 rate” in 
Massachusetts is heating up and 
will be a major issue along with 
the demerit system. 

Seventy-four percent af Massa- 
chusetts car owners face at least 
15 percent compulsory automobile 
insurance rate hikes in 1957 if the 
Massachusetts Legislature outlaws 
surcharges on cars driven by op- 
erators under 25 years of age. 

. * = 


Albuquerque Aide Urges 
Separate Traffic Court 


Harry Stowers, assistant city 
attorney, Albuquerque, N. M., has 
urged that Albuquerque establish 
a full-time traffic court. He asserted 
that some California cities of less 
population than Albuquerque have 
three full-time traffic judges. At 
present, Albuquerque has a police 
court which hears all cases, in- 
cluding traffic violations. City At- 
torney Frank Horan has called the 
police court setup outmoded and 
has said it “operates in the 1930 
manner.” ast 

» 


Road Building Continues 


Provinces have completed 1,568 
miles of the Trans-Canada High- 
way as of last Dec. 31. Another 
2,700 miles remained to be carried 


Cottingham Ford 


Loses Fight to 
Keep Franchise 


ZANESVILLE, O.— The attempt 
of M. L. Cottingham, Inc., to keep 
its Ford franchise has failed. Fed- 
eral Court records show the case 
brought by the dealership and 
Ernest B. Graham, Zanesville, has 
been dismissed at the request of 
Ford Motor Co. 

Last April the dealership sought 
Federal aid in halting cancellation 
of its franchise. Since then the 
company’s name has been changed 
to Zanesville Motors, Inc., and 
Graham was named president. Also, 
a fire has destroyed the firm’s 


building. 
In June, a Federal injunction 
stopped cancellation proceedings, 


but the Appeals Court set the in- 
junction aside in December and 
ordered a rehearing on grounds 
that Ford had not been given an 
opportunity to present its case. 
Ford charged Cottingham had not 
used aggressive sales effort and had 
permitted Ford to be outsold by 
another make in its area. The fac- 
tory offered to buy back all new 
cars, trucks, parts and accessories. 


Ramp Opens, Sells Deal 


John Ramp has opened a new 
Oldsmobile dealership at. 5145 N. 
Keystone, Indianapolis. Charles 
Stuart has taken over Ramp’s old 
dealership at 2603 E. Washington 
and has renamed it Charlie Stuart 
Oldsmobile, Inc. 





aa mee mA mM a 


% 





AUTOMOTIVE NEWS, MARCH 19, 1956 


Service Management 


{4 Regular Monthly Section for Those Who Maintain 


{merica’s Motor Vehicles 
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Backshop 


+» by Jack Weed 





RECENTLY visited Los Ange- 
les, the home and birthplace 
of many terrific dealer operations, 


to try and find out why at least/| 


three dealers had such good serv- 
ice operations in a city that is con- 
sidered to be one of the fastest 
markets in the country. 

What I really had in mind 
when I went down there from 
San Francisco—where I got my 
usual set of sore feet tramping 
around the more than 600 ex- 
hibits of the replacement parts 
and shop equipment makers 
show—was to see if any of these 
operations had a pattern that 
could be copied and duplicated 
in 50 or a hundred other spots. 
But, as usual, I found that ex- 

cept for the dealer attitude there 
wasn’t anything to the operations 
that any dealer couldn’t do just as 
well in his own business. There 
are no gimmicks, mysteries or 
hidden methods that make them 
click. 

In each of the three it is just a 
desire on the part of the dealer to 
build customers for every part of 
his business. 


into good service operations that 
are built on such a solid founda- 
tion, you find the dealers doing a 
better than reasonably good job 


in all departments. 
* * * 


Just Good Management 


HESE dealers are just good 

dealers who make an effort to 
put good management into every 
part of their operation. 

Of course, you will find that 
each dealer has developed some 
rule or slogan which he sells to 
every member of his organization 
so that even the porters and boys 
on the wash racks express the 
spirit of the organization. 


For instance at Muller Broth- 
ers (Oldsmobile), where they put 
between 1,200 and 1,900 vehicles 
through their service facilities 
every day in the week except 
Sunday, the slogan is “Serve 
them right and serve them right 
now!” 

And they mean RIGHT NOW. 
I was talking with Ted Mark, 
service superintendent right after 
getting back from lunch. We were 
Standing alongside of the car in 
which we had gone to lunch when 
a siren blew and Mark excused 
himself and started running for 
the “gas” island at the entrance 
to this fabulous operation. 

So did half a dozen other men 
from different spots around the 
setup, including the general man- 
ager of the operation. The latter 
grabbed a hose and started pump- 
ing gasoline for a customer and 
Mark grabbed a rag and started 
wiping the windshield and head- 


lamps. 
* * * 


2,000 Calls a Month 


UST an application of that 

“serve them right now,” Mark 
told me when he came back to 
finish our conversation. 

When that siren goes off it 
means that more cars have 
driven up to the pump than the 
attendants on duty can take 
care of and every man on the 
lot, including the Muller broth- 
ers themselves if they are not 
busy at the time, is to get to the 
pumps and “serve them right 
now.” 

At Jamestown Buick, which 


| 








tail each year, they are so anxious 
to make certain that no service 
customer goes away with a chip 
on his shoulder that they have an 
outside firm, that takes care of 
their service followup, telephone 
at least 2,000 of that month’s 
service customers and ask them if 
they were treated all right on their 
last visit to the deal. They really 
go allout to ask for complaints. 


Up to Feb. 22 they had gotten 
nine registered complaints from 
2,281 telephone calls for the 
month—about .04 percent. Last 
November they had 11 registered 
complaints out of 2,960 calls 
made to customers. 

It is more than coincidental, to 
me at least, that both of these 
dealers employ the same firm, 
The NuOrm System, to merchan- 
dise, police and follow up on their 
service operations. 

* * * 


Tax Bite Played Up 
HERE’S another “volume” 


dealer in the Los Angeles area 
that also is outstanding in its 


|service. The proof of th uddi 
And, as usual too, when you get} . cal a 


lies in the fact that this firm, 
Hennsley- Johnson (Ford), Bell- 
flower, did 103 percent service ab- 
sorption last year. It has five acres 
of service area. 

Another dealership, not quite so 
far west, which has stepped up to 
its service responsibility to its cus- 

(Continued on Page 39, Col. 3) 


100% Warranty to Open Room for Customers ... 


Factory Load Off Shops 


LTHOUGH the number of cars 

and trucks on the road has 
nearly doubled since World War 
II, service facilities of the fran- 
chised dealers have not kept pace 
with that growth by any standard. 

According to service experts, if 
certain conditions hadn’t changed 
or weren’t about to change in the 
near future, dealers would just 
about have to double the amount 
of space they now have for serv- 
ice if they were to take care of 
even 50 percent of the cars of 
their make in their area. 

While service-customer parking 
space has increased about one-third 
in the last five years and the space 
devoted to parts about one-fifth, 
the space devoted to customer labor 
has actually lost ground. 

This loss has come about despite 
an over-all increase of about 10 
percent in inside service area. Much 
of that area, which should be 
devoted entirely to customer labor, 
has been encroached upon by war- 
ranty and new-car get-ready work. 

* a * 


T DOUBTLESS would have 
meant a considerable investment 
in land, brick ond mortar by fran- 
chised dealers if the various 
vehicle factories had put the heat 
on to bring service facilities up to 
meet the demands of the four or 
five-year customers. 

Many service experts feel today, 
however, that the decision of 
General Motors and Ford to pay 
100 percent of all warranty labor 
may have saved the industry from 
this expansion in facility expendi- 
ture. 

Even dealers who are most guilty 








Wolf Holds Sales Conference— 


Pictured are officials and representatives of John E. Wolf Co. at the firm's annual sales 


conference in Oklahoma City. 


Seated, from left, are J. C. Geary, dealer relations 


manager; John E. Wolf jr., executive manager; Jéhn E. Wolf, president; J. C. Holman, 


vice-president, and Elwood Hall, creative manager. . - 
M. H. Snow, M. F. Ludt, John Burns, Les Oltman, P. C. Euchner, W. K. Southgate, | Of the Detroit dealers’ shops. 
H. D. Krieger and C. C. Woolley. Top row: G. L. Heim, R. H. Biddle, C. C. Grant, E. | 


S. Meade, W. J. Miller, O. L. Kruse, H. C. Lamborn and E. R. Stull. 





|lion years,” says Bob McKenzie, a 








Middle row: Charles Partelow, | 


|merous requests from this one 


of not taking care of their service 
customers—as they should and as 
their franchise calls for—agree that 
customer loyalty to both dealer and 
product has slipped to an alltime 
low in the last two to three years. 
They further agree that if the 
industry had not done something 
to change the pace, our present} 
method of merchandising vehicles 
might have been adversely affected. 
Now, with the factories stepping | 
up to pay 100 percent warranty, it | 
is inevitable that more attention to 
quality production will be paid at} 
the assembly-line level. 
* * * 

NE dealer on the west coast 
recently stated that from 70 to 

80 percent of his current heavy 


Why a Mechanic Quit 


service department was devoted to 
warranty work and that it was 
costing him $80 per car to put his 
cars in shape to deliver. He also 
figured that he lost an additional 
$25 to $30 due to the warranty work 
taking up mechanics’ time and 
space that could have been devoted 
to customer labor. 

If production is tightened up 
and cars come to the dealer in 
shape so that he doesn’t have to 
do a minor rebuild job, this in 
itself will bring back to produc- 
tive customer labor a great deal 
of the facility the dealer needs 
to maintain the good name of his 
product and his dealership. 
Then, when he is paid 100 percent 


(Continued on Page 38, Col. 1) 


Complaints of Dealership Ex-Repair Man 
Run Gamut of Work Conditions 


Epitor’s Note: This article is 
based on two interviews with a 
former dealership mechanic, who 
tells why he quit the business. 
It is being printed to give some 
insight into one of the major 
problems of auto retailing today 
—the shortage of trained me- 
chanics. 

* 7 = 


By Joseph M. Callahan 
Staff Writer 
“I wouldn’t return to a dealer- 
ship service department in a mil- 


former auto mechanic and assistant 
service manager in several Detroit 
dealerships between 1949 and 1955. 

McKenzie, who is now happily 
driving a bus for DeLuxe Motor 
Stages, Inc., has quit dealers’ shops 
for good for a variety of reasons, 
involving dealers, the factory, the | 
union and the general conditions. | 

Significantly, he did not quit be- 
cause of salary. 

McKenzie said, “I made good 
money—up to about $7,500 in my 

best year as a mechanic, although 
I made less money when I was 
assistant service manager. I 
won’t make as much money driv- 
ing this bus, but [I like it better. 
Money isn’t everything. 

“When I started as a lube man 
in 1949 I was making $60-$70 a 
week. The next year I went on the 
bench (as a mechanic) and in 1953} 
I was assistant service manager | 
for a while, but mechanics under 
me were making more money so I 
went back to the bench.” 

He said that the principal reason 
he quit his last job was the union, 
which is gradually organizing many 





McKenzie continued, “After nu- 





Brake-Fluid Laxity Called Critical 


ITH the industry going to the 

smaller 14-inch wheels on 
many models of cars next year, the 
importance of brake fluid is again 
being emphasized. Unless the engi- 
neers come up with some currently 
unknown answer to the problem, 
it is evident that the heat transfer 
problem will be compounded in its 
intensity. 

This immediately brings up the 
grave danger that threatens all car 
drivers because of the number of 
low-grade brake fluids currently 
being sold, as well as the ability of 


sells some 6,000 new cars at re-|rubber brake parts to withstand 


the terrific heats that the smaller- 
diameter brakes envisage. 

As Charles M. Heinen, of Chrysler 
Corp. chemical engineering labora- 
tories, recently told the lubrication 
committee of the American Petro- 
leum Institute: 

“Nobody knows how many ac- 
cidents are caused because of 

brake failure after brake fluid 
has reached the boiling point. 


NEW PRODUCTS 


Page 56 








After it boils, you get no brak- 
ing action but you can check the 
brakes a few minutes later when 
the fluid is cool and the brakes 
will be normal.” 

As can be seen by Heinen’s state- 
ment, the situation is serious now 
with present brakes. What it will 
be when the 14-inch wheels are 
added, especially if manufacturers 
go to 11-inch brakes with their 
corresponding higher heat poten- 
tial, is anybody’s guess. 

* . * 


I 


EINEN said that with slight} 
modifications of testing cycles, 
(Continued on Page 40, Col. 3) 


|no pressure to do so, 
| closed shop contract with the union 


dealer to come and work for him, 
I finally quit the shop where I had 
been working. My new boss prom- 
ised that I would not be subject to 
one of the worst curses of the busi- 
ness—Saturday work. Why should 
skilled mechanics have to work 
Saturdays when almost everybody 
else has the day off? 

“Soon the union began infil- 
trating the shop. I was against 
this from the start because I 
knew that my Saturdays off and 
some other privileges I had, 
would come to a screeching halt.” 
Eventually, the union asked for 

an election at the dealership and 
won it. McKenzie’s resignation fol- 
lowed soon. 

He was also upset at the time be- 

cause the dealer, who was under 
signed a 


—making it mandatory that he 
either join the union or leave the 
shop. 

After McKenzie switched to an- 


‘other Detroit dealership, one of the 
| mechanics, who also was one of the 


union organizers at his old firm, 


|}applied for a job with McKenzie’s 
| new boss. 


McKenzie reported, “I saw this 


| Chuck come in. He was a good man 


especially on automatic trans- 
missions But I told the dealer 
about him and they turned him 
down, even though they needed 
men.” 

McKenzie’s problems at _ this 
dealership were compounded 
when the factory’s dealer financ- 
ing department bought out one 
of the firm’s partners. 

He said, “Pretty soon we had 
these factory guys—with their effi- 
ciency experts — overrunning the 
place. Before I had one boss; now 
I had two. And they seldom agreed 
on how anything should be done. 


“Another thing, I was working at 
this time from 7 a.m. to 7 p.m., and 
about six hours on Saturday. Our 
shop was pretty busy. So these fac- 
tory guys get the bright idea of 
doing the new-car ‘make-ready’ at 
night. Then they tell me I got to 
work until 9:30 every night. 

“Those factory guys are big 
deals. The dealers used a little com- 
mon sense and understanding. But 
the factory people always have to 
have the work completed immedi- 
ately. They’re really persistent 
about getting it done right now.” 

Another of McKenzie’s head- 
aches were the new-car custom- 
ers who continually “hounded” 
the shop for trivial things, such 

as small squeaks that couldn’t be 
located. He said that the custom- 


(Continued on Page 42, Col. 1) 
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Leaves More Room for Customers... 


Warranty Reform Aids Shops 


(Continued from Page 37) 


of customer labor on warranty 
work, service experts see two other 
advantages that will immediately 
accrue. 

First, the “chiseling” dealer or 
the dealer who is cutting his gross 
too close for comfort will not have 
any excuse for putting off needed 
warranty work until the warranty 
period has passed, but will make 
needed corrections the minute they 
become apparent and thus will save 
much mechanic time. 

Then, if many of the dealers 
who have resisted getting back of 
their “iron curtain’—that wailing 
wall that separates the sales room 
from the shop—will get out there 
and make an honest evalution of 
their service a large percentage 
will be able to see for themselves 
where they have been wasting space 
that should be used for customer 
labor. 

* * . 
E of the large motor com- 
panies is just finishing a com- 


plete survey of all of its dealer) 


shops and has come up with some 
startling figures — at least they 
should be startling to many dealers 
who don’t think that they can 
make money in their service de- 
partment. 


This company has found that 
each work stall will bring in 
approximately $9,000 each year 
under present management and 


Warehouse Group 
Slates Year-End 
Parleys in Chicago 


KANSAS CITY. — At its con- 
vention in San Francisco, the Au- 
tomotive Warehouse Distributors 
Assn. and its affiliated manufac- 
turer members voted to meet in 
Chicago toward the end of each 
year. At the meetings, the manu- 
facturer affiliates will present their 
plans for the coming year to their 
warehouse distributors. 


AWDA’s manufacturers ‘advis- 
ory council and distributors’ liai- 
son committee have scheduled an 
Apr. 9 meeting in Philadelphia. 
Ralpn Doherty, Wilkening Mfg. 
Co., is chairman of the manufac- 
turers’ council and Walter Devine, 
Lenk, Inc., Boston, heads the liai- 
son group. 

Eight manufacturers were elected 
to affiliate AWDA membership. 
They are Cloyes Gear Works, Inc., 
Cleveland; General Automotive 
Specialty Co., Inc., Long Island 
City, N. Y.; Imperial Brass Mfg. 
Co., Chicago; Lisle Corp., Clarinda, 
Ia.; Plomb Tool Co., Los Angeles; 
Pratt Industries, Inc., Chicago; 
Rite-Way Products Co., Memphis; 
Shurhit Products, Inc., Waukegan, 
Ill, and Stewart-Warner Co., Chi- 
cago. 

AWDA announced that its 1956 
membership directory may be ob- 
tained by writing Martin Fromm, 
executive secretary, 6314 Brook- 
side Plaza, Kansas City 13, Mo. 


Auto-Lite Sets 
Spark Plug Mark 


TOLEDO. — Replacement sales 
of Auto-Lite spark plugs hit a rec- 
ord high in 1955, according to L. B. 
O’Loughlin, spark plug merchan- 
es manager, Electric Auto-Lite 


He said it was the third straight 
year the company has set a spark 
plug sales record. 

Substantial gains were registered 
in every line of Auto-Lite spark 
plugs in 1955, O’Loughlin said. He 
added that since forecasts for 1956 
are for a continued upward sales 
curve, the company is scheduling 
increased production capacities. 


Lower Tax Lures Plant 


CHICAGO. — A lower tax has 
brought Illinois a million dollar 
automotive parts manufacturing 
plant, according to the Taxpayers 
Federation of Illinois. Warner 
Electric Brake and Clutch Co. is 
building the plant in Illinois just 
south of its Beloit (Wis.) head- 
quarters. 





conditions, that each mechanic is 
now bringing in approximately 
$5,000 in customer labor each year 
and that the sale of customer 
labor from each stall should rep- 
resent from $2,700 to $3,400 gross 
each year. 

It has found that the so-called 
service salesmen are selling up to 
an average of $60,000 in customer 
labor each year. 

This company’s dealers have but 
66 percent of the number of stalls 
they need to take care of their 


customers’ actual service needs in 


a proper manner. 
Service experts claim that in the 


AAPC Buys Plant 


GARY, Ind. — American Auto 
Parts Co. of Kansas City, has pur- 
chased a government armor plate 
plant here for $3,260,000. The com- 
pany will dismantle obsolete ma- 
chinery and use the site for in- 
dustrial warehousing. 





majority of dealerships from one to 
five additional stalls can be worked 
in without laying a brick or 
expanding the building. 

All that is necessary is to elimi- 
nate the space that is now being 
used for dead storage of cars, junk 
and dealer officials cars. In many 
cases it may take a bit of rearrang- 
ing to work in the additional stalls, 
but it will be a productive and 
profitable move. 

* * o 
| FAR too many dealerships the 
tools and shop equipment is as 
antiquated as the roads upon which 
the cars and trucks are driven 


today. Dealers have had this equip- | 


ment for years and it is either so 
worn out or so slow in operation 
that it costs time and money that 
could be turned into profit. 

The dealer who would not be 
seen driving a ten-year-old car 
or who wouldn’t think of having 
his bookkeeper enter figures in 


his journals by long-hand is still 
using shop equipment that was 
designed and built for cars of a 
generation ago. 

Sometimes, just because he has 
that piece of equipment in the shop, 
a dealer will turn his thumbs down 
on the purchase of a piece of 
modern equipment designed and 
built to service a modern car. 

The best dealers in the nation 
have increased their service facili- 
ties by only 15 percent. The esti- 
mated increase for all dealers is 
approximately 12.9 percent, and 
most of this has been in outside 
parking space. 

« <a ao 


yy. outside space is essential 

in getting the highest produc- 
| tivity from each stall in the shop, 
| dealers need 14 hours of mechanic 
time for every car in the service 
| area if they are going to take care 
| of even 50 percent of the four-year 
|cars in their zone of influence. 


| At present, dealers should figure 
that they will need approximately 


13 hours of mechanic time for each | 


new car or truck they deliver. This 
is a rule of thumb that any dealer 


}can apply to his own area to} 


| measure his own fitness. 
| The average dealer can figure 


that the average service ticket 
will run from $15.87 to approxi- 
mately $21, according to the labor 
rate under which he is working. 
Parts to labor is running 65 cents 
for every dollar of customer 
labor. 

Greater efficiency has been 
gained in many shops by eliminat- 
ing the so-called service salesman, 
substituting a well-trained me- 
chanic as a service advisor and 
making him responsible to the 
customer for the condition of the 
work done on the car. 

To do this effectively, the dealer 
must give the service advisor the 
status of an assistant service man- 
ager and give him the authority 
to satisfy all complaints about 
workmanship. 

But above all, every dealer needs 
both the inside and outside space 
necessary to give 14 hours work 
to every four-year car in his trad- 
ing area. 

When he steps up to this stand- 
ard he will find that his service 
“kicks” will practically disappear, 
his absorption will come much 
nearer to the desired 100 percent 
| and his profit picture will be indeed 
pleasing. 
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LUBRICATING EQUIPMENT 


styling that 


in time 


facts! 


This great new AROLUBE line is a born money- 
maker—the key to better profits for dealer, 
garage, or service station. Here’s brilliant 


attracts new customers, keeps 


old ones coming back—whether units are 
grouped for all essential services or used 
individually! As for performance, this line 
is a world-beater! It’s ARO-engineered and 
built for extra years of usage, big savings 


and operating costs. See your 


Automotive Wholesaler now for all the 
















At NSPA Convention— 


Shown at a cocktail party during the National Standard Parts Assn. Convention in 
San Francisco are, from left, George Stout, president, George W. Stout, Inc.; Duane 
Jones, advertising manager, United Motors Service; Herman Teetor, advertising direc- 
tor, Perfect Circle Corp.; R. K. McConnell, service division advertising manager, Fed- 
eral Mogul Corp.; C. C. Tapscott, former vice-president, McQuay-Norris Mfg. Co., and 
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tomers is R. D. McKay Motor Co. 


(Chrysler-Plymouth), Wichita. 

It goes one step farther than 
many dealers and not only im- 
presses upon its customers that 
it is endeavoring to give good 
service but also makes a “sell” 
on both the amount of the pur- 
chase price of the new car that 
is represented by taxes and on 
the need for better roads on 


14% of Cars Checked — 


In Okla. Were Unsafe 

OKLAHOMA CITY. — Okla- 
homa state troopers have com- 
pleted a check of 15,395 vehicles 
and found 2,180—or 14.16 percent 
—of them not up to mechanical 
standards of safe driving. 

The most common defects, ac- 
cording to the police, were lights 
and brakes. Troopers handed out 
2,105 written warnings and ar- 





which to operate the vehicle. 

Don McKay says, “In this day 
of a shake, rattle and roll” atti- 
tude on the part of a great many 
so-called volume dealers, we are 
emphasizing service to our cus- 
tomers more and more.” 

In its letter of welcome to new 
owners, the firm points out that 
“we pledge to you the finest auto- 
mobile service available.” McKay 
gives the car a wheel alignment 
that is not included in the guaran- 
teed items and also gives each 
buyer a book of six free lubrica- 
tions. 

* * 


°56 Cars Need °56 Roads 


N THE tax and roads deal, Mc- 
Kay writes each customer, 
“Approximately 28 percent of what 
you paid for your new car is Fed- 
eral excise taxes. We feel that this 
is a rank discrimination as other 
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streets and highways. Our high- 
ways are mostly of the 1925 vin- 
tage and cost us as much as the 
28 percent excise tax. Only a 
personal pledge from the legis- 
lators you vote for will change 
this unsatisfactory and _ costly 
situation.” 


Many of you who have hung on 
to the rope while crossing the hot 
sands of the desert will be pleased 
to know that Ernest Breech, board 
chairman, Ford Motor Co., has 
been nominated to receive the 33rd 
this year. This certainly is a high 
honor for any man and especially 
for one who has not spent his life 
in Masonic work. Needless to say, 
he is pleased as punch and appre- 
ciative of the great honor that will 
be bestowed on him. 


At the “chuck wagon dinner” 
thrown for the press the night be- 
fore the dedication of the new 
Ford proving grounds at Yucca, 
Ariz., some 20 miles south of King- 
man, several of us went in to in- 
spect a beautiful lodge room of the 
Kingman Elk Lodge where the 
feast was held. 

The work was done by the 
members of the lodge and the 


Fred Talento, Look automotive merchandising manager. The party given by Look, was| rested 75 others whose cars were industries are not oe this old carved weedwerk of ths 
attended by automotive parts manufacturers, NADA representatives, and officials of| far below standard. great problem and injus ed 1968 several stations, more than 50 
the National Safety Council and the Inter-Industry Highway Safety Committee. eee —— | years old, has been preserved. 

It was while we were being 
given this $64,000 tour that Ernie 
let the cat out of the bag. 

. oo 








Big Day for Kingman 

HE new five-mile, high-speed 

track at the Yucca test grounds 
has approaches to the high-speed 
banked ends that are so scientifi- 
cally laid out that there is no sen- 
sation of “tilt” as one hits the 
curves at high speeds. 

I joined their “100-mile-an 
hour club” by taking the track 
tour in a Thunderbird converti- 
ble. The track is so well packed 
and built that at no time on the 
run did I get even the slightest 
sensation of “wave.” 

The dedication was a momen- 
tous event for northern Arizona. 
The entire town, including the 
schools, shut down for the day and 
I am quite sure that everyone that 
could get a ride from Kingman 
down to the grounds was there. 

I got two chuckles out of the 
affair, little quirks that have been 
conversation pieces with me ever 
since. 

When Breech was talking to the 
townsfolk and the press from all 
|;over the country, he pointed to 
jthe beautiful outdoor swimming 
| pool that separates the engineer- 
jing center from the cafeteria and 
| restroom and said, “We must thank 
|the Air Force for this most wel- 
come addition to our facilities. I 
am very glad we have it, but I am 
also quite certain that I would not 
| have passed the budget for build- 
jing it on to our management com- 
mittee if it had appeared as an ex- 
pense item in the cost of building 
the center.” 

Ford inherited both the swim- 
ming pool and much of the paved 
| aprons on the grounds when it 
took over this area, which for- 
| merly was an Air Force training 
| 
} 
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* PROVED IN THE COLD OF CANADA * PROVED IN THE SALT AIR OF FLORIDA The other chuckle was at the 
‘ s 7. ;}expense of Arizona Gov. Ernest 
mgs a ) = . O ad |W. McFarland. I was standing 
_— it - ~ rT |next to him in the viewing stands 





4 t as Chuck Stevenson put the modi- 


fied Lincoln around the course at 
more than 146 miles per hour. 

The little town of Yucca was 
|directly in front of us about a 
quarter of a mile across the desert 
and I turned to the governor and 
asked him the population of the 
town. He came right back, “I don’t 
rightly know just what the popu- 
lation is, but they have 74 regis- 
tered voters so it must be around 
200 or 250.” 





* PROVED IN THE HEAT OF ARIZONA © PROVED IN THE SANDS OF NEW MEXICO /g 


( E/ 
Perfected after three years of research and development! Nota y 


single failure in 12,260 grease jobs during tests ranging 
from the torrid heat of Arizona to the frigid cold of 


northern Canada. Uses /ess air and fewer strokes to pump 





more lubricant! Instant pressure recovery on both up 
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Oil Buying Purchases 
Studied in API Book 


NEW YORK. — “Motor Oils 
and Lubrication: A Study of Con- 
sumer Purchasing Habits” has 
been published by the division of 
marketing, American Petroleum 
Institute at $1.25 for members 
and employes of firms contribut- 
ing to API and $2.50 to all others. 

It shows—complete with tables 
—where motorists go for oil and 
lube work and why, the API said. 
Geographical and preferences and 
differences are taken into con- 
sideration, it was reported. The 
offices are at 50 W. 50th St.. New 
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F’ WARRANTED FOR 3 YEARS 
OR 10,000 LUBE JOBS! 


f The Aro Equipment Corporation war- 
rants the AL-207 Air Motor to be free 
from defects in workmanship and ma- 
terials for 10,000 lube jobs or 3 years, 
whichever occurs first, from date of 
purchase! 


and down strokes—no time loss between piston 
cycles, no wait for pressure build-up! Completely 


sealed, no lubrication needed! 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 
Aro of California, Los Angeles 7, California 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


® 


LUBE EQUIPMENT 
Also ... Air Tools... 
Aircraft Products .. . 
Grease Fittings 
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As Wheels Get Smaller .. . 


Brake-Fluid Laxity 
Viewed as Critical 
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Fusz Builds New Sales-Service Center— 

Lou Fusz Motor Co. (Pontiac), Clayton, Mo., will move from its present location into 
this new building in Richmond Heights. Mo. The building features roof-top parking, 
@ separate sales and service center and an underground shop, according to Lou Fusz, 


president. 


Standard Motor 
Cites Export Rise 


CANLEY, Coventry, England.— 
Standard Motor Car Co., Ltd., re- 
ported that it exported 3,610 cars 
in January, an increase of 44.1 per- 
cent over January, 1955, when it 
shipped 2,505 to out-of-Britain mar- 
kets. 

The company said Australia was 








its largest export market and noted 
increased demand in Africa, Asia 
and Europe. It said Jarge orders 
also had been received from India 
and Finland. 

Standard said that almost one 
third of the exports consisted of the 


company’s new model, the Van- 
guard III. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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temperatures of about 280 degrees 


|the majority of the states in this 


could be expected in the wheel cyl- | nation will not meet the require- 


inders. These tests are made by 
making “panic” stops, which com- 
pare to drivers’ braking down from 
high speed at full brake. 


In the last Chrysler check on 


Detroit stores, 60 fluids were 


bought and tested. Twenty-nine | 
were below the minimum SAE boil- | 


ing point requirements for moder- 
ate duty, nine were suitable for 
moderate duty but not up to heavy- 
duty specifications and only 22 met 


the requirements of an SAE heavy- | 


duty brake fluid. 

It is expected that at least the 
heavy-duty brake fluid will be 
required for cars equipped with 
the new smaller tires. 


Yet, 38—or more than 63 percent 





Holmes Wreckers are designed 
to handle safely all types of re- 
covery jobs. The larger units are 
built of heavy, reinforced con- 
struction with power and capacity 
to make direct lifts from deep 
ditches, embankments, etc. 


Holmes Double Boom type of 
construction permits the wrecker 
to be set up on the open road 
with minimum interference to or 
from passing traffic, without ob- 
structing the flow of traffic, or 
endangering life or property. 


Wrecker lifts or pulls from either 
side through power - operated 
double swinging booms. Out- 
rigger legs transfer all strain 
from the truck frame to the 
ground, assuring safe and effi- 
cient work over a wide area. 


Holmes equipment for towing 
can be quickly attached to 
either front or rear end of any 
model car or truck. It is easy to 
hook-up and when secured per- 
mits any disabled vehicle to be 
towed at high speed with safety. 


—of the fluids offered for sale in 





ments that are indicated by the 
smaller tires. 

While considerable work has been 
done toward getting legislation in- 


| troduced into the several states to 
brake fluids sold regularly through | outlaw the sale of these subgrade | 


and spurious fluids, up to now only | 


six states have such legislation on 
their books. 
+ * + 
HESE states — California, 
Georgia, Minnesota, North Car- 


olina, Tennessee and New Jersey— | 
have legislation that prohibits the | 
sale of any but heavy-duty brake | 


fluid although it is felt the method 
of policing even these regulations 
is entirely too vague and inade- 
quate for the seriousness of the 
problem. 


Similar legislation is pending in 
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Why be LIMITED 
to Chl 


Broaden Your Services with 
a HOLMES 525 WRECKER 


It’s costly for any shop to limit its service operations to 
only those customers who drive-in when something is needed. 
Today, it’s no longer necessary for a shop to wait-on these 
occasional customers. Through modern road service any shop 
can easily broaden its operations by simply reaching out on 
the highway for cars and trucks that are waiting there to be 
towed-in for service. FAST, Efficient handling of these jobs 
with a Holmes wrecker means extra profits for the shop— 
Handsome towing fees, worthwhile service charges and best 
of all .. . Big Profit repair and wreck reconditioning jobs ... 


that keeps the entire shop busy. 


The servicing of “Road Calls” is a highly specialized opera- 
tion that calls for a unit which can handle a wide variety of 
work. The Holmes 525 Model shown above, meets these 
requirements. It has speed and flexibility for light work with 
power and capacity for the average truck and is a most desir- 
able unit for all round road service. See your jobber or write 
factory today for details on this popular Holmes model. 


ERNEST HOLMES COMPANY 


Chattanooga 7, Tennessee 


the legislatures of Michigan, Mass- 
achusetts, Mississippi and South 
Carolina. 


It is hoped that at least one of 
these states will come up with 
legislation that will require that 
purchases be made in various 
stores around the state from time 
to time and that when substand- 
ard fluid is found, that the entire 
stock of that store or jobber will 
be confiscated and destroyed. 


Most states require that samples 
of the fluid to be sold shall be sub- 
mitted to the state for test before 
the fluid is offered for sale. 


But when manufacturers con- 
|tinue to produce fluid that is an 
|acknowledged “killer” when put 
into modern cars and trucks just 
to gain a few cents price advantage 
per quart or gallon, what will stop 
the same makers from submitting 
a lawful sample and then shipping 
| their retail outlets fluid of a spuri- 
ous nature? 
= * + 

HE seriousness of the problem 

was further emphasized by 
Heinen in his talk when he stated 
that “A stop from 80 miles an hour 
requires about 1,000 BTUs (British 
Thermal Units). This is enough to 
| raise the temperatures of the whole 
car a degree if spread throughout 
|the car. But it raises the tempera- 
|ture of a 50-pound braking system 
|}about 100 degrees. 

“Brake fluid temperature and 
consequent boiling point require- 
ments are not apt to decrease. 
Greater flexibility from higher out- 
put engines, less cooling as a result 
of the low silhouet and the use of 
smaller wheels made possible by 
more good roads will tend to in- 
crease the temperature require- 
ments. 








“The problem of substandard 
brake fluids may move rapidly 
from the position of a serious 
one to that of a critical one.” 

In the eyes of many engineers 
and safety authorities, the advent 





of the smaller wheels may be the 
very thing that will make policing 
the sale of brake fluids and the 
setting-up of a quality standard on 
the rubber parts that go into the 
manufacture of brake mechanisms 
an absolute essential. 
7 * - 
F COURSE, engineers in de- 
signing the new wheels will 
take these higher heats into con- 
sideration and do everything to 
make certain that as much of this 
heat is dissipated as possible. 

If they endeavor to stick to a 
12-inch brake it will mean an 
entire new design of drum and 
wheel. If they decide to go down 
to a 11-inch brake it will mean 
that greater pressures will have 
to be exerted to get the same 
braking efficiency from the lower- 
diameter brake. 

And friction pressure means heat. 
The more the pressure, the more 
heat developed. 

In the meantime, auto officials 
and safety leaders may be joining 
in the endeavor to get legislation 
in force to prevent the sale of sub- 
standard and spurious fluids. 


Tune Up Charts 
For 756 Available 


DETROIT. The Automotive 
Electric Assn. has announced that 
1956 tune-up charts covering the 
1956 models of passenger cars are 
now available. 

According to Roy Dean, Carter 
Carburetor Corp., and chairman 
of AEA’s tune-up committee, the 
charts have been developed by the 
association in conjunction with 
manufacturers of original equip- 
ment electrical and fuel systems 
parts and with the cooperation of 
auto makers. 

The individual charts contain ex- 
act factory specifications and 
standards of adjustment which are 
essential for proper engine tune-up 
work. 

The AEA Tune-Up Charts are 
both authoritative and complete. 
They are a valuable aid to automo- 
tive service men because they pro- 
vide authentic and easy to use 
tune-up specifications which are 
needed by mechanics to keep cus- 
tomers’ cars in the best possible 
operating condition and to insure 
new car performance. 


Kurfiss Buys Jameson 
J. F. Kurfiss has purchased 
Jameson Motor Co., Inc. (Pontiac), 
Alexandria, La., from R. N. Jame- 
son. 
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The first Multi-Luber* ads have already appeared 
in the mass, sales-building magazines shown 


above. This powerful advertising will continue AND HERE ARE THE ADS WHICH 


right through the peak months of the motor car 
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wonderful benefits of MULTI-LUBER Power iia 
Lubrication. And, inevitably, demand for the SALES MESSAGES TO 
proven benefits of this newest power-assist will - 
accelerate at a rapid rate. CAR OWNERS AND CAR DRIVERS — 

| *Registered Trade Name ENGINEERING dedianee 










PREPARE FOR NEW PROFITS! 


* 
Mutt-luber is A GOOD DEAL FOR CAR Be ready to meet the Multi-Luber demand these ads are stimulating. Write us 
DEALERS, GARAGES, AND REPAIR SHOPS for full particulars—and learn how easy it is to become an authorized Multi- 
< : . Luber dealer. 


Multi-Luber is a vacuum-operated, positive displace- 


ment pump, dispensing measured amounts of lubri- 


cant to each individual bearing in seconds by simp! g All these Point-of-Purchase Selling Aids Available 
' pressing a button on the dediinand. ro F be E E ® to you when you become a Multi-Luber distributor 


The many advantages provided by Power Lubrica- 
tion are, briefly, a smoother ride; easier steering; 









prevention of wear on moving parts; and positive, Yi tif 4 EASEL TYPE 
— lubrication at the driver’s convenience. ALL Sot A COUNTER CARDS 
Multtluberis a coop DEAL For You 


6 FT. TAFFETA 
Special Multi-Luber Kits are available forlatemodel . SILK BANNER 
Chevrolets and Fords. By carrying these in stock 
you stand to profit three ways: 
1. Your retail markup on the Kits themselves. 
2. Your labor charges for installation. 
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3. Your profit on replacement canisters of the special 3 FOUR COLOR 
lubricant compounded by the oil companies speci- WINDOW 
fically for the Lincoln Multi-Luber System. NEWSPAPER 
STREAMERS AD MATS 
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Why a Mechanic Quit 
Complaints of Dealership Ex-Repair Man 
Run Gamut of Work Conditions 


AUTOMOTIVE NEWS, MARCH 19, 1956 


(Continued from Page 37) 


ers start their haggling with the | 
|}outlined some extensive changes 


sales department and keep it up 
through habit with the service 
department. 

“However,” he said, “the custom- 


ers had a lot of legitimate ‘beefs.’ | 


driver called me in one day and 


and repairs they wanted me to per- 
form on the car. They wanted me 
to do the work evenings. 

“I asked them both point blank, 


Why, some of those new cars would | ‘OK, who’s going to pay me?’ And 


never give more than eight or nine 
miles to the gallon! 


“One year we were almost driven | 


crazy by carburetor trouble in our 
new models. That year, the gas 
tanks had some soldering inside. 
And little pieces of solder were con- | 
tinually being sucked through the 
gas line and into the needle valve 
of the carburetor. We'd clean out 
the solder and two hours later, the 
whole thing would be ‘goofed up’ 
again by another piece of solder. 
It took the factory about six months 
to iron out that bug.” 


He declared that life is gen- 





erally made pretty miserable by 
the condition of cars when they 
come from the factory. One of his 
employers sold two lines. First, 
most of the cars in one line would 
be in poor condition and then the 
other line would be bad. 


A new problem was introduced 
into McKenzie’s life when his boss 
decided to advertise his firm by 
backing a well-known racing driver 
and his car in stock car races. 


He explained, “My boss and the 


Auto Ad Council 
Finds 70% Favor 
New Catalog Size | 


NEW CASTLE, Ind.—More than 
70 percent of service industry man- 
ufacturers who are interested in 
the issuance of dealer stock check 
guides are willing to adopt a stand- 
ard form, size and punching, ac- 
cording to a survey conducted by 
John E. Norwood, chairman of an 
Automotive Advertisers Council 
committee on the subject. 


The council suggested a page 
size of 6% inches by four inches 
with six-hole punching. About 25 
to 30 percent preferred a larger 
page size. 

Norwood, who is advertising and 
sales promotion manager of Sealed 
Power Corp., said standardization 
would simplify the use of the check 
lists for salesmen and would give 
the jobber a more effective sales 
tool. 


100 Students Win 
GM Scholarships 


PRINCETON, N. J. — General 
Motors Corp. has announced that 
100 high school seniors have been 
selected for four-year college schol- 
arships to start next fall. This 
brings the number under the GM 
program.:to 700. There will be 
1,400 by 1958, GM said. 

Winners will be revealed after 
May. 1. They were chosen by a 
panel of 16 educators who gath- 
ered here to make the selections 
from 1,371 semi-finalists. Awards 
range from a prize of $200 to a 
$2,000 scholarship based on dem- 
onstrated need, GM said. 


Take a Number 
New UMS Setup. Makes 
Ordering Easy 


DETROIT.—A new merchandis- 
ing program for parts kits has been 
announced by Edward L. Lape, 
general sales manager, United 
Motors Service. The program in- 
cludes a simplified illustrated cata- 
tog to facilitate ordering the correct 

it. 


For example, the company said, 
if a mechanic is repairing a valve 
rocker arm shaft, he would consult 
the catalog to find the kit he needs 
to do the complete job. 

In addition to aiding the me- 
chanic, Lape said the new program 
will permit simple stocking with 
broader coverage and minimum 
investment and will permit UMS 
distributors to give faster counter 
service to dealer customers. 





both immediately pointed to the 
other guy — neither was willing. 
After a couple of weeks, the dealer 
called me in and said he’d pay me 
later. So I did the job. But I 
haven’t been paid for it to this day. 


Douglas Heads Highley 


Norton E. Douglas, who has been 
associated with Highley Motor Co. 
(Buick), Osawatomie, Kans., since 
last August, has taken over opera- 
tion of the dealership. He is a 
nephew of E. Highley, the owner, 
who no longer will be active in the 
firm. 









That dealer was a pretty nice guy, 
but he never did pay me.” 

Commenting that the factory 
service people also got into this act, 
he continued, “They recommended 
that I install a Packard axle in this 
non-Packard stock car. I objected 
but they insisted. So, I did it. With- 
in two days the whole rear end of 
the car was torn out. Naturally 
they blamed this on me.” 

McKenzie again switched to the 
matter of compensation, saying 
that he made up to $175 in many 
weeks as a mechanic but that he 
had to work “like a horse.” He 
said he could do this on a 50-50 
split of the customer labor charge 
and that hourly rate is no good 
because nobody gets the work out 
then. 

Besides being saddled with the 
most rugged, exhausting and dirti- 
est work in the dealership, McKen- 
zie said, mechanics are often com- 
pelled to work without proper 
equipment or with equipment that 
has been badly neglected. He said 
that this situation existed in many 
dealerships, despite the factories’ 
efforts to the contrary. 

Asked what is a mechanic’s prin- 
cipal headache, McKenzie replied 
loudly and smilingly, “the service 
manager.” 





Franchised Dealers Hold Auto Auction— 


In the first public auto auction sponsored by franchised dealers in Philadelphia, 
68 used cars went to the highest bidders. All makes and models, from 1949 to 1955, 
went on sale, with the highest bid, $3,900, going for a 1955 Cadillac, and the low- 
est, $200, for a 1950 Buick. A spokesman for the sponsoring dealerships, Girard 
Chevrolet Co. and West Side Buick Co., said that, at the present time, there are no 
plans for future sales. 





NOW....ni, John Bean VISUALINER 


John Bean engineers have now combined Visualiner accu- 
racy with new speed and revolutionary adjustability to 
expand your aligning service to any tread width from 40” 
to 66” — foreign cars, sports cars, passenger cars and 
light trucks. And you make these tread width adjustments 
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Sordoni Outlines 
Timing, Testing 
Services by AAA 


WASHINGTON. — The contest 
board and national technical com- 
mittee of the American Automobile 
Assn. have been reorganized to pro- 
vide the auto industry and the 
public with an unbiased, timing and 
testing service, according to An- 
drew J. Sordoni, AAA president. 

Until the end of 1955, the AAA 
contest board was the governing 
body of big-time automobile racing 
in the U. S., but withdrew when 
the AAA concluded that racing no 
longer materially contributes to 
producing better cars or parts for 
cars. 

The association also noted that 
racing, with emphasis on speed, 
power, and human endurance, was 
not compatible with the AAA’s day- 
to-day promotion of street and 
highway safety. 

Sordoni said the AAA was going 
to continue the activities of the con- 
test board other than competitive 
racing. 











Cooling System Care— 


An advertising campaign designed to 
make dealers and car owners aware of 
the increasing importance of the cool- 
ing ‘system is planned by Dow Chemical 
Co. during April and May, when spring 
drainout and tuneup season gets under- 


way. Presenting the program, Dow has 
tied in double-page spreads in trade 
publications with billboards and radio 


spots in 26 major markets, as well as 
service station point-of-sale banners and | 
streamers. 





| and 


Service World in Brief 


CHICAGO. — A one-week train- 
ing course for wholesaler execu- 
tive development will’be held May 
6-11 at Monticello, Ill., under spon- 
sorship of the Motor and Equip- 
ment Wholesalers Assn. 

The curriculum will be centered 
about the phases of business oper- 
ation with stress on the manage- 
ment principles involved in each. 

* a * 


Show Signs Ready 


NEW CASTLE, Ind. — Arrange- | 


ments have been completed for the 
use of “Get It From Your Jobber” 
“Care Will Save Your car” 
displays at all 1956 regional auto- 
motive shows, according to the 


| Automotive Advertisers Council. 


* * * 


7 Wholesalers and Maker 


Added to NSPA Roster 


CHICAGO. — Seven wholesalers 
and a manufacturer have been ac- 
cepted for membership in the Na- 
tional Standard Parts Assn. 

Four of the wholesalers are from 


gives you these exclusive features 


in seconds with Visualiner’s exclusive roller and ball bear- 
ing mounted heads and runways. Check the many new, 
outstanding features that are exclusive with John Bean and 
see why no other aligning equipment offers all the advan- 
tages you'll find in the new John Bean adjustable Visualiner. 


SERVICE ANY CAR 


Foreign car, Sports 


car, Passenger car 


OR LIGHT TRUCK 
with the NEW 


John BEAN 


ADJUSTABLE 
VISUALINER 











Texas. They are Corpus Christi 
Hardware Co., Corpus Christi; 
Mission Auto Supply Co., Mission; 
Sells Auto Supply, Kingsville, and 
Victoria Auto Supply & Machine 
Shop, Victoria. The other whole- 
salers are Johnson Tire & Supply 
Co., Inc, Montgomery, Ala.; 
Qyaker City Motor Parts Co., Phil- 
adelphia, and San Mateo Auto 
Parts, San Mateo, Calif. 

The new manufacturer member 
of NSPA is National Carbon Co., 


New York. 
+. * * 


Parts Sales Up 13 Percent, 


Thermoid Fieldmen Told 


TRENTON, N. J. — The auto- 
motive parts business is up na- 
tionally about 13 percent, accord- 
ing to George S. Lamson, general 
sales manager of Thermoid Co. 

At a meeting of district man- 
agers of the company’s automotive 
replacement division, Lamson 


noted that cars three to 11 years | 
“hungry for service” | 


old — the 





C. Mayoros. 





group—now numbered more than 
the total registration of all cars a 
decade ago. 

Sales objectives for 1956 were 
outlined by S. E. Shepard, sales 
manager of the division. 

* + + 
Hartford Shop Group 
Headed by Swingale 


HARTFORD, Conn. — New offi- 
cers of the Parts and Service Man- 
agers Club are John Swingale, 
president; Robert F. Johnson, vice- 
president; George Lipman, treas- 
urer, and Joseph D’Ambrosio, sec- 
retary. 

Governors are Louis Maschi, Sid 
Epstein, George Olen, Don Lind- 
sey, John W. Jarush and Emery 


* * + 
\N. Y. Service Managers 


Pick Lombardi as Chief 


NEW YORK.—V. Lombardi has 
been elected president of the Auto- 
motive Service Managers in New 
York. Other officers are M. Sha- 
piro, first vice-president; F. Herbst, 
|second vice-president; L. Camp- 
| bell, treasurer, and L. Gross, sec- 
retary. 

Directors elected are J. Ram- 
pone, L. Campbell, F. DiAngelo, 
G. Peat, C. Jordan, G. Bissert, S. 
Goldhush, J. Tralongo, J. Teri and 
L. Bierman. 


+ x * 
Advertisers Council 


To Publish Guidebook 


NEW CASTLE, Ind. — One of 
the new projects of Automotive 
Advertisers Council will be a re- 
vised edition of “Guidebook To 





More Profitable Customer Meet- 
ings.” Chairman is David E. Cun- 
ningham, assistant sales manager, 
Raybestos division of Raybestos- 
Manhattan, Inc., Bridgeport, Conn. 


MEWA Essay Winners 

CHICAGO. — The 1956 young 
executive group essay theme 
|among members of the Motor & 
Equipment Wholesalers Assn. was 
“The Jobber Fights Back.” Ed- 
ward M. Kelly jr., J. H. Kelly Co., 
Red Bank, N. J., won first place; 
Joseph L. Nathan, Abeles-Lewit 
Co., Inc., New York, took second 
place, and R. V. Bailey, Lewis Mo- 
tor Mart Co., Dayton, O., won 
third place. 

ad * ok 


Black & Decker Holds 


Ist Divisional Meeting 


TOWSON, Md.—Black & Decker 
Mfg. Co. has held the first meeting 
here of its new industrial-automo- 
tive sales division. Regional and 
district managers from the U. S. 
and Canada attended the three- 
day session. 

New industrial and automotive 
products that will be marketed 
this spring and projected sales 
promotion, constituted subjects of 


| the meeting. 
j * * ~ 


Lewis Picks Ackerman 


DETROIT. — F. L. Lewis & Co., 
Inc., Clearwater, Fla. has an- 
nounced appointment of Ackerman 
Associates, Inc., here as a repre- 
sentative to handle the firm’s Saf- 
T-Visors. 


Dodge Names 5 
To Field Posts 


DETROIT.—Dodge has an- 
nounced the appointment of three 
district managers, a city manager 
and a service representative. 

New district managers are Har- 
old D. Leslie jr.. Hagerstown, Md.; 
Thomas James O’Shaughnessy, 
Ottawa-LaSalle, Ill., and Jack A. 
Williams, Portsmouth, O. 

Robert D. Murton was appointed 
city manager, northwest district, 
Chicago, and Darwin W. Semann 
was named a service representa- 
tive in the South Bend district. 





Taylor Buys Doyle; 
To Be Dodge Exclusive 


DETROIT.—Taylor’s, Inc. — 
Grand River has opened as the first 
Dodge exclusive within the Detroit 
city limits. The firm formerly was 
Thomas J. Doyle Co. (Dodge- 
Plymouth). 

The Taylor firm also operates 
Taylor’s, Inc. (Dodge-Plymouth). 
Doyle, a Dodge dealer since 1914, 
will continue to head Lake Shore 
|Motor Sales, Inc. ‘(Dodge-Plym-~- 
| outh). 













$50,000,000 To Build Cars 
A New Better Way 


Only American Motors cars have Single-Unit Construction. It required an investment of more 
than $50,000,000 in dies and production machinery to tool up to build cars this modern, safer, 
stronger way. But the results more than justify the expenditure. For Single-Unit Design gives 
Rambler, Nash and Hudson owners finer performance—greater economy of operation—unequalled 
built-in safety—more room and a smoother ride—double lifetime durability and higher resale 
value for their cars. 


American Motors Single-Unit Design has set the pace for the entire industry. Automotive experts 
predict that within the next few years, all cars will be built this newer, better, more modern way. 


But—right now—only Hudson dealers and Nash dealers of all American car dealers—can sell cars 
with all the advantages of Single-Unit Design. It’s another plus for Nash and Hudson dealers. 





$I/, Million $$ Contest to Sell U.S. 
Public on Single-Unit Construction? 











Now, American Motors announces a gigantic con- 
sumer contest to choose a name for this advanced 
construction. It’s a huge showroom traffic-building 
contest that offers one-quarter million dollars in 
prizes for the names that describe our construction. 


First Prize is $25,000. Other prizes include . . . 30 
Air-Conditioned Rambler, Nash and Hudson cars 
... 10 Metropolitan Convertibles . . . 100 Kelvinator 
appliances and 1000 other cash prizes. And for win- 
ners who have had their present cars appraised by a 
Hudson or Nash dealer, there is a $1,000 Bonus Prize! 


This exciting contest will be promoted to the public 
with large-space advertisements in newspapers and 
magazines—in Sunday supplements—on the 
Disneyland television program—on radio and | 
through direct mail and point-of-sale displays. 


This promotion—designed to channel every contest 
entrant into dealers’ showrooms—is a sure-fire 
method of building prospect lists—exposing the 
maximum number of people to our sales message— 
and focusing public attention on the superiority of 
Single-Unit Construction! 
























A total of $25,000 «roncn: Insurance 
to back up Single Unit Safety 


As proof of our confidence in the superiority of Single-Unit Construction, American Motors dares 
to give every buyer of a new and unused Rambler, Hudson, Nash or Metropolitan, a total of 
$25,000 insurance divided equally between husband and wife protecting either or both against 
fatal injury in that car for one year after date of purchase. 


Never before has a manufacturer dared make such an offer. Never before have automobile dealers 
been able to back up their sales claims with such substantial evidence of superiority. 


Once again—N ash dealers and Hudson dealers enjoy a plus unmatched by any other dealer group 
in the industry . . . still more proof that it pays to sell American Motors. 


*Subject to state insurance regulations. 
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Schools 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Section of AvurTo- 
MOTIVE News. 


FOR “MAKE” SERVICEMEN 

CHRYSLER CORP. — Master 
technicians conference, which con- 
sists of a kit containing a film, rec- 
ord, charts, reference booklets and 
other like material supplied month- 
ly in the dealer’s place of business. 


CADILLAC — Parts Managers’ 
Training Course — Boston, March 
19-Apr. 9; Buffalo, March 28-Apr. 
2; Chicago, March 19-26; Cincin- 
nati, March 19-28; Cleveland, March 
19-21; Dallas, March 19-28; Kansas 
City, March 19-23; Los Angeles, 
Apr. 2-9; Milwaukee, March 26-28; 
Oklahoma City, Apr. 2-16; Omaha, 
Apr. 11-14; Philadelphia, March 19- 
26; Salt Lake City, March 21-23; 
San Francisco, March 19-Apr. 9; 
Tarrytown, N. Y., March 26-28, Apr. 
9-23; Union, N. J., March 19-21, Apr. 















Package 5 


Sauings $26.65 
Bonus Price $306.35 





Includes: 
B-115C Brake Dokter 


B-16A Roll-About 


Package 6 
. Sauings $7 


Jucludes: 
B-83 Air Riveter 
B-18 Anvil 


B-130 Lining Clamp 
B-244 Drum Check’R 


#246 Filler & Cement 


SEE 
Use Sonus Savings for Your Down Payment 


BARRETT EQUIPMENT CO. 


B-103 Brake Dokter for Ford or 
Chevrolet (when ordering, 
specify Ford or Chevrolet) 


B-240-1 Drum Check’R 


0.00 
Bonus Price $112.35 





2-4. Power Brakes—Dallas, Apr. 2- 
4; Los Angeles, March 19-26; Salt 
Lake City, Apr. 2-4. Carburetion— 
Atlanta, Apr. 9-23; Buffalo, Apr. 9- 
11; Cincinnati, Apr. 2-23; Dallas, 
Apr. 9-11; Milwaukee, Apr. 2-4; 
Minneapolis, Apr. 9-16; Portland, 
Ore., March 26-Apr. 16; St. Louis, 
March 26-Apr. 2; Salt Lake City, 
March 26-28. Engine Test and Tune- 
up—Atlanta, March 19-Apr. 2; Buf- 
falo, Apr. 16-19; Los Angeles, Apr. 
16-23; Salt Lake City, Apr. 9-12. 
Air Conditioning—Chicago, Apr. 2- 
23. 


FORD — For period covering 
March 19-Apr. 16, most service 
schools will be conducting a 40-hour 
Fordomatic course, a Fordomatic 
reconditioning course, and a car- 
buretor course. Also an extensive 
course on the SelectAire Condi- 
tioner, particularly in the southern 
districts from coast to coast. 


The 40-hour Fordomatic course 
consists of the principles of con- 





struction and operation; demon- 
stration of the operation of gears, 
clutches and servos for all ratios; 
function and operation of the hy- 
draulic control for all transmission 
situations; overhaul procedures in- 
cluding inspection and adjustment. 
Review of all linkage adjustment; 
application of principles to trouble 
shooting including all checks and 
adjustments. The Fordomatic Re- 
conditioning course covers the re- 
pair and bushing replacement of 
procedures necessary to recondition 
Fordomatic transmissions in the 
dealership. The carburetor course 
covers the principles of operation, 
diagnosis, repair, adjustments, and 
specifications pertaining to the sin- 
gle barrel and four barrel carbure- 
tors, The SelectAire Conditioner 
course will cover the theory of re- 
frigeration, expansion valve opera- 
tion, compressor overhaul proce- 
dure and trouble shooting. 

In addition to the above, constant 
training is being conducted on nu- 
merous other subjects in order to 
keep the dealer organization well 
informed on current service proce- 
dures. 

HUDSON—Classes covering pe- 
riod of March 19th to Apr. 16th will 
consist of training dealers’ mechan- 
ics on the new Hydra-Matic trans- 
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mission as well as the new V-8 
engine. This training work will be 
done by zone school instructors at 
zone level, bringing together small 
groups of dealers’ mechanics in 
strategic locations. 


PLYMOUTH—Schools in dealer- 
ships on selected subjects by dis- 
trict field service engineers. Con- 
tact Plymouth regional service 
manager. Master technicians serv- 
ice conference meetings in dealer- 
ship on subject of 277-cubic-inch 
engine. 

PONTIAC—Schools on air-condi- 
tioning, Strato-Flight transmission, 
used-car appearance reconditioning 
and power steering will be con- 
ducted in the various training cen- 
ters. 


UNITED MOTORS SERVICE— 
Continuous instruction on various 
phases of automotive service, In- 
struction in factory approval serv- 
ice methods, using the latest equip- 
ment, is available in (1) automotive 
electricity (Delco-Remy), (2) car- 
buretion (Rochester), (3) electron- 
ics (Delco auto radio and Guide 
Autronic eye), (4) transmission 
(Hydra-Matic), classes are held 
continuously at 30 United Motors 
classrooms at GM training centers 
throughout the country. Contact 
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UMS distributor for training center 
locations and classrooms schedule. 

WHITE—Classes in engine and 
transmissions, cooling systems, car- 
buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 
fleet safety. Frank A. Novak, in- 
structor in charge. 

FOR ALL SERVICEMEN 

ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich. — 
Allen wholesalers and authorized 
field service stations are conduct- 
ing schools throughout the country 
and further information can be ob- 
tained by contacting Allen Electric, 
2101 North Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Iil.—Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equipment 
and the comfort ride program. Con- 
tact Mrs. Mildred T. Clark, regis- 
trar. 

BENDIX PRODUCTS, South 
Bend—(Power brakes and Strom- 
berg carburetors). Specialized serv- 
ice schools in both of the above 
products available through Bendix 
central service distributors. Special 
instructor’s technical schools are 
available at the Bendix factory for 
all qualified distributor personnel. 
No definite schedule and no tuition 
expense. 

BINKS MFG. CO., Chicago, Il. 
—Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
spray painting equipment may at- 
tend. Next class will be held Apr. 
2-6. No tuition. Contact W. Beachan, 
instructor. 

CARTER CARBURETOR CORP., 
St. Louis—Special classes for fac- 
tory graduates only — refresher 
course—each one week duration be- 
ginning March 19th and 26th. Con- 
tact nearest Carter distributor. 


DEVILBISS CO., Toledo — One- 
week classes of limited size cover- 
ing theory, operation, maintenance 
and servicing of the equipment used 
in spray painting. No instruction 
charge. Applications may be ob- 
tained by writing DeVilbiss Co., 300 
Phillips Ave., Toledo 1, O. 


ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tuition 
or materials. Students learn basic 
information and fundamentals of 
electricity, magnetism and testing 
equipment; the battery as it is re- 
lated to the electrical system; the 
component parts of the electrical 
system, circuit by circuit, and wir- 
ing. Next class Apr. 2-20. Write 
William B. Selb or H. M. Riddle, 
instructors in charge, 511 Hamilton 
St., Toledo, O. 


INLAND MFG. CO., Omaha—In- 
dividual training in radiator servic- 
ing. Classes start each Monday, six 
days a week for two weeks. No 
tuition cost to owners of Inland 
radiator servicing equipment. Write 
James V. Grasso, 1108 Jackson St., 
Omaha, Neb., for reservation or 
further information. 


STEWART -WARNER (Alemite 
Div.)—School is for the training of 
Alemite depot servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout the U. S. and normal 
classes include a maximum of 14 
trainees. Next class Apr. 9-13. 


SUN ELECTRIC CORP.—Classes 
in modern tune-up procedures, 
March 19-23; service merchandis- 
ing, March 26-30; test equipment 
operation, Apr. 2-6; automotive elec- 
tricity, Apr. 9-13, will be held at 
Chicago technical training center. 


UNIVERSITY OF CALIFORNIA, 
Los Angeles—Maintenance courses, 
March 21-23. 


MONTANA MOTOR TRANS- 
PORT ASSN., Billings, Mont.— 
Maintenance courses, March 26-28. 


Buick Deal for Johnston 

Raymond Johnston has pur- 
chased Bulthaup, Inc. (Buick), 
Concordia, Kans., and will oper- 
ate it as Johnston Buick. His 
three sons will join him in the 
business. 
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And Help Customer at Same Time... 





How to Handle Wrecks for Profit 


By Ed Brown 
Staff Correspondent 


BROOKLYN, N. Y.—Improper 
handling of wrecked cars is respon- 
sible for a large percentage of 
service managers losing “an im- 
portant and easy source of reve- 
nue,” according to Morris Shapiro, 
service manager, Lasky Motors 
(Ford), Brooklyn, speaking before 
the December meeting of the So- 
ciety of Automotive Managers. 


Shapiro said: “When an owner 
comes in with his automobile on 
the end of a tow hook, the first 
question the service manager 
should ask himself is, ‘How can 
I help this owner?’” 

Shapiro suggested that the first 
thing the manager should do is act 
as temporary liaison man between 
customer and insurance company. 
Both parties, he said, would wel- 
come the manager’s actions, and be 
more cooperative. 


Any owner who has had an acci- 
dent is in a highly confused state 
of mind, Shapiro said. Therefore, 
the decisive action of a service 
manager at this time can save 
customer and service Manager a 
great deal of time. The manager 
first should determine the insurance 
company, as well as policy number, 
if possible. He should notify the 
company immediately. Never leave 
notification to the owner. 

Some managers who have de- 
pended upon the owner have found 
themselves with a wreck on their 
hands, occupying valuable space for 
weeks. All because someone 
neglected to notify the company. 

Shapiro said that he keeps a 
copy of the “Telephone Tickler for 

Insurance Men” on hand because 
it saves him many hours of re- 
search. This little booklet contains 
the names, addresses and telephone 
numbers of all insurance companies 
and their branches in the state. It 
also includes names of adjustors 
and claim department heads which 
he feels is invaluable in expediting 
the preliminaries of the job. 

When the insurance company 
Has bees contacted. Shapiro said 
he tries to provide as much infor- 
mation as possible. This helps 

him determine the extent of the 
owner’s policy. Often an owner 
will believe his policy covers col- 
lision when it does not. He even 
has had experiences in which the 
insurance has lapsed and hasn’t 
been renewed, which only could 
be determined by contacting the 
company. 

When the company has been 
determined, Shapiro suggested they 
be advised that an auto is on hand 
which was involved in an accident 

with the insured and “we are 
giving you an opporunity to see 
this automobile before we begin 
work,” he tells his contacts. This is 
appreciated, he said. 

When preparing an estimate, 
Shapiro cautioned the managers to 
have an estimate form which pro- 
vides space for parts and an esti- 
mate of labor involved. This gives 
an accurate, referrable record of 
the work estimate, necessary in 
discussions with customer and the 
adjustor, he said. 

Shapiro has & large sign which 
states: “There is a 10 percent 
charge on all estimates, applied 
against the full bill.” This, he said, 
prevents the “estimate shopper” 
from wasting time. as well as time 
and expense involved in hunting 
for prices and parts. It also serves 
to encourage the owner to leave 
his automobile for repair. 

The managers also were cau- 
tioned against building too high an 
estimate. This almost always en- 
courages the adjustor to bargain, 
but it must be remembered that 
every establishment is entitled to 
and should receive his regular cus- 
tomer hourly rate for all insurance 
work. All work safely can be based 
upon “book,” Shapiro said. 

There are times when a fender or 
side panel will be received from a 


Fry Sells to Village 


George Fry (Chrysler-Plymouth) 
has sold his Crenshaw district deal- 
ership in Los Angeles to Village 
Motors, owned by Ben Weidenbener 
and Ray Leon. Fry, who has been 
in the automobile business for 33 
years, said he was going to retire. 


supplier, or out of stock, with dents. 
This may require two to three 
hours extra work on straightening. 
Appraisers should be enlightened on 
these matters so that they can take 


it into account in their own evalu-| 


ation. 
Shapiro advised that he always 





Sales-Tax Hike Fought 


By Rochester Assn. 

ROCHESTER, N. Y.— The 
Rochester Automobile Dealers 
Assn. has assailed a proposal to 
increase the county sales tax from 
2 to 3 percent, declaring it would 
“seriously retard the sale of new 
and used cars which now accounts 
for one of the largest amounts of 
sales tax received by the city and 
county.” 

Arthur C. Lohman, association 
president, expressed the fear that 
the increase would encourage 
residents to buy their cars out of 
town. 











takes a picture of every damaged 
car that arrives in his shop. He 
places a small blackboard in front 
of the automobile with the own- 
er’s name, address and license 
number while taking a simple 
snapshot. He very often will take 
a before and after picture. 

This serves to save hours of 
explanation after the job has been 
completed. The owner’s memory 
may not serve him accurately, but 
a picture of the damage will reflect 
actual condition. 

It also helps where litigation is 
involved. All attorneys usually will 
attempt to question the credibility 
of the testifying service manager 
by attempting to confuse him. A 
snapshot often will save the day. 

Vince Lombardi, first vice-presi- 
dent of the society announced that 
there soon will be service manager 
and service tester clinics held where 
the society has chapters. The first 
few clinics will be held through 





An Extension Service Class— 


Nine mechanics from vehicle service shops are shown in a class offered through 
the Extension Service of Western Michigan College, Kalamazoo. The five-week “power- 


the society’s offices at 66 Court St.,| tune” course consists of one three-hour class each week on both six and 12-volt sys- 


Brooklyn. 


FINEST 


tems. Material used is published by Allen Electric & Equipment Co., Kalamazoo. 
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Harness Protects Children— 


A safety harness designed to keep children securely on the automobile seat when 
sudden stops are necessary is now available under the name of Tumble Check. 
Produced by W. Ll. Webster Mfg., Detroit 14, Mich., the harness, adjustable to 
children one to six years, snaps onto an anchor loop which is strapped to the back 
of either the front or rear seat. The loop allows the child to move or stand, yet 
retains complete protection, it is claimed. 








specials... 


LIKE THIS INEXPENSIVE 
_ DOOR HANDLE TOOL 


The Snap-on DHP-8A door handle tool provides 
mechanics and body men with a fast, easy way to 
remove door and window lift handles on General 
Motors cars. This inexpensive tool does the job 
in seconds . . . saving minutes and money every 
time it’s used. 

The Snap-on dealer who calls on your shop has 
a great many other specials available, each one de- 
signed to do some difficult-to-service job on late 
model cars — faster — easier — more profitably. 
It’s regular procedure with Snap-on to introduce 
new specials to shop owners and mechanics. It’s 







Average Now $5 an Hour... 


N. Y. Service Volume 
Dips; Labor Rates Up 





NEW YORK. — February serv- 
ice volume in this area was about 
15 percent below February, 1955, 
but a raise in the hourly labor 
charge kept the gross at about 
the same level, according to a 
poll of members of the Society 
of Automotive Service Managers 
at their March meeting. 

Most managers feel that rates 
have been too low in the past, 
but many admitted they were 
reluctant to raise rates on the 
theory it might chase business 
away. However, experience has 
shown that this does not hap- 


pen, it was said. 
Until recently, the survey in- 
dicated, some dealerships had 


been working on labor charges as 
low as $3.75 an hour. Most charges 
for mechanical labor now run 
from $4.50 to $6 an hour with 
the average being about $5. 

Body charges run from $5.50 to 






—save you and money 


Snap-on’s way of helping you turn out more work 
while building greater good will with your cus- 


tomers. 


It’s good business to invite the Snap-on man, 
welcome him, endorse him. You'll be in good com- 
pany — for in thousands of shops everywhere 
Snap-on is part of the crew. Service managers 
like him. Mechanics like him. 

Talk to the Snap-on man the next time he calls. 
He'll explain how you can help put profit-making 
specials or standard Snap-on tools into the hands 


of all your mechanics. 


SNAP-ON TOOLS CORPORATION 


8082-C 28th Avenue, Kenosha, Wisconsin 





*Snap-on is the trademark of Snap-on Tools Corporation. 
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ploy owners of independent ga- 
rages as adjustors. 

The managers contended that 
these adjustors are too person- 
ally involved with the business to 
act as impartially as the public 
might expect them. The matter 
was taken under study by the 
|group, in an effort to make re- 
| commendations and seek correc- 
tion where possible. 


$7 an hour. The average is about Twe service managers told of 


$6. 

a lan the have developed 
At the meeting, the opinion was | wwihich has hrought in a — 
expressed that service depart-| stantial amount of new business 


ments have been operating in a} 
“twilight area” insofar as_ their Inaide th 1 t t 
customer labor charges are con- a cS Ere Comper 


; : ¢\0of every new car sold, they place 
o's A es See So |a decal which informs the owner 


place item appears to be taking | that in case of an accident with- 

The loss of service volume lin 25 miles of the dealership, he 
has created a heavy dislocation |™@Y call a given number for free 
of employment within this end |t°Wing service, day or night. 
of the industry, according to the Salesmen are encouraged to ex- 
service managers. | plain the sticker when complet- 

Unless business begins to im-|ing delivery of a new car. The 
prove within the next few weeks,|Managers say this program de- 
it is expected that more stringent| Velops new business by cementing 
measures will be employed by | the dealership name and services 
dealers in an effort to shave ex-|in the customer’s mind. 
penses further, thereby increasing; They also attribute an increase 
unemployment in some shops. |in collision business to the pro- 

In an open discussion, several | gram. 
service managers took issue with | It is necessary to be elastic 
insurance companies which em-/| about the 25-mile limit they 
cautioned, but they explained 
that it is well worth the extra 
trouble and small expense. 
Another manager reported that 
giving every customer’s car a 
specific gravity test has increased 
his new battery sales from 20 a 
month to 30 a week. 

Morris Shapiro, first’ vice- 
president of the society, said that 
a Long Island chapter of the group 
has been organized and meets in 
Bethpage the second Monday of 
every month. 


Okla. Upholds Tax 
On U. C. Dealers 
Buying New Cars 


OKLAHOMA CITY. — The 
Oklahoma Supreme Court has up- 
held a 1955 law which franchised 
dealers say is aimed at eliminat- 


during the last year or so. 


ing new-car sales by used-car 
dealers. 
The law _ requires’ used-car 


dealers who acquire “latest manu- 
factured models” not previously 
registered in Oklahoma to pay the 
|State excise tax of 2 percent of 
|the full factory delivery price. 

This puts the used-car dealer in 
the same position as any other 
|mew-car purchaser. Franchised 
|dealers do not pay this tax, but 
| their customers do. 

In a test case, S. B. Leveridge, 
|}a licensed used-car dealer, con- 
|tended the law was illegal be- 
cause it was a revenue bill passed 
lin the last five days of the legis- 
lative session. The State consti- 
tution prohibits such legislative 





| Measures. 
| The court denied Leveridge’s 
|contention, holding that the bill 


does not levy a tax and “for said 
|reason is not per se a revenue 
| bill.” 


. 

No Dish Jockey 
Maine Woman Likes Job 
Repairing Autos 

PORTLAND, Me. — “I wouldn’t 
swap jobs with any housewife,” 
said Kay Adams. “My job is easier 
than pounding a wad of dough to 
make a pie, and it’s not any harder 
than pushing dishes all day.” 

Miss Adams, 40, repairs auto 
bodies at Acme Body Repair and 
Paint Shop. 

She’s been in the body-repair 
business 10 years and her present 
employers, Richard and Clair Car- 
michael, say she does a “perfect” 
job. 

Miss Adams traces her 
mechanical-mindness to her father 
who formerly owned a garage at 
East Millinocket, Me. “When I was 
a youngster,” she said, “I'd grab 
a handful of tools and spend hours 
in-the junk yard behind my father’s 
garage.” 





Dodge Exclusive Opens 


Jerry Motors (Dodge) has 
opened in St. Paul and is the 
first Dodge dealership in down- 
town area for more than a year. 
Jerry Kelly and Jerry Bell are 
the owners. Kelly owns a used- 
ear lot and is serving in the 
Legislature. 
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DETROIT. — A used-car war- | 
ranty policy developed by Sales 
Engineering Institute, Inc., Detroit 
Lakes, Minn., has been reported 
by dealers to help them move used- 
cars at a profit and also to in- 
crease service department earn- 
ings. 

It allows them to extend the 
warranty on used-cars up to six 
months, make money on the 
work done and tie the buyer to 
the service department, dealers 
report. 

The policy started back in 1947 
and 1948 when the tier of northern 
states from Minnesota to Utah ex- 
perienced heavy snows and bliz- 
zards. This resulted in an over- 
stock of used cars. 

Many dealers were using the 50-| 
50 type of used-car warranty, but 
found that this type of assurance 
did not meet the desires of buyers 
who knew cars had been standing 
in the open, some buried under 
snow drifts for weeks. 

So Sales Engineering Institute, 
working with dealers in that area, 
came up with a warranty that was 
good for six months or 6,000 miles, 
which ever came first. 

It gave the buyer a 15 percent 


Avoid Blitz Ads, 
Fish Tells Oregon 


Chevrolet Dealers 


PORTLAND, Ore.—Avoid “tricky 
and deceitful advertising” and 
offers to outbid competitors, W. E. 
Fish, Chevrolet general sales man- 
ager, told his Oregon dealer body 
at a luncheon meeting here. 

“In the long run,” he said, “bus- 
inesslike practices and honesty 
will win the competitive battle. 
Sell goods, not prices.” 

Fish’s sentiments echoed those 
of Harlow H. Curtice, General 
Motors president, who called for 
elimination of price and gimmick 
advertising in his closed circuit 
telecast on GM’s new franchise. 

Fish announced that E. George 
Bateman was Chevrolet’s top 1955 
salesman in the Portland zone and 
has been named honorary presi- 
dent of the Northwest 100-50 Chev- 
rolet Club. 

Bateman, of A. B. Smith Chev- 
rolet, Portland, will receive a 
three-day trip to Detroit as a guest 
of Chevrolet. He formerly has been 
honorary vice-president and secre- 
tary of the 100-50 club. 


Nashville Dealers 
Choose McAdams 


NASHVILLE.—R. E. McAdams, 
Hippodrome Motors (Ford), has 
been elected president of the Nash- 
ville Automobile Trade Assn. He 





succeeds W. M. Liddon, Liddon| 


Pontiac, Inc. 

Other new officers are W. E. 
Trickett, Beaman Motor Co. 
(Dodge-Plymouth), vice-president, 
and Eugene Frazer, Frazer Motor 
Co. (Chrysler-Plymouth), secretary- 
treasurer. 4 

Eight dealers were named to the 
board of directors. They are: R. 
H. Hartman (White); W. E. Coggin 
(Chevrolet); E. P. Boyte (Ford); 
Guy Wallace (used cars); Houston 
King (Nash); Pames H. Reed III 
(Chevrolet); E. Gray Smith (Pack- 
ard), and Pickslay Cheek (Dodge- 
Plymouth). : 


Award for GM 
Wins Safety Prize 11th 


Time in 14 Years 


CHICAGO.—General Motors has 
been awarded the National Safety 
Council’s “Award of Honor” for 
1955. The council said the 1955 per- 
formance set an alltime record for 
GM. : 

It was the 11th time in 14 years 
that GM has received the award. 
During 1955, the council said, 99.7 
percent of GM’s 525,000 hourly and 
salaried employes in the U. S. lost 
no time because of occupational 
illness or injury sustained at work. 

Fifteen of the company’s plants 
operated the entire year without 
a lost-time accident to one of their 
employes. 


Warranty Profit Told 


Dealers Report Service Revenue, Sales Increase 
With Used-Car Warranty 


discount on parts and labor during 
its life and did not have many of 
the exclusions written into the 
normal 50-50 warranties. 

In practice about the only exclu- 
sions in this warranty were lubri- 
cation, oil changes, wash and pol- 
ish and towing. 

Buyers reported they liked the 
policy because it allowed them to 
have repairs made by other deal- 
ers who had the warranty in force 
and especially because it enabled 
them to get service from a dealer 
of their make car when away from 
home. 


Dealers said they like the pol- 
icy as it met favor with the 
buyer, gave them a profit on pol- 
icy work and because it elim- 
inated arguments over where 
responsibility rested. They _ re- 
ported that the policy helped sell 
used cars, too. 


After experience with this pol- 









icy, many dealers wanted a 
stronger assurance to put on bet- 
ter used cars that normally would 
be given the full 90-day warranty. 
SEI came up with a free labor 
warranty which the dealer could 
offer, good for 25 hours of free 
labor during the first 30 days or 
until the car had been driven 1,000 
miles. 

Any parts used in the work done 
on this “select used-car” policy 
still were furnished at a 15 per- 
cent discount. 

The policy first was written for 
Ford, Lincoln and Mercury dealers 
but demands from other dealers 
has influenced the firm to develop 
policies for several other makes. 

They now write a “Security” 
policy for Chevrolet dealers good 
for 200 days, a “Key” policy for 
other General Motors Corp. dealers 
good for 200 days, and a “Crown” 
policy for all Chrysler product 
dealers good for 25 weeks. 

All of these also are available 
in the “free ($25) labor” for select 
cars. 

The answer to any “warranty” | 
policy, of course, is in how it works 
for the dealer who uses it. 


An instance of this is seen at 





572,929 See Motorama 


In Los Angeles Stand 

LOS ANGELES. — The Gen- 
eral Motors Motorama of 1956 
last week ended a nine-day 
showing here with a total at- 
tendance of 572,929 to top the 
show’s previous records in Los 
Angeles. 

Attendance ran nearly 100,000 
above the record set last year 
and brought to 1,790,454 the total 
number of visitors Motorama 
has entertained in the four years 
it has been shown in Los Ange- 
les. Daily attendance averaged 
more than 63,000. The show set 
a new one-day attendance record 
March 4, when 100,553 thronged 
Pan Pacific Auditorium. 





W. W. Wallwork Fargo, Inc. 
(Ford), Fargo, N. D. Bill Wall- 
work jr. said the firm has used 
the policy since 1952 and their 
warranty cost per used car for 
1955 was $1 per car. They sell 
approximately 700 used cars each 
year. 


Andy Williams (Ford), Bluefield, 
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W. Va., has had the warranty since 
1952 and reports the warranty has 
increased service volume and many 
of their used-car buyers continue 
to have work done in the shop 
after the warranty expires. 

John R. O’Green, general man- 
ager, Floyd Rice (Ford), Detroit, 
feels that the shop has experienced 
an appreciable increase in paid 
labor which he directly attributes 
to the warranty. 

A new wrinkle was worked out 
by Don Schroeder, sales manager, 
Owens Motor Sales (DeSoto-Plym- 
outh), Oceanside, Calif. He had 
his new-car salesmen call on in- 
active service customers and sell 
them the “Crown” 25-week war- 
|ranty for $1 while they were in- 
|quiring about possible new-car 
prospects. 
| The policy, of course, gave the 
customer a discount on parts and 
labor. 
| The salesman retained the buck 
|which gave him an incentive to 
|make as many calls as possible. 

Schroeder said this stunt not 
only worked in getting salesmen 
| out of the show room and calling 
jon potential customers but was a 
factor in increasing service volume. 








9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


MADE UNDER THE PROCESS OF U.S&. PATENT NO. 2,393,774. 







LION OIL 


A Division of Monsanto 
Chemical Company 


COMPANY 


EL DORADO, ARKANSAS 
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LION OIL COMPANY 


Dept. AN-C 
El Dorado, Arkansas 


Name 
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A Division of Monsanto Chemical Company 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 














50 





AUTOMOTIVE NEWS, MARCH 19, 1956 


Auto Probers Hear Miami Independent .. . 





Rowell Raps Federal Regulation 


WASHINGTON. — A spokesman 
for the nation’s nonfranchised car 
dealers last week asked members 
of the Senate auto marketing sub- 
committee to “keep Federal regu- 
lation out of our business.” 

Stacy Rowell, president of the 
National Independent Automo- 
bile Dealers Assn. and a Miami 
retailer, said he was flatly op- 
posed to legislation to prohibit 
phantom freight and bootlegging 
and correct factory-dealer in- 
equities. 

Furthermore, Rowell said, he 
didn’t like the subcommittee’s use 
of the term “bootlegging.” 

“We as an industry strongly op- 
pose the use of this term and feel 
that we have been grossly mis- 
treated by this accusation,” the 
dealer asserted. “We are honest, 
reputable, tax-paying citizens.” 

Rowell said that “it can’t be un- 
ethical, and you can’t make it ille- 
gal” for a used-car dealer to buy 
his cars from whatever source he 
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can find and sell them to consum- 
ers “at the lowest price possible.” 

He charged that if the auto 
maker wants to, he can “clean up 
his auto distribution plan, his over- 
production, and the pressure he 
uses to make the franchised dealer 
clear his inventory.” 

He said he opposed the notion © 
of Congress placing “a protec- 
tive umbrella over the industry 


Barrett Schedules Series 


Of Brake Service Clinics 


ST. LOUIS. — A series of brake 
service clinics, sponsored by job- 
bers for Barrett Equipment Co., 
will be held in all major trading 
areas, beginning Apr. 1. 


Harry B. Barrett, president, said 
clinics will cover latest develop- 
ments in the Bendix nonadjusta- 
ble anchor brake and the center- 
plane brake and their principles 
of operations. Service equipment 
will be demonstrated. 


[| 
Sa 


| 
wl 
a 


rh 
The 


} 


| 


7 
uf | 


at the expense of the American 


people.” 

Senator A. S. Mike Monroney, 
Oklahoma Democrat and subcom- 
mittee chairman, told Rowell that 
he knew of’ no legislation directed 
at independent dealers. 


He simply didn’t want to see the 
franchised dealer system “fade 
out” and the chain supermarket 
system come in, Monroney ex- 
plained. 

“We can’t see much wrong with 
the supermarket deal,” countered 
Rowell. Reminding Monroney that 
he had once said you couldn’t sell 
a car like a can of peas, the dealer 
admitted there were some differ- 
ences in the merchandising tech- 
niques. 

“But we can sell cars as fast as 
a can of peas,” Rowell exclaimed. 

Under questioning, Rowell de- 
scribed methods of obtaining 
new cars in some detail. Non- 
franchised dealers in the Miami 
area, he explained, buy some of 
their cars in Detroit and some 
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Where performance counts most 


GIVE THEM Fm QUALITY! 





Quebedeaux Chevrolet Goes Modern— 


This $132,000 showroom and garage, featuring new designs for automotive sales 
structure, has been opened by Quebedeaux Chevrolet Co., Phoenix, Ariz. The building 
consists of two major sections—the showroom proper, and the administrative and sales 
offices. Surrounded by a maximum of glass extending from an elevated floor to the 
ceiling, the showroom is integrated with the used-car facilities by a continuous canopy. 
The entire building is covered with a pitched roof, featuring a 15-foot cantilevered 
overhang at the show windows to afford sun protection. 


from dealers in the Miami area. ; Rowell said, the screening com- 
He said that a firm in Detroit |Pany gets $25 and the driver gets 
“screens” motorists before letting $25 


them drive cars to out-of-town 
dealers, and charges the dealer 
$50 over dealer cost. Of that $50, 


Denying that his association 
members misrepresent their mer- 
chandise to the public, Rowell tes- 
tified that dealers usually tell cus- 


tomers that the cars were driven 
from Michigan or some other 
point. 


Rowell also denied that people 
who bought new cars from his 
dealership suffered from poor 
service. 

“The lack of service given by 
(franchised) dealers is one cause 
of public concern,” he declared. 

The Floridian said that his 
dealers are definitely not at war 
with the franchised retailers; 
“we are on extremely friendly 
relations.” He added that they 
attend his association meetings. 

The only way that dealers are 
fighting each other in the Miami 
area, he asserted, is on a competi- 
tive basis. 

Agreeing with senators that 
there are “great and glaring in- 
equities” in factory-dealer _ rela- 
tions, Rowell said he felt remedial 
action should be on a voluntary 
industry basis, rather than through 
legislation. 

He also criticized phantom 
freight legislation, although he 
said he felt that “the publicity de- 
rived trom your great committee’s 
investigation will fully eliminate 
this practice.” 

Rowell’s strongest blast was 
directed at measures to amend 
the antitrust laws to permit re- 
instatement of antibootlegging 
and territory-security clauses in 
contracts. 

“To create a monopoly through 
legislation should not be constitu- 
tional and is in direct opposition 

to the principle of our great anti- 
trust laws,” Rowell declared. 

At the conclusion of his appear- 
ance, Rowell indicated that busi- 
ness was pretty good. 

“A few years back,” he said, “all 
independent car dealers wanted to 
be franchised dealers.” 

That has changed, he said. To- 
day, he said, many franchised 
dealers would like to joint the in- 
dependents. 
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Mercury Begins 
Expansion of 


St. Louis Plant 


ST. LOUIS.—Ground was broken 
last week for the 258,000-square- 
foot addition to Mercury division’s 
St. Louis assembly plant. 

Plans call for the construction 
of two new wings and a new bay 
extending the full length of the 





Ambulances, police and fire vehicles have urgent jobs. And so do 
the farm tractor, the highway truck and the salesman’s car. Per- 
formance really counts! 


When you overhaul the engine, always replace the bearings. It’s the 
only sure way to rebuild performance. Replace—in sets—with 
genuine Federal-Mogul oil-control bearings. They’re the best-known 
brand for car, truck, bus and tractor replacement. Ask your Federal- 
Mogul jobber! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, Inc. 


RESEARCH © DESIGN © METALLURGY © PRECISION MANUFACTURING 
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present main assembly building. 
This will bring the total manufac- 
turing area from its present 812,000 
square feet to more than 1,070,000. 

The expansion will increase rail- 
road and truck facilities, provide 
additional warehousing space and 
increase efficiency of material han- 
dling. Completion of the project is 
scheduled for the spring of 1957. 

The plant is located one mile 
north of Lambert-Municipal air- 
port in Hazelwood, and fronts on 
US-66. 


Laman Sells Ford Deal 


W. F. Laman, owner of Cave City 
Motor Co. (Ford, Batesville, Ark., 
has sold the business to Owen J. 
Laman and Jack Patterson, W. F. 
Laman owned the firm 33 years. 
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\ the word spreads fast all over town 


| 


|... PROFITS GO UF...comebacks down 
and Everybody's Happy ! 
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SUN SUPER-TUNE 





THAT’S RIGHT! When the word spreads that 
you give a super tune-up—keep engines operating 
at top efficiency —you’ll make new friends. ..new 
customers . . . and higher-than-ever PROFITS! 


Car engines today are more complex, more power- 
ful. They require greater accuracy and precision 
in tune-up care... more frequent adjustment! 


WITH SUPER-TUNE, your service operators 
have the “‘tools” to assure more thorough engine 
analysis . . . their valuable service time is utilized 
at maximum efficiency as they give verified top 
engine performance and economy —Fast—Simply 
—Profitably! 


FAST ... In 10 minutes or less, engine operation 
can be tested area by area, and precision adjusted 
to the manufacturer’s recommended performance 
level... OR you isolate specific areas where extra 
work is needed! ' 


SIMPLE .. . You use the famous Sun 6—12 Volt 
Tune-Up Tester—four simple-to-operate units 
conveniently mounted in handy work bench cabi- 
net—to perform the following simple area tests: 
Cranking Voltage - Distributor Resistance « 
Charging Voltage - Engine Idle Speed Adjust- 
ment * Ignition Timing - Dwell and Dwell Vari- 
ation * Ignition Advance « Ignition Output and 
Leakage » Secondary Resistance and Polarity. 


These area tests assure a fast, accurate tune-up 
routine . . . let you perform precision adjustments 
with a minimum of test lead change-overs! 


PROFITABLE . . . With Super-Tune, Profits are 
higher, comebacks are virtually eliminated, assur- 
ing Greater Customer Satisfaction .. . More Tune- 
Up Volume . . . Increased Parts and Service Sales! 






" A 





MAKE IT A POINT to find how new 
Super-Tune can be your most frequent and 
important contact with car owners—CON- 
; TACT YOUR SUN REPRESENTATIVE 
or write the factory. You’ll be happy to learn 
f how smoothly and profitably SUPER-TUNE 
; can be fitted to YOUR service operations! 
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Answers °52 Campaign Charge e be 


Ford Denies ‘Shakedown’ 


WASHINGTON. — Charges of a 


charges. He said a letter in the 
subcommittee’s possession shows 
Motor Co. against its dealers dur-|an appeal from Henry Ford II to 
ing the 1952 Presidential campaign | a dealer in another area for a cam- 
were answered last week by Henry | paign gift solicitation. 
Ford II during his appearance be- In his rebuttal, Ford men- 
fore the Monroney subcommittee. tioned a suggestion by Allen W. 
Ford said: “I did not—nor did | Merrell, whom he identified as 
anyone else in Ford Motor Co., | “my assistant.” Merrell became 
to my knowledge—exert any | a member of the Republican 


pressure, directly or indirectly, | National Finance Committee in 
on our dealers to support either 1952. 


of the Presidential candidates in Late in the summer of 1952, Ford 


the last election.” said, Merrell suggested calling to- 
The “shakedown” charges were | gether a group of dealers and ask- 
leveled by a previous witness, Mil-|jng them to solicit automobile 
ton Ratner, a former Chicago Ford | dealers. Ford said all members of 
dealer, who said he was dunned |the group were strong Eisenhower 


“political shakedown” by Ford 
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Used-Car Lot Gets Sealed Surface— 


Conducting a campaign to improve the appearance of used-car lots paved with 
asphalt or black top, Maintenance, Inc., Wooster, O., is offering a liquid surface 
sealer that is said to remedy the damage caused by gasoline, oil, battery acids and 
brake fluids. Applied by brush or squeegee, the product, known as Jennite J-16, 
is claimed to stop the solvent action of fuels which tend to soften and disintegrate the 
pavement. The Jennited lot shown above is at Central Cadillac Co., Cleveland. 


Eisenhower campaign by another 
Ford dealer. 

Following Ratner’s testimony, 
Senator A. S. Mike Monroney, Ok- 
lahoma Democrat, said his sub- 
committee had obtained “docu- 
mentation” of the fund - raising 


Police Buy Chevrolets 


LaPORTE, Ind.—Two new squad 
cars have been purchased by the 
city for the city police department 
from the Smith Chevrolet Co. 


BEAR TELALINER 


Styled in the spirit of the ‘56 cars for even 
greater sales appeal! New improved electro- 
magnetic alinement heads designed for 
even faster operation on all 

models, including ‘56’s. 


as little as $5 1.79 per month* 
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SAFETY SERVME 


BEAR 
FRAME STRAIGHTENER 


Greatly improved to handle more 
frame jobs, including ‘56 cars, better and 
faster. New tools simplify operation. 


Get started for $64.49 per month* 





BEAR ON-A-CAR 
BALANCER 


Now, balance any car wheel 
anywhere ... on the hoist or on the 
floor! Enjoy new ease of operation plus 

greater accuracy at lower-than-ever cost! 


as little as $1 1.46 per month* 








for a $1,000 contribution to the|supporters and that the solicita- 


BEAR 
ea 


tion was to be carried out by the 
dealers themselves. 

“I gave my approval with three 
major provisions,” Ford said. 

“I particularly specified that no 
pressure of any kind be exerted on 
any dealer or group of dealers; 
that none of the company’s sales 
representatives or other company 
personnel take part in the solicita- 
tion of campaign funds, and that 
no company funds be expended for 
anything in carrying out the pro- 
gram.” 

Ford said the project was car- 
ried vut while he was in Europe 
on a business trip. He said he 
questioned Merrell when the 
subject was introduced into the 
Monroney hearings. 


“Merrell told me,” Ford said, 
“that any activities of his in con- 
nection with the dealer fund-rais- 
ing effort for the Eisenhower cam- 
paign were carried exactly as I 
had requested.” 


Ford concluded, “Although Mr. 


Merrell, at or near the conclusion 
of the project, did assure me that 
it had been completed, I have never 
known which of our dealers made 
contributions and which did not. 
Nor do I know what amounts were 
| contributed.” 







“Touch the Wonder Bar, Dilworth- 


'”? 


I'm in the mood for music 


Keep your adoring eyes on the lady, Dilworth. Touch the Delco Wonder Bar 
and she shall have music. A touch, and the electronic tuner flashes to the 
nearest station on the dial, tunes it automatically. Touch it again, it tunes 
the next station. In fact, the Wonder Bar pinpoints any station your radio 
can receive—wherever you drive. Radios with Delco Wonder Bar tuning 
are available now on most really modern cars. Delco Radio, Division of 
General Motors, Kokomo, Indiana. 


DELCO 
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RADIO 


A General Motors Value 


AS ADVERTISED IN THE SATURDAY EVENING POST, MARCH 24...LIFE, MARCH 26 
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News to Note... 


Auto World in Brief 





They re 
f9¢t-moving 
markers... 





To keep up with an ever-changing industry, decision men 
in both the car dealerships and factories need news — 
fresh and authoritative news. 


AUTOMOTIVE NEWS gives it to them every Monday 


morning. It's what they want. 


That's why: — 


1. Circulation’s at an all-time high — 43,398; Over 
1,000 increase in one year. 


2. Subscription price — $8 — with no give-aways... 
highest in the industry. 


3. Subscription renewal rate: 85.4% .. highest in the 
industry. | 3 










THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 


DETROIT 26, MICHIGAN 









ATLANTA. — Consumers in the 
southeast are spending more money 
on automobiles, gas and accessories 
than they are on food, $4,829,945,000 
to $4,120,846,000. 

According to a survey made by 
Merrill C. Lofton, manager of the 
Department of Commerce’s Atlanta 
field office, this works out to 27 
cents of the consumer dollar spent 
in the automotive field to 23 cents 
for food. 

* 7” + 
Lister and Rootes Form 


New Canadian Company 


OTTAWA.—R. A. Lister & Co., 
Ltd., and Rootes Motors (Canada) 
Ltd., have organized Canadian 
Lister-Blackstone, Ltd., a new 
firm. 

Sir Percy Lister and Sir William 
Rootes will serve on the board 
and other directors will include 
F. M. S. Best, managing director 
of Rootes Motors (Canada) Ltd.; 
A. G. S. Griffin, managing direc- 
tor of Triarch Corp., Ltd.; D. C. 
Russell, treasurer and director of 
Rootes Motors (Canada) Ltd., and 
H. B. Edwards, sales manager of 
the new company. Canadian 
Lister-Blackstone’s head office 
will be in Toronto, with plants in 
Montreal and Vancouver. 


Brown Rubber Expands 


LAFAYETTE, Ind. — With the 
second unit of the new vinyl foam 
division due for completion late in 
February, Brown Rubber Co. has 
announced that a third unit will be 
built. The firm entered the vinyl 
field only a year ago. The construc- 
tion program will triple the original 
facilities. 


Burglars Blitz Dealers 


GAINESVILLE, Tex. — Burglars, 
who used an acetylene torch to 
open the safe of Clack Motor Co. 
(Chevrolet), secured $300 in cash. 
Attempts to open the safe of Hil- 
burn Motor Co. (Ford) proved a 
failure and burglars who entered 
the office of Loxley Studebaker Co. 
found the safe open and no money. 
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Spokane Dealer Robbed 


With Own Equipment 


SPOKANE.—(UTPS) — Buchanan 
Chevrolet has been robbed of sev- 
eral thousand dollars in cash and 
endorsed checks by a burglar who 
broke into the firm’s safe with 
acetylene equipment from the firm’s 
backshop. 

Also burglarized on the same 
night were Central Motors, Jack 
Simpson’s Richfield Service and 
Ernie Majer’s used-car lot. 

Om” * * 


Service Station Kit 


Available for Training 


NEW YORK.—A training kit— 
“Service Station Personnel Develop- 
ment Plans”—has been released by 
the marketing division of the 
American Petroleum Institute and 
is designed to train employes and 
dealers. 

The kit may be purchased from 
API at 50 W. 50th St., New York 
20, N. Y. 

a ” * 

Seaboard Enters Toronto 


OTTAWA. — Seaboard Finance 
Co., Los Angeles, has entered the 


Canadian field by establishing an|! 
office in Toronto with D. G. Abram-| ~ 


son as manager. Seaboard plans to 
set up other district branches in 
Canada. 


* + cd 
‘Power’ to Shoparama 
CHICAGO. — Like old soldiers, 

automotive exhibits seem to “just 
fade away.” Three buildings from 
General Motors Corp.’s lake front 
Powerama last year form the core 
of a new shopping center, called 
Shoparama, going up at 147th St. 
and Western Ave. in Posen. Dix- 
Bren corporation, project sponsor, 
bought the three units after the 
show closed. 

* 


* . 
Dealer Bids Rejected 
CONCORD, N. H. — Bids sub- 
mitted by Concord dealers on three 
new police cars and a station 
wagon have been rejected as too 
high by City Manager Woodbury 
Brackett. The bids, with tradein 


allowances, were: Cavanaugh Mo- 
tor Sales (Plymouth), $4,331; Ralph 
George (Ford), $4,895; Ross Chev- 
rolet, $5,144, and Keegan (Plym- 


outh), $5,500. 
+ * * 


Champion to Construct 


Iowa Spark Plug Plant 


TOLEDO. — Champion Spark 
Plug Co. here has announced 
plans for construction of a new 
spark plug assembly plant in Bur- 
lington, Ia. 

The new plant, with a produc- 
tion area in excess of 100,000 sq. 
ft., will be operated by a wholly 
owned subsidiary whose corporate 
title will be Iowa Industries. 

Initial production is expected to 
get under way in the early fall 
and, at full production, the plant 
is expected to employ about 300 
persons, Champion said. 


Supreme Court 
Slaps 5 Canadian 
Rubber Firms 


OTTAWA. — Canada’s Supreme 
Court has ruled that Parliament 
may pass legislation whereby an 
unlimited fine or a sentence of up 
to two years may be imposed if 
persons convicted of participating 
in a combine do anything directed 
toward a continuation or repetition 
of the offense. 

The ruling came in a case in- 
volving Canada’s five largest rubber 
firms—Goodyear Tire & Rubber Co., 
Dominion Rubber Co., Dunlop Tire 
& Rubber Goods Co., Gutta Per- 
cha & Rubber, Ltd., and B. F. Good- 
rich Co., Ltd. 

They now must abide by an order 
of an Ontario court handed down 
in 1953 which forbade them from 
resuming practices which have been 
held to constitute an illegal com- 
bine. 

The firms pleaded guilty and 
were fined in 1953 on price-fixing 
charges brought under the Com- 
bines Act. They appealed from the 
prohibitory order, but the order 
was upheld and strengthened’ by 
the Ontario Appeals Court. 

In upholding the appeals court, 
the Supreme Court ruled, in a unan- 
imous judgment that “the 
power of Parliament extends to 
legislation designed for the pre- 
vention of crime as well as to 
punish crime.” 


Dahl Sells to Scherber 
Ray Dahl, a partner in Lakeview 
Motors (Ford) at Buffalo, Minn., 
for the past eight years, sold his 
interest in the firm to Wilfred 


Scherber, Albertville, Minn. 





Germanium Blooms— 


A physicist in Delco Radio division's 
semiconductor physics laboratory studies 
the growth of a germanium crystal, which 
can be seen in the center of the quartz 
housing. Wafers will be cut from the 
crystal to become the heart of Delco's 
new transistor. The transistor will be used 
in the radio available in the 1956 Chev- 
rolet Corvette. 
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AMERICA’S 
NO. 1 SAFETY TIRE 


N E W. ee fer r i fi Cc mi | eage HI-DENSITY RUBBER — newest triumph of General Tire 


research — combines tremendous new toughness with a 
degree of ground-gripping softness never thought possible. 


| It adds many more miles of safe, anti-skid tread wear, 
_ j with maximum protection against cutting and bruising. 
In addition to extra-long, safe mileage, you get quick, 
bi U RB re a FY straight stops and quiet running, even on wet pavement. 
Your General Tire Dealer will arrange a demonstration. 


THE GENERAL TIRE...GOES A LONG WAY TO MAKE FRIENDS 
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WELDING TOOI—The Ejecto is a tool 
for removing spot-welder tips. The device 
tightens over the tip by means of a small 
high leverage crank. Easy pressure on the 
handles then withdraws the tip quickly 
and without damage to either tip or horn, 
it is claimed. Miller Electric Mfg. Co., 781 
Bounds St., Appleton, Wis. 





CLEANING EQUIPMENT—Designed for | 
cleaning a car both inside and outside, 
the Vitri-Glaze system includes a No. 65 
vacuum cleaner, a heavy-duty automatic 
polisher, three Vitri-Buff bonnets, six one- 
gallon cans of Vitri-Glaze, a PoliShop cart 
to carry.and house the polishing equip- 
ment, special accessories for the vacuum 
cleaner, and an assortment of merchandis- 
ing aids. The vacuum cleaner features a 
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NEW PRODUCTS 


less gas and oil consumption, has 
been introduced. 

It is said to dissolve gums, 
sludge and varnish from all metal 
parts of the internal engine and 
form a protective film on the metal 
surfaces. Kleen-Flo is manufac- 
tured by Penfield Products, Flush- 
ing, N. Y. 





BATTERY CHARGER—B & L Enterprises 
has introduced a portable battery booster 
and charger called the “Hot Box.” Avail- 
able with a six or 12-volt charger, the 
unit features heavy-duty steel construction, 
rubber wheels, and a six-foot cable with 
clamps. B. & L. Enterprises, 5312 Valley 
Bivd., Los Angeles 32, Colit. 

7 * 





1% horsepower motor which removes up 
to 3% gallons of liquid or approximately 
one bushel of dry material before empty- 
ing is necessary. Black & Decker Mfg. Co., 
Towson 4, Md. 





AUTO WAX—4J-Wax, an auto paste wax 
and cleaner, is being introduced by the 
makers of Johnson's wax. Packed in a 
sealed key-open can, the combination 
product is said to remove road film and 
oxidized paint uniformly without streak- 





OlL FILTER PROMOTION — This West 
Bend Electro-Server is being offered as a 
bonus by Purolator Products, Inc., Rah- 
way, N. J., in connection with its 1956 
National Filter Check Time promotion in 
April. The appliance, which can be used 
as a gift or contest prize, is included in 
@ special promotional ‘Bonanza’ package 
containing 27 of Purolator's most popular 
refills. To kick off the campaign, a series 
| of introductory advertisements will appear 
in leading automotive trade and national 
mogazines. 

ee “6 
Alemite Introduces 


2 Chemical Products 


Two automotive chemical prod- 
ucts, one for fuel systems, the 
other for conditioning cooling 





ing, and leaves long-lasting paste wax 
finsh. Washing with clear water or mild 
detergent to remove grit and heavy soil 
is the only requirement before waxing, it 
is claimed. S. C. Johnson & Son, Inc., 
1225 Howe St., Racine, Wis. 





CONTAINERS — Bathey Mfg. Co. has 
added three containers to its line of 
material handling and parts storage equip- 
ment. Available in sizes 23 by 12 inches, 
14 by 12 inches and 14 by 8 inches, the 
containers are said to feature reinforced 
corners and edges for strength and longer 
life. Two embossed runners are drawn in 
the bottom of the pans to act as guides 
for stacking. Recommended for warehouse, 
stockroom and assembly operations. 
Bathey Mfg. Co., Plymouth, Mich. 

2. ® 


Penfield Brings Out 
Kleen-Flo Additive 


Kleen-Flo motor cleaner and 
conditioner, designed to provide 


systems, have been announced by 
Alemite division of Stewart- 


Warner Corp. 
Like Alemite’s CD-2 Concen- 


trate, the new products, Alemite 
Kleen Treet and Alemite Cooling 
System Conditioner, will be mar- 
keted through jobbers to car 
dealers and service stations on a 
money-back guarantee. 

* mS 





CARPORT — Twenty feet wide and 10 


feet long, the Superport can be installed 
in concrete, or can be portable if set on 
caster, wheels. The frame and truss-type 


wrought iron supports are made of one- 


inch-square steel tubing, it is claimed. The 
side 
can be covered with various types of 


roofing materials, including canvas, fiber 


glass, aluminum or galvanized corrugated 


sheet material, it is said. Karports, Inc., 


3647 S. Peoria, Tulsa, Okla. 








rails are made of formed steel. It 





TUBELESS TIRE TESTER— The Bishman 
tester is said to provide an easy means 
of testing mounted tubeless tires for leaks 
in the casing, air seals, valve and wheel. 


The tire is rolled onto the tire handler, 
mounted on the front of the tank, and 
then swung into the tank for testing. The 
tire is rotated on rollers on the bottom 
of the handler by means of a hand crank 
at the top. The unit is said to handle 
tires up to 14-21. Bishman Mfg. Co., 
Osseo, Minn. 
S. £2 
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ANTENNA—The Electenna is an auto 
radio replacement antenna finished in 
chrome. According to the manufacturer, 
the electronic unit gives better fringe- 
area reception than a standard 54-inch 
antenna fully extended. Electrend Products 
Corp., St. Joseph, Mich. 





CIRCUIT BREAKER—Cole-Hersee has in- 
troduced a line of universal circuit break- 
ers designed for 6, 12 and most 24-volt 
systems. Offered with or without integral 
mounting bracket, the breakers are avail- 
able in ampere ratings of 6, 8, 10, 15, 
20, 25, 30 and 40 amperes. Cole-Hersee 
Co., 20 Old Colony Ave... Boston 7, Mass. 





ADDRESSER — The Master Addresser, 
model 60, is said to write names, ad- 
dresses, and other repetitive data (up to 
13 lines three inches long) on a wide 
variety of accounting forms, statements, 
checks, time cards and envelopes, writing 
up to 100 times from a single typing. 
Prints are made from a paper master 
which is prepared in an office typewriter. 
The master can be filed for future use. 
The machine occupies desk space 7 by 13 
inches. Master Addresser Co., 6500 W. 
Lake St., Minneapolis 26, Mina. 


Service Followup 


Simplicity Merchandiser has an- 
nounced a service followup record 


system for dealers which is de- 
scribed as a basic plan using one 
card with no pigeon-holes, no file 
holders and no tabs. It gives com- 
plete information about customers 
at less cost, the firm said. Addi- 
tional information is available from 
Simplicity Merchandiser, 420 N. W. 
Fourth St., Oklahoma City 3, Okla. 
+ + e 





ARM REST COVERS — Designed 
variety of colors, Easy-Fit arm rest covers, 
| molded of Tenite polyethylene, are said 
to provide an attractive way to protect 


new upholstery, or conceal worn arm 
rests. The covers are semi-flexible and 
have a soft, resilient surface. Easy-Fit 


Corp., 2212 W. Eleventh St., Los Angeles 
6, Calif. 


* * = 
be 





ae 
Me 
wt 
® 








SPARE TIRE CARRIER—The Lido spare 


tire carrier is engineered to meet the 
weight, balance and design requirements 
of modern cars, it is claimed. Custom 
design and simplified installation are 
claimed to eliminate rattling, squeaking 
and swaying, while overcoming the prob- 
lem of overhead weight by nesting the 
carrier close to the car's body. Another 
feature is said to allow the owner to 
tilt the carrier at practically any angle to 
conform to his personal tastes. The Lido 
line is available for most cars, including 
1956 models. Foxcraft Products Co., P. O. 
Box 128, Huntingdon Valley, Pa. 
* * * 


Stop Light Control Tied 


To Car Accelerator 


Instant Stop-Lite Signal Co., 3818 
N. College Ave., Indianapolis, has 
introduced a stop light control 
which operates from the accelera- 
tor. As soon as the foot is taken 
from the pedal, the stop light 
goes on. 

The firm said this gives more 
warning to the motorist behind 
and gives an additional margin of 
safety. The control does not elimi- 
nate the conventional foot brake 
light system, the company said, but 
gives quicker warning. 

~ ” * 








VALVE REFACER—The No. 626 valve 
refacer, featuring an air chuck that grips 
the valve stem in the workhead instantly, 
handles all valve heads up to 4-inch ca- 
pacity and valve stems from 9/32 to 
11/16 of an inch, it is claimed. Available 
is a special collet having a valve stem 
range from 7/32 to 13/32 of an inch. 
Valve faces can be traverse ground at 
any angle from O to 90 degrees, it is 
said. Black & Decker Mfg. Co., Towson 4, 
Md. 











INCINERATOR—The Alsto outdoor in- 
cinerator permits faster burning of damp, 
green and dry refuse, eliminates the 
hazard of burning, blowing scraps, and 
minimizes smoke and smell, it is claimed. 
Made of rust-resistant aluminized steel, 
the 20-bushel model stands 78 inches 
high and 35 inches square at the base, 
and lifts off an 8-inch-high ash pan and 
grate. The loading opening, measuring 
25 inches square, is 51 inches from the 
ground. The unit weighs 265 pounds. 
Alsto Co., 4007 Detroit Ave., Cleveland 
13, O. 

.-» a 


No-Load Finishing Paper 
Introduced by Armour 


No-Load finishing paper, said to 
solve the problem of soft particles 
sticking to the surface of the abra- 
sive, has been introduced by the 
coated abrasives division, Armour 
& Co., Alliance O. 

The paper is available in Crys- 
tolon (R) for the automotive and 


appliance industries in grits 240, 
280 and 320. 





BATTERY HEATER-CHARGER — The Fox 
battery heater-charger is designed to oper- 
ate lead-acid storage batteries at extreme 
low temperatures, it is claimed. The unit 
can be set to maintain battery at desired 
temperature automatically and indefinitely; 
charge battery at a pre-selected rate; or 
simultaneously and automatically heat and 
charge battery at proper rate, it is said. 
The unit is 27% inches wide, 234% inches 
high, and 34% inches deep. Power re- 
quirement is 60-cycle, single phase 115/ 
230 volts. Maximum D.C. output for charg- 
ing is 25 amperes while maximum A.C. 
output for heating is 500 amperes for 
6-volt batteries; 325 amperes for 12-volt. 
Fox Products Co., 4720 N. Eighteenth St., 
Philadelphia 41, Pa. 





FLASHER LIGHT—The Gen-A-Matic two- 
way flasher light, approximately 7 by 5 
by 8 inches in size, uses a neon tube 
and a nonfading, shatterproof Stimsonite 
optical lucite lens for maximum intensity 
of the beam, it is claimed. The neon tube 
is shock mounted in a two-way direc- 
tional head that rotates to any desired 
position. The unit has a vaporproof die 
cast aluminum case that is weatherproof, 
it is said. Gen-A-Matic Corp., 14741 Bes- 
semer St., Van Nuys, Calif. 
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Must Death Toll Keep Rising? oe 


10 Steps to 


CHICAGO.—The National Safety 
Council peeked into the future last 
week and made a terrifying predic- 
tion. 


The highway death toll, it said, 
will rocket to 53,000 by 1966 un- 
less firm measures are taken to 
safeguard the nation’s drivers 
and pedestrians. Some 38,000 died 
in traffic last year. 

The council’s 1966 estimate was 
based on a projection of the ex- 
pected vehicles in use and miles 
traveled by that timc. The safety 
organization believes that in 1966 
the nation will have 82 million vehi- 
cles piloted by 90 million drivers 
traveling 825 billion miles. 

In an effort to prove its death 
prediction wrong, the council has 
drawn up a 10-point program which, 
it says, is designed both to hold 
down the toll and to expedite the 
flow of traffic. Safety authorities 
agree the problems are inseparable. 

The safety group emphasized 
that the cooperation of “everyone 
who drives, rides or walks” is es- 
sential. Here’s the council’s traffic 
program: 

“1. Convince the public that the 
only real answer to the traffic 


Seat Belt Makers 
Adopt Calif. Law 
As Safe Standard 


LOS ANGELES. — Fifty - three 
manufacturers of auto seat belts 
have concluded their first national 
convention here by voting to up- 
grade standards of quality and in- 
stallation. 

Members adopted specifications or 
standards of the California State 
Highway Patrol for nationwide use. 

Only two other states—Michigan 
and Massachusetts — have limited 
regulations governing strength or 
safe and proper installation of belts. 
(Illinois requires only that vehicles 
be designed so that belts can be 
conveniently installed.) 

California law is regarded as pro- 
viding the most protection against 
shoddy webbing and hardware as- 
semblies and component parts. It 
also demands that manufacturers 
furnish installation instructions for 
mechanics and “do-it-yourselfers.” 

The group voted to change its 
name from National Assn. of Auto- 
motive Safety Belt Manufacturers 
to Automobile Safety Belt Institute. 
It now includes about 95 percent of 
the nation’s seat belt makers, along 
with manufacturers of webbing and 
hardware for belt assemblies. Carl 
A. Rupert, Chicago, is president. 


Heavenly Body 
Conn. Priest Designs 


$12,000 auto 


BRANFORD, Conn. — The Au- 
rora, a custom-built, four-door se- 
dan designed by a Catholic priest, 
has passed the drawing-board 
stage. A company has been formed 
to produce the vehicle and a sell- 
ing price “in the neighborhood of 
$12,000” has been set. 

The designer, Father Alfred A. 
Juliano, has been designing cars 
for 20 years. In 1938, he received 
a commendation from Alfred P. 
Sloan jr. for a design which 
stressed the wraparound wind- 
shield. 

Father Juliano’s car, which he 
calls the safest and most beautiful 
in the world, features 10 individual 
headlights spanning the grille. The 
sides are designed to resist shock 
and are padded with plastic, giving 
an effect of a complete wraparound 
bumper. The steering column is 
telescoped and the instrument 
panel is recessed. 

The producing firm, the Juliano 
Custom Car Corp., is capitalized at 
$150,000 and is backed by a lawyer, a 
photo engraver and an industrial 
engineer. 


Mann Opens Office 
OKLAHOMA CITY.—Mann Au- 
tomatic Transmission Co., Kansas 
City, has opened a wholesale dis- 
tribution office here at 1018 S. 
Robinson St. Martin Towery will 

be manager of the branch. 
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problem is for every individual 

not only to drive and walk sensi- 
bly and safely himself, but to join 
actively in an organized com- 
munity and national effort to see 

that others do the same. 

“If this means rougher, tougher 
traffic law enforcement—as it will 
in many places—demand, support 
and accept it! ° 

“2. Give every community the 
facts on how its traffic safety pro- 
gram stacks up against recognized 
standards—and help it bring itself 
up to or above par. 

“The Council provides the way to 
do this through its Annual Inven- 
tory of Traffic Safety Activities, 
now being used by 46 states and by 
1,140 cities. 

“3. Build as many miles of safe, 
modern accident-resistant highways 
as possible—and as fast as possible. 

“4. Use every modern technique 

of traffic engineering and law en- 
forcement to make existing high- 
ways as foolproof and safe as 

possible. 

“5. Cut through red tape, apathy 





Safety Outlined 


and legislative inertia to obtain 
uniform vehicle laws. And give the 
driver a set of simple, understand- 
able traffic rules and laws that he 
can follow from coast to coast— 
and that he can be sure will be 
enforced. 


“6. Make driver education — in 
class and behind the wheel—a re- 
quired course for every student of 
driving age in every high school. 


“]. Make it so tough to get a 
driver’s license that only a per- 
son who is physically, mentally 
and emotionally qualified to drive 
in modern traffic can get one. 


“8. Take the license away from 
any driver as soon as he demon- 
strates inability to drive as a de- 
cent, sensible citizen should drive. 

“9. Back traffic courts to the limit 
in showing errant drivers and 
walkers that it just isn’t smart or 
healthy to behave selfishly or dan- 
gerously in traffic. 

“10. Encourage constant improve- 
ment in automobile design to make 
it easier and easier to drive safely.” 
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Boston's Hudson Dealers Get Together— 


Members of the Greater Metropolitan Hudson Dealers Assn, of Boston are shown 
at a special dinner-meeting in Cambridge, Mass. Guest speaker was Hudson's top 
salesman in New England, Everett Mailloux of Adams Sales and Service, East 
Providence, R. |. Seated at the head of the table are, from left, James Towle, rep- 
resentative of station WVDA; Robert Ivaldi, association secretary; Mailloux; Clarence 
Zarren, association president; Mendel Kornitsky, treasurer, and H. F. Fenerty, Boston 
zone merchandising manager. 





REPUBLIC’S PLAN-0-GRAPH SERVICE 
helps make your parts department a fingertip operation 













What a relief and time saver to be able to find everything—instantly. That’s the kind 
of efficient operation you get when you bring all parts into true sequence with your 


factory stock list. 


To do this you simply contact your local Berger sales office. We'll send you a fac- 


REARRANGES IN SECONDS! 
Shelves can be completely re- 
arranged quickly to suit your 
current needs. There are no 
tools required. Simply lift, 
pull and re-position. Berger's 
“handy Flexi-Bilt Parts Bin with 
exclusive self-adjustment is 
one of the big line of shelving 
units by Berger. Send coupon 
for specifications and prices, 


tory-trained expert to explain the advantages of Berger’s exclusive parts department 
Plan-o-graph service. He’ll suggest a new layout for your department that will mean 
easy location of parts, quicker sales—even by inexperienced employees. Repair work 
is speeded up too. Parts, numbers and prices are clearly tagged—quickly found. 
There is less chance for “shrinkage”... for damage ... for parts “walking out.” 
Your Berger representative will recommend and furnish the factory-approved eco- 
nomical Berger standard steel units you need. And he’ll handle all installation de- 
tails. Republic’s Berger Division offers a big line of automotive shelving and racks 
to choose from—manufactured in stock sizes to accommodate all automotive mate- 
rials, including bulky parts. Call him today, or send coupon for descriptive data. 


REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 


a 5 


REPUBLIC STEEL CORPORATION 


Berger Division 
1078 Belden Ave., Canton 5, Ohio 
Please send me more information on: 


O Berger Plan-o-graph Service [( Flexi-Bile Parts Bins 
Name 

Company. 

OU ditt ihn ieiciiciniiiittiadinapuiainenienineatmmaniamntiiniiong 
Zone. 
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Sales Conditions in Various Areas 





Auto Market Reports 


Manhattan, Kans. 


New-Car registrations in Riley 
County (Manhattan), Kans., expe- 
rienced a slump in February. There 
were only 42 new-car sales, com- 
pared with 74 in January, accord- 
ing to the county treasurer’s report. 

Sales by makes: Chevrolet, 13; 
Ford, 9; Buick, 7; Oldsmobile, 
3; Studebaker, 3; Plymouth, 2; 
Pontiac, 2; Chrysler, 1; Jaguar, 
1; and Nash, 1. 

Sales in December, had totalled 
121 new units. 

Used-car sales held compara- 
tively steady, with 378 cars regis- 
tered in February, against 389 in 
January. 

Sales of new trucks dropped 
also, with only 8 units sold, com- 
pared to 12 the previous month. 
Sales by makes: Chevrolet, 4; Ford, 
2 and GMC, 2. 

Used trucks held about steady, 


with 24 registered in February and 
32 in January. —(George M. Hun- 


holz.) 
* * * 


Sioux City, Ia. 

T he new-vehiclle market re- 
mained fairly constant in Sioux 
City during February. 

New car registrations totalled 
249, compared with 252 in Janu- 
ary, while the new-truck turnover 
was 35, compared with 30 in the 
previous month. 

By make, new-car registrations 
were: Ford, 60; Chevrolet, 59 
(in January, Chevrolet led Ford, 
63 to 54); Buick, 29; Plymouth, 
28; Oldsmobile, 16; Mercury, 13; 
Pontiac, 12; Dodge, 73 Nash, 6; 
Chrysler, 5; Cadillac, 3 
3; Studebaker, 3; Packard, 2; De- 
Soto, As Hudson, 1, and Willys, 1 

Truck registrations were: Chev- 
rolet, 13; Ford, 7; International, 7; 


SURE 





Dodge, 4; GMC, 2; Diamond T, 1, 
and Studebaker, 1. 
. + * 


Eugene, Ore. 

New-car and truck sales dropped 
20 to 25 percent during January 
and February this year as com- 
pared with the same months of 
1955, according to first-hand re- 
ports from the 14 veteran dealers 
of Lane County (Eugene), Ore. 
This was accounted for by the 
almost total elimination of workers 
in the logging industry. 

Plans are under way to form 
a new and used-car salesman- 
agers association, and invite in 
bankers and finance company 
representatives. They will put 
forth their best efforts to curb 
the “long deal” and selling of 
cars at a loss. 

In spite of the inclement winter, 





CURES 


FOR 


“SALES LURES” 


Some dealers seek quick profits by advertising “‘no 
down payment”’ and extravagant “easy terms’’, as 
lures to sell new cars to used car incomes. 

Other dealers build larger sales plus repeat profits 

. by selling right cars on right terms to customers 
who can afford them! These are sure cures for “sales 
lures”. Considerate selling builds sales and profits . . . 
while deceptive selling forfeits public confidence 
and profitable repeat business. 








lie the Pl that plant jor you 


GENERAL MOTORS ACCEPTANCE CORPORATION 


Let the flexible GMAC Thrift-Guard Plan help 
you in meeting ail real financing needs! Its sure 
economy and extra benefits give you sound credit, 


for continuing profit! You gain 


(1) Control of the whole transaction. 


(2) Gross from time contracts. 


(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


GMAC 


an PAYME NT 


PLAN 


General Motors Dealers in 
CHEVROLET « PONTIAC 
OLDSMOBILE « BUICK 


new cars, and used cars 


repossessions are at a minimum. 
—(F, K. Haskell.) 


* * * 


Akron 


New-car sales in Summit Coun- 
ty (Akron), O., took a sharp up- 
turn in February. Registrations 
totalled 1,916, an increase of 20 
percent over January’s 1,597. Vol- 
ume was 6 percent above Feb- 
ruary, 1955. 

Registrations of cars and trucks 
for the year to date are running 
nearly 10 percent ahead of the same 
months in 1955 when sales hit an 
all time high. 

Dealers said there were at least 
two factors accounting for the 
February . One was in- 
tense sales activity and the other 
was the slight improvement in 
the economic situation. 

February truck sales, at 186, 
were 35 percent higher than this 
month last year. 

After leading the first month, 
Chevrolet fell behind Ford in Feb- 
ruary. As a result, Ford held a 
lead of 776 to 716, as of March 1. 
Plymouth has regained third place 
from Buick, topping its rival, 408 
to 348. The two-month total showed 


The GMAC 
Thrift-Guard Plan 
available to 


CADILLAC 


of all makes 
















Oldsmobile a nose ahead of Pon- 
tiac, 234 to 232.—(Joe Kuebler.) 
+ * = 
Indianapolis 

Ford regained first place from 
Chevrolet in new-car registrations 
in Indianapolis during February. 

After trailing, 462 to 459, in Jan- 
uary, Ford jumped in front, 417 to 
367, in February, to lead for the 
two-month period, 876 to 789. 

Registrations for all makes 
combined fell to 1,669 in Feb- 
ruary from 2,145 recorded in Jan- 
uary. Truck registrations, how- 
ever, were up from 176 in Janu- 
ary to 198 in February. 

Following Ford and Chevrolet, 
other new-car makes scored as fol- 
lows: Buick, 169; Pontiac, 134; 
Plymouth, 131; Oldsmobile, 116; 
Dodge, 74; Cadillac, 53; Mercury, 
48; Chrysler, 42; Studebaker, 37; 
Nash, 21; DeSoto, 17; Packard, 13; 
Hudson, 9; Lincoln, 6; Volkswagen, 
5; Willys, 4; Imperial, 2; Conti- 
nental, 1; Jaguar, 1; MG, 1, and 
Triumph, 1. 

Truck registrations were: Chev- 
rolet, 65; Ford, 40; International, 
38; Dodge, 22; White, 18; GMC, 10; 
Willys, 3; Plymouth, 1, and Stude- 
baker, 1. —(C. L. Kern.) 


* * * 


Columbus, O. 


A modest gain in new-car regis- 
trations marked February in Frank- 
lin County (Columbus), O. The to- 
tal was 2,356, compared with 2,225 
in January. In February of 1955, 
the total was 2,115. 

Registrations of new _ trucks, 
meanwhile, rose from 161 in Jan- 
uary to 207 in February. A year 
ago, February new-truck registra- 
tions were 184. 

By make, new-car registrations 
were: Chevrolet, 653; Ford, 619; 
Plymouth, 196; Buick, 187; Olds- 
mobile, 157; Pontiac, 137; Dodge, 
100; Mercury, 81; DeSoto, 49; 
Cadillac, 41; Chrysler, 36; Nash, 
23; Volkswagen, 15; Studebaker, 
14; Hudson, 11; Lincoln, 11; 
Packard, 10; tn 7; Willys, 
5; and Mercedes, 1. 

Truck registrations were: Chev- 
rolet, 59; Ford, 54; GMC, 32; In- 

ternational, 26; Dodge, 19; White, 
7; Reo, 5; Mack, 2; Fixible, 1; 
Studebaker, 1, and Willys, 1. 

Tax-paid used-car transactions in 
February amounted to 4,865 com- 
pared with 4,779 in January. A 
total of 250 used trucks were 
moved, compared with 234 in the 


previous month. —(Bert Strang.) 
* * 7 


New Orleans 


New-car registrations during 
February in New Orleans dipped 
again to a total of 1,762 units, com- 
pared with 1,905 in January and 
2,077 in February of last year. 

Truck registrations amounted to 
262 in February, compared with 
343 in January and 256 for the 
corresponding month of 1955. 

Car registrations by individual 
makes were: Chevrolet, 617, Ford, 
412; Pontiac, 190; Buick, 132; 
Oldsmobile, 108; Plymouth, 69; 
Mercury, 64; Studebaker, 47; Cad- 
illac, 29; Chrysler, 23; DeSoto, 
20; Dodge, 19; Lincoln, 11; Pack- 
ard, 9; Volkswagen, 8; Porsche, 
1; Hudson, 1; English Ford, 1, 
and Willys, 1. 

Truck sales were: Chevrolet, 97; 
Ford, 83; International, 50; GMC, 
12; Dodge, 6; Diamond T, 4; Stu- 
debaker, 4; White, 2; Willys, 2; 


Reo, 1, and Mack, 1. —(Gordon 
Hebert.) 
* x * 
Cincinnati 


New-car registrations in Hamil- 
ton County (Cincinnati), O., dur- 
ing February totalled 3,055, an in- 
crease of 351 units over the Jan- 
uary total of 2,704. 

New-car registrations by make 
were: Chevrolet, 808; Ford, 551; 
Oldsmobile, 364; Buick, 310; 
Plymouth, 248; Pontiac, 198; Mer- 
cury, 149; 98; Cadillac, 
68; Chrysler, 52; ‘Nash, 46; Stu- 
debaker, 39; DeSoto, 30; Volks- 
wagen, 17; Packard, 15; Hudson, 
14; Lincoln, 10; Imperial, 3; MG, 
1; Jaguar, 1, and Mercedes- 
Benz, 1. 

New-truck registrations in Feb- 
ruary reached 274, compared with 
199 in January. The totals by make 
were: International, 68; Ford, 61; 
Chevrolet, 58; Dodge, 29; Divco, 17; 
White, 16; GMC, 7; Mack, 5; Stude- 
baker, 5; Diamond T, 3; Willys, 2; 
Reo, 1, and miscellaneous, 1. 

A total of 3,744 used cars was 

(Continued on Page 75, Col. 1) 
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Woman in a Man’s World... 





She Sells Volkswagens 


By Ed Brown 
Staff Correspondent 

NEW YORK.—A woman in a} 
man’s world can’t rely on femini- 
ty, she must know the product from 
bumper to bumper, contends Doro- 
thy M. Mattimore, a saleswoman 
for Fifth Avenue Motors, Inc. 
(Volkswagen). 

In fact, an automobile sales- 
woman must play down her fem- 
inity. Conservative dress and a 
minimum of makeup are essen- 
tial to placate the wives and fe- 
male companions of men cus- 
tomers, she said. 

“Basically,” Miss Mattimore ex- 
plained, “any woman will be suspi- 
cious of another who is dressed to 
the teeth. She’ll be afraid her com- 
panion is succumbing more to fem- 
ine charms than to the merits of 
the automobile.” 

When dealing with a husband 
and wife, Miss Mattimore attempts 

to win the wife first. 

“When a woman enters the show- 
room alone,” she says, “we invaria- 
bly hit it off well. She apparently 
feels she is talking to someone who 
understands her problem.” 

Another big difficulty in cus- 
tomer relations occurs when she 
encounters a man who is unac- 
customed to discussing technical 
matters with a woman. 

These gentlemen, she explained, 
feel that a woman is innately in- 
capable of understanding the finer 
technical points of an automobile, 
and therefore is ill equipped to 
tender the information they are 
seeking. 

Some can be convinced, she said. 








Dealer Jordan 
Named President 
Of St. Louis Group 


ST. LOUIS.—Irvin F. Jordan, St. 
Johns Motor Car Co. (Chrysler- 
Plymouth), was elected president 
of the Greater St. Louis Automo- 
tive Association, Inc., at the group’s 
48th annual meeting. 

Other new officers are Thomas 
E. Costello, McMahon Pontiac Co., 
vice-president; C. A. Gilbert, Gil- 
bert Buick, Inc., treasurer, and Fay 
Hahn, secretary. 

Directors chosen for two-year 
terms were Clark M. Compton, 
Compton Motors, Inc. (Nash); Ray 
E. Nolting, Ray E. Nolting Oldsmo- 
bile Co., and A. H. Roeper, Roeper- 
Danz, Inc. (Ford), all reelected, and 
Lester Francis, Francis Chevrolet 
Co., and Ben Lindesbusch (Stude- 
baker). 


Holdover directors are Jordan, 
Costello, Gilbert, Michael Bilgere, 
Bilgere Chevrolet Co., and David 
Riesmeyer, Riesmeyer Motor Co. 
(Ford). 


Transfer Reaudit 
Due in Washington 


SEATTLE.—The State Tax Com- 
mission plans a reaudit of those 
dealers who have a deferred assess- 
ment outstanding covering the tax 
on accommodation transfers, the 
Washington State Automobile 
Dealers Assn. has informed its 
members. 


The association advised dealers 
to consult John Newlands, WSADA 
attorney, when they receive their 
debits on the reaudit. 


After conferring with the Tax 
Commission, Fred K. Eells, 
WSADA manager, said, “Apparent- 
ly they will assume on the reaudit 
that all these transfers were made 
to fill an existing order and that 
they were incidental. They also 
may reexamine transfers which in- 
volved additional. charges with the 
idea of allowing out-of-pocket 
costs.” 


Prior Plant Burns 


MIDDLETOWN, O. — Flames, 
spreading quickly after a sudden 
flash of fire, leveled the plant of 
the Prior Products Inc. Loss was 
set at $1,500,000. The plant manufac- 
tured truck gasoline tanks, auxili- 
ary fuel tanks and other automo- 
tive equipment. 


| With them, it is simply a matter 


of leading the conversation so that 
the male “feels his superiority and 
believes he is telling me all about 
the inherent characteristics and 
values of our automobile.” 

Others, however, remain adamant 
and must be turned over to the 
sales manager. 

Children are another hazard, 
she said, because of their tenden- 
cy to interrupt at crucial points 
of a sales pitch. Miss Mattimore 
has solved this problem fairly 
well. 

When children visit the show- 
room with their parents, she opens 
her desk drawer, which is crammed 
with chocolates, hands them out 
liberally and maneuvers the young- 
sters into the back seat of a car 
on the showroom floor. A generous 
supply generally will keep the chil- 
dren there until the sale is com- 
pleted. 


Following graduation from 








Hunter College, Miss Mattimore 
worked at several jobs in New 
York’s garment center. 


One night, she happened across 
a want ad placed by a foreign-car 
dealer. With no expérience, and 
knowledge only of “how to shift 
an automobile without stripping the 
gears, learned imperfectly . while 
studying abroad,” she applied for 
the job and landed it. 

The first few months were 
hectic. She discovered there was 
far more to an automobile than 
just driving it, and that most 
foreign car enthusiasts were 
“bugs for knowing every dimen- 
sion and specification relative to 
each foreign make” and expected 
sales personnel to discuss these 
matters with them intelligently. 

She memorized them all and soon 
could rattle off stroke, piston speed, 
gear ratios, etc., with the best of 
them. 

She spent two years in that job 
before joining Fifth Avenue Motors. 

Miss Mattimore’s long-range plan 
is to own a small suburban Volks- 
wagen dealership. She believes 400 
units a year would be the perfect 
number and she has definite ideas 
on running a profitable service sta- 
tion, which she is confident would 
make the whole operation pay off. 








Banking on Rambler— 

Bledsoe Nash Motor Co., Shreveport, La., put a 1956 Rambler Cross Country station 
wagon on display in the Commercial National Bank in connection with Nash's Show, 
Place and Win promotion. The campaign is designed to place Nash and Rambler 
models on display in high-traffic places. 


‘Automatic transmissions work best with ° 
Quaker State Quadromatic Fluid!” 


Every automatic transmission—and 
there are more millions of them on the 
road every year—needs a regular fluid 
change, works best when that fluid is 
Quaker State Quadromatic. The re- 
sult of years of research and devel- 
opment, Quadromatic Fluid surpasses 
all others in quality and performance. 
It’s fully approved for all makes of 
cars. Gives smoothest performance 


and complete protection from wear. 
Check these Quadromatic Qualities: 
Super stability and heat resistance. 


Will not thicken, form sludge or 
varnish. 


Extra oiliness for smoother shifting. 

Prevents scoring, scuffing, and wear. 

Flows freely—even at 40 degrees 
below zero. 

Mixes with other qualified fluids. 





QUAKER STATE OlL REFINING CORPORATION, Oil CITY, PA. Member Pennsylvania Grade Crude Oil Association 








Lay That Pencil Down 


“F)ON'T sign that order until you 

see us,” warned Berry Chev- 
rolet Co., St. Paul. The ad cau- 
tioned prospects, “Don’t be fooled 
by a phony, fantastic deal from a 
salesman,” and “Don’t be taken 
for a sleighride by high finance 
charges.” , 

* * * 


Learn the Truth 


- A full-page announcement, the 
Walla Walla (Wash.) Automo- 


down payment,” exaggerated over- 





allowances and easy finance 
Borts Wins Packard— charges. 
“There is more to this than 


As Pacific division winner in Packard's 


i test, And Borts, left, 
eo oe, cee hee daeieen | local Walla Walla dealers have 


of Simonson-Schactmayer, Inc. (Packard), 1 ‘ 
Santa Monica, Calif., is awarded a Carib- | nothing to hide. They . . . protect 
bean and receives congratulations from your interests through honest bus- 
George A. Wagner, executive vice-presi- | iness practices. 

Buyers aiso were reminded that 


dent, Earle C. Anthony, Inc., California 
Packard-Clipper distributor. “your Walla Walla new-car dealer 
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METAL PRODUCTS, INC. 
General Offices: 

390 Monroe Avenue 
Avrora, Illinois 

Factories: 

Avrora, Wlinois 

York, Pennsytvania 





bile Dealers Assn. urged the pub-| 
lic to learn the truth about “no| 


meets the eye,” the ad said. “Your | 


| 





SLIDING SHELVES slip into position in 10 seconds or less. 


DIVIDERS are instantly adjustable—no nuts, no bolts, no springs. 
STRENGTH-exclusive side flange reinforcement on shelf adds unusual 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


services the car he sells — before 
and after you buy.” 


* * * 
Suddenly. It’s Spring 
HEN spring arrives, the “new- 
car bug” starts biting, Bob 
Knowles Ford Co., Minneapolis, 
declared, “but those who will en- 
joy the first balmy days most are 


|those who have already bought 
}their new cars.” 


The company advised, “Come to 
Bob Knowles Ford and get the 
facts no fantastic giveaways, 





Free Repairs for Year 
Offered with Used Cars 


Free repairs for a year—with 
no mileage limitation—were of- 
fered used-car buyers by Ralph 
Pontiac, Rochester, N. Y. 

The dealership said the war- 
ranty was backed by an insur- 
ance company. 
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just the facts — on what it will 
cost to greet spring in a beautiful 
new Ford.” 

* * * 
Check of the Month 


‘ex newly designed check of 
Dave Towell, Inc. (Cadillac- 
Oldsmobile), Akron, has been se- 
lected as “Check of the Month.” 

The award is made by Todd Co., 
Rochester, N. Y., manufacturer of 
protected, insured checks. The 
check features the Oldsmobile and 
Cadillac trademarks and _ trade- 
names in gold and gray on a gray- 
green background. 

* * * 


Dealer Details Evils 


CHITA Car Market Exploded 
—Byron Stout Pontiac Dares 
|to Tell the Truth,” is the headline 
|of an ad published by Byron Stout 
| Pontiac, Wichita. 
| The ad exposes gimmicks, packed 
lprices and overallowances “for 
what they are” and emphasizes that 
|Stout resorts only to reasonable 
| offers and terms. 
| The ad also gives details of the 
| Pontiac written warranty and ex- 
plains the Stout used-car opera- 
tion and its guarantee system. 
“Our reception from the people 





rT 


} 
Weer te ets ees Se 


DEALERS 


STANDARD PRODUCTS 





of Wichita has been very hearten- 
| ing,” W. R. Mulhern, sales man- 
| ager, said. “We feel that this (type 
of ad) will become a trend 
|nationally before this year is out.” 
| * * * 


Cadillac Leasing 


HE three St. Louis Cadillac 

dealers cooperated in an ad- 
vertisement offering to lease 1956 
Cadillacs for $142.50 per month. The 
advertisement said there was noth- 
ing else to pay except gasoline and 
washing. 

The advertisement was signed 
| by Forest Cadillac Co., Lind- 
burg Cadillac Co., Clinton Cad- 
illac Co. and said the lease 
covered yearly depreciation, in- 
terest on down payment, collison 
and comprehensive insurance, 
state sales tax, license and 
title, finance charges, personal 
property tax, cost of lubrication 
and oil as compared with buying 
@ car. 

Cost of service and repairs was 
nct included in the regular lease 
but this extra service was avail- 
able at a flat charge of $10 extra 





per month and personal liability 
insurance could be included for 
$7 per month. 
* tk * 
‘We Are Proud’ 
OTAN Motor Co. (Ford- 





Mercury), Rotan, Tex., took a 
full-page ad in the Rotan Advance 
to recount the achievements of its 
ten years in the community and 
to tell its pride in its products. 


“We have sold over 2,100 cars 
and trucks and have performed 
service operations on over 25,- 
000 cars and trucks. Our payrolls 
during this period have _ ex- 
ceeded $233,000,” the ad said. 


Rotan said in the advertisement 
that more than 100 customers had 
bought three or more cars and 
trucks in the ten years. “We are 
proud of our organization . ... we 
believe that satisfied customers 
are our chief assets,” the ad said. 

~ ed * 


‘Someone Pays . . .” 


“T)ON’T Be Misled” is the theme 
of a newspaper-ad warning 
presented by the Elkhart (Ind.) 
Auto Dealers Assn., which ex- 
plained “gimmicks, giveaways, wild 
promises and free this and that.” 
“One of the joys of earning 
money is the Privilege of spending 
it where and when you please, but 
common sense should govern ex- 
penditures,” the ad said. 

“Every auto dealer must pay 
the manufacturer the same price 
for each unit he sells, and each 
dealer must make a profit to stay 
in business. Someone has to pay 
for the gimmicks and the cost of 
advertising those ‘tremendous 
deals.’ 

“Your new-car dealers are in bus- 
iness today, and will be in the years 
ahead, because they offer the best 

automotive quality available, and 
stand solidly behind the cars they 


sell.” 
x x Of 


Salesman’s Sale 


HALF-PAGE, vertical color 
comic page ad of Davis Buick 
Co., Dayton, O., has created in- 
terest among advertising circles. 

A congratulatory letter from 
the Dayton Daily News and 
Journal Herald to Bridges-Sharp 
& Associates, Inc., the advertis- 
ing agency, stated that it was 
the first advertisement of its 
kind used in the U. S. 

The ad announced Davis’ annual 
used-car sale in which the sales- 
man who sold the most cars in 
the month received a cash bonus. 
One week it was positioned next 
to “Snuffy Smith,” the next “There 
Oughta Be a Law.” 


Sales Leadership 
Set as AC’s Goal 


FLINT.— AC Spark Plug sales 
executives from across the nation 
have been told in a conference’ here 
that AC seeks sales leadership in 
every one of its lines. 

E. H. Francois, replacement sales 
manager, said that the General 
Motors Corp. division’s sales cam- 
paign backed up the “best products 
in the industry, prices that are 
competitive, the largest advertising 
program and leadership in sales 
manpower.” 

“I know of no market where 
opportunities are so unlimited as 
they are in the replacement indus- 
try,” he said. 
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I gg WAS a cold December night 
somewhere east of Tuscarora, 
Pa., when the top blew off a 49 
Plymouth convertible — “sorta 


yella” and named Angel, The 
young fourth-grade teacher on her 
way back to New York from visit- 
ing her parents, anchored it down 
again with baling wire. When she 
got home she patched the holes in 
Angel’s top with some of her hus- 
band’s sailing-twine. 

A week later Dorothy Olsen, our 
intrepid school teacher, started to 
chalk-up thousands of dollars as a 
contestant on the TV show “Name 
That Tune.” It’s one of those pro- 
gressive quiz shows that go on for 
weeks. The morning after she won 
the first $1,000 she and Angel ar- 
rived at school on schedule. 

Victor, one of her “brightest 
imps,” came hurtling out and 
almost jumped through the car 
window, shouting, “Miss Olsen, 
Miss Olsen, now’re ya gonna get 
a new top for Angel?” The kids 
in her class nicknamed her car 
Angel, they said, “because it 
brings you to school every day.” 

Clear- skinned with beautiful 
long-lashed eyes and a slightly re- 
trousse nose, reminiscent of Gloria 
Swanson, Dorothy is one of those 
junoesque women who evidently 
go over well on TV. If TV does 
nothing else for us, it may change 
the style in feminine figures. I’m 
sure a lot of men will rejoice with 
me at any trend away from the 
bony. 

When I found out that Dorothy 
had named the tunes to the tune 
of the maximum prize, $25,000, I 
had a hard time with her. It seems 
that Angel and her kids outweigh 
her interest in her good fortune. 


DuPont Urges 
Dealers to Order 


Antifreeze Now 


WILMINGTON, Del. — When 
customers want antifreeze, they 
want it immediately, declared T. A. 
Parriott, duPont Zerone and Zerex 
sales manager, as he advised deal- 
ers to order next winter’s supplies 
now. 

He cited the possibility of de- 
livery delays caused by a rush of 
late orders and subsequent trans- 
portation tieups and pointed out 
that such delays mean disap- 
pointed customers and lost profits 
for the dealers. 

Ordering supplies well in ad- 
vance, he said, enables the dealer 
to offer a complete winterizing 
program as soon as the thermome- 
ter begins to dip. 

In addition, he said, early instal- 
lations extend the antifreeze sales 
season. Also, dealers can pick up 
extra sales from outlets that did 
not have the foresight to order 
early enough to supply the big 
first-freeze demand. 


Italy’s Production 


Soars to Record 


TORINO, Italy.— Italian vehicle 
production climbed 24 percent in 
1955 to a record 268,756 units, ac- 
cording to the National Assn. for 
the Automotive and Affiliated In- 
dustries. Output of cars, trucks, 
vans and buses was 216,700 in 1954. 

Spearheading the rise was a 27.7 
percent increase in car output. The 
industry built 230,833 cars in 1955 
compared to 180,769 the previous 
year. 

Exports soared to 74,645 vehicles, 
als> a record. The total was 69.1 
percent ahead of 1954’s total of 
44,136. Germany and Austria were 
the chief export markets, account- 
ing for 33,862 units. 








Recell Takes Buick Deal 


Goldsbury Buick, Tiffin, O., has 
been sold to an organization to be 
known as Russell Buick, Inc., C. S. 
Russell, head of the new dealership, ; 
has been associated with Buick in 
Pittsburgh. | 


So I just let her talk—about Angel. | 990% 
+ * * st 


“IT’S a wonderful car. I adore it. 

It’s a ’49 that I bought in ’48— 
like the Sunday paper on Saturday 
night. It has 157,000 miles on it 
and I still get 17 miles to the gal- 
lon. Of course, every 1,000 miles 
when I have the oil changed I 
have to add a quart. But, it’s the 
only car with one green plastic 
wind-wing—a truck backed into 
me. 


a record for RCA Victor—both 
sides—‘The Little White Duck’ and 
‘The Fox.’ I used to sing them to 
the kids when the devil got into 
them. When they asked me to sing 
‘The Little White Duck’ on the 
program—you know the way they 
do—and I had to stop before I'd 
finished—timing you know—every- 
body wrote in and asked them to 
let me finish. Next week they did.” 

I asked her if she was still 
going on teaching. 

“‘T’m awfully torn. I’ve had let- 
ters from all over and everybody 
tells me I should teach on TV. 
They even said I'd be selfish not 
to! A couple of networks talked to 
me and I’m going to go to TV 
school nights. It’s so hard to de- 
cide. A lot of high school boys and 


“And, Oh,” she said, “I’ve made 





Lake St. Nash Opens in Minneapolis— 


Featuring a five-car showroom, Lake St. Nash, Inc., has been opened in Minneapolis. 
Officers are Allen H. Jacobson, president and manager;-Charlotte G. Jacobson, vice- 
president, and Veva M. Leonard, secretary. Jacobson formerly was a Chevrolet and 


Dodge-Plymouth dealer. 


girls wrote me that after they 
heard me they decided to become 
teachers. And the people who do 
recruitment for teachers said I'd 
done at lot of good. 

“People are so nice! Imagine! 


I got a letter from a family way 
out in Madison, Wis., inviting 
me to come and visit them any- 
time I want to!” 

Dorothy is Scotch-Irish, studied 


voice scholarship at Syracuse, but 
graduated from N. Y. State Teach- 
ers College. 
* * + 

HE had to divide the $25,000 

with her partner on the pro- 
gram and Uncle Sam got his slice 
of course, But it still ain’t hay. So 
I asked her if she was going to 
buy a new car now. 


“Oh, no! I couldn’t bear to 
part with Angel!” For some rea- 
son she was highly amused when 
I mentioned two-car families. 

P. S. Kinda makes me think of 
the days when almost everybody 
kept a car long enough for it to 
become a friend instead of just a 
casual acquaintance. Sometimes 
you loved the darned thing for its 
faults just the way you do your 
favorite people. At least you got so 
you hesitated to change known 
peculiarities for the unknown. 

On the plus side today... a lot 
more people can own cars. Trying 
to hold back progress never did 
anyone any good. Besides it just 
can’t be done. Seems you always 
have to give up something for 
every little thing you gain. And, 
somehow, knowing what you've 
given up adds to the appreciation 
of what you get. At least that’s 


voice “a little in Boston,” had a! been my experience. 












... at open throttle high 


POSITIVE LOW SPEED “HIGH » 
VACUUM” OIL CONTROL 


Low speed oil creep around 
the side of the ring is pre- 
vented by using anaccurately 
machined separator which 
supports the cylinder con- 
tacting rails throughout their 
depth and circumference and 
prevents rocking. This pro- 
vides uniformly close clear- 
ance between the groove wall 
and the rail without reducing 
the free action of the ring 
in the groove. 








Ordinary Steel Spacer 
lacks broad support to 
prevent rocking in the 
groove. Sides of the spacer 
are not machined. Lack 
of machining prevents a 
uniformly close clearance 
between the groove wall 
and the rail, so oil passes 
around back of the ring. 


Did you hear wha} the man cai... 















RINGS HAVE cRACKES THE 


ORDINARY 
STEEL SPACER 


3 


Gaia 


speeds and at high-vacuum, low throttle speeds 


POSITIVE OIL CONTROL 
AT HIGH SPEEDS 


High speed “‘flutter”’ or “‘surf 
boarding” is controlled by 
special flexible reverse loop 
expander which provides a 
more uniform high unit pres- 
sure on the two cylinder con- 
tacting rails. The rails are 
chrome armored but are pre- 
lapped and heat shaped for 
rapid break in. 


WILL NOT GOUGE 
OR SCUFF CYLINDER WALL 


The spacer will not gouge or 
scuff the cylinder wall be- 
cause it is made of electric 
furnace iron. It is another oil 
ring in itself with built-in 
tension and two additional 
scraping edges. With the two 
chrome armored rails and 
the two oil scraping edges on 
the spacer, the 400 oil ring 
is really two rings in one. 





























Millions of installations have proved be- 
yond a doubt that Chrome Control Leak- 
Proof Piston Ring sets will outperform an 
other piston ring set regardless of kind, 
design or price. For quick seating, no wait- 
ing for break in, satisfied customers and 
more money in the till, start using them 
today. They’re guaranteed. 





PISTON 
RINGS 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS « « e TORONTO 
LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 
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formerly McQuillan’s assistant, has| been promoted to general manager 
been moved up to manager in|of research and engineering opera- 


Technical PERSONNEL CHANGES 


Charles E. Davy has been ap- 
pointed consultant on the executive 


staff at Aluminum Industries, Inc., 


Cincinnati. 

Davy has been associated with 
Denby Motor Truck Co., Ford Mo- 
tor Co., Paige Motor Co., and Uni- 
versal Products. For the past 33 
years, he has been with Chrysler 
Corp., where, at the time of his re- 


tirement, May 1, he was director of | 


engineering operations and member 
of the engineering board. 
* * Ed 
Van Tassel Selected 
Robert M. Van Tassel has been 
appointed head industrial designer 
for Joy Mfg. Co., attached to the 
Pittsburgh executive staff. 
* og + 


Leese Leaves Bendix, 


Joins Houdaille-Hershey 


Sidney E. Leese, formerly an 
executive of Bendix Aviation 
Corp.’s research laboratory division, 
has been appointed chief engineer 





of Houdaille-Hershey Corp.’s auto- 
motive division. 

Leese specialized in hydraulics 
|research during the five years he 
| was associated with Bendix. Earlier 
|he held engineering positions with 
|the Detroit Tank Arsenal, Gar 
| Wood Industries, GMC Truck & 


division and Vickers, Inc. 
2 ad + 


| Federated Metals Shifts 


Baumann, Two Others 


Federated Metals division of 
| American Smelting & Refining Co. 
| has promoted the following person- 
nel: 

George M. Baumann, formerly 
assistant general manager of the 
midwestern department, has been 
transferred to New York as assist- 
ant to Frederick Walker who is as- 
sistant to the president. James F. 
McQuillan, formerly manager of 
the Houston plant, takes Baumann’s 
earlier position. M. Robert Herman, 





Coach division, GMC diesel engine | 





| Kirby, Sergeys, McKim 


Houston. 
cd * 


Knox and Adamec Take 


New Sintercast Jobs 

John D. Knox has joined Sinter- 
cast Corp. of America as manager 
of production. 


tions at Baton Rouge and Houston 
to succeed Kirby. Dr. Paul A. Mc- 
Kim, assistant director of process 
development, succeeds Sergeys. 

* a * 


Hicks Joins Council 
Everett M. Hicks, manager of the 


| grinding machine division of Norton 


Inc., Big Rapids, Mich. manufac- 
turer of deep-hole drills, trepanning 
tools and adjustable gauges. Bier- 
man formerly was chief engineer 
of Madison Mfg. Co., Muskegon, 
Mich., maker of boring tools. 

* * * 


Bendix Aviation Names 


Fontaine Vice-President 
A. P. Fontaine has been elected 


John B. Adamec has been ap-| Co. Worchester, Mass., has been| engineering vice-president and a 
pointed chief metallurgical engi-| named to serve as a member of the| member of the administration com- 


neer. 
* ok + 


Westinghouse Names Bechtold 


James H. Bechtold, advisory met- | 
allurgist in the metallurgy depart- 
ment of the Westinghouse Research 
Laboratories, Pittsburgh), has been | 
named manager of that depart-| 


ment. 
” * * 


Ethyl Promotes Turner, 


Dr. George F. Kirby, who joined 
Ethyl Corp. as a chemist 15 years 
ago, has been elected research and 
engineering vice-president. 

He succeeds B. Bynum Turner, | 
who has been elected executive 
vice - president, a new position. 
Francis J. Sergeys, director of the 
chemical engineering division, has 





_ Today’s Fastest and 
Most Satisfactory Refinishing 





@ Outstanding in workability, 


durability 


and appearance! 


ORE and more paint shops are finding they do 


faster, more 


economical work that gives cus- 


tomers ytmost satisfaction when they use Ditzler’s 
famous DITZCO Quickset Enamels with Ditzler’s 
202 FLO-DRY Enamel Reducer. 


@ Primarily designed for refinishing metal bodies, 
DITZCO Quickset Enamels are made from the 
same basic formulas used for many of today’s new 
passenger cars and commercial vehicles. The con- 
sistently dependable performance of these enamels 
has been one of the chief reasons for Ditzler’s 
growth to the largest exclusive manufacturer of 
automotive finishes. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 





PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS > 


FLO-DRY 


AF 


Machine Tool Manufacturers Indus- 
try Advisory Council by the 
Business and Defense Services 
Administration of the U.S. Depart- 
ment of Commerce. 

* * * 


L-O-F Appoints Harr 


Claude F. Harr has been named 
to the sales technical service de- 
partment of L-O-F Glass Fibers 
Co. Harr is associated with Hugh 
W. Paul, sales technical service 
manager, in providing the com- 
pany’s sales divisions and customers 
with technical information on its 
glass fiber products. 


* Bd * 


Bierman Joins Madison 

Willard F. Bierman has been 
appointed sales and engineering 
manager of Madison Industries, 


r ‘ ‘, 
‘igre ——— Sj 


DITZLER 


ENAMEL REDUCER 


WEDGEWOOD BLUE 
DQE-11412 





@ These popular DITZCO Enamels are available 
in hundreds of solid colors, in a wide range of 
polychromatic and symphochromatic hues, and 


in blacks, whites and silver. 


@ When combined with recommended propor- 
tions of Ditzler’s 202 FLO-DRY Enamel Reducer, 
DITZCO Enamels give you smoother flowout and 
an earlier initial set. This special thinner assures 
harder drying, better leveling, higher luster and 


longer-lasting beauty. Shops 


doing fleet painting 


find 202 FLO-DRY unusually helpful because of 
the speedier through drying required for taping 


and handling. 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


FIBER GLASS 





mittee of Bendix 
Aviation Corp., 
Detroit. 

Fontaine, engi- 
neering director 
+for the past year, 
supervises one of 
the nation’s larg- 
est engineering 
staffs. It includes 
|}more than 9,000 
persons in the 24 
manufacturing di- 
visions of the 
corporation and the Bendix aviation 
research laboratories. The adminis- 
tration committee is the corpora- 
tion’s central management group. 

* * ok 





A. P. Fontaine 


Temco Appoints Kimball 


Richard P. Kimball has joined 
Temco Aircraft Corp. as chief in- 
spector of major assemblies and 
flight operations, according to John 
A. Maxwell jr., manufacturing vice- 
president. Kimball formerly was 
with Boeing Airplane Co. He left 
Boeing in 1953 to become quality 
manager for Hudson special prod- 
ucts division, now the special prod- 


ucts division of American Motors. 
* « . 


SKF Selects Detroit Aide 


W. L. Aiken now is serving as 
senior automotive engineer at the 
Detroit office of SKF Industries, 
Inc., at 2820 E. Grand Blvd. 

* 7. 7 





Research Promotions 


Announced by Eaton Mfg. 


The appointment cf Sidney Old- 
berg as automotive research direc- 
tor, with headquarters in Detroit, 
and Andrew S. Gill jr., as central 
research division manager in Cleve- 
land has been announced by Eaton 
Mfg. Co., Cleveland. 

Oldberg, since joining Eaton in 





A. 8S. Gill jr. S. Oldberg 


1945, had been in charge of re- 
search engineering and develop- 
ment engineering at the Detroit 
Laboratory. Gill who joined the 
firm in 1946, has been assistant 
manager of research at the central 
research division since last August. 
a” cS x 


Bendix Shifts Gagg 


Rudolph F. Gagg has been named 
group executive and staff engineer 
for the eastern division of Bendix 
Aviation Corp. 

* Ea * 
Terry Joins Detroit Firm 


John C. Terry jr., has joined Ma- 
chine Products Corp., Detroit, as 
chief engineer with special respon- 
sibilities for developing inspection 
techniques for use with the “Ro- 


tab” universal checking table. 
+ * * 


Westinghouse Appoints Two 


William L. Borden and C. R. Eis- 
enschmidt have been appointed to 
new posts in the atomic power ac- 
tivities of Westinghouse Electric 
Corp. 


* * * 


Benedict Appointed 


Appointment of D. B. Benedict as 
a vice-president of Carbide & Car- 
bon Chemicals Co., a division of 
Union Carbide & Carbon Corp., has 
been announced. Benedict will be 
responsible for long range planning 
in research and development activi- 
ties, as well as all programs on syn- 
thetic fibers, the company said. 

* * * 


Kinney Promotes Crowley 


W. H. Crowley has been appointed 
chief engineer in charge of produc- 
tion, development and _ research 
activities of Kinney manufacturing 
division of New York Air Brake 
Co. 





| 
| 
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Does a ‘Catastrophe’ Loom? .. . 





‘Flimsy’ Deals Called a Threat 


By L. H. Houck 
Staff Correspondent 

CHICAGO. “Prosperity and 
prosperity alone is preventing a 
major catastrophe in reposses- 
sions,” is the view of one finance 
company spokesman whose firm is 
trying to hold the line against “no- 
downpayment” sales with three 
years to pay. 

The slightest dip in the econ- 
omy, he said, will be reflected in 

increases in past-due payments 
and repossessions. 

“Many buyers,” he said, “on the 
long easy term basis are discover- 
ing that they have no equity. Cou- 

ple this with even temporary lay- 
offs and you’ve got something bad 
with long-term deals which simply 
doesn’t apply to standard 18, 24 
and even 30-month deals when sen- 
sible downpayments have been 
made.” 

With unemployment rising rap- 
idly in some sections of the country 
and several regions termed “de- 
pressed areas,” repossessions in 
some localities are rising rapidly 
and finance companies are indis- 
posed to grant even 30-day exten- 
sions on past-due notes. 

Yet, few finance company offi- 
cials think the average dealer will 
benefit by these signs on the hori- 
zon, when even finance companies 
are swayed by pressure and the 
desire to stay competitive. 

After all, the finance companies 
generally deal on collateral rather 
than character. 

Even so, figures furnished by 
the American Finance Confer- 
ence show that a buyer who pays 
25 percent down on a 36-month 
deal on a Ford Customline V-8 
4-door sedan, will still owe $300 
more than the wholesale value 
of the car at the end of the first 
year and will not hold any equity 
until 21 payments have been 
made. 

Yet, there are pleasant prospects 
for 1956, in addition to contract 
revisions and the repair of other 
deficiencies, according to experi- 

enced dealers and finance men. 

Consumer credit safely can ex- 
pand 68 percent in 1956 over its 
1955 levels without exceeding the 
prewar ratio, according to Dr. Arno 
H. Johnson, vice-president, J. Wal- 
ter Thompson Co. 

In the same connection it is 
pointed out that automobile pay- 
ments properly may be considered 
as savings when a family buys an 
automobile with a useful life of 10 
years and pays it out in 24 or 30 
months. This is a point that might 
well be used in selling and getting 
more substantial downpayments 
and shorter terms—that the aver- 


Germany Claims 
Half of All U. S. 
Auto Imports 


DETROIT. — New-car imports 
from West Germany accounted for 
more than half of all units brought 
into the U. S. in the first 10 months 
of 1955, according to the Automo- 
bile Manufacturers Assn. 


A total of 47,290 cars was im- 
ported from 14 countries during the 
period, AMA said. Of this number, 
West Germany accounted for 27,523. 


In second place was the United 
Kingdom, with 18,465. All other im- 
porting nations were poor also-rans,. 
headed by France, with 936. 

Following, in turn, were Italy, 
183; Belgium, 79; Netherlands, 56; 
Canada, 23; Sweden, 12; Czecho- 
slovakia, 4; Australia, 2; Bahamas, 
2; Mexico, 2; Switzerland, 2, and 
Spain, 1. 

Value of the imports totalled $57,- 
749,130. West Germany claimed $31,- 
240,190 as its share. 

A total of 1,038 trucks, buses and 
chassis valued at $1,340,697 were 
imported during the 10 months from 
three nations. 

West Germany sent 759 units; 
Canada, 255, and United Kingdom, 
24. 


Lindell Takes Dodge 


Lindell Motor Co. (Chrysler- 
Plymouth), Willmar, Minn. has 
been granted a Dodge franchise. 
H. R. Lindell and his son, H. R. 
Lindell jr. are owners. 








age family’s assets far outweight 
the amount of installment debt. 


While there may be a possible 


68 percent expansion in consumer | 


credit with safety, the wise dealer 
also will survey other statistics 
in relation to that figure, since, 
according to the experts, it may 
not be a wide open market of 68 
percent. 

American Finance Conference | 
points out that automobile owner- | 
ship is 71 percent as compared with | 
51 percent in 1941. 

From the same source comes the 
information that 72 percent of the| 
new cars were bought by families 
with incomes of $7,000 or over, 55 
percent by those earning $5,000 to} 
$7,000. Eight percent of the $7,000 
group owns a new car and a used | 
ear and 20 percent of this group | 
bought used cars. 

A resume of figures on this basis | 
indicates that the largest market | 
is in the $3,000 to $7,000 group, | 
where 17 percent of this bracket | 
owns two cars. 

Every 3.3 persons owns an auto 





| and the ratio is increasing, the life 
|of the cars they own,is going up 
|from an average of 6.5 years in 
| 1925 to 13.8 in 1953. 

Obviously, there is more mileage 
|left in used cars today than ever 
| before, making it possible to base | 
sales pitch on the amount of useful 
life left in the vehicle, 

Most experts are agreed that the 
future of the auto dealer and the 
finance company depends largely 
on the quality of the consumer | 
credit. | 

It doesn’t take much imagina- 

tion at the present to see that 
the dealer and the finance com- 
pany who are loaded with long- 
term paper in which the owner 
can have little or no equity after 
making payments for 30 months, 
may be the ones that lead the 
parade in the bankruptcy courts. 

As one finance company execu- 
tive pointed out: “Dealers under 
pressure to move large quantities 
of cars who took the ‘easy way 
out’ by relaxing credit terms, may 
find it a permanent ‘easy way out.’”’ | 
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Auto-Lite Strategists— 


Mapping sales plans for the newly established west central region, the first of 


five to be set up under Electric Auto-Lite Co.'s replacement sales reorganizational 
Program, are, from left, D. M. Sharpe, manager of the new region; W. E. Blank, 
replacement sales vice-president, and M. H. Smith, general sales manager, replace- 
ment sales. 


Measure camshaft wear 






This new instrument 


gives you fast, micrometer- 


accurate cam lift measurement! Camshafts are 
gauged right in the engine in 30 minutes or less. 


Here’s how: 
Cam-Chek guide bars (available now for most all over- 
head-valve engines) are quickly bolted to the cylinder 
to center the Cam-Chek dial indi- 
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Accurate readings for mechanical or hydraulic lifters 
Lift measurements with Cam-Chek are accurate to .001 of an 
inch — whether engines have mechanical or hydraulic valve 
lifters. Spring pressure in the Cam-Chek dial indicator is very 
slight. It will not collapse even defective hydraulic lifters. 


Cam-Chek ends wasted camshaft-pulling 


Cam-Chek gives you quick, scientific camshaft analysis. You 
know before you tear an engine down if worn cams are the 
trouble. Cam-Chek prevents many costly mistakes. 


Often just one tear-down job prevented with Cam-Chek 
will completely pay for this vital new test instrument! 


ASK YOUR SUPPLIER FOR THE NEW P&G CAM-CHEK 


—or send this coupon NOW for complete 
information and prices 


SOCHHHSHSSHSSHSSHSSHSSSHSSHSHSSESHHSHSEESESESESEE®S 
P&G MANUFACTURING COMPANY . 
304 N. E. Russell $t., Portland 12, Oregon ; 
Please send me complete information and prices on the new P&G Cam-Chek. = 
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By Martin Whitmyer 
Staff Writer 


The featuring of engineering de- 
velopments in over 91.5 percent of 
auto industry advertising is indica- 
tive of a reawak- 
ening of customer 
interest in engi- 
neering features, 
says Herbert L. 
Misch, chief en- 
gineer of the 
Packard - Clip- 
per division of 
Studebaker- 
Packard Corp. 

As reliability of 
cars was estab- 

H. L. Misch lished in the early 
days of the industry, the public 
turned to styling and comfort as 
primary criteria in their selection 
of cars,” says Misch. “But today 
people once again recognize engi- 
neering advantages above and be- 
yond product reliability.” 


This awareness adds a new 
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dimension to engineering, Misch 
points out .. . the consumer 
viewpoint. 

“Stimulated by the sports car 
and hotrod movement, engineering 
has once again become a vital com- 
petitive weapon,” Misch observes. 
“The engineer must look at engi- 
neering developments not only in 
terms of production methods and 
costs but also in terms of whether 
or not they offer real advantages 
to the customer. 

“Moreover, engineering features 
to be competitive must have dra- 
matic customer appeal. This puts 
the engineer today in direct con- 
tact with sales personnel who are 
constantly aware of public opinion 
and leads the engineer, himself, 
into public opinion exploration.” 

As an example, Misch cites the 
Packard Predictor which embod- 
ies in one package Packard 
product thinking for the future. 
Of the features noted by public 
opinion research workers at 


akage, 








shows where the car has been 
exhibited, 78.2 percent of opin- 
ions are on engineering devel- 
opments. 

“Our research shows that while 
people recognize racing perform- 
ance of car makes in stock car 
events with pride, they make their 
personal selection of a car on the 
basis of the driving they expect to 
do. 


“The task of the engineer today 
is to create engineering develop- 
ments which dramatically improve 
the ordinary driving motorists face 
to and from work as well as on the 
intercity highways,” Misch says. 


* * * 


POPAI Symposium Set 


Over 12,000 administrative, sales, 
and advertising executives from 
all over the United States are ex- 
pected to attend the 10th annual 
Exhibit & Symposium of the Point- 
of-Purchase Advertising Institute, 
Ine., to be held Apr. 10-12, at the 
Hotel Sheraton-Astor, New York 
City. 


show are drug, liquor, food, gas 
and oil, paint, building materials, 
hardware, jewelry, electrical appli- 
ances, tobacco, soft drinks, cloth- 
ing, home furnishings, games and 


me with new Clear Vj; 
t Windshield Washer 


} 
Some of the fields covered by the 


tops, travel and transportation, 
automobiles, office equipment, farm 
equipment and gardening. 

+ * * 


New Idea in Advertising 


To emphasize that General Mo- 
tors automotive replacement parts 
and accessories are available for 
motorists in even the smallest 
towns, a new United Motors Sys- 
tem advertising campaign will fea- 
ture small American communties 
with unusual and picturesque 
names. 


The first of these double-page, 
full color advertisements will ap- 
pear in the Saturday Evening Post, 
March 24, and Life, Apr. 9. 


Shickshinny, a town in eastern 
Pennsylvania with a population of 
2,156 (1950 census), was the first 
village selected. The ad carries a 
four color photograph of Shick- 
shinny nestled in a green valley, 
and the copy line reads, “Shick- 
shinny, too, is part of the United 
Motors System.” 


The advertisements were created 
for United Motors by Campbell- 
Ewald Co. 


+ * * 


Tribune Forum May 21-22 


The Chicago Tribune will hold 
its seventh annual Forum on Dis- 
tribution and Advertising May 21- 
22. 

The Forum will again be pre- 
sented in the studio theatre of 
radio station WGN, according to 
W. C. Kurz, Tribune advertising 


manager. 
* * * 





Dalton Replaces Beaton 


E. H. Francois, sales manager 
of replacement products at AC 
Spark Plug, has announced the 
appointment of 
William C. Dal- 
ton as a mer- 
chandising man- 
ager. 

Dalton, who 
has been with 
AC since 1950, re- 
places Ian W. 
Beaton, who has 
joined D. P. 
Brother Co., AC’s 
advertising coun- 
sel, in Detroit. 

Dalton will handle the merchan- 
dising of a number of AC automo- 
tive products as well as other re- 
placement items made by other 
GM divisions and merchandised by 
AC, Francois said. 

Beaton, in his new position, will 
work with the creative staff at the 
Brother advertising agency. He will 
be associated with the AC account. 

ok * * 


W. E. Dalton 


Plastone Ad Campaign 


The 1956 advertising, sales and 
merchandising program of Plastone 
Co., makers of Turtle Wax Auto 
Polish, Plastone and related prod- 
ucts, will be the most powerful and 
effective in the entire history of 
the company, according to M. V. 
Kostman, of W. B. Doner & Co., 
Plastone ad agency. 

As in the past, all forms of adver- 
| tising media will be used including 
newspapers, radio and television. 
| *” ” * 


Good-Photo Contest 


A contest intended to encourage 
manufacturers, dealers and sales- 
men to procure good photos of sign 
installations has been announced 
by Wagner Sign Service, Inc., Chi- 
cago. 

All-expenses paid plane trips for 
two to Las Vegas or Bermuda, with 
hotel and resort accommodations, 
meals and entertainment included, 
are offered the winners who like 
travel, or cash prizes for as much 
as $2,500 is optional. In all, there 
are 30vprizes, the lowest cash prize 
being $100. 

The brochure, which has been 
mailed to likely contestants, in- 
cludes full details on how to take 
good commercial photos by day and 
by night. Each entry must be ac- 
companied by a 50-word statement 
on how signs have increased busi- 
ness. 


The contest, which runs for a 
year, closes Feb. 17, 1957. 


* * x 





Chicopee Picks Ettinger 

Chicopee Mills, New Brunswick, 
N. J., has appointed Ettinger Co. 
as public relations counsel. 

The appointment, announced by 
Wayne J. Holman jr., president, 
encompasses the corporation and 
its Chix Baby Products, Lumite 


Non-Woven Fabrics, General 
Line, Rayon division. 


Lennen & Newell is advertising 
representative for Chicopee and its 
divisions. 

* * + 


Hatch Joins C-E 


Clarance Hatch jr. has been 
elected executive vice-president and 
a member of the executive com- 
mitte of Campbell-Ewald Co., De- 
troit. 


Hatch joined the staff of Camp- 
bell-Ewald originally in 1929 and 
was one of the original group who 
formed D. P. Brother & Co. when 
the agency was founded in 1934, 
and became creative supervisor on 
the Oldsmobile account in 1936. 

He ultimately became executive 
vice-president of the Brother firm, 
the position he resigned to join 
Kudner in the summer of 1955. He 
will join Campbell-Ewald March 5. 


* * = 


Look Ad Revenue Up 


Look’s gross advertising revenue 
for the first quarter of 1956 will to- 
tal more than the gross advertis- 
ing revenue of the magazine for the 
entire year of 1946, the first post- 
war year, and will give Look the 
biggest first quarter in its history, 
according to Vernon C. Myers, pub- 
lisher. 

On an advertising page basis, 
Look for the first quarter of 1956 
will carry approximately 315 pages, 
which is an all-time high for any 
six-issue first quarter in the mag- 
azine’s history, Myers said. 

* * ok 


New Selling Technique 
AC Spark Plug is introducing a 








new promotion technique in its 
spring selling campaign — ani- 
mated posters and displays. 

O. Franklin Frost, general mer- 
chandising manager, said the pro- 
motion is aimed at boosting over- 
the-counter sales of AC spark 
plugs and oil filters. 

“Sparky” and “Sludgie,” the AC 
mascots for spark plugs and oil 
filters, animate each display. 

* * * 


White Sox Get Sponsor 


The New-Car Dealers Assn. of 
Elkhart, Ind., has signed to sponsor 
the radio broadcast over Elkhart’s 
WTRC of the Chicago White Sox 
baseball games during the 1956 


Season. 
* * * 


| Automatic Names Hansen 


Edward J. Hansen has been 
named to the newly-created post 
of supervisor of publicity for Au- 
|}tomatic Transportation Co., Chi- 
cago, manufacturer of electric- 
driven industrial trucks. 

In his new position, Hansen will 
be responsible for Automatic’s pub- 
licity program under the direction 
cf Bernard M. Kewin, advertising 
manager. 

Hansen formerly was a field re- 
porter for the American Automo- 
bile Assn. and previous to that was 
assistant advertising and sales pro- 
motion manager of A. B. Dick Co. 

x * ok 


Parade Analysis Available 


Parade’s research department 
has issued its new circulation an- 
alysis book for 1956, showing the 
distribution of the magazine by 
cities, counties, states, geographi- 
cal divisions and city-size groups. 

Copies of the analysis can be 
obtained by writing to: James 
Simpkins, research director, Parade 





Publications, Inc., 285 Madison 
Ave., New York 17, N. Y. 
* * * 


Newspaper Ads Grow 


Newspapers ushered in the new 
year with record-smashing adver- 
tising gains, every category except 
financial setting new, all-time highs 
for January, on the basis of Media 
Records’ 52-city Index. Again, au- 
tomotive led the parade in getting 
off to a gain of 42.5 percent over 
the same month last year. 

Other gains, as reported jointly 
by Media Records, Inc., and the 
(Continued on Page 73, Col. 1) 
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Compact Air Conditioner— 


An air conditioner specifically designed 
to fit the Ford Thunderbird's interior 
dimensions has been introduced by Lo- 
Merc Corp., Houston. The compact evap- 
orator unit is mounted under the dash 
and does not prevent use of the con- 
vertible top, it is said. A magnetic clutch, 
controlled by a thermostat, maintains 
proper temperature. 
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Uniform Vehicle Code Cited .. . 


9 State Motor Bills 
Opposed by AAMVA 


WASHINGTON. — The Ameri- 
can Assn. of Motor Vehicle Admin- 
istrators has review 16 state legis- 
lative proposals in comparison with 
the Uniform Vehicle Code. Cooper- 
ating in the study was the National 
Committee on Uniform Traffic 
Laws. 

The AAMVA reported that 
seven of the bills are in full 
er partial conformity with the 
code but that the other nine 
do not conform. 

Approved in full or in part by 
the AAMVA were three proposals: 
1. An Arizona bill spelling out 
provisions for mechanical Signals. 
2. A Georgia bill calling for man- 
datory revocation of drivers’ li- 
censes upon conviction of any of 
several major offenses. The as- 
sociation disagreed with a provision 
excluding school bus drivers from 
the category of chauffeurs. 

3. Partial approval was given 
a Kentucky proposal exempting 
the operator and owner of a 
motor vehicle from liability for 


Real Bootleggers Busy 


Auto Loan Companies in North Carolina Warned 
To Watch Out for Rum Runners 


By L. D. Bray 
Staff Correspondent 

GREENSBORO, N. C.— Accord- 
ing to Federal Judge Johnson J. 
Hayes, “it is time for banks and 
loan firms which accept automobile 
liens to wake up.” 

In recent weeks, Hayes has 

* forfeited a number of seized cars 

to the Government which might 

have been returned to the lien 

holders had they previously made 
a simple investigation. 

In brief, this is what happens: 

A man buys a car on time. The 
lien is held by a bank or loan firm. 

The man is arrested on a charge 
of violating Federal liquor laws. 
The car, if involved, is seized by 
the Government. 

It then becomes a question of 
law whether the car is to be sold 
at auction or returned to the holder 
of the lien. 

And, on this point, the law is 
explicit, as pointed out by the 
Greensboro Daily News. 

In order to obtain return of the 
car, the bank or loan firm holding 
the lien must: 

1. Prove that it has an interest 
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in the vehicle and that the inter- 
est was acquired in good faith. 

2. Show that it had no knowledge 
or reason at any time to believe 
the car was being used or would 
be used in violation of Federal 
liquor laws. 

3. Show that it made inquiry at 
one of several agencies to deter- 
mine if the car purchaser had a 
record or reputation for liquor-law 
violations. 

Failure to observe the third point 
has brought about the most for- 
feitures of cars. 

If a lien holder can show that 
he inquired as to the record and 
reputation of the car purchaser, 
and received information that the 
purchaser had no record or bad 
reputation, it is likely the car will 
be returned. 

The inquiry as to the purchas- 
er’s record and reputation must 
be made of at least one law 
enforcement agency in the area 
where the purchaser lives. 

It can be made at the office of 
the sheriff, chief of police, Federal 
agents engaged in liquor enforce- 
ment work, or at other principal 
local or Federal law enforcement 
offices in the locality of the pur- 
chaser’s home. 

There is one avenue for holders 
of liens who have not made inquiry. 
If they can show that the informa- 
tion they would have received, had 
they inquired, was that the pur- 
chaser had no record or reputation, 
then they may get the car. 


Tire Shipments 
Climb to Record 
93 Million in °55 
NEW YORK. — Shipments and 
production of car tires both set 


records in 1955, the Rubber Manu- 
facturers Assn. has reported. 


Shipments reached 93,729,709 
units, an increase of 11 percent 
over the previous high of 84,422,966 
set in 1950. Shipments consisted of 
42,574,053 for original equipment, 
50,189,250 for the replacement mar- 
ket and 966,406 for export. 


Production climbed to a record 
97,223,165 units. This was 19.4 per- 
cent ahead of the previous high of 
81,430,817 produced in 1950. 

Inventories rose to 15,963,038 
units from the 12,217,280 on hand at 
the end of 1954. The Jan. 1 stock 
was estimated at a 2.4-month sup- 
ply compared to 2.1 months a year 
earlier. 

In the truck and bus field, ship- 
ments increased 17.9 percent over 
1954 to a total of 14,769,326 casings. 
Production was 14,955,092, up 21 
percent. 


damages arising from injuries or 
death to a nonpaying guest unless 
they were caused by willful or 
wanton misconduct of the oper- | 
ator or owner. 

4. A Kentucky bill setting up a/| 
schedule of fines and jail terms for 
driving while a license is suspended | 
or revoked. 

5. A Maryland proposal for pe- | 
riodic vehicle inspections. 

6. A New York proposal calling 
for a referendum on the subject | 
of making the department which | 
administers motor vehicle laws an| 
independent civil department. 

7. A New York bill to revise pro- 
visions of the certificate of title. | 

The AAMVA said the following 
proposals did not conform to the 
Uniform Vehicle Code: 


1. Maryland and Kentucky bills | 


making compulsory proof of fi- 
nancial responsibility a requiste 
for obtaining a vehicle registra- 
tion (Kentucky) or driver’s li- 
cense (Maryland). 

2. A Michigan proposal involving | 
changes in maximum vehicle 
lengths and number of vehicles | 
which may be hauled by farm trac- 
tors. 

3. A New York bill which would 
allow Westchester County towns to 
establish their own speed limits. 
The vehicle code, AAMVA said, 
gives local jurisdictions only lim- 
ited authority over speed limits. 

4. New York and South Carolina | 
proposals calling for compulsory | 
liability insurance. 

5. A New York proposal for re- 
volving red lights on school 
buses. The code specifies two 
flashing red lights visible from 
the front and two visible from the 
rear. 

6. A Virginia bill governing rail- 
road grade crossings. Under the 
bill, provisions would be applicable 
“except in incorporated cities or 
towns.” The code makes them ap- 
plicable everywhere. 

7. A Virginia proposal changing 
present GVW restrictions. 


Increased Use 


Of Fiberglas in 
Autos Predicted 


TOLEDO. — Owens-Corning Fi- 
berglas Corp. has announced that 
it is expanding its automotive oper- 
ations in the fields of air condi- 
tioning, interior padding and under- 
chassis noise absorption. 


Fiberglas engineers see a great 
sales potential in the trend toward 
air-conditioned autos. Fiberglas in- 
sulation, they say, will reduce the 
size and cost of the cooling unit. 


The company, which now makes 
padded products for visors and in- 
strument panels, plans to develop a 
similar pad for insullation in roof 
areas above the front seat and for 
the backs of seats. 


Company engineers also are con- 
templating installing Fiberglas in- 
sulation beneath the chasis for ab- 
sorption of road noises. 


Latest automotive use of its re- 
inforced plastics, the company says, 
is in truck “skylights” which per- 
mit light to enter and assist the 
driver in loading and unloading the 
vehicle. 
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“ANNOUNCING BUMPA-TEL PETITE" 


We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs. 
The new Bumpo-Tel Petite is lower and blends into the body lines of most cars 
producing a very neat appearance. It is offered at the same price. In ordering be sure 
and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


®@ Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames . Sheet Steel Face 
e Legs Telescope into Non-Visible Brackets Mounted 
Edad Common" eoude 
® Does Not Interfere with Operation of Trunk Lid 
® After original installation. State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Refiectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 


7.0.8., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders 
or five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 Phone No. 498 


Here’s trucking AUTOMATION that 
lets you combat High Cost Hauling 


Cost saving way to handle extremely long 
objects such as display cases, frozen food 
cases, furnaces, air-conditioning units, 
machine tools, bathtubs, tanks, etc. Skid 
object on gate leaving one end extend- 
ing beyond edge of gate. Flush end of 
object is first swung into body, and then 
entire object is skidded into body 
lengthwise. 


F Ep 
ANTHONY LIFT GATES 


FOR 3/4 TON and Larger Trucks and Semi-Trailers 


If high freight rates and costly delivery 
services are cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 


1. 
2. 









Speed up deliveries. 


Develop faster, easier ways of load- 
ing and unloading trucks. 





Model No. 144 handles loads up 
to 1000 Ibs. Cuts loading and 
unloading time 50%. 


3. Systematize handling of bulky, awk- 


ward, heavy shipments. 


4. Prevent damage to goods, yet make 
it easier and safer for drivers to 


handle most shipments alone. 


Help drivers contribute to the satis- 
faction of the receiver. 


All of these advantages are yours when 
you install Lift Gates on your trucks. 
We will be glad to recommend the 
systems, the size and type of Gate best 
suited for your work. 








Model No. 145 handles up to 2000 
ibs. on 14%-Ton and larger trucks 
and semi-trailers. 


Model No. 146 handles up to 4000 
ibs. on heavy trucks and semi- 
trailers. 


Write, wire or call us today—no obli- 
gation. One of our representatives is 
Dept. 5603 


ANTHONY COMPANY 
Streator, lilinois 





BUMPA-TEL SIGNS! New British Credit Curbs 





Downpayments Upped from 3314 to 50%; 
Banker Chills Car Makers 


LONDON. — New credit controls | effect on employment, but manu- 
have upped the minimum downpay-|facturers are not replacing lost 
ments on automobiles from one-|labor. Many workers are losing a 
third to 50 percent. few hours each working day and 

“The restrictions are a bad blow | Overtime is down to a minimum. 
to the motor industry,” said a Mo- The situation suggests that more 
tor Agents Assn. spokesman. “This | Serious difficulties may loom in the 
will probably have the effect of |future. For instance, the auto 
preventing people from changing | Makers are thrown more and more 
their older cars, so that those which |on to borrowings in a “credit 
should have been replaced will go|Squeeze” or on to capital reserves 


on being used.” 

In January, 6,780 cars were 
bought on installment credit, as 
were 21,500 used cars. Observers be- 
lieve that these figures will be cut 
in half by the new curbs. 

Auto men also predict that used- 
car prices will fall even lower than 
they have been and that more pros- 
pective new-car buyers will be dis- 
suaded from making the purchase. 

This action follows the hint of 
Anthony Tuke, chairman of Bar- 
clays Bank — one of Britain’s 
“Big Five” — often called the “Iron 
Tuke,” that British auto makers 
must not expect much help from 
his and other banks in financing 
rising stocks of unsold cars. 

The attitude of the big banks 
toward this problem has been a 
point of discussion in the City of 
London for some weeks. 

In the motor industry, Tuke 
said, stocks were g to 
pile up which might not be 
worked off at present-day prices 
in the spring. 

“As we all know,” Tuke said, “the 
motor industry is a big consumer 
of steel.” Steel is, of course, one of 
the big import items that have been 
pushing Britain’s unfavorable trade 
balance higher and higher. 

Tuke spoke of a “change in the 
economic weather.” Some indus- 
trialists, he said, might have to cut 
prices—even for the home market. 

In the meanwhile, fears are grow- 
ing that the recession which started 


about two months ago in the British hotel-room meeting and threatened | 


auto trade may develop into a more 
serious situation affecting the struc- 
ture of the whole business. 

Unsold vehicles in the “pipe- 
line” from factory to dealers are 
said to continue to pile up. The 
number is estimated as being 
greater than at any time since 
the war and continues to mount 
despite trimming of production. 

Austin has gone on a four-day 
week and cannot say when five-day 
production will be resumed. Restric- 
tion of output has been made in 
other plants. 

Almost all motor manufacturers 
are sending their cars to the retail- 
ers on a “consignment” basis. This 
way, the new auto is not invoiced 
to the dealer until a customer is 
found. 

This means that the 60 percent 
purchase tax is not payable until 
then. 

However, sales have not slumped 
considering the time of the year. 
In fact, average monthly sales—| 
home and export—for the first nine 
months were around 74,000 and for 
November and December, 1955, they 
topped 80,000. 

It is rather that sales are not 
keeping pace with the steadily 
rising production, export markets 
are declining and throwing cars 
on the home market. 

This is a cause of greater concern 
when viewed against the backdrop 
of expansion committments. At the 
moment, it is not having a serious 


Purolator Unit 


Gets New Board 


WAYNE, Mich.—Industrial Wire 
Cloth Products Corp., which has 
been acquired by Purolator Prod- 
ucts, Inc., has a new president and 
a reorganized board of directors. 

Douglas Agren, formerly general 
manager, is the new president. He 
succeeds Frederick A. Vollbrecht, 
who, with Agren, has been elected 
a director of Purolator. 

The new board of directors for 
Industrial includes James D. Abeles, 
Purolator president; William V. 
Griffin, Purolator chairman; H. 
Joseph Markert, Purolator execu- 
tive vice-president; Herbert W. 
Thogode, Purolator treasurer; 
James A. Abeles, Purolator 
founder; James C. Brady; Walter 
Murdock, Industrial secretary- 
treasurer; Vollbrecht, and Agren. 





to finance cars in the “pipeline.” 
Yet, to end the recession and give 
the needed lift to home and export 
sales, it is said that greater produc- 
tion is needed to reduce costs and 
make the price more attractive to 
customers. 
However, the approach of 
spring may help sales. The indus- 
hopes, too, that the April 
budget will bring cuts to the 60 


percent purchase tax and to the 
35-cent a gallon gasoline tax. 

Another question that is stirring 
British auto circles is whether the 
$200 million Morris-Austin merger 
into the British Motor Corp. was a 
terrible mistake. 

The question may bring in its 
train bitter disputes and recrimina- 
tion, because it involves two of 
Britain’s best-liked industrial per- 
sonalities— Lord Nuffield and Sir 
Leonard Lord. 

They were joined together barely 
four years ago and now many in 
Coventry and Birmingham, Britain’s 
two chief auto centres, believe that 
they should be forcibly put asunder. 

They say that the Morris execu- 
tives cast envious glances towards 
Austin’s Longbridge assembly 
plant and would like to take it 

over. 

And they say, too, that the Austin 
executives resent that the whole 
vast B.M.C. organization is being 
weakened by too many models from 
the Morris stable. 

Tough competitive times are com- 
ing to the British motor industry. 


Relief for Chevrolet Dealers... 


No Detroit 


DETROIT.— Local Chevrolet 
dealers have won some relief from 
the undercutting tactics of one of 
their members. 

But they vigorously deny staging 
a “rebellion” or using ultimatum 
tactics, as reported by a national 
magazine. 

Instead, according to key deal- 


ers involved, factory officials | 


proved “more than sympathetic” 
to the Detroit dealers’ problem 
and gave us a great deal of re- 
assurance.” 

Dealers denied the magazine’s 
statement that they had “peremp- 
torily summoned” Chevrolet Re- 
gional Manager E. P. Feely and 
Zone Manager B. A. Koether to a 


in a group to tear up their fran- 
chises. 


“The factory men were invited 
to a hearing of our problems,” a 
dealer said. “They consented to 


Safety Sun Visor 
Made for Autos 


TOLEDO. — A safety visor for 
automobiles to reduce traffic acci- 
dent injuries has been announced 
by Owens-Corning Fiberglas Corp. 

Like the Owens-Corning safety 
pad, the sun visor is constructed of 
Fiberglas molded wool with a soft 
cover of vinyl plastic. 

The company said pads and visors 
are being made for installation on 
cars by automotive manufacturers. 
Other automotive safeguards under 
development include headliner in- 
sulation for installation in roof 
areas above the front seat and pads 
for backs of front seats, the firm 
said. 


Chevrolet Dealers Plan Soap 


Chevrolet dealers in the Rochester, N. 


‘Rebellion’ 


come and were told that unless 
some of us could get back in the 
black, we couldn’t afford to stay 
in business. 


“We told them that Ford and 
Pontiac dealers in the area had 
agreed on a profit-making distri- 
bution scheme, and that we 
wished to do the same.” 


Many of the 17 dealers present 
at the session voiced concern over 
the alleged “deal-stealing” and 
bootlegging of the dealer in ques- 
|tion. They were informed by the 
factory representatives that this 
dealer’s quota of new cars was 
|being reduced by 500 and that 
General Motors was alarmed by 








suffered by other Detroit dealers. 


| At a subsequent meeting, at- 
| tended by 40 Detroit-area Chevro- 
| let retailers, it was agreed to at- 
|tempt to clear an average gross 
|of $225 per car deal and to elimi- 
nate unethical advertising. 


Factory officials called to the 
| attention of the dealers at the 
second meeting the policy 
| changes announced by GM Presi- 
| dent Harlow H. Curtice in a 
closed telecast the preceding 
Friday. 

“We were very satisfied with the 
results of these meetings,” dealers 
|said. “In neither was there any 
‘uprising’ or ‘vicious feeling,’ as 
the magazine said. 

“In fact, 
miscounted, because the magazine 
said there were 20 at the first 
meeting, when there were 17. It 
was a ridiculous story.” 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 






Box Derby— 


Y., area launched plans for the 1956 All- 


the profit-less operations being’ 


somebody must have | 


American Soap Box Derby with a salute to a hometown boy, Richard Rohrer, who 
won the 1955 derby, and to W. J. King, derby general manager and Chevrolet 
assistant advertising manager. Discussing derby plans are, from left, Arthur Frear 
Frear Chevrolet, Inc.; Robert Siebert, Siebert Motors, Inc.; J. Wesley Rose, Hallman's 
Central Chevrolet Co., Inc.; Robert Middlesteadt, Cool Chevrolet Corp.; King; Rohrer; 
and Fay Barbour, Heinrich Motors, Inc. 
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Swindle Deals Cited... 
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Dealer Fears Gangster Invasion 


By L. H. Houck 
Staff Correspondent 

ST. LOUIS. — Charging that the 
automobile business is being ruined 
by fictitious advertising in which 
the newspapers, radio and TV sta- 
tions are just as guilty as the 
dealers, a veteran St. Louis dealer 
has raised the question whether 
gangsters have muscled into the 
automobile business and are in a 
measure responsible for some 
swindle-type deals. 

It would not be the first legiti- 
mate business to be taken over 
by gangsters in this area, which 
has been noted for years as a 
hot bed of hoodlums. 

There is no argument that a large 
number of dealers are using unethi- 
cal selling and financing methods, 
including fully fictitious advertising. 

This experienced dealer, who has 
had his own business for 10 years, 
specializes in low interest rates and 
standard insurance rates. He said 
he had never yet permitted a cus- 
tomer to sign a deal in which he did 
not know the amount of the pay- 
ments. 

He said customers bring deals to 
him to match or compete with 
where the insurance fees have been 
doubled, the interest ranges up to} 
2% times regular rates, and in 
which the customer is given a bal- 
loon note that he doesn’t know 
about. 

When he analyzes the deals and 
shows customers that they have 
been taken for $200 to $500, some 
are so embarrassed that they 
leave and never come back, he 
said. 

He charged that the newspapers, 
radio and TV advertising depart- 
ments are just as guilty as the 
unethical dealers because they 
know that the advertised offers are 
not bonafide. 

The St. Louis Better Business| 
Bureau has been trying to stop 
fictitious advertising in a recent 
campaign but from the newspaper 
columns it appears that little results 
have been obtained. 

Ads by car dealers seem to be 
getting more silly. No-downpayment | 
offers and up to 56 months to pay) 
can be found, as well as the offer 
to take any old car in for $800, 
overhaul it and give it back to the 
customer for a $1 service fee. 

The dealer interviewed said there 
was nothing wrong with the auto- 
mobile business that ethical adver- 
tising and honest methods would 
not cure and that it was a good 
business with lots of good people. 

But, he added, legitimate deal- 
ers are faced with developing 








Carolina City 
Offers Industry 
Water Package 


CHARLESTON, S. C. — In a bid 
for industrial growth, this city is 


engaged in a cooperative project 
that will offer industry a 10 billion- 
gallon-per-day supply of fresh wa- 
ter, plus a deep-water ocean harbor 
and a means of inexpensive effluent 
disposal. 

The fresh water, flowing from 
Santee-Cooper hydroelectric plant, 
will be diverted into Back River by 
means of a short canal. The lower 
end of Back River will be blocked 
by an earth-fill dam. 

Thus, the Bushy Park area will 
be converted into a fresh water 
reservoir adjacent to plant sites on 
a 35-foot-deep ship channel. 

What is called a “geographic 


* break” is the fact that the Cooper 


River, which borders the industrial 
sites, offers a disposal outlet which 
can be used without expensive 
treatment. 

The entire cost, it was _ said, 
would cost only $4.5 million. An 
authority has been named to sell 
$3.5 million in bonds; Charleston 
will raise $1 million in bonds. 


Gillam Heads Managers 


REDONDO BEACH, Calif—Tom 
Gillam, Beach City Motors, has 
been elected president of the new 
DeSoto Dealer Service and Parts 
Managers Club. Other officers are 
Al Green, Northside Motors, San 
Fernando, vice - president, and 
Spence Krager, Willard Karl Mo- 
tors, Pasadena, secretary-treasurer. 


customers from persons who are 
victims of gimmick advertising 
and who have to pay too much 
for their cars. 


The only thing the legitimate 
dealer can do, he said, is to try to 
select intelligent prospects who are 
interested in how much their 
financing and insurance is costing 
them, who want to buy a car for 
the correct delivered price and who 
wish to pay for it at the most 
reasonable cost. 


This customer also is interested 


in the standing of the dealer and! 
his ability to give him service in| 


the future. 
He charged that the bloodthirsty 
savages who are out to buy a car 


for what they think is “net” are| 


the ones who are taken in by sharp- 
shooters. 

This dealer, who has personally 
closed sales on more than 8,000 cars 
in the past 20 years, said that by 
his method he can keep his custom- 
ers and is able to sell used cars 
to selected customers over the 





telephone because the man he calls 
has dealt with him before. 

He said he thought that recent 
car-buying volumes had been the 
result of mass hysteria and that 
the day of retribution was near 
at hand. 

Dealers’ ability to build up service 
volume has been greatly overrated, 
he said, because each dealer soon 
reaches his maximum, which is 


|much below his potential. 


He cannot make progress beyond 
this point, the dealer said, because 
he competes with alley shops who 
work for half the hourly cost of the 
legitimate dealer. Although their 
mechanics are often untrained, they 
get the business on the basis of 
lower prices. 

In spite of more mechanics taking 
training courses in servicing mod- 
ern cars, he said, alley mechanics’ 
ranks are growing. This, he said, 
makes it ever harder to get the 
prices that must be had to keep up 
a modern service shop with compe- 
tent mechanics. 
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Hudson Dealers Plan Rambler Promotion— 


Boston Hudson Dealers held a special meeting to discuss plans for a 13-week 
promotional campaign for the 1956 Rambler. Attending the meeting were radio 
staff members, women's club leaders and company. sales officials. H. F. Fenerty, 
left, Boston zone merchandising manager, and Clarence Zarren, president, Boston 
Hudson Dealers Assn., receive campaign pins from Helen Maloney and Ruth Lang, 
of station WVDA. 





Win a 


NEW « 
CAR 


$110, 


in FRAM GIANT 


000.00 


CONTEST 


for dealers and wholesaler salesmen 






20—Ist PRIZES 
* $1,000.00 SAVINGS BONDS 





20—2nd PRIZES 
BENDIX DUOMATIC WASHERS 
AND DRYERS 


FRAM CORPORATION, Providence 16, R.1. 


24—3rd PRIZES 
21” PHILCO TY SETS 


PRIZES! 


40—4th PRIZES 
SMM REVERE CINE CAMERAS 


Fram Canada Ltd., Stratford, Ont. 





100—5th PRIZES 
BLACK & DECKER 
DRILL KITS 


HUNDREDS OF 
ADDITIONAL 
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SEE YOUR WHOLESALER SALESMAN 
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‘Gimmick’ Ad Predictions True... 


Clearance Sales Begin Early 


JEFFERSON CIITY, Mo. — Pre- 
dictions that advertising offers and 
gimmicks would rise to new highs 
as the new-car backload multiplied 
and factory pressure increased ap- 
parently are coming true. 

Some dealers in Missouri and 
Kansas have been advertising 
clearance sales of 1956 models, 


cleanup period. Their excuse was 
that they must make room for 
the next quota being shipped by 
the factory. 

Downpayments apparently are 
sliding downward, if St. Louis and 
Kansas City ads are to be believed. 
Besides the “no down” deals, used- 
car downpayments on ’49s to ’54s, 








tactics usually reserved for the 


Salesmen! 


TAKE THIS $4.95 VALUE... 


“THE POWER 
OF CREATIVE 


SELLING” 


for only 99: 


including such cars as Oldsmobile, 





with FREE 3-month trial membership in the 


SALESMEN’S 


BOOK CLUB 


(No obligation to buy any minimum number of books) 


Act now on this amazingly gener- 
ous demonstration offer, and get 
your copy of “The Power of Creative 
Selling”—regularly priced at $4.95— 
for only 99c. In addition, you will 
be enrolled as a member of the Sales- 
men’s Book Club for a three-month 
trial period, without cost or obliga- 
tion. See for yourself how you can 
benefit by being a member—see how 
this Club brings you fresh viewpoints, 
mew ideas on how to increase your 
sales and boost your earnings. 


As your first selection under this 
trial membership, you will receive— 
for only 99c—a copy of: 


“THE POWER 
OF CREATIVE SELLING” 
by Earl Prevette 


This great book, just published, 

brings you the most powerful busi- 
mess-developing technique that the 
mind of man can conceive. It is an 
irresistible force that simply can- 
not be stopped. Read what a few 
users say: 
“Before I got this book my sales produc- 
tion was practically nothing. My commis- 
sions are now running over $1500.00 per 
month.’’ —Mr. Sam F. Wagle, Wichita, 
Kansas. 


““ “The Power of Creative Selling’ has helped 
me make two sales where I formerly made 
one. It is worth its wel in gold.”’— 
Lloyd MacKenzie, General Agent, Provident 
Life Insurance Co., Los Angeles, Calif. 


PRIVILEGES OF 
MEMBERSHIP: 
. You will be under no obliga- 


tion to buy any specific num- 
ber of Club selections. 


- You will be kept informed, 
free of charge, of the good 
new 


published. 


on selling being 


. You will be entitled to buy— 
at the members’ special dis- 
count price—any of the Club’s 
selections that appeal to you. 


. You receive the first selection, 
“The Power of Creative Sell- 
ing,” for only 99c (reg. price 
$4.95) under this onstra- 
tion offer. 


o—————me= TRIAL MEMBERSHIP COUPON—MAIL NOW 
The Salesmen’s Book Club, Dept. 5026-D1 


Englewood Cliffs, New Jersey 


Please enroll me in the Salesmen’s Book Club for a 3-month trial period. I am 
to receive the Club’s announcements, free of charge, 


ip without obligation to buy any specific number of Club 
selections. As my selection under this trial send “The 
Of Creative Selling” (regular price $4.95) and bill me only 99c. = 
Address 
City picteiliclaiiinrasisiicengitennsiicaninigssmaiaiat 
State 


Rift acac 











The technique of creative selling 
as explained in this book is as real 
and practical as a dollar bill .. . 
and potentially worth THOUSANDS 
of dollars in your pocket. Here are 
just a few of the sales-making pos- 
sibilities this book opens for you: 


® How to plant YOUR ideas in 
the prospect's mind. 


® How to gain the complete at- 
tention’ and interest of every 
prospect. 


® How to anticipate your pros- 
pect's questions. 


@ How to look behind an objec- 
tion and learn what the pros- 
pect is really trying to tell you. 


@ How to use the Law of Repeti- 


tion. 

@ How to use the Law of Aver- 
ages. 

@ How to use the Rule of Adap- 
tation. 

@ How to turn your “hunches” 


into sales—why your instinct is 
often wiser than your judgment. 


@ How to use “key words" that 
move your prospect's mind to- 
ward a decision to buy. 


@ How to train your imagination 
to originate a new selling idea, 
or improve an old one. 


‘'@ How to draw upon an “inner 
power" to make sales. 


@ AND MUCH MORE! 


Your copy of ‘““The Power of Creative 
Selling’ will enable you to come up with 
an unlimited supply of sales-building pro- 
cedures that will carry you to the heights 
of successful selling and a bigger income. 
It is a practical demonstration of the kind 
of workable selling help you can expect 
regularly as a member of the Salesmen’s 
Book Club. 


START YOUR 3-MONTH TRIAL 
MEMBERSHIP NOW. Just fill in and 
mail coupon below to receive Club bene- 
fits, free of charge, for a 3-month trial 
period—and get your copy of ‘“The Power 
of Creative Selling’ for only 99c. 


and will be entitled to full 


Buick and Cadillac, are advertised 
at $35, $55 and $75, and one adver- 
tisement offered to waive these 
token downpayments if credit was 
good. 

Reliable dealers are offering $395 
down, 36 months to pay on a ’55 
Pontiac for $1,795 and “take over 
payments” deals are common. 

There seems to be a dearth of 

precocious” or “cute” advertis- 
ing which might indicate dealers 
are out for blood with rock-bot- 
tom prices and terms. 


New °56 Chevrolets with radio| Luxury Showroom for Jaguar— 


and heater and a number of other 





i Located in the heart of the New York shopping area, the new Jaguar of New 
less expensive extras, plus sales tax, | York, Inc., showroom is in the British tradition, with high, massive beamed ceiling 


title fee and license transfer paid,| and a gracious amount of space to display cars. The firm is headed by Briggs Cun- 
are offered for $1,793 with 4% per-| ningham, formerly a manufacturer of American sports cars bearing his name. 


cent financing. 

Buick Specials, stripped, have) 
been advertised for $2,289 in differ- | 
ent parts of the state, and in Kan-| 
sas City for $2,789 with radio and 
heater and numerous other extras. | 
Such cooperative advertising was 
signed by all dealers—indicating | 
the hand of the factory in the back- 
ground. Dealers heretofore have 
been packing this price $200 to 
$500. 

Other offers include special ar-| 
rangements by the dealer for down- | 
payments, two-weeks’ free trial, free | 
driving lessons and 6,000-mile war- | 
ranties. 


Premiums such as electric fry- 
ing pans, razors, sets of dishes— 
have disappeared from the scene. 
Six months ago dealers were out- 
doing themselves thinking up new 
items to give to prospective cus- 
tomers. 

However, one Kansas City dealer 
is giving trading stamps, in a city 
where in the last three months 
nearly all of the supermarkets have 
adopted “stamp plan” merchandis- 
ing, with virtually all the national 
brands of trading stamps repre- 
sented. A year ago stamps were a 
rarity. 


5 Sales Regions 
Established by 
Kent-Moore 


DETROIT.—Kent-Moore Organi- 
zation, which engineers and manu- 
factures automotive service tools 
and equipment, has announced the 
establishment of five national sales 
regions. 

The new regions and their man- 
agers are: Eastern, E. W. Reardon; 
southern, G. R. Lewis; midwest, A. 
W. Cruttenden; central, J. F. Sex- 
ton, and Pacific, D. C. Sanders. 

Marshall Chambers, distribution 
sales manager, said, “The new 
arrangement has been made to 
implement our expanding jobber 
sales program and to provide better 
service for our car factory ac- 
counts.” 

He added that under the new 
setup, the field sales force will 
benefit from closer liaison with an 
experienced sales manager. 


AC Reassigns 
Five in Field 


FLINT.—As part of an expanded 
sales program, E. H. Francois, 
manager of replacement sales, AC 
Spark Plug division of General Mo- 
tors, has announced five changes 
in the field organization. 

William C. Lee will continue as 
assistant sales manager, but will 
concentrate his activities in the 
eastern part of the country. Paul 
P. Trainor has been named assist- 
ant sales manager in charge of the 
western regions. 

George U. Matthews, Cleveland 
regional manager, will succeed 
Trainor as New York regional 
manager. Donald A. Maize, assist- 
ant Detroit regional manager, suc- 
ceeds Matthews. 

Robert C. Jones jr. has been 
named assistant regional manager 
in Los Angeles. 


Flanagan-Oler Opens 
Ward Flanagan and Vernon E. 
Oler have gone into business in 
Concordia, Kans, as Flanagan- 
Oler Pontiac, Inc., after purchasing 
Morris Motor Co. from Finis 





Ottawa Riders Turn into Drivers .. . 





Sales Go Up with Fares 


OTTAWA.—A boost in public 
transit fares in Canada’s capital 
has boosted car sales for dealers 
who took advantage of the change. 


“We sold at least 10 cars in the 
$500-$1,000 range—without any 
tradeins—within a few days after 
the transit fares went up, though 
sales were quiet immediately be- 


‘Engine Rebuilders 
Forming Agenda 
For June Meeting 


| CHICAGO. — “Keep pace with 
|the horsepower race” will be the 
theme of the Automotive Engine 
Rebuilders Assn. convention here 
June 3-6. 

According to R. G. Patterson, ex- 
ecutive vice-president, the conven- 
tion will be primarily a business 
meeting. 
| Professor Thomas Staudt, of 
| Michigan State University, will 
speak on the topic, “Your Business 
Must Make a Profit.” 

“Simplified Methods of Obtain- 
ing Shop Costs” will be discussed 
by George D. Snook, Motor Supply 
Co., Inc., Savannah, Ga. 


Sheehan Buys Buick Deal 
In Miami from Haygood 

John E. Sheehan, former Buick 
zone manager in Atlanta, has pur- 
chased Haygood Buick, Miami, and 
will operate it as Sheehan Buick, 
Inc. 

Sheehan will retain the entire 
staff. 





fore this development,” said Gor- 
die Johnson, head of Johnson Mo- 
tor Sales. 


Johnson added that he expected 
many families would buy a second 
car sooner than they had antici- 
pated because of the fare raise. 


Other Canadian news of automo- 
tive interest reported last week in- 
cluded: 

The Canadian Automotive Whole- 
salers & Manufacturers’ Assn. re- 
ported that in order to maintain six 
million vehicles in 1965, Canada will 
have to produce 600,000 annually. 

Manufacturer’s shipments of 
cars imported from the U. S. in- 
creased to 29,793 units in 1955, 
compared with 18,779 in 1954. 
Car shipments from Canada to 

foreign markets were valued at 
$12,870,000 in the first 11 months of 
1955, compared with $7,528,000 a 
year earlier. 

The cost of operating an auto in 
Canada in the official cost-of-living 
index averaged 110.0 during 1955, 
compared with 114.7 in the previ- 
ous year. 

Value of November shipments 
of Canada’s manufacturers of tires 
and tubes dropped to 120.6 percent 
of the December, 1952, rate, com- 
pared with 129.3 percent in the 
preceding month, according to 
the Canadian Government. 

Factory shipments of Canadian- 
made motor vehicles in 1955 totalled 
453,623 units, compared with 357,083 
in 1954. The alltime record was 480,- 
959 in 1953. 

Value of inventories of Canadian 
vehicle manufacturers in November 
was 98.9 percent of the December, 
1952, level. 
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Mobiletiie 





When variable net profits are floundering, the instant-up-front- 
cooling, under-dash MOBILETTE can be your answer to boosting 
them up. This low-cost unit can be easily, economically trans- 
ferred from car to car — spreading depreciation over the years 
of long unit life. The finest materials and full factory warranty 
assure you and your customers of optimum yet economical cool- 
ing through the years. Your letterhead or post card will 
bring complete information and illustrated literature. 


AUTO AIR CONDITIONERS 
with the Warner Magnetic Clutch 


MOBILAIRE MANUFACTURING COMPANY 
A Division of the National Gas Equipment Co., Inc. 


Box 122 * Denison, Texas 
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WASHINGTON.—Thirteen states 
and the District of Columbia now 
have laws requiring inspection of 
motor vehicles at least once a year, 
according to the Inter-Industry 
Highway Safety Committee. 

In 11 of the states, inspections 
are carried out by new-car dealer- 
ships and other private operators 
serving as state-appointed stations. 
These states are Colorado, Maine, 
Massachusetts, New Hampshire, 
New Mexico, Pennsylvania, Texas, 
Utah, Vermont, Virginia and West 
Virginia. 

In Delaware, New Jersey and 
the District of Columbia, check- 
ups are handled at stations 
owned and operated by govern- 
mental agencies. 

Four states—Maryland, Missis- 
sippi, New York and Washington— 
have vehicle-inspection statutes on 
the books which currently are in- 
active. 

Inspections are free at Dela- 
ware’s State-operated stations 
while fees in other states range 
from 50 cents to about $1.50. The 
charge in New Hampshire is not 
fixed by law. 


Here is a state-by-state rundown 
on inspection practices: 

CoLorano — Two inspections are 
required, the first when license 
plates are installed and the sec- 
ond on July 1. The fee is 50 cents. 

Detaware—One inspection in the 
three months prior to expiration 
of registration. No fee. 

Maine—An inspection in April 
and another in October. Fee: 50 






Auto Salesmen 
Organize Own 


Lending Fund 


SAVANNAH, Ga. — Salesmen of 
Karp Motors (Dodge-Plymouth) 
have organized a club whose chief 
feature is a fund that accumulates 
money for the salesmen. 

Source of the fund is a weekly 
contribution of $2 by each sales- 
man and a $25 contribution by the 
company each day the combined 
force sells at least three Dodges. 

Also, the fund is supplemented 
by fines on salesmen who violate 
certain on-the-job rules. The fines 
range from $1 for failure to make 
daily post-card mailings and tele- 
Phone calls to $5 for being off the 
floor when scheduled. 

The fund, administered by two 
salesmen, provides cash for loans 
to salesmen. They pay interest on 
these loans. Whenever the size of 
the fund permits, cash dividends 
are paid to the salesmen. 

If a salesman quits the dealer- 
ship, he is paid all the money 
which he has contributed to the 
fund, minus any cash dividends 
paid to him. 


Naugatuck Buys 
Baton Rouge Site 


BATON ROUGE, La. — Nauga- 
tuck Chemical, a division of U. S. 
Rubber Co., has acquired a 150- 
acre tract of land in the Scott’s 
Bluff region here and plans to build 
a new chemical plant to manufac- 
ture Kralastic plastic materials. 

Automotive parts, such as Roy- 
alite seat panels and roof liners, is 
a growing market for the materials, 
according to Naugatuck. 


In Grandpa's Day 
Utah Unit Seeks to Keep 


Business at Home 


BRIGHAM CITY, Utah.—‘When 
grandpa traded horses, he knew 
better than to make a trade too 
far from home,” declare ads spon- 
sored by the five-member Brigham 
City Automobile Dealers Assn. 

The ads, which are aimed at 
keeping new and used-car business 
at home, continue: “It’s a mighty 
good thing to know the man you're 
dealing with . . . He supports your 
community .. . He is in business 
for the long pull.” 

The dealers say the campaign is 
getting results. 


14 Inspection Laws 


13 States, District of Columbia Require Checks; 
Four Unused Statutes on Books 


cents. 

MassacHvusetTts—Two inspections, 
in April and October. Fee: 50 cents. 

New Hampsuire — Two inspec- 
tions, in May and October. Fee not 
fixed by law. 

New Jersey — Two inspections; 
vehicle owner is notified by mail 
when to appear. Fee: 50 cents. 

New Mexico—At least two inspec- 
tions. Fee: $1. 

PENNSYLVANIA — Two inspections, 
starting May 1 for three months 
and Nov. 1 for three months. The 
fee usually is $1.50. 

Texas—One inspection is a pre- 
requisite to registration. Fee: $1. 

Utan—One or two inspections, 
in May and October. Dates are set 
by the Road Commission. Fee: 50 
cents. 

Vermont—Two inspections, in 
May and October. The fee is not 
to exceed $1. 

Vircinta— Two inspections, one 
falling due between May 1 and 
June 15 and the other between 
Oct. 1 and Nov. 15. Fee: 50 cents. 

West Vircinta—One inspection in 
the July 1-Sept. 30 period. Fee: 
$1.25. 

District or CoL_umBiA—One in- 
spection, with the vehicle owner 
being contacted by mail 
time of annual inspection. Fee: $1. 


By J. H. Reed 
Staff Correspondent 
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3-Tone Horn Unveiled— 


A new three-tone auto horn, developed 
by Delco-Remy division, General Motors, 
Anderson, Ind., will be available as op- 
tional equipment on 1956 cars, according 
to H. D. Dawson, general manager. The 
new signal adds a third horn to the con- 
ventional two-tone signals in use on cars 
and trucks for many years. P. W. House, 
Delco-Remy assistant chief engineer, left, 
and John Erwin, horn engineer, examine 
the mobile unit that is driven to the prov- 
ing grounds of auto manufacturers for on- 





| 


the-spot demonstrations. 





‘The Eye of the Master’... 


Text for a Dealership 








However, he proved equal to the 
occasion and instructed the cus- 


SAN ANTONIO. — According to|tomer to bring his car back, “I'll 
one local dealer the Biblical text| personally see that is is properly 


for a dealership service shop is: | serviced.” 


“The eye of the master fatteneth 
the flock.” 

The flock in this case being the 
servicemen and service manager 
in the shop. The master is, of 
course, the dealer. 

It -seems that this point was 
driven home poignantly to the 
dealer when, wanting to impress 
on a new salesman the value of 
checking on customers to secure 
repeat business, he pulled a card 
at random from the file. 

“IT am checking up on that car 
you bought last year,” the dealer 
said after dialing the customer’s 
number, “to see if you need any 
service on it.” 

“Indeed I do,” snapped the cus- 
tomer in what the dealer called an 
electrifying reply, “the other day I 
drove into your shop to have the 
‘jump’ taken out of my motor. 

“When I got back home, it had 
returned. Next morning, when I 
backed into the street my brakes 
didn’t hold and I crumpled a 
fender on the curb on the other 
side. Then one of my hubcaps fell 
off and rolled into the street and 
before I could retrieve it, a car 
ran over it and crushed it.” 

As the dealer observed, all this 
in one day and in one breath. 


For Continuous Service— 


J. M. Linforth, left, manufacturers sales 
vice-president, Goodyear Tire & Rubber 
Co., presents 40-year diamond service 
pin to Phillip K. Coe, Detroit manufac- 
turers sales office manager. George H. 
Minds, Detroit manufacturers sales district 
field representative, also received a 40- 
year emblem at the surprise party in 
Detroit. 





The dealer said that his first re- 
action was to go back in the shop 
and “chew everybody out.” 

The mechanic, he said, should 
have located the jump in the motor; | 
the car should not have been al-} 
lowed to leave the shop without | 





a brake test, and, of course, all hub 
caps should have been put on tight. | 

“If I had not chanced to call| 
that customer,” commented the 
dealer, “he no doubt would have 
been off us for life.” 

The dealer, however, cooled off 
and as he put it “got to thinking 
it over.” He saw that he was only 
a little less to blame than the 
shop foreman or the mechanic 
who went over the car. 

“If I had made it a point to be 
in the shop more often and checked 
more frequently on what was go- 
ing on there, I might have caught 
all this trouble before it happened,” 
he said. 

In other words, if his eye (the 
master’s) had been on his em- 
ployes (the flock) it would have 
kept careless mistakes from hap- 
pening and would have “fatteneth” 
the firm’s bank account. 

“It is not enough just to check 
on customers in an effort to get 
repeat business,” this dealer ob- 
served. “The dealer’s scope must be 
much broader than that. He must 
check on his shop and know what 
is going on there—not just once 
or twice a week, but several times 
a day. 

For, this dealer is keenly aware, 
that the way the shop handles serv- 
ice will determine to a great ex- 
tent the amount of repeat business 
he can secure. 

“If a dealer knows,” he said, “how 
an auto is put together and why it 
runs — as well as how to keep the 
sales force on its toes — he will 
be spared many painful phone calls 
and person-to-person conversa- 
tions.” 


Follestad Elected 
To Dealer Post 


EVERETT, Wash.—Sig Follestad 
(Nash) has been named president 
of the Snohomish County Automo- 
bile Dealers Assn. He and other 
new officers are all from Everett 
dealerships. 

Harry Fowler (Studebaker) is 
vice-president, and Harold Walsh 
(Plymouth) is secretary. Elected 
to the board of trustees were J. 
Frank Simpson (Pontiac) and 
Charles Allen (Buick). 
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Announcing Six New Manuals Featuring 


AUTOMOTIVE 


SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 
EACH 


No. 1—The Eight Automotive Success Fundamentals. 
No. 2—The Automotive Selling Process. $2.00 POSTPAID 
No. 3—Eighty Ways to Find New Prospects. 

No. 4—Personality—the Key to Leadership. SAVE $2.00! 

No. 5—The Technique of Used Car Salesmanship. 

No. 6—Developing and Testing Your Sales Talk. Order All Six for $10.00 


DEPT. 130 
549 Washington Bivd., Chicago 6, Illinois 


NATIONAL SALES TRAINERS 
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SL Seat Covers Mean Extra Profits 
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Protect against wear and soiling, yet allow the beau- 
tiful modern car interiors and upholstery to be seen 
and admired. Made of all heavy, 20 gauge crystal 

sear Ul clear vinyl, these seat covers fit and ride comfortably 
without wrinkles. 

CAR OA Ia e Custom made.for every make and style car. This 

WANT! A is a NATURAL to go with every new car 


¥ y) sole for plus business. Dealer net $}7* 
Center Arms $2.00 additional 

Order by year, make, model » 
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AUTOMOTIVE NEWS, MARCH 19, 1956 


Some Areas Lag, Detroiter Says... 


Rush Road Plans, Cities Told 


DETROIT. — Too many metro- 
politan areas are sitting back and 
waiting for their state highway 
departments to get them new roads 
when they should be making far- 
reaching plans themselves, accord- 
ing to Glenn C, Richards, Detroit's 
expressways coordinator. 

“The highway department in 
each state must act as the agent 
in procuring Federal funds,” 
Richards said, “but the state 
groups often are more interested 
in roads between cities than 
within cities.” 


Metropolitan expressway plan- 
ning has taken on new importance 
in view of sound predictions that 
Congress will pass an expanded 
highway construction program this 
year. 

And one of the most important 
parts of that program lies in the 
fact that current bills call for the 
Federal Government to assume 90 
percent of construction costs for 
the 40,000-mile interstate system. 


Those are the highways desig- 


WHEN WILL 
BLAKE’S CAR 
BE READY? 


nated by shields bearing such in- 
scriptions as “US-30” or “US-66.” 

Richards pointed out that 
many municipal expressways will 
come under the interstate pro- 
gram since they are extensions 
of or links between various U. S. 
highways. 

At present, the Federal Govern- 
ment pays 60 percent of road- 
building costs on the interstate 
|system with state and local units 
furnishing the other 40 percent. 


Detroit’s expressway plans are 
an example of what progressive 
| cities are doing. 

The city now has two such routes 
in operation with additional miles 
being added on schedule, and 
Richards and Mayor Albert E. 
Cobo recently ordered that plans 
for two more expressways be com- 
pleted by July 1. The new routes 
total 25 miles and will cost about 
$200 million. 

The July 1 deadline is impor- 
tant. Congress is expected to 
approve the highway program 
| by that time since that is the 








~ 20%t050*MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 


out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


SERVICE and INSTRUCTION on Your Premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


EXECUTONE, INC., Dept. F-8 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone 
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helps turn out more service jobs. 
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suggested starting date for the 
tax increases which will finance 
the national program. 


Meanwhile, in Washington, the 


American + Trucking Assns. has 
adopted a wait-and-see attitude on 


the Reed amendment to the Boggs 


highway revenue bill. 

The amendment would impose a 
tax of $1.50 for every 1,000 pounds 
by which a truck’s GVW exceeds 
26,000 pounds. 

According to John V. Lawrence, 
ATA managing director, the truck- 
ing industry plans no opposition 
to the Boggs bill in the House. He 
expressed the fear that opposition 
in that chamber might defeat the 
entire road program. 

However, he said, “We are 
hopeful that when the bill comes 

before the Senate that further 
consideration will be given to 
tax equity.” 

A statement commending the 
Reed amendment was iSsued by 
the American Automobile Assn. 
The proposal coincides with the 
AAA stand that heavy trucks 
should bear a iarger proportion of 
highway construction costs. 


Wooster to Retain Reps; 


Denies Change in Works 
WOOSTER, O.—The automotive 
division of Wooster Rubber Co. has 
announced that, it plans no change 
in its policy of marketing its au- 
tomotive items through manufac- 


turers’ agents. | 








William F. Coulter, sales mana-| 
ger, said this action was taken to} 
correct reports that agents were | 
being replaced with direct company- | 
employed representatives. 


Monroe's Top Seller— 


Al Scholes, left, midwest representative, 


Personal Appeal 
Backs Law for 
‘Day in Court’ 


HAMBURG, N. Y. — Through a 
special telephone hookup, Sperry 
W. Miner, president, New York 
State Automobile Dealers Assn., 
urged dealers from Hamburg and 
surrounding towns to support State 
legislation which would give the 
dealers the right to protect their 
franchises through the courts. 


Miner, of S. W. Miner Corp. 
(Oldsmobile), Buffalo; was confined 
to his home by illness and ad- 
dressed the meeting by means of a 
telephone amplification system. He 
told his listeners to look out for 
dealer interests in their relation- 
ship with the manufacturers. 


Other speakers were Glenn Camp- 
bell (Chevrolet), Williamsville, N. 


Monroe Auto Equipment Co., Monroe, Mich., | Y., a member of the General Mo- 
receives the “president's plaque” for top | tors Dealer Council; Jack Sheehan, 
sales performance from B. D. Mcintyre,| NYSDA field representative, and S. 
Monroe president. Scholes led all Monroe |S. Williams (Ford), Eden, N. Y. 
shock absorber sales representatives with | Chester G. Daetsch (Hudson), Ham- 


an impressive 130 percent over quota. 


burg, was toastmaster. 





In Month of February... 


Nash Signs 


Nash signed up 47 new dealers 
in February, according to John W. 
Raisbeck, sales vice-president. 

The dealerships are Oriole Mo- 
tors, Inc., Baltimore; Fortuin 
Nash, Grand Rapids, Mich.; 
Southeast Nash, Washington; 
Peters Motor Co., Inc., Paducah, 
Ky.; Walker Nash Motors, North 
Ft. Myers, Fla.; Long’s Nash 
Sales, Owosso, Mich.; Miller Mo- 
tor Co., St. Cloud, Minn.; Wat- 
son’s Garage, Deep Gap, N. C. 





Matthew Slap Buick 


By Norman Shigon 
Staff Correspondent 

PHILADELPHIA.—The personal 
touch, attention to detail and an 
accent on service are helping boost 
sales for Matthew Slap Buick Co. 

The firm has been in business 
since October and President Mat- 
thew Slap claims his sales are 
nearly 90 percent above those 
of the Buick dealership which 
formerly operated the establish- 
ment. 

An example of the personal ap- 
proach is evidenced in a slogan 
used at sales meetings. It is: “Ride 
’em write ’em and meet the boss.” 

Every prospect gets a demonstra- 
tion ride with the sales pitch and, 
before the deal is signed, he is 
introduced to either Slap or Morton 
Rose, vice-president. 

The service department also is 
conducted on a personal basis. Each 
customer is assigned a service sales- 
man who handles all his future 
service requirements. Programs 
such as this, Slap says, have helped 
him achieve 100 percent service ab- 
sorption. 

From a service standpoint, the 
dealership is ideally located. It 
is at the end of the subway and 
many motorists leave their cars 
in the morning, ride the subway 
downtown and pick up their cars 
on the way home from work. 
The department averages nearly 
80. cars a day. 

Slap’s 93 employes include more 
than 40 mechanics and two girls 

who operate a followup mail room. 
They remind customers of the need 
for service and the work offered 
by the dealership. 

Explaining the importance of his 
service setup, the 34-year-old Slap 
said, “Selling a car is only half 
the service that can be offered a 
customer.” 

The parts department is another 
well organized section of Slap’s 
firm. Its wholesale business amounts 
to about $25,000 a month and the 
dealership’s facilities include 10,000 
square feet for the bulk storage 
of parts. 

Slap’s used-car business is con- 
ducted at the former location of 
Northeast Lincoln-Mercury which 
Slap operated 10 years. The 
dealership wholesales about 80 
percent of its used cars. 

Paper work is emphasized by the 


Three Roads to Success 


Details and Personal Touch 


Emphasizes Service, 


company but Slap insists that it 
increases efficiency and is_ not 
merely red tape. 


A new-car inventory list is pre- 
pared daily, giving a complete de- 
scription of every new car in stock 
and containing coded cost and price 
information. Slap says this data is 
a big help to his salesmen. 


Every morning, Slap receives 
information which gives him 
daily operating control over every 
deal. The report analyzes every 
deal of the previous day, show- 
ing the profit or loss on every 
transaction together with the 
overall situation. 

Slap and Rose are searching con- 
stantly for new ideas. At home 
they visit a different dealership 
every month, and on vacation and 
business trips they often drop in 
on a fellow dealer to discuss oper- 
ating methods and procedures. 





47 Dealers 


Wes Nash, Inc., Bradford, Pa.; 
Gagnon Nash, Waterboro, Me.; 
Carlisle Sales Corp., Carlisle, Pa.; 
Towanda Nash, Towanda, Pa.; 
Poole Motor Co., West Memphis, 
Ark.; Enis & Harris Nash Co., 
Tupelo, Mis8s.; Carl Cunningham 
Motors, Moscow, Id.; Nitsch Motor 
Co., New Kensington, Pa.; Don’s 
Garage, Revere, Mass.; Lincoln 
County Equipment Co., Hugo, 
Colo. 

Redfield Nash Co., Redfield, S. 
D.; Newton Motors, Inc., Hagers- 
town, Md.; Worth Nash Sales, 
Worth, Ill.; Lund’s Auto Sales, To- 
mah, Wis.; Lord Bros., Holcomb, 
N. Y.; Leist Motor Sales, Circle- 
ville, O.; Glasgow Nash, Glasgow, 
Mont.; Broadway Nash, Rochester, 
Minn.; Bonnell Motors, Inc., Ge- 
neva, N. Y.; Woodfin Motors, On- 
tario, Calif. 

Owatonna Nash, Owatonna, 
Minn.; Roy’s Auto Supply, Nor- 
folk, Va.; Fields Nash Motors, 
Silver City, N. C.; Jensen’s Mo- 
tors, Inc., North Haven, Comn.; 
John O. Ouimette, Clinton, 
Mass.; Cole Motor Co., Lubbock, 
Tex.; Nocito Nash, New Hyde 
Park, N. Y.; Kane Motor Sales, 
Englewood, N. J.; Lewiston 
Nash, Lewiston, Id.; Irelan Mo- 
tor Market, Tecumseh, Mich.; 
Palace e, McKeesport, Pa.; 
Springfield Nash, Inc., Spring- 
field, O.; Sidney Nash, Inc., Sid- 
ney, O. 

North Shore Nash Corp., Oyster 
Bay, N. Y.; Greenwich Nash Co., 
Greenwich, Conn.; Tudor Nash Co., 
Borger, Tex.; Lake ‘St. Nash, Inc., 
Minneapolis; Hanna Nash Co. 
Plainview, Tex., and Thone Imple- 
ment, Luverne, Minn. 





Nash Launches Sales Contest— 


John W. Raisbeck, left, Nash sales vice-president, tells his division sales managers 
about the prizes dealers and salesmen can win in the Nash Holiday Jamboree Contest. 
Sales personnel of each dealership which obtains 80 percent of its sales quota wilh 
attend an all-day outing at a resort. From left are Raisbeck, R. R. Compton, western 
division manager; A. E. Tracy, eastern manager; L. E. Stewart, central manager, and 


J. B. Fountain, midwestern manager. 
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55 Truck Volume Sets 
Record; 10% Over ’53 


WASHINGTON. — Volume of in- 
tercity truck tonnage for 1955 broke 
all previous records with a gain of 
10.6 percent over the former record | 
year of 1953 and exceeded 1954 ton- 
nage by 15.2 percent, according to 
the American Trucking Assns. 

Based on the 1947-1949 truck- 
loading average, the 1955 index 
was 177. The previous record in- 
dex was 160. Since 1945, truck- 
loadings have risen each year, | 
with the exception of 1954, when 
a 3.7 percent decline from 1953 
occurred. 

Transporters of motor vehicles 
registered the highest percentage 
gain for all commodity groups with 
43.5 percent over 1954, the studies 
showed. The southwestern region’s 
22.3 percent increase led the list 
of regional gains. 

These truckloading trends were 
disclosed by ATA’s research staff, 
which analyzed reports covering 


Cast Crankshafts 
Mass-Produced at 
GM’s Ill. Foundry 


DANVILLE, Ill. — A new metal- 
lurgical development by research- 
ers at the Detroit General Motors 
Corp. Technical Center has made | 
possible the mass production of 
east crankshafts for automobile 


engines, according to James H. 
Smith, general manager, GM cen- 
tral foundry division, Saginaw, 
Mich. 


The division’s local foundry is 
mass producing the crankshafts 
and supplying all of Pontiac’s re- 
quirements. Smith said that crank- | 
shafts traditionally have been 
drop-forged from steel. 

“Today,” he said, “we are cast- 
ing ‘cranks’ from a new type of 
ArmaSteel, a pearlitic malleable 
iron cast from our regular base 
metal but modified by alloy addi- 
tions...” 

The process has been patented 
by GM. 

Smith said a major factor in the 
new development was the shell- 
molding process adopted by cen- 
tral foundry in 1951, after pioneer- 
ing work started in 1947. 

Machining is substantially faster | 
on the cast cranks, Smith said, re- 
sulting in fewer machines. Tool 
life on the castings is far longer 
than on forgings, he said. 


Racing T1 Trophy Set 


By Perfect Circle | 


DAYTONA BEACH, Fla.—Perfect | 


Circle Corp. will award a trophy 
each year to the stock car driver 
who compiles the highest point 
score in national championship 
races sponsored by the National | 
Association for Stock Car Auto| 
Racing (NASCAR). 

The piston ring maker also will 


operations of 1,762 Class I common 
and contract motor carriers for the 
fourth quarters and the full years 
of 1954 and 1955. 

These carriers transported in in- 


High °56 Sales Seen 


By White of Canada 


MONTREAL. — The outlook 
for the truck manufacturing in- 
dustry is excellent, according to 
H. J. Nave, president, White Mo- 
tor Co. of Canada, Ltd. He said 
sales prospects for White and 
Autocar trucks and tractors are 
especially good. 

Addressing White’s Canadian 
field sales and service organiza- 
tion, Nave said the company’s 
1955 sales were 40 percent ahead 
of 1954. This year’s goal is to 
beat the 1955 mark, he declared. 





SAF 





offer a total of $2,750 in cash prizes 
to winners of five NASCAR races 
this year. 

Announcement of the trophy and 
prizes was made here at the awards 
program of NASCAR’s 7th annual 
Speed Weeks. Gene Stonecipher, 
who spoke in behalf of Perfect Cir- 
cle’s president, Ralph Teetor, said: 
“Stock car racing, as sanctioned by 
NASCAR, is not only a sport, but a 
competitive laboratory for the auto- 
motive industry which has led to 
the development of many of the 
safety features in today’s passenger 
cars.” 


°55 Aluminum Production 


Tops 3 Billion Pounds 

NEW YORK.—Primary aluminum 
production in the U.S. reached 
3,131,568,856 pounds in 1955, accord- 
ing to the Aluminum Assn. here. 

Two records were set during the 
year: Monthly, 281,496,030 pounds in 
December; quarterly, 818,185,864 in 
the fourth quarter. January, 1956, 
production dropped from Decem- 
ber’s high to 280,787,668 pounds. 
However, it represented an increase 
from the previous January’s 256,- 
406,748 pounds. 








BRIGHT ... DIM... BRIGHT 
AUTOMATICALLY AT NIGHT! 


Headig 


New T-3 Safety-Aim Headlamps throw new 
light on your profit picture. You cash in on a 
big replacement market—every car one year 
or older is a prospect. And with Guide's pre- 
cision aimers, T-3 headlamps can be accurately 
aimed in a matter of minutes, even in daylight. 


tercity service 265,272,896 tons of 
freight during 1955, as compared 
with 230,187,901 tons in 1954. They 
carried 71,205,290 tons during 1955’s 
fourth quarter, against 61,307,111 
tons in the fourth quarter of 1954. 

Regional gains for the year 1955 
were: 

Southwestern—22.3 percent over 
1954; central—18.5 percent over 
1954, and Middle Atlantic—16.3 
percent over 1954. Other regional 
gain figures for 1955 were New 
England—2.8 percent; southern— 
15.6 percent; northwestern — 9.7 
percent; middlewestern—14.4 per- 
cent; Rocky Mountain—6.3 per- 
cent, and Pacific region—9.1 per- 
cent. 

Commodity carrier gains by 
groups showed carriers of refriger- 
ated liquids second to motor vehicle 
carriers with 16.5 percent gain over 
1954, and heavy machinery haulers 
third in rate of increase with 15.6 
percent over the previous year. 

Other commodity group increases 
were: general freight—12.7 percent; 
household goods, 11.7 percent; liq- 
uid petroleum—15.1 percent; refrig- 
erated solids—9.3 percent; agricul- 
tural commodities— 10.4 percent; 
building materials—10.3 percent. 
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Watch for 
“WIDE WIDE WORLD” 
Sundays, NBC-TV 
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Burne Remodels Dealership— 


Remodeled at a cost of $27,000, Burne Oldsmobile Co., Scranton, Pa., features an 
undercover used-car corner, all-glass overhead doors, new neon signs and two post 


lifts in the service department. The dealership is headed by J. R. Burne. It has 


approximately 45,000 square feet of floor space. 


AUTRONIC- 
EYE 


Automatic Headlight Control 


Guide's Autronic-Eye puts your customers on the 
proper beam for safety ... puts you on the right 
track for more sales. Autronic-Eye dims head- 
lights when cars approach . . . holds them on 
dim until all cars have passed . . . then flashes 
them back to bright when all’s clear. It’s all 
done automatically, for safer, easier driving. 


PARTNERS 


Night Driving Safety! 


These two great night-driving advances are now paired 
for safety . . . teamed for greater sales and profits for 
you. Guide’s new T-3 Safety-Aim Headlamps give more 
light, aimed right! Guide’s Autronic-Eye for automatic 
headlight control! Together, they really work for you! 


Products tor Sater Vision...by Guide Lamp Division of General Motors, Anderson, ind. 
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SERIES 9000 


eS a 
Se 


€-19513 


HERE'S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 


9000 Unit. Compare that output with Pe , 
al 1es, Inc. 

17,000 lumens for the 400-watt for outdoor 
operation 


JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’]l make more sales from 
cheerful, well-lighted lots. 

Add “‘see-ability” and get “‘sell-ability’ / 
with Guardian Fluorescent Floodlights. / 

/ 
Write today for 
Guardian’s full-line catalog. 


GUARDIAN ight company 


500 NORTH BLVD. OAK PARK, ILLINOIS 
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TWO SANDERS 
IN ONE! 











TOUGH JOBS MADE EASY 


SAVE WINDSHIELDS-Removes scratches, rubs, 
and “frost quickly from auto glass without 
removing from the car. Unique action develops 
only mild surface heat even at speeds to 6000 
R.P.M. Simple to use, SAFE. 
FIBERGLASS-Every job from patches to final 
finish. NO DUST. 

SAVE UP TO 80%-On all sanding, rubbing, 
polishing, “feather-edging", scuffings jobs. 
FAST. 


SEE YOUR 








AN FOR EVERY JOB. DUAL. JOBBER 
ACTION OR STRAIGHT LINE. OR WRITE 
FOR LIT- 


ERATURE 


DETROIT SURFACING MACHINE CO. 


1229 E. EIGHT MILE RD., DETROIT 20, MICH. 











YOUR CHOLCE 








2 Good Ones Held Vital to Dealership .. . 





To Sales Specialists 


By Leon M. Leffingwell 
Staff Correspondent 

PITTSBURGH. — Used-car sell- 
ing is a job for a specialist and 
there aren’t too many of them 
around, according to Joseph Neid- 
ermeier, used-car manager; L. A. 
Peters, Inc. (Chrysler-Plymouth). 

Neidermeier said 1956 is shap- 
ing up as a good year for used 
cars. He noted that sales in his 
area since Jan. 1 have been 
some 17 percent over the same 
period in 1955. 

“The business is there if you 
fight for it,” he said, adding that 
a dealer can have a _ successful 
used-car operation with two good 
salesmen because “they will go out 
and bring in prospects.” 

Neidermeier believes a used-car 
salesman’s success is based on 
three factors: 

1. How well he sells himself to 
the public. 

2. His sales follow-through. 

3. His attitude toward his job. 

He said the salesman’s attitude 
toward his job can best be ex- 
pressed by the word “confidence.” 

“People today have the money to 
buy,” he said, “but it takes a con- 
fident salesman to instill that buyer 
confidence that makes them part 
with their money.” 

Returning to his specialization 
theme, Neidermeier said he did 
not believe salesmen should sell 
both new and used cars. He as- 
serted that up to 80 percent of 
used-car problems can be elimi- 
nated by having certain salesmen 
specialize in these units. 

The new-car salesman, he said, 
must be able to sell any feature 
of one or two makes, while the 
used-car salesman should con- 
centrate on the main selling 
points of whatever make the cus- 
tomer is seeking. 

With some makes, he said, it 
may be the transmission; with 
others, styling, performance or 
economy may be the dominant fea- 
ture. The salesman must have all 
this information at his fingertips 
and must be able to discuss the 
points with the buyer and answer 
his questions. 

Neidermeier says it takes an 


Used-Car Notes 


MIAMI. — Stacy Rowell, presi- 
dent of both the National Inde- 
pendent Auto Dealers Assn. and 
the Miami used-car dealers group, 
has gone into Dade County (Mi- 
ami) politics and is conducting a 
spectacular campaign for county 
commissioner. 

Rowell, who was born in North 
Florida and is known as the “Su- 
wanee River Boy,” is widely 
known over the state. His brother- 
in-law, E. V. Fisher, was state 
motor vehicle commissioner in the 
administration of the late Gov. 
Dan McCarty. 

* * * 

Price Tosses Hat in Ring 

TALLAHASSEE. — W. B. Price, 
Jacksonville (Fla.) used-car dealer, 
has qualified as a candidate for 
governor. His platform calls for 
legalizing all gambling in the 
state. 

+ * * 
Wis. Auction Opens 

CUBA CITY, Wis. — Tri-State 
Auction, Inc., has been formed 
here. Incorporation papers were 
signed by Joseph Abdoo and Al- 
bert Dellabella. It will be located 


at 116 E. Calhoun St. 
+ * * 


' Albert Buys Murphy Lot 


CINCINNATI. — Mike Albert 
Autos, Inc., here has announced 


_|purchase of Murphy Motors. The 


former owner of Murphy will be 


the lot, Albert said. 


enormous amount of work to be- 
come a good used-car salesman. 


“He works just as hard whether 
times are easy or tough. He can’t 
worry. about the time it takes to 
sell a car because this type of sell- 
ing often is a 15-hour-a-day job 
and it often is done at odd hours.” 

As an illustration, Neidermeier 
said he recently sold a used car 
while on a shopping trip with 
his wife. 

“I nodded to an acquaintance in 
the parking lot,” he said, “and the 
man mentioned having seen a par- 
ticular car on our lot that morn- 
ing. 

“That was my cue. I asked a few 
questions and 20 minutes later I 
walked out of that parking lot with 
a signed order. The customer 


picked up his car the next night.” | 





DETROIT. — Late-model used 
cars in the luxury class can be 
sold quickly when dealers recon- 
dition them properly, according to 
a survey of 200 Packard-Clipper 
dealers conducted by Gene Rebhan, 
division assistant sales manager. 

Although the units carry higher 
price tags than new models in 
some other lines, one-third of the 
dealers reported that the price 
range did not hinder profitable 
operations. 

About the same number said pur- 
chasers were willing to pay the 
higher prices only if the cars car- 
ried “every extra equipment item.” 

Edwin Fisher, Edwin Fisher 
Grosse Pointe Packard, Inc., in 
suburban Detroit, said his used- 
car stock remained low because 
acquaintances request more late- 
model used cars than his tradeins 
can supply. 

He said buyers insist that their 
cars be in first-class shape mechan- 
ically and that many prefer com- 
fort and extras to lateness of 
model. 

Fisher, who has been in the 
luxury car business in Detroit 
26 years, said the buyer seeking 
a high-priced used model seldom 
can be sold a smaller car even 
though it is a “bargain.” 

“People approach the purchase 

of a used car as they would a 
home,” he said. “In fact I have 
one customer who trades every 
two years and who insists on know- 
ing the name of the former owner 
so he can investigate the car’s his- 
tory.” 

Few young persons enter the 
higher-priced used-car field, Fisher 
has found. “A check of 100 sales 
in 1955 where the average price 
was $2,800 showed that the young- 
est purchaser was a 30-year-old 
salesman for an advertising firm,” 
he said. 

“The average buyer is an older 
businessman and we also have 
several retired families who re- 














Aims to Please— 


Edwin Fisher, president, Edwin Fisher 
Grosse Pointe Packard, Inc., Grosse Pointe, 
Mich., shows one of his late-model used 
cars. Fisher says buyers insist that cars 
be in rst-class. mechanical shape. 


Hot Items, Packard Dealers Say .. . 


Luxury Used Cars Click 


new their late-model used car 
every year before driving to their 
winter home.” 

Fisher said that an ad mention- 
ing torsion suspension will bring 
more inquiries than any other fea- 
ture. 

“In January,” he said, “when our 
lot was covered with six inches of 
snow, we advertised a 1955 Packard 
hardtop at $3,495. Seventeen in- 
quiries came in and we sold that 
car and four of our 1955 demonstra- 
tors at discounted new-car prices.” 

Another dealer, Sidney Fohr- 

man, manager of Fohrman Mo- 
tors (Packard-Clipper), Chicago, 
said his firm sells four times as 
many used cars as new cars. 

“We find,” he said, “that the fam- 
ily which once has driven a high- 
priced car prefers such a car in 
an older model to a new or slightly 
used lower-priced car.” 


Good Year Seen 
Despite Output Dip 


SAN FRANCISCO. — Even if 
auto production dips 15 percent 
this year, it still will be the second 
biggest year in 
history, M. F. 
Cotes, president, 
Motor Wheel 
Corp., Lansing re- 
minded the Secur- 
ity Analysts of 
San Francisco. 

He noted that 
many in the au- 
tomobile business 
have mentioned 
declines up to 15 
percent, but added 
that a leading truck manufacturer 
has said that 1956 could well be 
a record year for truck sales. 

Cotes also cited the move to the 
suburbs and the resulting new mar- 
kets as a strong factor in lifting 
the nation’s economy to a record 
level. 














Edwards Signs 40th Chevrolet Contract— 


W. S. Edwards jr., Edwards Chevrolet Co., Inc., Birmingham, Ala., signs his 40th 
retained by Albert as manager of | Chevrolet contract as P. P. Scalise, zone manager, looks on. Edwards signed his first 
contract in 1916 and has been an exclusive Chevrolet dealer ever since. 
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Affecting Factories and Dealers . . . 





Auto Advertising 


(Continued from Page 64) 


Bureau of Advertising of the 
American Newspaper Publishers 
Assn., were: 

National (general and automo- 
tive combined), 18.4 percent; gen- 
eral (national advertising other 
than automotive), 8.8 percent; re- 
tail, 2.1 percent, and classified, 13.1 
percent. 

In the financial classification, 
newspaper advertising showed a 
substantial gain over January, 
1955, by an increase of 15.1 percent. 

* * ak 


Deibler in San Francisco 


Robert H. Deibler announces 
that his firm, R. H. Deibler & 
Associates, will open a San Fran- 
cisco office Apr. 1 at 927 Mills 
Building, San Francisco 4. This 
office is in addition to his head- 
quarters in Los Angeles. In addi- 
tion to other publications, Deibler 
is the west coast representative of 


AUTOMOTIVE News. 
* 


Plug for dete Show 


A special edition of the Fargo 
(N. D) Forum will commemo- 
rate the Apr. 20-22 auto show of 
the Fargo-Moorhead Automobile 
Dealers Assn. The show will be 
staged in the Concordia College 
Field House, Moorhead, Minn. 

* cs * 


Michigan 4-A’s Elect 


Robert E. Anderson, vice- 
president of Batten, Barton, Dur- 
stine & Osborn, Inc., has been 
named chairman 
of the Michigan 
Council of the 
American Assn. 
of Advertising 
Agencies. 

Other officers 
are Aldis P. But- 
ler of Young & 
Rubicam, Inc., 
vice - chairman, 
and Leonard 

: wa Simons of Si- 
R. E. Anderson mons - Michael- 
son Co., secretary-treasurer. 

Elected governors for one-year 
terms were Anderson and John 
Bowers, of Brooke, Smith, French 
& Dorrance, Inc. Elected gov- 
ernors for two years were Victor 
Armstrong, of Kenyon & Eckhardt, 
Inc.; Colin Campbell, of Campbell- 
Ewald Co.; Butler and Simons. 
Robert E. Jaqua, of Jaqua Co., 
Grand Rapids, has another year 
to serve on his two- year term. 

- 


Miami Daily Mews Rep 


The Miami Daily News has ap- 
pointed Harris & Whitebrook Ad- 
vertising, Inc., Miami Beach, Fla., 
to handle its advertising. 


Same Setup, New Name 


Free & Peters, Inc., a pioneer in 
the field of broadcast station repre- 
sentation, has changed its name to 
Peters, Griffen, 
Woodward, Inc. 

All manage- ¢ 
ment and organi- 
zation personnel 
and operation, 
policies of the 
New York firm 
Temain the same 
in the firm’s serv- 
ice to its radio 
and television 
Station clients 
and advertisers 


















H, P. Peters 
and their advertising agencies, 
‘according to H. Preston Peters, 
who will continue as president. 
Other officers of the firm include 
® Russell Woodward, executive vice- 
iced G and director of radio, and 


Lioyd Griffen, vice-president and 
‘director of television. James L. 
free, who founded the firm along 
th Cliford L. Sleininger in 1932, 
been retired since 1946. 
i “The organization operates offices 
"in New York, Chicago, San Fran- 
cisco, Hollywood, Detroit, Fort 
Worth and Atlanta. 
: nae. Oo 
Names 


Richard P. Matthiessen and Johr 
H. Janowski have been named to 
the advertising and public relations 

aff of Associats Investment Co., 
South Bend. Matthiessen formerly 
was with Jones & Taylor & Asso- 
ciates, South Bend, while Janow- 





ski formerly worked for Singer 
Mfg. Co. and Studebaker-Packard 
Corp. 


Brooke, Smith, French & Dor- 
rance, Inc., has announced the ad- 
dition of Willett J. McCortney jr. 
to its Detroit staff. 

Dick Charles, formerly sports edi- 
tor of Television Station KMTYV, 
Omaha, has joined Briley Motors 
(Dodge-Plymouth) as director of 
advertising and promotion. 


James J. Cochran, vice-president; 


John H. Sheldon have been elected 


| the 
Vincent F. Aiello, Don Gibbs, and | Michel, 





to the board of directors of Kud-| 
ner Agency, Inc., New York. 

Pat Flaherty has been named to | 
head the Hollywood news bureau 
of Grant Advertising. 


Clyde L. Clem has been named | 
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responsible for coordination of all 
radio and television activities for 
the Dodge passenger car account. 


The New York Stock Exchange 
has named Robert Deindorfer to 
assist writers in obtaining statis- 
tical data, general article ideas and 
interviews with Exchange officials. 
His title is general magazine spe- 
cialist. 


Robin Bott has been appointed 
merchandising and dealer promo- 
tion executive in the Detroit office 
of Young & Rubicam, Inc. He 
formerly was with Pontiac. 


Walter Henry Nelson has been 
named editor of the API Quarter- 
ly, publication of the American 
Petroleum Institute. Nelson, who 
has been a member of the API 
information department staff for 
past year, succeeds Eloise 
who retired. 


Santo Frank Pulise has joined 
|Geyer Advertising, Inc., as an as- 
sistant art director. He formerly 
served as an assistant art director 
with Scheideler, Beck & Werner, 
Ine., and Leonard Rattner Co. 


Bud Gore, department store pub- | 


Scouts Honor Roy— 


Ross Roy, right, president of the adver- 
tising agency, Ross Roy, Inc., receives one 
of scouting’s highest national citations, 


the Silver Beaver Award, from George W. 


Williams, president, Detroit Area Council, 


executive on Dodge radio and tele- licity director has been named re- | | Boy Scouts of America. The medallion is 


vision for Grant Advertising, Inc., 
Detroit. In his new post, he will be | 


tail advertising manager of the 
Chicago Daily News. 





awarded for “distinguished service to 


youth.” 











Truckers’ Bill 
In N. Y. Opposed 
By Committee 


ALBANY. — A proposal backed 
by the trucking industry to replace 
New York’s weight-distance tax 
with increased registration fees 
and a special truck fuel tax has 
been opposed by the Joint State 
Legislative Committee on Carrier 
Taxation. 

The group said that the measure 
would cut highway taxes paid by 
big trucks by at least $6,200,000 
and possibly $9 million per year. 

The bill would repeal the weight- 
distance tax and increase registra- 
tion fees for trucks registered in 
the state. A fuel tax would be im- 
posed on all vehicles for mileage 
travelled in the state, except on 
the Thruway, whether the fuel was 
bought in New York or not. 

The committee contended that 
the bill, if enacted, would increase 
the burden of record-keeping by 
truck owners, eliminate truck 
weighing stations and provide .“un- 
limited opportunity for fraud and 


| evasion.” 





Sticky valve lifters can make a crab 
out of any new car customer 





Be sure to specify 


High HP Purelube 


—the high-horsepower motor oil that 
keeps vaive lifters clean, quiet, efficient 


A little thing like a sticking valve lifter can make a crab 


out of a customer who’s usually a booster. That’s why you 
should specify High HP Purelube, the multigrade motor 


oil. 


The exclusive additive combination of High HP improves 
engine cleanliness as much as 60% in low temperature stop 
and go driving. Keeps temperamental hydraulic valve lift- 


ers clean, quiet and efficient. 


High HP fights preignition and reduces octane require- 
ment increase, too. It keeps that high horsepower high. 

So keep your customers happy with High HP Purelube. 
It’s the sure way to keep ’em coming back to you. 


Be sure with Pure 


Saies offices located in more than 
S00 cities in PURE'S marketing area 


s 






a a¢ 
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With Buick 40 Years— 


William T. Smith, W. T. Smith Co., is 
celebrating his 40th year as a Buick dealer 
in Charleston, S. C. Starting with six em- 
ployes and 15 cars sold in its first year of 
operation, today the firm lists 60 employes 
and has sold about 375 of the 1955 Buick 
models. 





The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges, Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 

dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 


seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 


Cincinnati Reactivates 


Pontiac Sales Guild 

CINCINNATI. The Pontiac 
Salesmen’s Guild, inactive in the 
Cincinnati zone since 1941, has been 
reactiviated. G. B. Hogan, zone 
manager, said only 119 of the 
area’s 572 Pontiac salesmen qual- 
ified as members on the basis of 
1955 sales performances. 

Officers of the group, also se- 
lected on a sales basis, are Ralph 
Tatone, Miamisburg, O., president; 
Richard Thumb, Miamisburg, vice- 
president, and Earl Bott, Louisville, 
secretary-treasurer. 


In the Letterbox 





(Continued from Page 12) 


storm of protest. How inequitable? 
Just one citation. Over and above 
the fuel and excise taxes to be paid 
by car and truck owners, there 
was proposed a tax on tires which 
would have cost the owner of a 
popular priced car $5.50 for a set 
of tires and the owners of a five- 
axle tractor-trailer $990.00. Equi- 
table? We don’t believe anyone 
thinks so—even our competitors if 
they would speak off the record. 
The Congress didn’t think so for 
they roundly killed the proposal 
and then, with the element of 
time involved, the whole highway 
program was postponed. 

When the Boggs Bill, proposing 
equitable taxes, was offered this 
session we supported it emphat- 
ically and on the record. Even 
when the bill was revised under 
pressure of the AAA and the rail- 
roads we took the position that, 
since it cannot be amended on the 
floor because of a closed rule, op- 
position to its inequity might jeop- 
ardize action on the whole high- 
way program, so we publicly 
expressed the hope it would move 
swiftly to the Senate where public 
hearings could restore opportunity 
to those who felt inequity, to make 
themselves heard. 


We find it difficult to believe 
anyone can fault such an attitude. 
Actually we had hoped that per- 
haps publications such as yours 
might feel impelled to compliment 
this industry on what veteran 
Washington observers have called 
its “statesmanlike” position on the 
Boggs Bill. 


This “plague on all your houses” 
and “pass a highway program at 
whatever cost” line of thinking is 
not up to the standard of AvurTo- 
motive News, in my opinion. I don’t 
believe your editorial policy can 
possibly be one of admonishing the 
trucking industry to submit quietly 
(and without inscribing the public 
record) to any proposal however 










Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


42 States Previously 56) 205| 4184) 6335 4313) | 5786| 12012} 28837| 53540| 66535; 2212| 14489 148 4129/9604 e5esé 2503) 21817 21817) 178939 m23| 53 7619) 2107| 331924 
Reported for January "55;  1933| 3260| 5193/8646} 709 +6358} 14843! 34757; 65313] 67233| 1509] 14964 36149} 8958] 56750 ae 157200} 1173 795| 1695 new2 
Tifornt 56 219) 639) —«858 123 1596 41) 2963/37) 11788) ‘S662)~1521/ 10435 aD 24873 iz 2310 
=o 55 230; 432 ist 10401 213 793 1758 348s | ¥582| 2833 | c— an is3t| ‘erea| 3391 Saerl pone i o7| ‘ayy Hool_ 40m 
; 5 $ 109 7i| 253) 598) 1039) 1525 = 110| 1707 78) 101 mi 
— 55) 26 ion 13 192} 671; 1268} 2449) «3189 | "| 393211577] peel 38r8 70 12541 i396 a ot] 328] 6s| | 19308 
ria Se ee ee se ee ee "Sel Tel We ee fal eel Sig) SL ge 
New York S| 5 9a 7m ai $26 el 2931| 120) 647 | iol te 1601 (23) 3100 3100 | 7eei|119| 210) 329) 158% 
55 138 678 in 86 2174 CE fal 31 20590} 282} +608} +—«890/ an 
se 7} 38, 138) 176 12) 100 206| 7el| 1174 44)——~«OS 2 7 153 |e rat 513) 445) 3401 33, He 15I 136| 615 aa 
55 52| 107 a 4] 2} 237 ai 880} 89%] 32) 257 is srl taal 690 us 383| 2130 t 89] 65] 4456 
uth Carolina *56) 2 rl " 79) 202) 4 Ta) i i Bal mI ‘a 328 = 3 a 2 5657 
551 8] 2 83} 223 115! os Ea 398} 70 sil as ms 54 10 xs 
ashington 56| 48 139 324 iad 1407 @ . 74% 143 = 392 “ 169 = 
55! 73 iastasel as i] uel stl eas i x Es biel tail tap a 3 S768 
All States Reported S| 2583 S110) 6259| @37| 7496 15501| 30045 2942 210) Toes27 7 en 11472| 109342 Poa) a a7 ai 
For January S| gasa| aes] 71391 rzzee| 1086] 9631 20st aysea Soa2| Groral aivel 2iae? 113242] Sosee] 125301 77810] 39693| aeet4| Zi7s3s| 16901 enol sao 440024 





able precaution has been 











destructive of truck operation it 
might be. You could not serve 
your readership by advancing any 
such policy and I refer to the 
manufacturers as well as the deal- 
ers and suppliers. 

You have only to check your 
own recollection and that of lead- 
ing executives in the automotive 
and allied trades to discover that 
American Trucking Assns. through 
its Committee of 100 meeting in 
1951, gave the first organized and 
effective impetus to the post-war 
drive for better roads. It did so in 
the full realization that it would 
have to pay and pay heavily for 
them. 

But .. . important as improved 
highways are, and we know as 
much about that as anyone in the 
land ... there is a price for them 
which we cannot pay, and that is 
the price of our operation. The 
continuing upward spiral of auto- 
motive taxes, many of the in- 
creases vigorously promoted by 
railroads, can and will remove 
trucks from public transportation 
competition and end the develop- 
ment of this great service to the 
people. 

We at American Trucking Assns. 
have no alternative but to express 
the warning of our industry to the 
proper authorities and I cannot 
believe that your editoriai reflects 
any serious opinion on your part 
that we should not do so.— WALTER 
W. Betson, Director of Public Re- 
lations, American Trucking Assns., 
Inc, 


Raymond Takes VW 


Charles R. Hassan, owner of Ray- 
mond Motors, Ltd., Cincinnati, has 
opened an exclusive Volkswagen 
dealership. Walter Zademack, for- 
merly a mechanic at the Volks- 
wagen plant in Germany, will head 
the service department. 

































‘“The information contained in this report has been compiled from official state documents. Every reason- 
exercised to insure accuracy of this report to the extent of the 


Dodge} outh | TOTAL! Ford |Lincoin| cury 


hardtop, $3,335; conv., $3,539. Roadmaster 
—4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
flow standard on Century, Super and Road- 
master. Power Steering standard on Super 
and Roadmaster. ) 


CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr.* hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; 
Biarritz conv., $6,551. 
4-dr. sed., $5,042. Series 75—8-pass. 
$6,608; 8-pass. lim., $6,823. 
and power steering standard.) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 


sed., 


sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
$2,478; 2-dr. 2-seat Nomad sstat. 
$2,604. Corvette—Hardtop cpe. 
(V-8 only), $3,145. 

CHRYSLER—Windsor—4-dr. 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr._ stat. 
| wag., $4,518.50. 300B—2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New 
Yorker.) 


CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 
hardtop, $3,164. 

CONTINENTAL — 2-dr. sed., $9,538. 
(Turbo-Drive and power steering standard. ) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. wag., $3,366.25. Firefiite—4-dr. 
sed.. $3,114.50; 4-dr. Sportsman hardtop, 
$3,426.50; 2-dr. Sportsman hardtop, §3,- 
341.50; Adventurer 2-dr. hardtop, $3,- 
723.50; conv., $3,539.50; Pace Car conv., 
$3,610.50. (PowerFlite standard on Fire- 
flite. ) 


DODGE — Coronet 6 — 4-dr. 


or conv., 


sed., $2,- 





sed., $2,- 


4-dr. 
2-dr. 


sed., $2,371.25; 2-dr. 
500 sed. $2,529.90; 


sed., 
4-dr. 


$2,298; 
hardtop, 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 


Brock- 
way 








Eldorado | 
Series 60 Special— | 


(Hydra-Matic | 


4-dr. sed., $1,865; 2-dr. sed., $1,822; utility | 


Wwag., | 


$3,- | 


2-dr. | 


263.50; 2-dr. sed., $2,190.50. Coronet V-8— | 


$2,547.50; 2-dr. hardtop, $2,433.50; conv., 
$2,773.50. Royal — 4-dr. 
$2,692.75; 
$2,578.75. Custom Royal—4-dr. 
hardtop, 


4-dr. 


618.75; 
hardtop, $2,688.50; 
| Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
Suburban V-8, $2,595; 2-dr. 
urban V-8, 
V-8, 





Chev. 
rolet 


$2,864; 
$2,969.50. 


FORD—(Prices are for 6-cyl. 
for V-8s, 


ness 2-dr., 
sed., 
hardtop, 


top, 
Crown 
$2,330.97. 


Parklane, 
Sedan, 
Sedan, 


cpe. 


hardtop, 
sed., 


top, $5,089.25. 
pass. 

731.50. 
standard.) 


LINCOLN — Capri — 4-dr. 
2-dr. $4,092.50. 
sed., 
$4,720. 
standard. ) 

MERCURY—Medalist—4-dr. sed., 
2-dr. $2,238; 
2-dr. 
sed., 
hardtop, 
conv., 
$2,706; 
Monterey—4-dr. 
sed., $2,635.50; 4-dr. hardtop, $2,684; 2-dr. 


Current Prices on New Cars 


hardtop, 


4-dr. 


$2,712.25; 
4-dr. 


$2,219.70; 


(V-8 only), 


$3,245; 


8-pass. 


$2,064.83. 


2-dr. 
Victoria 2-dr., 


con 


$2,724; 4- 


$1,720.12. 


4-dr. 
4-dr. 
4-dr. 


$2,802.75; 
v., $2,908. 


dr. 6-pass. 
4-dr. 8-pass. 
$2,817.75; 4-dr. 6-pass. Custom Sierra V-8, 
Custom Sierra V-8, 


hardtop, 
$2,308.65; 
Station Wagons — 2-dr. 
| Ranch Wagon, $2,155.95; 2-dr. 2-seat Cus- 
|}tom Ranch Wagon, $2,221.50; 2-dr. 2-seat 
$2,399.95; 
$2,267.77; 
$2,399.95; 
Squire, $2,504.50. Thunderbird — Hardtop 
$3,122.50. 


HUDSON — Wasp 6 Super — 4-dr. 
$2,380. Hornet 6 Super—4-dr. 
Hornet 6 Custom—4-dr. sed., $2,978; 2-dr.| 2-seat stat. 
$3,095. Hornet V-8 Custom—4-dr. 
2-dr. hardtop, 

IMPERIAL—Imperial — 4-dr. 
827; 


4-dr. hardtop, $5,220.50; 


sed., 


hardtop, 


$4,575; 2-dr. 


sed., 
hardtop, 
$2,394; 
$2,539; 
$2,695.50; 
4-dr. 


2-dr. 


8-pass. 
sed., 


4-dr. 


2-dr. 


Dodge! Ford | 





sed., 


8-pass. 


$2,539; 


| 


sed., 
2-dr. 


3-seat 
3-seat 


sed., 


wag., 


G 
c — Mack 


sed., 


Custom Sub- | 
Sierra | 
Sierra V-8, 


2-seat Country 
Country 
Country 


$3,388. 


sed., 
2-dr. 


lim., 


stat. 


4-dr. 


hardtop, $2,614; 4-dr. 8-pass. stat. wag., 
$2,961. Montelair—4-dr. spt. sed., $2,770; 
4-dr. hardtop, $2,818.50; 2-dr. hardtop, 
$2,748.50; conv., $2,883.50. 

METROPOLITAN — Hardtop, $1,445; 
conv., $1.469 (both prices at coastal ports 
of entry). 


$2,508.75; 
hardtop, 
$2,- 

2-dr. 

Station | 


models; 
add $99.98.) — Mainline — 4-dr. 
sed., $1,867.38; 2-dr. sed., $1,821.20; busi- 
Customline — 4-dr. 
$1,971.66; 2-dr. sed., $1,925.48; 2-dr. 
Fairlane—4-dr. 
$2,064.54; 2-dr. sed., $2,019.36; 4-dr. hard- 
$2,165.88; 
conv., 
2-seat 


sed., 


sed.,| 2-seat 
sed., $2,729. 


$4,- 
hard- | 
Crown Imperial—4-dr. 
$7,597.50; 
(PowerFlite and power steering 


$7. stat. wag., $2,564; 4-dr. 3-seat stat. 


$4,185; 
Premiere—4-dr. 
hardtop, $4,575; 
(Turbo-Drive and power steering 


conv., 


$2,297; 
hardtop, $2,442; 
$2,372.50. Custom — 4-dr. 
$2,334.50; 
hardtop, 
4-dr. 6-pass. 
stat. 


4-dr. 
$2,469; 

wag., 
$2,803. 
spt. 


$2,345. Ambassador Super 6—4-dr. sed., 
$2,644. Ambassador Super V-8—4-dr. sed., 
$2,956. Ambassador Custom V-8 — 4-dr. 
sed., $3,195; 2-dr. hardtop, $3,338. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,483; 2-dr. sed., $2,418; 4-dr. hardtop, 
$2,667; 2-dr. hardtop, $2,595. Super 88— 
4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr. 
hardtop, $2,876; 2-dr. hardtop, $2,803; 
conv., $3,026. Series 98—4-dr. sed., $3,- 
293; 4-dr. hardtop, $3,546; 2-dr. hardtop, 
$3,475; conv., $3,735. (Jetaway Hydra- 
Matic and power steering standard on 
Series 98.) 


PACKARD—Patrician — 4-dr. sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean 
— 2-dr. hardtop, $5,495; conv., $5,995. 
(Ultramatic standard.) 


PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
922.50; 2-dr. sed., $1,879.50; bus. cpe., 
$1,780.50. Plaza V-8—4-dr. sed., $2,025.75; 
2-dr. sed., $1,982.75; bus. cpe., $1,883.75. 
Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed.. 
$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- 
081.75; 2-dr. hardtop, $2,228.25. Belvedere 
6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
062.50; 4-dr. hardtop, $2,277.50; 2-dr. 
hardtop, $2,209.75. Belvedere V-8 — 4-dr. 
sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, $2,- 
862. Suburban 6 — 2-dr. 23seat Deluxe 
| stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50; 4-dr. 2-seat Custom 
| Stat. wag., $2,309.75; 4-dr. 2-seat Sport 
| stat. wag., $2,479.75. Suburban V-8—2-dr. 
Deluxe stat. wag., $2,296; 2-dr. 
Custom stat. wag., $2,367; 4-dr. 
wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 


PONTIAC—Chieftain 860—4-dr. sed., $2,- 
294; 2-dr. sed., $2,236; 4-dr. hardtop, $2,- 
439; $2,366; 2-dr. 2-seat 
wag., 
$2,647. Chieftain 870—4-dr. sed., $2,409; 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., $2,744. Star Chief 
—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv. $2,853; 2-dr. 
2-seat Safari stat. wag., $3,124. 


RAMBLER—Deluxe—4-dr., sed., $1,795. 
Super—4-dr. sed., $1,905; 4-dr. stat. wag., 
$2,199. Custom — 4-dr. sed., $2,025; 4-dr. 
hardtop, $2,190; 4-dr. stat. wag., $2,295; 
4-dr. hardtop stat. wag., $2,460. 


STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe., $1,982. Commander V-8—4-dr. 
| sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sic—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
| $2,350; Pinehurst V-8 2-dr., $2,525. (Over- 


2-seat 


2-dr. hardtop, 





} - NASH—Statesman Super 6—4-dr. sed 


.,| drive standard on Golden Hawk.) 


Inter- 





New Commercial Car Registrations, 


All States for January, 1956-1955 


Stude- 
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42 States Previously ‘56 40; 16036 253| 2945! 14265; 4955; 6368 723) 134) 614) 984 822) 404 48543 
Reported for January “55 57\ 14988 1S! 3694, 1424) 3649 6695 406! 156) 584) 753) 1265 322, 4696! 
Arkansas ‘56 861, 2 88 712 280 265 if 27) a 17 | 2267 
‘55 368 3 68 534 105 118 | a 18 7 = 1229 

California ‘56 3152 19! 502' 2010 704 477 5! 27 Wg 6! 239 20 7571 
"5S 1755} 21) 531 1763) 534 4i) 26 10 62 43 215 66 5437 

Georgia ‘56 299 4 48 300 126 91 17) 3 15 23 5 931 
‘55 865 1| 222; 808, 217,245) Sts] 4) S25) 48) 4] 2472 

New York ‘56 35) 635) 32) 330) 664 275 499) | 48. 12 i 99 54, 2893 
“55 40) 728) 43 478 658 | 343) 598 | 80! 32) 27 135 160 67 3389 

Oregon ‘56 352 | 54) 285 122 98) i} 1 28 29 72 21 1073 
‘55 209| 63) 224) 93 10) 6) 5) 12 i % 8 837 

South Carolina ‘56 652) 91) 484 178) 148) 28) 2) 16) 27) 16 5 1647 
‘55 | 246) ! 76} 244 44 59 4) 9 17 6 706 
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‘$5 | 278| 1} 155) 320 176 160 5) 2) 13 14 69| 7 1200 

All States Reported 56) 75| 22286, 318) 4140) 19044, 6872; 8108) 959; 218) 49) 1251; t30l 710; 66141 
For January "55/ 97| 19437) 221) 5287! 18792; 516! 8396) 541) 213) 750 | 1023) 1839) 474| 62231 

New C ial Car Registrati 
ew Uommercia ar egis rations, 
2 States for Feb 1956-1955 
States for February, 1956 

Arizona *56| 116) 1} 38) 102) 61) 34 | | 5 3) 19) 3) 87 
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To Date "55| 97; 19596 222; 5331; 18920) 5199 8433 549| 213} 759; 1028) 1874} 480} 62701 
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sed., 
itop, 
838— 
4-dr. 
803 ; 
$3,- 
itop, p ‘ 
dra- sold in February, compared with 
on 3,462 in January. —(Frank Kappel.) 
* * * 
pean Van Wert County, O. 
1995. Seventy-five new cars were sold 
by Van Wert (O.) county auto- 
— mobile dealers during January. 
5.75; They were as follows: Ford, 11; 
3.75. Chevrolet, 10; Buick, 9; Oldsmobile, 
a 7; Chrysler, 5; Cadillac, 5; Dodge, 
$2,- 5; Mercury, 5; Pontiac, 5; Lincoln, 
= 3; DeSoto, 3; Plymouth, 3; Nash, 2, 
D-ar. and Studebaker, 2. —(Simon M. 
i-dr. Schwartz.) 
t-dr. . 6 @ 
313; 
3.- Houston 
stom A total of 4,296 new cars was 
stom registered in Houston during Feb- 
= ruary, compared with 3,897 in the 
2-dr. previous month. 
t-dr. New-truck registrations rose 
— slightly, from 599 to 605. 
$2.- Registrations of cars by make 
$2,- were: Chevrolet, 1,261; Ford, 1,- 
‘seat 041; Buick, 549; Plymouth, 277; 
e. Pontiac, 271; Oldsmobile, 241; 
476: Mercury, 180; Dodge, 132; Cad- 
oy illac, 63; Studebaker, 66; DeSoto, 
2-dr. 55; Chrysler, 35; Nash, 33; Lin- 
coln, 27; Hudson, 15; Imperial, 
795. 9; Packard, 8; Volkswagen, 8; 
vag., Willys, 7; Jaguar, 4; Continental, 
cos. 3; Porsche, 3; English Ford, 1; 


Mercedes, 1, and MG,1. 
Truck registrations were: Ford, 
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SPECIALIZED 
LUBRICANTS 


DO YOU USE? 
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Chances are you’re already using 
one or more dependable AGS 
lubricants — and know how they 
improve any lube job... and give 
your work that extra touch of 
quality. So why stop short — with 
just one or two items? Use the full 
AGS line to really round-out your 
service . . . and increase your re- 
sale profits! 














SOCSCSOHOESCEOOECEOEES 


AUGLYDE® 


Rubber Lubricant & 
RuGLYDE Service Kit 
Industry recommended 
for lubricating of all 
rubber parts and fitt- 
ings—clean and dress- 
up rubber—faster, safer 
Tubeless Tire servicing. 
SSCSCOSCSSOSESCSSOSESESCSESE 


LOCK EASE © 
Graphited Lock Fluid 
Prétects all locks 
against freezing, stick- 
ing, rust and wear. 

























6270! Penetrates quickly, 
been seals out moisture and 
ished. dust from working 


parts. Use on every 
lube job—sell it, too! 


SOeSeeeeeeeeeeoeeeeoeoee 
DOOR-EASE ® 


Stick Lubricant 


A clean lubricant for 
car door, trunk and 
hood fitting and other 
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film for hard-to-get-at 
places. Dozens of re- 
sale uses. 


eoscccccocceccccecccoece 
® ° See your supplier or write 


AMERICAN GREASE STICK CO. 


MUSKEGON CHIGAWN 
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(Continued from Page 58) 


227; Chevrolet, 209; International, 
77; GMC, 35; Dodge, 21; Diamond 
T, 14; White, 6; Studebaker, 4; 
Mack, 3; Willys, 3; Autocar, 2; 
Ford Bus, 2, and Reo, 2.—(Ruby 
Fenoglio.) 


* * 


Clevelan 


February saw 6,116 new cars | 
registered in Cleveland, compared 


with 5,925 in the comparable month 
of 1955. 


The new-truck total was 529, 
compared with 311 a year ago. 
Used-car sales amounted to 6,544, 
up about 500 over a year ago, and 
used-truck sales totalled 240, com- 
pared with 200. 


Adverse weather affected sales 
toward the end of the month, or 
gains over the 1955 month would 
have been even greater. 

The opening period of March 
|saw 2,137 new-car sales—slightly 
under the year-ago period, but 
above the previous week.— (Sanford 
Markey.) 


+ 


Emporia, Kans. 

A record-breaking number of 
new-car registrations for a seven- 
day period (first week of March) 
in Emporia, Kans., has been re- 
ported by the county treasurer’s 
office. 


Thirty-three sales were chalked 
up during that week, which is 
the biggest batch of new car 
sales ever known in Emporia. 
Sales by makes: Chevrolet, 6; 
Ford, 4; Mercury, 4; Oldsmobile, 
3; Studebaker, 3; Nash, 3; Buick, 
2; Dodge, 2; Plymouth, 2; Cadillac, 
1; Packard, 1; Chrysler, 1; DeSoto, 
1. —(George M. Hunholz.) 

~ ~ * 


* * 


Minneapolis 

While automobile dealers are 
singing the blues in some parts of 
the country, new-car deliveries in 
Hennepin County (Minneapolis) in 
February were the third highest 
on record for that month, accord- 
ing to Finance and Commerce, 
Minneapolis business newspaper. 

There were 2,823 cars registered 
last month, compared with 2,802 in 
the same month a year ago. The 
record February was in 1951, when 
3,029 cars were delivered. 

In the first two months of, this 
year deliveries of 5,485 new cars 
in the county are well ahead of 
the 5,079 recorded in the same 1955 
period. 

February deliveries by make 
were: Chevrolet, 699; Ford, 518; 
Buick, 290; Oldsmobile, 246; 
Plymouth, 209; Pontiac, 172; 
Dodge, 147; Mercury, 129; Stude- 
baker, 68; DeSoto, 60; Cadillac, 
58; Chrysler, 56; Hudson, 30; 
Nash, 22; Lincoln, 20; Packard, 
17; Willys, 3, and miscellaneous, 
59. 

New trucks delivered in Febru- 
ary totalled 172, compared with 
242 in January and 162 in Febru- 
ary 1955. Total deliveries in the 
first two months were 414, against 
356 a year ago. 

February truck deliveries by 
make were: Chevrolet, 56; Ford, 
55; International, 22; GMC, 15; 
Dodge, 13; White, 5; Divco, 3; 
Studebaker, 3; Willys, 2, and mis- 


cellaneous, 1.—(Donald M. Lyons.) 
~ * * 


Toledo 


New-car deliveries by Toledo 
and Lucas County, (O.) dealers in 
February totalled 1,709. This com- 
pared with 1,698 in the previous 
month and 1,965 in February last 
year. 

Only seven makes had year-to- 
year gains for the month, while 
12 were down. Also down was the 
number of deliveries of foreign 
cars. 

Those showing gains were Buick, 
223 against 196; Chevrolet, 530 and 
425; Hudson, 9 and 5; Imperial, 5 
and none; Lincoln, 14 and 10; 
Nash, 19 and 18; Clipper, 6 and 
none. 

Declines were noted for Cad- 
illac, 28 against 52 last year; 
Chrysler, 44 and 61; DeSoto, 41 
and 46; Dodge, 36 and 68; Ford 
351 and 432; Mercury, 52 and 
1382; Oldsmobile, 91 and 138; 
Packard, 2 and 15; Plymouth, 
; 111 and 144; Pontiac, 123 and 
; 129; Studebaker, 12 and 20; 
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Willys, 3 and 60; foreign 9 and 
10. 


In the first two months of 1956, 
new-car deliveries totalled 3,407, 
as compared with 3,597 in the cor- 
responding period of 1955. 


Deliveries of new .commercial 
vehicles totalled 123 last month 
for a gain of 2 over February a 
year ago. The January total this 
year was 133. Two-month totals 
for commercials were 256 this year 
and 243 last year.—(George E. 


| Toles.) 


* * * 


Birmingham, Ala 
Despite more generous use of 
advertising in all local media, new- 
car sales in Birmingham, Ala., de- 
clined to 1,533 units in February, 


| compared with 1,667 in January. 


February registrations by make 
were: Chevrolet, 538; Ford, 361; 
Buick, 130; Oldsmobile, 111; Plym- 
outh, 103; Pontiac, 101; Mercury, 
35; Cadillac, 28; Chrysler, 


18; Nash, 13; Packard, 9; Lincoln, 


6; Hudson, 3; Mercedes, 2; Volks- | 
wagen, 2, and Willys, 1.— (Stuart | 


Riddle.) 


* * * 


Pittsburgh 


New-car registrations 


4,220. 

According to makes, registra- 
tions were: Chevrolet, 902; Ford, 
757; Plymouth, 580; Buick, 502; 
Oldsmobile, 387; Pontiac, 267; 
Dodge, 178; Mercury, 143; Cad- 
illac, 99; DeSoto, 99; Chrysler, 86; 
Nash, 53; Studebaker, 52; Pack- 


26; | 
Dodge, 22; Studebaker, 22; DeSoto, | 


in Pitts-| 
burgh during February totalled | 


Hackett Motor in New Home— 


This aerial view shows the new home of Hackett Motor Co. (Pontiac), Tucson, Ariz. 
In addition to a used-car lot, the plant includes a body shop and service department, 
featuring 30 by 12-foot stalls and over-hanging doors that form a 10-foot canopy 
when opened. The three-story pylon is used for parts storage. 
owner, started in the automobile business in 1920 as a Sheridan and Grant dealer. 





Durbin B. Hackett, 





ard, 44; Lincoln, 24; Hudson, 8, | 
and Willys, 3. | 

Dealers expect to do more adver- 
tising and complete more deals 
| during March.—(Leon M. Leffing- | 


| well.) 


* * 


Louisville 

February new-car registrations 
|in Louisville totalled 2,294, com- 
| pared with 1,817 for January. This 
| brought the two-month total to 
| 4,111 units, compared with 3,665 in 
| 1955 and 2,601 in 1954 for the same 
period. ie 

By makes, February registra- 
tions were: Chevrolet, 795; Ford, 


* 











549; Buick, 213; Oldsmobile, 209; 
Plymouth, 129; Pontiac, 108; Mer- 
cury, 93; Dodge, 61; Cadillac, 31; 
DeSoto, 23; Chrysler, 22; Hudson, 
15; Studebaker, 12; Nash, 10; 
Packard, 9; Lincoln, 6; Willys, 4; 
Imperial, 2; MG, 2, and Conti- 
nental, 1. 

Truck sales amounted to 307 in 


February, compared with 218 in the 
| previous month. 


Registrations by make were: 


| Ford, 157; Chevrolet, 90; Interna- 


|tional, 31; Dodge, 7; GMC, 6; 
White, 5; Mack, 4; Willys, 4, and 
miscellaneous, 3. — (A. W. Wil- 
liams.) 
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Ford Occupies Minneapolis Depot 3 ‘ 
MINNEAPOLIS. — Ford Motor, in Minnesota, North Dakota, South Average Used-Car Auction Prices 


Co. has moved into its new $2 
million regional parts depot and 
district sales office in Northeast 
Minneapolis. M. C. Boone is depot 
manager, M. L. Hill is district sales 
manager and about 175 will be 
employed. 

The depot will serve about 600 | 
Ford, Mercury and Lincoln dealers 


Dakota, western Wisconsin, eastern 
Montana and northern Iowa. 
Distribution formerly was 
handled by Ford’s assembly plant 
in St. Paul and from Fargo, N. D. 
The Fargo operation is being closed. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








Sold only thru New Car Dealers coast-to-coast . . . write 


for details on our entire line. 


Coacheraft Sales Corp. 


9015 Santa Monica Bivd. * Hollywood 46, California 
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List Price $4.95 


List Price $6.50 


HULL MFG. CO 


P. O. Box 246, W-3 WARREN, OHIO 


ACCOUNT EXECUTIVE FOR 
COMMERCIAL AUTOMOTIVE VEHICLES 


Medium-sized Agency with blue-chip clients has a unique oppor- 
tunity for a seasoned account executive for commercial automo- 
tive vehicle account located in Middle West. 


Experience in automotive field—especially on commercial ve- 


hicles—desirable but not essential. Experience in industrial 
marketing and advertising is essential. While job covers all 
phases of account work, an important attribute would be ability 
to contribute to creative thinking. 


Account is sizable at present and has tremendous future. Sub- 
stantial compensation for right man. 


Submit resume to Box AN-5, Automotive News, Detroit 26 





1955 


(Compiled by Automotive News from auction reports.) 


Market Trend 


The wholesale used-car market 
showed more extensive strength 
last week than it has for the past 
month and a half, according to 
Automotive News’ index. 

The overall average price, ac- 
cording to the index, advanced 
$9, biggest weekly gain since the 
week of Feb. 6. 

With the exception of ’50 
models, which retreated $14, and 
52s, which fell back $, all 
entries on the index showed price 
gains. 

They ranged as follows: ’54s, 
up $30; ’55s, up $29; ’56s, up $20; 
53s, up $10; ’51s, up $2, and ’49s, | 
up $2. 

At a group of representative 
auctions last week, consignments | 
averaged 141.8 units, of which 
78.6 percent were sold. A week 
earlier, 74.5 percent of 153.0 units 
were sold. Last week’s sales ratio 
was the highest level attained in 
more than two years. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. | 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of March 6.) 

(Poor weather. Bidding slow. Sold 96 
cars out of 195 offerings.) 





BUICK—’56 Super Riviera, $3,030* (ps); | 
Special Riviera, $2,450. 555 Super Rivi- 
era, $2,155* (ps); Special Riviera, $1,- 
860*; 2-dr., $1,510. °53 RM conv., - 
165*; Special 4-dr., $900*. °52 Special | 
coupe, $655*. °51 Special 2-dr., $555*; | 
4-dr., $500*; RM 4-dr., $495*, $490". 

CADILLAC—’56 (62) coupe de Ville, $5,- | 
000* (ps). '55 (62) coupe de Ville, $3,- 
750* (ps). °54 (62) coupe, $3,050* (ps). | 
53 (62) coupe de Ville, $2,275* (ps); 
coupe, $1,770* (ps). 


CHEVROLET—’55 Bel Air (8) coupe, $1,- 
830*; Two-ten (8) Delray, $1,730*; Two- 
ten (6) 2-dr., $1,300*; %-ton pickup, 
$1,105. °54 Bel Air coupe, $1,285*; 
Handyman, $1,150; Two-ten (6) 4-dr., 
$1,025, $995; Bel Air 2-dr., $1,000. ‘53 


One-fifty coupe, $675. ‘52 SL Deluxe 
4-dr., $540*. '51 SL Deluxe 4-dr., $540. 
49 %-ton pickup, $450. 

CHRYSLER — ’52 Saratoga 4-dr., $865* 
(ps). °51 Windsor 4-dr., $540*; club 
coupe, $305. 

DeSOTO—’52 Custom 4-dr., $460*%. ‘51 


Carryall, $375. 
DODGE—'55 Coronet (8) Hardtop, $1,760*. | 
’53 Coronet (8) club coupe, $830*; Mea- | 
dowbrook 2-dr., $625. '50 Coronet 4-dr., 
$235*. 
FORD—’55 Thunderbird, $2,500*; Fairlane 
(8) Country sedan, $1,865*; Custom (8) 


4-dr., $1,400. '53 Main (8) Ranch Wagon, 
$1,050*; Custom (8) 4-dr., $860*. °52 
Main (8) Ranch Wagon, $960*. °50 %- 
ton pickup, $480; Custom (8) 2-dr., $185. 
’49 Custom (8) 4-dr., $195*, $180, $170*, 
$165. 

HUDSON—’53 Hornet 4-dr., $850*. °50 
Commodore 4-dr., $220*. 


MERCURY — ’'55 Monterey coupe, $2,135* 
(ps); Custom 2-dr., $1,770*. ’°53 Custom 
4-dr., $855. °51 Custom 4-dr., 2 at $400*. 
’50 club coupe, $250*, $230*. 

NASH—’53 Statesman 4-dr., 
Ambassador 4-dr., $475. 
Delivery, $415. 

OLDSMOBILE—’55 (88) Holiday, $2,305* 
(ps). "52 (98) 4-dr., $975* (ps). 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,500*. 
’54 Plaza 2-dr., $700. °53 Cambridge 
4-dr., $620*. °51 Cambridge Suburban, 


$625*. °52 
’51 Rambler 


| HUDSON—’52 Hornet 





$640; Cranbrook 4-dr., $325; 2-dr., $320. 
*49 2-dr., $300. 

PONTIAC — '53 Chieftain (8) Catalina, 
$960*. '51 Silver Streak (8) club coupe, 
$480*. '49 2-dr., $190. 

STUDEBAKER—’52 %-ton pickup, $505. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of March 5.) 
(Market ex active. Sold 241 
cars out of 310 offerings.) 

BUICK—’56 Special Riviera, $2,545*. °55 
RM Riviera, $2,195* (ps); Special Rivi- 
era, $2,100*, 2 at $1,880*; Century Rivi- 
era, $2,035*, $1,955*. °'54 Super 4-dr., 
$1,610* (ps). ‘53 Super Riviera, 2 at 
$1,065*. °52 RM Riviera, $650* (ps). ’51 
Special 4-dr., $395. 

CADILLAC—’56 Eldorado conv., $6,000* 
(ps); (62) club coupe, $4,400* (ps). ’55 
(62) coupe de Ville, $3,750* (ps), $3,- 
700* (ps); 4-dr., $3,325* (ps), $3,260* 
(ps). ’54 (60) Special 4-dr., $2, 980* (ps). 
’52 (62) 4-dr., $1,305* (ps). 

$2,- 





CHEVROLET —'5¢ Two-ten (8) 4-dr., 

$2,150*; Bel Air (8) 4-dr., $2,290*, 
s2isee’ 55 Bel Air (8) Sport coupe, 
$1,720*, $1,650; Two-ten (8) 2-dr., $1,- 
355*; One-fifty (8) 2-dr., $1,140. 54 Bel 
Air Sport coupe, $1, 170*; 4-dr., $1,115*, 
$1,050*, $1,005*; Two-ten 2-dr., $3890. 
"53 Bel Air 4-dr., $875, 2 at $850*; Two- 
ten 4-dr., $685. °52 SL Deluxe 4-dr., 


Sept. Oct. 


Aug. 


* Prices of '56s added; °48s dropped. 


$555. °51 SL Deluxe 2-dr., 
Deluxe 4-dr., $195. 
CHRYSLER—’55 (300) Sport coupe, §2,- 
720* (ps); NY St. Regis, $2,375* (ps), 
$2,245* (ps); Windsor Nassau, $1,875*, 
$1,865*; 4-dr., $1,920* (ps), $1,850* 
(ps). °'54 NY 2-dr., $1,535* (ps); 
perial 4-dr., $1,520* (ps). °53 NY New- 
port. $1,190* (ps). °52 NY conv., $775*. 
DeSOTO—’'55 Fire Dome (8) Hardtop, $1,- 
730. °53 Fire Dome (8) 4-dr., $965* 
(ps); Hardtop, $950*. '52 Custom (6) 
4-dr., $495*. °49 4-dr., $230*. 
DODGE—’55 Royal Lancer, $1,825*; Cus- 
tom 4-dr., $1,805*; Sierra station wag- 
on, $1,800. °54 Sierra station wagon, $1,- 
515*, $1,420*. °53 Meadowbrook 4-dr., 
$560*. '52 Coronet (6) 
FORD—’56 Parklane station wagon, $2,- 
550* (ps), $2,385*; Fairlane (8) Coun- 
try sedan, $2,280*, $2,260*; Victoria, 
$2,220* (ps), $2,195* (ps), $2,150*; Main 
(8) Ranch Wagon, $2,225* 
Country sedan, $1,850*, $1,820*; Fair- 
lane (8) conv., 2 at $1,600*; Custom (8) 
2-dr., $1,380*. °54 Custom (8) 4-dr., 
$1,000* $930; Main (8) 2-dr., $920, $845. 
"53 Main (6) 2-dr., $600. '52 Custom (8) 
Victoria, $645*. 


$460*. °49 SL 


(6) 4-dr., 

’56 Premiere 4-dr., 
(ps). ’52 Capri club coupe, $825*. 

MERCURY—’56 Montclair 4-dr., 2 at $2,- 
775* (ps); Monterey 4-dr., $2,250*. °55 
Montclair coupe, $2,170*, $2,155* (ps), 
$2,100*, $2,075* (ps); Monterey conv., 
$2,050*; 4-dr., $1,900*, 2 at $1,810*; 
coupe, $2,100*, $1,785, "$1,600. °54 Cus- 
tom 4-dr., $1,280*. 

NASH—’56 Rambler Cross Country, §$2,- 
110. ’°55 Ambassador 4-dr., $1,875*. ’51 
Rambler conv., $370. 


$590. 
LINCOLN — 


OLDSMOBILE—’56 (98) Holiday, $3,175* | 
(ps), $3,110* (ps), $2,965* (ps); (88) | 
4-dr., $2,375*. '55 (88) Holiday, $2,350, | 
$1,900*; (98) 4-dr., $2,275* (ps). '54 (98) 
Holiday, $1,850* (ps). ‘53 (88) Super 
4-dr., $1,225* (ps). °52 (98) 4-dr., $765*. 

PACKARD—’54 Clipper 4-dr., $1,025*. 


PLYMOUTH—’56 Belvedere (8) 4-dr., $2,- 
135*. ’55 Belvedere (8) conv., $1,605*; 
Savoyy (8) club coupe, $1,320. '54 Plaza 
Suburban, $1,010; 2-dr., $735. '53 Cam- 
bridge 4-dr., $295. ‘50 Special Deluxe 


Model Breakdown 
Of Auction Averages 











March, 1956 Feb., Jan., 
Model To Date 1956 1956 
1956.. $2,245 $2,309 $2,338 
1,610 1,612 1,632 
1,098 1,062 1,077 
752 748 754 
511 508 484 
350 326 320 
244 240 240 | 
187 183 195 | 
Overall — —__ 
Average... $ 874 $ 873 $ 880) 
club coupe, $360; 4-dr., $260, $245. 


PONTIAC—’56 Chieftain (8) Catalina, $2,- 
340*, $2,295*. °55 Star Chief (8) 4-dr., 
$1,995*; Catalina, $1,830*; Chieftain (8) 
2-dr., $1,560*; station wagon, $1,325. '54 
Chieftain (8) 2-dr., $1,020*. 

STUDEBAKER—’53 Champion club coupe, 
$685. °52 Commander coupe, $470*. ‘51 
Commander 4-dr., $350; club coupe, 


$170. 
WILLYS—’52 1-ton pickup, 
tion wagon, $250. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction, Sale every 
Tuesday. Prices are for sale of March 6.) 
(Market fairly stable. Sold 67 cars 
out of 83 offerings.) 
BUICK—’55 Special 4-dr., 
cial 4-dr., $1,430, $1,310. '53 Super 2- 
dr., $885*, $775. °52 RM 4-dr.. $735* 
(ps); Super 4-dr., $650*. ’51 Super 2-dr., 
$350*. °50 Super 2-dr., $310*. 
CADILLAC—’55 (62) 2-dr., $3,745 (ps), 
$3,740* (ps), $3,725* (ps), $3,400* (ps). 
"53 (62) 4-dr., $1,550* (ps). 
CHEVROLET — ’'56 Two-ten (8) station 
wagon, $1,945. ’'54 Two-ten station wag- 


$600. '51 sta- 


$1,860. ’54 Spe- 


on, $1,100; Bel Air 2-dr., $880*, $875*, 
$820. ’°53 Bel Air 2-dr., $645*; Two-ten 
4-dr., $520. '51 SL Deluxe 2-dr., $385, 
$375, $155. 

CHRYSLER—’50 Windsor 4-dr., $185; NY 
4-dr., $175. 

DeSOTO—’52 Deluxe 4-dr., $550*, ’49 De- 
luxe 4-dr., $105. 

DODGE—’53 Coronet 4-dr., $545, $465. °52 


%-ton pickup, $435. '50 Coronet 2-dr., 

FORD—’56 Fairlane (8) Victoria, $1,715, 
$1,675. °55 Fairlane (8) 2-dr., $1,450*; 
Victoria, $1,170; station wagon, $1,640. 
’53 1-ton truck, $1,155; Main (8) Ranch 
Wagon, $1,155; Crest (6) 2-dr., $665. 
’53 Custom (8) 2-dr., $735, $670, $445. 
’52 Deluxe (8) 2-dr., ‘$515, $420. ’°51 De- 
luxe (6) 2-dr., $300, $290. ’50 Deluxe 
(8) 2-dr., $205; %-ton pickup, $265. '49 
Custom (6) 2-dr., $120. 

HUDSON—’52 Wasp 2-dr., $300. 

LINCOLN—’56 Capri 2-dr., $3,500* 

MERCURY—’54 2-dr., $1,345. ’53 Custom 
2-dr., $700. '51 Custom 2-dr., 2 at $450. 

NASH—’56 Rambler 2- S. $2,010, $2,000. 
’52 Statesman 4-dr., 

OLDSMOBILE—’56 iss) Holiday, $2,550* 
(ps), $2,505*. ’54 (88) Super 4-dr., $1,- 
440*, $1,420*. °52 (88) 4-dr., $710*. ‘51 


(ps). 


Im- | 


Hardtop, $550*. | 


(ps). °55) 


$3,900* | 








1956 





(88) 4-dr., 
r., $380*. 
PACKARD—’54 Clipper 2-dr., $985*. ’53 
(200) 2-dr., $625*. '51 (200) 2-dr., $250. 
PLYMOUTH — ’54 Plaza 2-dr., $575. ’52 
Cranbrook 2-dr., $410, $390. ’50 Deluxe 
2-dr., $220. 

PONTIAC—’52 Chieftain (8) 
’51 Silver Streak (8) 2-dr., $300, 
‘49 Silver Streak (8) 2-dr., $120. 

STUDEBAKER—’53 Champion 2-dr., 
’51 Champion 2-dr., $275. 

WILLYS—’55 station wagon, 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 5.) 
(The market here today hit another 
mew record high in prices and sales per- 
centage for the year, although snow and 
fee storms north and west of Albany 
kept several buyers and sellers home. 
New cars sold near dealer cost and all 
sold but one. Fine, ready-to-sell used- 
cars are wanted. Sold 120 cars out of 
132 offerings for a percentage of 90.9.) 
BUICK—’56 Special Riviera, $2,640* (ps), 
$2,520*. °55 Super 4-dr., $1,945* (ps). 
’53 Super Riviera, $1,100*; Special Rivi- 
era, $820; 2-dr., $820. °52 Super 4-dr., 
$660*; Special 4-dr., $550*. °50 Special 
2-dr., $310*, $180. "49 RM 4-dr., $180*. 
CADILLAC—'56 (62) 4-dr., $4,300* (ps). 
55 (62) coupe de Ville, $3,850* (ps); 
conv., $3,820* (ps); coupe, $3,550* (ps), 
$3,390* (ps). °54 (60) Special 4-dr., $2,- 
960*. ’52 (62) 4-dr., $1,390* (ps). 
CHEVROLET—’'56 Two-ten (6) 4-dr., $1,- 
900*; One-fifty (6) 2-dr., $1,670. ‘55 
Two-ten (6) 2-dr., $1,150; One-fifty (6) 
2-dr., $1,100, $1,085; 4-dr., $1,070. °54 
Two-ten 4-dr., $980*, $710; 2-dr., $900; 
One-fifty 2-dr., $850*. °53 Bel Air coupe, 
$810; Two-ten 4-dr., $790, $780, $640; 
2-dr., $620, $570; One-fifty 2-dr., $600; 
Business coupe, $400. '52 SL Deluxe Bel 
Air, $600*; FL Deluxe 2-dr., $420; 4-dr., 
$420*. ’51 SL Special 2-dr., $450; FL 
Deluxe 2-dr., $390*; 4-dr., $310*. "50 SL 
Deluxe conv., §210*. '49 FL Deluxe 4- 
r., $230 


$540*; 2-dr., $445*; (98) 2- 


2-dr., $635*. 


$285. 
$450. 
$1,070. 


CHRYSLER—’54 NY 4-dr., $1,260* (ps). 
’53 NY Newport, $1,050* (ps); Windsor 
4-dr.. $800* (ps). ‘52 Windsor 4-dr., 
$400*. 

DeSOTO—’53 Fire Dome (8) club coupe, 
$870*. ’50 Deluxe 4-dr., $130*. 

DODGE—’55 %-ton pickup, $800. "54 %\%- 


ton pickup, $680. "53 Meadowbrook 4-dr., 


$310, $280. '52 Coronet 4-dr., $360. 

FORD—’56 Fairlane (8) conv., $2,270*; 
Custom (8) 4-dr., $2,000*. °55 Custom 
(8) 2-dr., $1,260; 4-dr., $1,200. ‘53 Crest 
(8) Victoria, $1,070; Country Squire, $1,- 
050; Custom (8) conv., $900; 4-dr., $700, 
$680*; Main (6) 2-dr., $520. ‘52 Main 
(6) 4-dr., $490; Main (8) 4-dr., $410. 
’51 Custom (8) Victoria, $500; 2-dr., 
$210; Deluxe (6) 4-dr., $185. ‘50 Cus- 
tom (6) 4-dr., $180; Custom (8) 4-dr., 
$160. *45 1% -ton dump, $170. 


MERCURY—’55 Monterey coupe, $1,800*. 
’54 station wagon, $1,500*. ‘53 Custom 
4-dr., $700. °52 4-dr., $600*. °51 2-dr., 
$350*. °50 2-dr., $290; conv., $160. °49 
coupe. $150 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,770* (ps); Deluxe Holiday, $2,485*. 
’54 (88) Super 4-dr., $1,535* (ps). ‘52 
(98) 4-dr., $640*. '51 (88) Super Holi- 
day, $240*. ’50 (88) 4-dr., $270*; (76) 
4-dr., $130*. '49 (98) 4-dr., $150*. 

PACKARD — '52 (300) 4-dr., $380*. ‘51 
(200) 4-dr., $360*. 

PLYMOUTH—’56 Savoy (6) 2-dr., $1,740. 
’55 Savoy (6) club coupe, $1,325. °53 
Cranbrook 4-dr., $700*, $550*; coup 
$625; Cambridge 2-dr., $450. ‘52 Cra 
brook 4-dr., $350; Cambridge coupe, 
$315. ’51 Cranbrook 4-dr., $350. '50 De- 
luxe 2-dr., $230, $190; coupe, $180. ’48 
Special Deluxe 2-dr. $110. 

PONTIAC—'55 Chieftain (8) 2-dr. os: 
500*. °54 Chieftain (8) conv., $1,500 
2-dr., $1,190*. ’52 Chieftain (8) 2-dr., 
$485*. °49 Silver Streak (8) 4-dr., $100. 

STUDEBAKER — ’'54 Commander coupe, 
$1,000. 51 Commander club coupe, $160; 
4-dr., $150. '50 Champion 4-dr., $150. 

WILLYS—’56 (6) station wagon, $1,750. 
"52 Ace 2-dr., $340; Jeep, $600. '48 %- 
ton pickup, $375. ’47 station wagon, $100. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of March 8.) 
(A good sale this week, Buyers were 
eager and we could have sold more clean 


cars.) 

BUICK—’56 Special Riviera, $2,415*. ’55 
Special Riviera, $2,025, $1,650*. ’54 Cen- 
tury conv., $1,590*. ’°53 RM _ Riviera, 
$950* (ps); Special Riviera, $780. '52 
Super Riviera, $605*. °51 Super 4-dr., 
$500*; Special 4-dr., $355*. °50 Super 
Riviera, $425; sedanet, $235. 

CADILLAC—’56 (75) 4- dr., $5,125* (ps); 
(62) coupe de Ville, $4, 900* (ps);, $4,- 
875* (ps); coupe, $4,450* (ps). °55 (62) 
coupe, $3,450* (ps); 4-dr., $3,350* (ps). 


"50 (62) 4-dr., $850*. 

CHEVROLET—’'56 Bel Air (8) Sport coupe, 
$1,975. °55 Two-ten (8) 2-dr., $1,165. 
’54 Bel Air Hardtop, $1,245* (ps), $1,- 
155*; 4-dr., $1,025, $800; Two-ten 2-dr., 
$850, $830; One-fifty 2-dr., $725. ’53 Bel 
Air coupe, $860; 4-dr., $850; %%-ton 
pickup, $500. ’52 SL Deluxe 4-dr., 
’51 %-ton pickup, $520; SL Deluxe 4- dr. 
$395*. "50 SL Deluxe 2-dr., $175. °49 
SL Deluxe 4-dr., $150*. '48 %-ton pan 
$100. 

DeSOTO—'52 Fire Dome (8) 4-dr., $510; 
Custom 4-dr., $290. ’49 club coupe, $150*. 

(Continued on Page 77, Col. 1) 
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DODGE—’55 Royal Lancer, $1,640*. °53 
Coronet Diplomat, $755*; %-ton express, 
$520. °52 Coronet club coupe, $260. ‘50 
Coronet 4-dr., $125*. °49 club coupe, 
$100*. 

FORD—’56 Fairlane (8) Victoria, $2,210* 
(ps); Town sedan §$2,165* (ps); %-ton 
pickup, $1,270. °55 Custom (8) 2-dr., 
$1,365, $1,245*; Fairlane (8) 2-dr., $1,- 
255* (ps); %-tonm express, $890. '54 Main 
(8) Ranch Wagon, $1,150. '53 Crest (8) 
club coupe, $775; Crest (6) 2-dr., $715; 
Custom (8) 4-dr., $660. ‘52 Crest (8) 
Country Squire, $1,010*; Victoria, $865*, 
$800; Main (6) 4-dr., $310. '51 Custom 
(8) 2-dr., $410; 4-dr., $280*. 50 Deluxe 
(8) 4-dr., $195; 2-dr., $145*; Deluxe (6) 
2-dr., $110. '49 %-ton pickup, $425. 


HUDSON—’'52 Wasp 4-dr., $305. 


KAISER—’54 4-dr., $900*. °53 Manhattan 
4-dr., $605*. °52 (6) 4-dr., $425*. 









9 
(98) 2- T sINCOLN —'56 Premiere 4-dr., $3,530° 
a i (ps). 
5°. 753 MERCURY — ’55 Custom station wagon, 
$250. $2,075*; Monterey 4-dr., $1,670*. 53 Cus- 
75. "52 tom 4-dr., $1,070*, $950. ’52 Monterey 
Deluxe 4-dr., $740. '51 2-dr., $580*; 4-dr., $425. 
NASH — '53 Statesman 4-dr., $625*. '50 
$635*. Custom 4-dr., $155*. 
, $285. OLDSMOBILE — ’54 (98) 4-dr., $1,620* 
(ps); (88) 4-dr., $1,600* (ps); 4-dr., 
., $450, $1,425*. ‘53 (88) 4-dr., $1,155*; (98) 
4-dr., $1,070* (ps), $1,070*. ‘52 (98) 
0. 4-dr., $850* (ps), $770*. °50 (88) 2-dr., 
$265. 
PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
415*. '54 Savoy station wagon, $750. 52 
e every Cranbrook sedan, $510, $365. '50 Deluxe 
reh 5.) club coupe, $115. 
nother PONTIAC—’56 Star Chief (8) 2-dr., $2,- 
Ss per- 280*. °54 Chieftain (8) 2-dr., $965*, 
w and $955*. °53 Chieftain (8) sedan, $770*; 
Aibany Delivery sedan, $620. '52 Chieftain (8) 
home. Catalina, $740*; 4-dr.. $550. °51 Silver 
nd all Streak (8) 2-dr., $480; 4-dr., $385*. °50 
used - Silver Streak (8) 2-dr., $195; 4-dr., 
put of $145*. '49 Silver Streak (8) 4-dr., $180. 
90.9.) STUDEBAKER — ‘53 Commander club 
* (ps), coupe, $715*. 
* (ps) MISCELLANEOUS—’54 GMC *%-ton pick- 
ul Rivi- up, $900. 
> 4-dr., 
—ae CHICAGO 
* (ps). (Greater Chicago Auto Auction. Sale 
* (ps); every Thursday. Prices are for sale of 
* (ps), March 8.) 
r., $2,- (Sold 107 cars out of 164 offerings.) 
). BUICK—’56 Century 4-dr., $2,730* (ps); 
r., $1,- Special 4-dr., $2,505*; Riviera, $2,480*. 
70. '55 ’55 Super 4-dr., $2,075*. '54 Special Rivi- 
fty (6) era, $1,540*; 4-dr.. $1,075*; Super Rivi- 
70. °54 era, $1,510*; Century Riviera, $1,425*. 
, $900; 53’ Super Riviera, $940*, 2 at $900*; 
| coupe, Special 2-dr., $715. ‘52 Special 2-dr., 
, $640; $650*; RM 4-dr., $650*; Riviera, $550*. 
, $600; CADILLAC—’55 (62) coupe de Ville, $3,- 
uxe Bel 750* (ps). '54 (62) 4-dr., 2 at $2,825* 
; 4-dr., (ps), $2,620* (ps). '53 (62) coupe, $1,- 
50; FL 790°’ (ps), $1,750* (ps); conv., $1,675*. 
50 SL 52 (62) 4-dr., $1,250*. °51 (62) 4-dr., 
luxe 4- $850*; coupe, $715*. 50 (62) coupe de 
Ville, $775*; 4-dr., $600*; (60) Special 
* (ps). 4-dr., $650*. 
Vindsor § CHEVROLET—’56 Bel Air (8) Sport coupe, 
4-dr., $2,120*. '55 Two-ten (8) station wagon, 
$1,530; Bel Air (8) 4-dr., $1,290*; Two- 
coupe, ten (6) 2-dr., $1,260; Delray coupe, $1,- 
: 215. °53 Two-ten 2-dr., $790*, $595; 
"54 K- 4-dr., $765*, $760*; One-fifty 4-dr., $420. 
k 4-dr., 52 SL Special 2-dr., $375. '51 SL Deluxe 


0. 4-dr., $355*; 2-dr., $345. 50 FL Deluxe 


52, 270°; 2-dr.. $300; SL Special 2-dr., $240, $230; 
Custom %-ton pickup, $340. . 
3 Crest | CHRYSLER—'53 NY 4-dr., $790*; Wind- 
re, $1,- sor 4-dr., $675*. ’52 Windsor Newport, 


, $700, $540. °51 Saratoga club coupe, $355*; 
Windsor 4-dr., $300*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $385. 

2-dr., 51 4-dr., $250*. °50 club coupe, $200*. 


0 Cus- — DODGE—’51 Coronet 4-dr., $300; Mead- 

) 4-dr., owbrook 4-dr., $255. °50 Coronet 2-dr., 
250. 

$1,800*. yORD —’ss Fairlane (8) 4-dr., $1,550*; 

Custom Custom (8) 4-dr., $1,360. ‘54 Custom 

| 2-dr., (8) 2-dr., $875. '53 Crest (8) Victoria, 

60. *49 $920. °52'Main (8) 2-dr., $450, $405. °51 


Custom (8) conv., $425; 2-dr., $350*; 
foliday, 4-dr., $335, $320. °50 Custom (6) 4-dr., 
$215; %-ton pickup, $350. 


s). ‘52 | HUDSON—’54 Hornet Hollywood, $1,075*; 
r Holi- 4-dr., $1,010*. 

*; (76) | RAISER—'54 Manhattan sedan, $1,000*. 
a - LINCOLN—’53 Cosmopolitan coupe, §$1,- 






200*. 
MERCURY —-'55 Monterey 4-dr., $1,695. 
’54 Monterey coupe, $1,380*; Sun Valley, 
$1,375*; Custom 4-dr., $1,150*. '53 Mon- 
terey 4-dr., $875*; Custom 4-dr., $605. 
’52 Monterey 4-dr., $625. '51 club coupe, 
50. 








, $365, $350. 
ae — ’'52 Statesman 4-dr., $375. °51 
Rambler station wagon, $380; Ambassa- 
dor 4-dr., $260. 
OLDSMOBILE — ’56 (88) conv., $2,885* 
(ps). °55 (88) 4-df., $2,000* (ps). '54 
) 2dr. (88) Holiday, $1,640" (ps). ’52 (88) 





+» $100 Holiday, $890* (ps); (98) 4-dr., $680*. 
oe "51 (98) 4-dr., $470*, $435*; (88) 4-dr., 
$160; BF sa55* $370". 

$150. B paCcKARD—'54 Clipper 4-dr., $970*; 2- 
51,750. dr., $760*. ’51 Hardtop, $400*. 

48 %- BE PpLYMOUTH — '54 Plaza station wagon, 
n, $100. B ¢s95: 2-ar., $615. ‘53 Cranbrook 4-dr., 


$550; 2-dr., $545. °52 Cranbrook 4-dr., 
$240. °51 Cambridge Suburban, $375; 
Cranbrook Belvedere, $325. 

ONTIAC—’'55 Chieftain (8) conv., §$1,- 
970°. °53 Chieftain (8) 4-dr., $860*; 
Chieftain (6) 2-dr., $775*, $675*. ‘51 

























) clean Silver Streak (8) Catalina, '$375*; 2-dr., 
- 
5*. '55 BevuneBAKER—'52 Champion 2-dr., $250, 
b4 Cen- BH s240. '51 Commander 4-dr., $225. 
80 53 ILLYS—’49 tow truck, $735. 
4-dr., 
Super EBENSBURG, PA. 
; (Ebensb Auto Auction Co. Sale every 
(os); Thursday. "Petes are for sale of March 8.) 
i» $4° (Clean autos moving very well. Sold 
* 13 cars out of 86 offerings.) 
(Ps). B purok — '56 Century Riviera, $2,700*; 
special Riviera, $2,355*. ‘54 Century 
$1 ibs, & Riviera, $1,455°. 53 RM Riviera, $1,100° 
), $1: (ps); Special Riviera, $850, $700. '51 RM 
aa’ 4-dr., $300°. . 
53 Bel | CADILLAC—'50 (61) coupe, $850*. 
%.-ton | CHEVROLET—'55 Two-ten (8) 4-dr., $1,- 
$650. 320; One-fifty (6) 2-dr., $1,105; %-ton 
2. 4-dr.. pickup, $1,050. °54 Two-ten 4-dr., $920. 
15. 4 53 Bel Air 2-dr., $825*. ’51 SL Deluxe 


2-ar., $350, $300. '50 SL Special 4-dr., 
$325; FL Deluxe 4-dr., $270; SL Deluxe 
4-dr., $265*, $175*; Carryall, $265. °49 
SL Deluxe 4-dr., $180; 2-dr., $160; SL 
Special 2-dr., $135; FL Special 2-dr., 
$105. 










Used-Car Auction Prices 


(Continued from Page 76) 





CHRYSLER—’50 NY 4-dr., $310. '47 Royal 
4-dr., $110. 


DODGE—'53 Meadowbrook 4-dr., $510. '52 
%-ton pickup, $525. '50 Custom 4-dr., 
$225. '49 Custom 4-dr., $170. 


FORD—’55 Custom (8) 2-dr., $1,375; 4- 
dr., $1,295. 54 %-ton pickup, $730. ’51 
Custom (6) 2-dr., $390; Custom (8) 
4-dr., $300*; Deluxe (6) 4-dr., $220. ’50 
Custom (8) 4-dr., $265*, $225; Custom 
(6) 2-dr., $175. '49 Custom (8) station 
wagon, $370, $335; conv., $115; coupe, 
$110; 2-dr., $350, $160. $150, $135*; 
Custom (6) club coupe, $130. 

HUDSON—’52 Pacemaker 4-dr., $285. 

MERCURY — '54 Custom conv., $1,350*. 
*49 2-dr., $160*, $130. 

NASH—’51 (600) 4-dr., $120*. 

OLDSMOBILE—’50 (88) 4-dr., $375*; 2- 
dr., $280*. 

PLYMOUTH—’55 Plaza (6) 2-dr., $1,100. 
"52 Cambridge 4-dr:, $330. '51 Concord 
2-dr., $210. °50 Special Deluxe 2-dr., 
$155; club coupe, $150. 

PONTIAC—’52 Chieftain (8) 4-dr., $630°*. 
’50 Silver Streak (8) 2-dr., $270*, $165*; 
4-dr., $150. 

STUDEBAKER — ’52 Champion Hardtop, 
$350*. ‘51 Commander 4-dr., $265*, 
$155*. °50 Champion 4-dr., $150*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of March 7.) 
(A very nice sale, There was a heavy 
demand for all cars. Sold 114 out of 156 
offerings.) 

BUICK — ’55 Super Riviera, $2,040. °’54 
Special 4-dr., $1,320. ‘51 RM Riviera, 
$370. '50 Super 4-dr., $360, $330*; Rivi- 
era, $155*; RM 4-dr., $330*. '49 Super 
conv., $140*; Special 4-dr., $120. 

CADILLAC—’54 (62) coupe de Ville, $3,- 
250* (ps). '52 (62) 2-dr., $1,990* (ps); 
4-dr., $1,190*. °48 (62) 2-dr., $505; (61) 
conv., $385*. '47 (61) 4-dr., $200. 

CHEVROLET—’56 Two-ten (6) 2-dr., $1,- 
610. °55 Bel Air (8) conv., $1,330. °54 
Bel Air 4-dr., $985; One-fifty 2-dr., $630. 
"53 One-fifty 2-dr., $720; Two-ten 4-dr., 
$630. '52 SL Deluxe Bel Air, $685. ’51 
SL Deluxe 2-dr., $300. '50 %-ton pickup, 
$400; FL Deluxe, $340; SL Deluxe club 
coupe, $285; 2-dr., $310, $305. °49 SL 
Deluxe club coupe, $240, $150; SL Spe- 
cial 2-dr., $150. 48 FL 2-dr., $210, $205; 
4-dr., $200. °47 FL 2-dr., $190, $140. 

CHRYSLER—’51 4-dr., $430*. 

DODGE—’47 club coupe, $215. 

FORD—’56 Fairlane (8) Victoria, $1,960*; 
Custom (8) 2-dr., $1,675. °55 Fairlane 
(8) Victoria, $1,715*, $1,625; 2-dr., $1,- 
505; Custom (8) 2-dr., $1,335, $1,280. 
'54 Custom (8) 2-dr., $965; 4-dr.. $825*. 
’53 Custom (8) 2-dr., $830, $810, $765, 
$670; 4-dr., $670. "52 Custom (8) 4-dr., 
$605*; 2-dr., $560; %-ton pickup, $560. 
*51 Custom (8) 2-dr., $465, $460, $395, 
$325, $245, $220: conv., $335. ‘50 Cus- 
tom (8) 2-dr.. $375, $305, $240; 4-dr., 
$230, $200. °49 Custom (8) 2-dr., $320, 
$255, $155*, $150, $105; 4-dr., $305, 
$260, $140. °46 Deluxe 4-dr., $100. °40 
coupe, $210. 

HUDSON—’52 Wasp 4-dr., $265. °51 Hor- 
net 4-dr., $165. 

LINCOLN—’'49 4-dr., $110. 

MERCURY—’55 Monterey coupe, $1,560*. 
"51 4-dr., $395, $370, $365*; 2-dr., $255. 
"AO «club coupe, $220. °49 2-dr., $255. 

OLDSMOBILE—’53 (88) Holiday, $950*. 
"51 (88) 2-dr., $635; 4-dr., $575; (98) 
4-dr., $320*, $300*. ‘50 (88) 4-dr., 
$480°*; (98) 4-dr., $230*. "49 (88) 4-dr., 
$370*; 2-dr., $200, $160*. 

PLYMOUTH — ’'51 Concord 2edr., $265; 
Cambridge 4-dr., $215. 

PONTIAC—’'53 Chieftain (8) Catalina, 
$1,055*. 50 Silver Streak (6) 4-dr., $230. 
’47 conmv., $275; 2-dr., $105. °40 4-dr., 
$160. 

STUDEBAKER — ’'53 Champion coupe, 
$575. °52 Commander coupe, $150. '51 
Commander 4-dr., $245, $205; Cham- 
pion club ccupe, $135*. 

WILLYS—’53 4-dr., $290. 

MISCELLANEOUS—’'52 GMC %-ton pick- 
up, $465. '51 Mack truck, $415. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of March 6.) 

(Demand for good, clean autos very 
strong in the Metropolitan area, with 
prices continuing firm right down the 
Mne. New cars are going begging. We 
could have sold 75 more sharp units here 
this week. Sold 101 cars out of 123 offer- 


ings. 

BUICK—’54 RM 4-dr., $1,540* (ps); Su- 
per 4-dr., $1,350* (ps), $1,170*. '53 Su- 
per Riviera, $1,030*; 4-dr., $915*; RM 
Riviera, $1,055* (ps); Special 4-dr., $725. 
"52 RM 4-dr., $600*; Special 4-dr., $455. 
’50 Special 2-dr., $240*; RM 4-dr., $240*. 

CADILLAC—’51 (62) 2-dr., $1,295*; 4-dr., 
$1,000*, $940*. °’50 (62) 4-dr., $715*, 
$685*. 

CHEVROLET—’55 Two-ten (6) 2-dr., $1,- 
220, $1,200, $1,140. °54 Bel Air conv., 
$1,025; Two-ten 4-dr., $805; taxi, $410; 
2-dr., $855, $850, 2 at $835, 2 at $825, 
$810, 2 at $805, $795; One-fifty 4-dr., 
$710, $685; 2-dr., $690, $685, $650, $575. 
"53 One-fifty 4-dr., $505, $475; club 
coupe, $495. ’'51 SL Deluxe Bel Air, $525; 
station wagon, $360; 4-dr., $320*, $300. 
50 SL Deluxe conv., $255*; Business 
coupe, $115. ’49 SL Deluxe 4-dr., $140; 
2-dr., $105. 

CHRYSLER—’52 Saratoga 4-dr., $475*. 

DeSOTO—’50 Custom 2-dr., $265*; 4-dr., 
$210*. 

DODGE—’52 Meadowbrook 4-dr., $4005*. 
’51 Coronet 4-dr., $355. 

FORD — '51 Custom 4-dr., $370*; 2-dr., 
$250. °50 Custom 4-dr., $210. ’49 Cus- 
tom 2-dr., $200. 

LINCOLN—’51. Cosmopolitan 4-dr., $210*. 

MERCURY—’55 Montclair Hardtop, §$1,- 
910*. ’52 Custom Hardtop, $680*. 

OLDSMOBILE—’54 (88) conv., $1,650*; 
Holiday, $1,500*. ’53 (88) 4-dr., $925*; 
2-dr., $865*. ’52 (88) 4-dr., $575*; (98)) 
4-dr., $400*. ’50 (98) 4-dr., $285*. ’49 
(98) 4-dr., $150*, $135*, $100*. 

PACKARD—’53 Clipper 4-dr., $660*. 

PLYMOUTH — '56 Savoy station wagon, 
$1,935, $1,900. '53 Cranbrook 2-dr., $650. 

PONTIAC—’55 Safari station wagon, §$2,- 
100*; Star Chief (8) Catalina, $1,800* 
(ps). °54 Star Chief (8) Catalina, $1,- 
140*; Chieftain (8) 4-dr., $1,030*°. ‘53 
Chieftain (8) 4-dr., $920*. '52 Star Chief 
(8) conv., $575*; Chieftain (8) 4-dr., 
$565*; 2-dr., $535*°. ‘49 Silver Streak 

(8) 2-dr., $135. 
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STUDEBAKER — ’'54 Champion 2-dr., 
$860*. °52 Commander 2-dr., $200. ’51 
Champion 2-dr., 2 at $175. 

MISCELLANEOUS — ’54 Hillman 4-dr., 

$405. °51 Morris 2-dr., $205. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Tuesday and Friday. Prices are for sales 
of Feb. 28-March 2.) 

; (Sold a high percentage of-196 offer- 

ings.) 

BUICK—’54 Super Riviera, $1,405*. °'53 
Special sedan, $800*. '51 RM Riviera, 
$500*; Super sedan, $505, $400; Special 
sedan, $330. ‘50 Super sedan, $380*; 
conv., $165*; Special sedan, $140. ’49 
Super sedan, $225*. 

CADILLAC—’55 (62) coupe, $3,400* (ps). 
"51 (62) sedan, $950*. 

CHEVROLET—’'56 Bel Air (8) Sport se- 
dan, $2,070. '55 Two-ten (8) sedan, $875. 
’54 Bel Air sedan, $1,000*. '53 One-fifty 
sedan, $640; Bel Air sedan, $825. '52 SL 
Deluxe sedan, $495*, $490, $475*. '51 SL 
Deluxe Bel Air, $510*; sedan, $410, $400, 
$365*, $325. ’50 SL Deluxe coupe, $390; 
sedan, $365, $285, $280, $275, $260*; %- 
ton pickup, $400, $350. ‘49 SL Deluxe 
sedan, $190, $180. 

DeSOTO—’53 Fire Dome (8) club coupe, 
$830*; Powermaster sedan, $670*. 

DODGE—’53 Corone. sedan, $590*. 

FORD—’'55 Main (8) Ranch Wagon, $1,- 
370; Custom (8) sedan, $1,250, $1,200. 
’53 Crest (8) Victoria, $900; Custom (8) 
sedan, $800*; coupe, $760; Main (8) se- 
dan, $700. '52 Main (8) sedan, $570. ’51 | 
%-ton pickup, $405; Custom (6) sedan, | 
$410; Deluxe (6) sedan, $185. '50 Cus- 
tom (8) sedan, $355*, $270. '49 Deluxe | 
(8) sedan, $200 

HUDSON—’52 Hornet sedan, $460*. °51/ | 
Pacemaker sedan, $195. { 

MERCURY—’51 sedan, $455*, $325, $310. | 
"50 sedan, $290, $250. '49 sedan, $170*. | 

NASH — ’'53 Ambassador sedan, $750; | 
Statesman sedan, $690; Rambler station | 
wagon, $490. ‘52 Ambassador sedan, | 
$540*. || 

OLDSMOBILE—’50 (88) sedan, $205*. i 

PACKARD—’53 sedan, $585*. 

PLYMOUTH—'54 Plaza sedan, $700. '53 
Cranbrook sedan, $650; club coupe, $635; 
Savoy, $475; Cambridge sedan, $620. ’52 
Cranbrook Belvedere, $510; Cambridge 
sedan, $375. °51 Cambridge sedan, $320, 
$300. '49 Special Deluxe sedan, $250. 

PONTIAC—’50 Silver Streak (8) sedan, 
$275*; Silver Streak (6) sedan, $195. °49 
Silver Streak (8) sedan, $170. 

STUDEBAKER — ’'52 Commander sedan, 
$325. °51 Champion sedan, $105. °49 
Champion sedan, $100. 

WILLYS—’53 (4) station wagon, $830. ’52 
sedan, $275. ’50 station wagon, $130. 


ST. LOUIS 





SPECIALISTS IN WEBBINGS FOR 









AUTO SAFETY BELT 


WEBBINGS 


NYLON ° 
Made from the heaviest to lightest 


COTTON *© RAYON 


breaking strengths 


and to all Government Specifications 
Write or phone MUrray Hill 7-7151 for information and prices 


WEAVINGS CO. 


545 FIFTH AVENUE 


NEW YORK 17, N. Y. 





(St. Louis Auto Auction Barn. Sales| Rejjeve your “manpower shortage” at the 


every Tuesday and Friday. Prices are for 
sales of Feb. 28-March 2.) 

(Market stronger on later models, with 
prices up $25 to $50 on °’53s through 
"56s. Sold 270 cars out of 375 offerings.) 


tury conv., $2,055*; Special Riviera, $1,- 
942* (ps). °53 Super Riviera, $1,007*, 
$990*, $885*. °52 Super Riviera, $530*. | for folder. 
"50 Super 4-dr., $325*; Special 4-dr., | 
$260*, $180. °49 Super 4-dr., $250*. 

(Continued on Page 78, Col. 3) 
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for the bootleg problem! 






with future markets! 
e factory agreement to buy back obsolete parts! 















ment far more secure! 


LACK CAPITAL? 
DON’T LET THAT STOP YOU! 



















swing your deal! WRITE US TODAY! 


WE CAN HELP YOU! 







For complete details, 
in strictest confidence, 
write, wire or ‘phone... 























selling hours with the Dobie Silent Service 
Salesman. Customers buy 20% to 30% 
more service per RO. when they can see 
BUICK—’56 Century 4-dr., $2,595*, $2,-| what they need and what it costs. Prices 

575*; Special Riviera, $2,250*. ’55 Cen-| and maintenance items on this display set up 
for your Make and are easily changed. Write 


THE DOBIE COMPANY 


7410 Woodward Ave. 





now’s the time 
to hang your hat 
on a new peg! 


HERE’S WHY: CURRENT FACTORY REFORMS ARE MAKING 
DEALERSHIPS MORE ATTRACTIVE THAN EVER BEFORE! 


Many of the problems that have burdened new car dealers 
are fast being cleared up. Recent headlines announce . . . 


e elimination of phantom freight rates, largely responsible 


e curtailment of unsound credit terms, which raise Cain 


e new long-term dealer agreements, making your invest- 


You will be surprised at the small amount of capital it takes 
to get into the automobile business! If you have the neces- 
sary qualifications, a modest outlay is all that’s needed to 


If you're looking for a profitable change . .. whether a new 
dealership or a different dealership . . . we know of many 
good spots for you. Daily, from all parts of the country, we 





Detroit 2, Michigan 





















hear from dealers who want to sell or move up to larger 
operations. Available across the U. S. are all sizes of dealer- 
ships for all makes of cars. WRITE US TODAY! 


THERE’S NO GAMBLE IN IT! 


The help you can get from AUTOMOTIVE ENTERPRISES 
needn't stop after you've found your dealership. Our GEN- 
ERAL ASSISTANCE PROGRAM assures you a profitable 
operation . . . by furnishing you UNLIMITED ADVISORY 
SERVICES, ranging from merchandising counsel through 
credit and collection systems from acting as your confiden- 
tial “right hand” here in the Motor Capital to quick bulk 
disposal of used cars in foreign and domestic markets. 


AT YOUR SERVICE! 


AUTOMOTIVE ENTERPRISES, the first and only automo- 
bile dealership service is not a broker. It is a personal, 
confidential service for automobile retailers. The company 
is headed by R. J. Young, whose 30 years’ experience in 
every phase of automobile retailing . . . through both good 
times and bad . . . is your assurance of knowledgeable and 
understanding assistance. 


AUTOMOTIVE ENTERPRISES 
10600 Puritan Ave. 


e Detroit 38, Michigan e UNiversity 4-7886 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 








AUTOMOTIVE & INDUSTRIAL USE 
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BORROUGHS 
A 








No tools whatever are needed to adjust Borroughs Steel Shelving. 

This is important for 3 reasons. FIRST—time is saved in installa- 
tion. SECOND—time is saved in adjusting shelves. THIRD—time 
saved in installation and quick and easy adjustability of shelves 
megns real economy in labor saving. *Remember, too ..no part 
of a Borroughs unif depends on unit next to it... any unit or shelf 
can be moved independently. 





Insert shelf support bracket 
-.no fumbling with studs, bolts, 
nuts or lock washers. 


Tilt shelf into support bracket 
.- and shelf is ready for loading. 


Flexibility is demonstrated in 
this partial view of the large 
Borroughs shelving installation at 
the Ford Division of the Ford 
Motor Co., Assembly Plant No. 2, 
Louisville, Kentucky. 


A portion of the Borroughs shelv- 
ing installation at the warehouse- 
carpet section of the J. L. Hudson 
Co. department store, Detroit, 
Michigan. Open end assembly 
permits easy storage of rolled 
stock. 





cut installation and change-over 
time with Borroughs flexi Bins 


There are features in Borroughs Bins that you should know 
about first hand .. features that will absolutely save you 
time and money. Are you interested? Then before you 
buy, investigate Borroughs . . Best Buy in Bins. 


send fer catalogs 





BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK alip KALAMAZOO, MICHIGAN 


@mMp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, 

Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas — Colton, ) (General ing ltd. 
Kitchener, Ontario, Canada) (Tube Reducing Corp.— Wallington, New Jersey) 


Manatactarers of quality products for automobiles, trucks, aircraft, offices, tactories, warehouses, and homes. 






CADILLAC—’55 (62) coupe, $3,375* 
53 (62) 4-dr., $1,600* (ps). ’51 
coupe, $1,192*, $1,005". '49 (62) 
$550*. '48 (62) 4-dr., $480*. 


CHE VROLET—’'56 Bel Air (8) Sport coupe, 
$2,045. ’55 Bel Air (8) Sport coupe, $1,- 
660*; 2-dr., $1,600, $1,490*; 4-dr., $1,- 
460*, $1,450, $1,427*, $1,400*. °54 Bel 
Air 2-dr., $1,015; 4-dr.. $895. ‘53 Bel 
Air Sport coupe, $982*, $907*; 4-dr., 
$712*, $685, $650. '52 SL Deluxe 4-dr., 
$542, $385. '51 SL Deluxe 2-dr., $425, 
$390, $375*, $340. °50 SL Deluxe 4-dr., 
$332*, $270*, 2 at $250, $245*. °49 SL 
Deluxe 4-dr., $205, $137, $110. 

CHRYSLER—’'53 Windsor 4-dr., 
Windsor 4-dr., $407*. 


DeSOTO—’'47 4-dr., $132. 

DODGE—’55 Royal Lancer, 
Coronet 4-dr., $§720*, $717, 
Coronet 2-dr., $302*, $275. 
4-dr., $237. 

FORD—'55 Country Squire, $1,810*; Fair- 
lane (8) conv., $1,750*; Victoria, $1,- 
725*; Main (8) Ranch Wagon, $1,632. 
’54 Crest (8) Victoria, $1,325*; 2-dr., 
$915*, $747; Main (8) Ranch Wagon, 
$1,140. '53 Crest (8) Victoria, $1,050*, 
$970*, $907*, $890*; 4-dr., $777, $770, 
$765*, $730*. "52 Custom (6) 2-dr., $375. 
’51 Custom (8) 2-dr., $480, $427, $317, 
$285. 

HUDSON—'54 4-dr., $740. '51 2-dr., $110*. 

LINCOLN—’51 4-dr., $295*. 

MERCURY—’54 Custom Sport coupe, §$1,- 
342*. '53 Monterey 4-dr., $1,160*, $1,- 
037*; Custom 4-dr.. $1,000. ‘52 4-dr., 


(ps). 
(62) 
2-dr., 


$730. ‘51 


$1,590*. °53 
$477. ‘51 
"50 Coronet 


$285, $227. 

NASH—’52 Statesman 4-dr., 
$332; Rambler 2-dr., $280. 
station wagon, $295. ‘50 2-dr., 

OLDSMOBILE—'56 (88) 
$2,527°, $2,525°*; 4-dr., $2,592°. 
conv., $2,250* (ps); (88) 
897*. '54 (88) 4-dr., $1,535*, $1,200. '53 
(88) 4-dr., $1,275* (ps), $1,047*. ’51 (88) 


$362; 2-dr., 
’51 Rambler 
$137. 


"55 (98) 


4-dr.. $570*, $445°, $380*, $350°*. 

PACKARD—'51 4-dr., $232*, $222*. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,610. 
‘54 Plaza 4-dr., $357. °53 Cranbrook 
4-dr., $505. '52 Cranbrook 2-dr., $372. 
’51 Cranbrook 4-dr., $307, $265; 2-dr., 
$205. ‘50 Special Deluxe 4-dr., $290; 
2-dr., $242. 


PONTIAC—’'55 Chieftain (8) Catalina, $1,- 
797*. °54 Chieftain (8) 4-dr., $1,355*, 
$1,292*, $1,222*. °53 Chieftain (8) 2-dr., 
$792. '51 Silver Streak (8) conv., $477*; 
4-dr., $260*. '50 Silver Streak (8) 2-dr., 
$207, $172. 

STUDEBAKER—’55 Champion 4-dr., $1,- 
045. ‘51 Champion 2-dr., $107. 
mander 2-dr., $200. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of March 8.) 
(Market leveling off. Sold 55 cars out 
of 81 offerings.) 

BUICK—’55 Century 4-dr., $1,950* (ps); 
Special 4-dr., $1,575*, $1,505*. ‘54 Spe- 
cial Riviera, $1,430*; 4-dr., $1,315. ‘51 
Super 4-dr., $490*. °50 RM _ Riviera, 


$260*. 

CADILLAC—'52 (62) 4-dr., $1,155*. °50 
(62) 4-dr., $765*. '49 (61) coupe, $455*. 

CHEVROLET—’'54 Two-ten Delray coupe, 
$970; 4-dr., $885. ‘53 Bel Air 4-dr., 
$835*; 2-dr., $685; Two-ten 2-dr., $835, 
$725* (ps), $685; 4-dr., $850; One-fifty 
2-dr., $540. '51 FL Deluxe 4-dr., $335; 
SL Deluxe 4-dr., $295*. ‘49 SL Deluxe 
4-dr., $185; FL Deluxe 2-dr., $175, $145. 

DODGE—'54 Royal 4-dr., $855; Coronet 
club coupe, $700. ‘50 Wayfarer 2-dr., 
$165. 

FORD—’54 Main (6) 2-dr., $755. '53 Main 
(6) 2-dr., $600; 4-dr., $575. ‘52 Custom 
(6) 2-dr., $545; Main (6) 2-dr.. $540. 
"51 Custom (8) 2-dr., $425, $405*, $390. 
"50 Custom (6) 4-dr., $270. '49 Custom 
(8) 2-dr., $225. 

KAISER—’51 Special 4-dr., $270. 

MERCURY—’53 Custom 4-dr., $955. 
4-dr., $210. 

NASH — '52 Rambler sedan, 
Statesman 4-dr., $180. 

OLDSMOBILE—'49 (98) 4-dr., $270*; 
4-dr., $220*. 

PLYMOUTH—'52 Cranbrook 4-dr., 
Cambridge 4-dr., $280. 

PONTIAC—'53 Chieftain (8) 4-dr., $700*. 
’51 Silver Streak (8) Catalina, $565*. 
"50 Silver Streak (6) 2-dr., $210; 4-dr., 
$200. °49 Silver Streak (8) 4-dr., $160. 

STUDEBAKER — '53 Commander 4-dr., 
$645*. °48 Champion club coupe, $100. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of March 6.) 
(Sold 285 cars out of 336 offerings.) 
BUICK—’56 Century Riviera, $2,675* (ps); 
Special Riviera, $2,400*. '55 RM Riviera, 
$2,200* (ps); Super Riviera, $2,055* (ps), 
$2,050* (ps); Special Riviera, $2,050*, 
$2,000*; 4-dr.. $1,810*. '54 Super Rivi- 
era, $1,555*, $1,490*; 4-dr., $1,495* (ps), 
$1,380*; Century Riviera, $1,- 


CADILLAC—’56 (62) coupe de Ville, $4,- 

(ps). '55 Eldorado conv., $4,405* 

(60) Special 4-dr.. $3,765* (ps), 
(ps); (62) 4-dr., $3,265* (ps). 
’54 (62) conv., $3,000* (ps), $2,940* 
(ps); coupe, $2,795* (ps). 

CHEVROLET—’55 Bel Air (8) conv., $1,- 
730; Bel Air (6) Sport coupe, $1,555; 
2-dr., $1,520*%; Two-ten (8) 4-dr., $1,- 
400*; Two-ten (6) 2-dr., $1,285*, $1,205; 
4-dr., $1,155, $1,135*. °54 Two-ten 4-dr., 
$1,110*, $785*; Handyman, $1,035*; 2- 
dr., $820, $750. '53 Bel Air 4-dr., $795, 
$770; Two-ten conv., $755*; 4-dr., $740*, 
$690*; 2-dr., $620*, $455*. 

CHRYSLER—’55 (300) Sports coupe, $2,- 
680° (ps); NY 4-dr., $2,155* (ps); 
Windsor 4-dr., $1,920°. °54 NY 4-dr., 
$1,365* (ps); Windsor 4-dr., $1,145*. 
"52 Saratoga 2-dr., $510* (ps). '51 Im- 
perial 4-dr.. $465* (ps); Windsor club 
coupe, $250*. 

DeSOTO—’'54 Powermaster 4-dr., $1,125*; 
Fire Dome (8) 4-dr., $1,100*, '52 Cus- 
tom 4-dr., $420°. 

DODGE—'56 Royal (8) Lancer, $2,470* 
(ps), $2,370* (ps). '55 Royal (8) Lancer, 
$1,795* (ps). ‘63 Coronet 4-dr., $630*, 
$510*; conv., $605*. 

FORD—'56 Country Squire, $2,450* (ps); 
Parklane station wagon, $2,150*. ‘55 
Fairlane (8) Victoria, $1,700*; Country 
sedan, $1,680; 4-dr., $1,545, $1,485*; 
Main (8) Ranch Wagon, $1,645*; Cus- 


49 
$395. °50 

(76) 
$320; 


$587*. '51 2-dr., $362*, $342. '50 2-dr., | 


Holiday, $2,595*, | 
Holiday, $1,-| 


"50 Com- | 
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Used-Car Auction Prices 
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tom (8) 4-dr., $1,435*; Custom (6) 2-dr., 


$1,195*. ‘54 Crest (8) Country sedan, 
$1,285*; Victoria, $1,225*; Main (8) 
Ranch Wagon, $1,255*. 

HUDSON—’55 Hornet Hollywood, $1,735*; 
4-dr., $1,365*. '54 Hornet 4-dr., $900*; 
Wasp 4-dr., $735*. 

LINCOLN—’53 Capri 4-dr., $915* (ps). 
"51 4-dr., $330*. 

MERCURY—’56 Monterey 4-dr., $2,170* 


(ps). °55 Montclair coupe, $2,020*, §1,- 
830* (ps); Monterey 4-dr., $1,905* (ps); 


coupe, $1,785*; Custom 2-dr., $1,385*, 
$1,365*. ‘54 Monterey coupe, $1,365*, 
$1,300*; 4-dr., $1,125*, $1,075*. 
| NASH—’54 Rambler station wagon, §$1,- 
| 050%; Statesman 4-dr., $915*; club 
coupe, $830. °53 Statesman 4-dr., $610. 


OLDSMOBILE—'56 (98) Holiday, $2,900* 
(ps), $2,895* (ps); (88) Holiday, $2,485*. 
"55 (98) conv., $2,450* (ps); Holiday, 
$2,380* (ps), $2,365* (ps), $2,315* (ps); 
(88) Holiday, $2,190* (ps), $2,130* (ps), 


$2,100* (ps); conv., $2,150* (ps); 4-dr., 
$1,945*, $1,450. °54 (98) Holiday, $1,- 
905* (ps), $1,805* (ps). 


| PACKARD—’53 Patrician sedan, $880*. 

| PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
400*; Savoy (8) 4-dr., $1,260; Savoy (6) 
2-dr., $1,260; Savoyy (6) 2-dr., $1,165, 
$1,160. '54 Belvedere conv., $1,050; Plaza 
Suburban, $945; Savoy 4-dr., $850; 2- 
dr., $830. °53 Cranbrook 4-dr., $585. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 


coupe, $910*. ‘53 Commander 4-dr., $790; 
club coupe, $600*. ‘51 Commander Land 
Cruiser, $215*. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Inc. Sale every 
| Wednesday. Prices are for sale of March 
7.) 

(Very fast action from beginning to 
end today. Buyers were clamoring for all 
decent makes, models and years. Sold 
56 cars out of 84 offerings.) 

BUICK—'54 Special Riviera, $1,480*. °53 
Super Riviera, $870*. '52 Super Riviera, 


$620. '49 RM sedan, $260; Super sedan, 
$150. 

CADILLAC — '51 (62) 4-dr., $1,140. ‘50 
(62) 4-dr., $940. 

CHEVROLET — ‘55 One-fifty (6) 4-dr., 
$990. '54 Bel Air 4-dr., $1,000. '53 Two- 
ten sedan, $725; One-fifty sedan, $520. 
*52 SL Special sedan, 2 at $420. °49 SL 

| Deluxe sedan, $150. 

| CHRYSLER — '53 Windsor 4-dr., $820*. 
'51 Wirdsor 4-dr., $390. 

DeSOTO—’53 Powermaster 4-dr., $760. '51 
Custom 2-dr., $410. 

DODGE—’'52 4-dr., $470*, $420*. °51 4-dr., 


$320*, $280*°. ‘50 4-dr., $230*. 
FORD—'55 Fairlane (8) 4-dr., $1,335. °53 
Custom (6) sedan, $680. '51 Custom (8) 
Victoria, $360; conv., $315; Deluxe (8) 
sedan, $295. '50 Custom (6) sedan, $215. 
HUDSON—’53 Hornet 4-dr., $690. 
KAISER—’51 4-dr., $160. 
LINCOLN—’52 4-dr., $620. 
MERCURY—’54 Monterey Sport coupe, $1,- 


300, $1,260. ’53 4-dr., $860*. °52 2-dr., 
$660*. 
NASH—’55 Rambler sedan, $925. ‘52 4- 


dr., $480. ’51 Super sedan, $160. 

OLDSMOBILE—’54 (88) sedan, $1,420*. 
"53 (88) sedan, $990*. °51 (98) sedan, 
$520. '50 (98) sedan, $190. '49 (98) se- 
dan, $165. ‘40 (98) sedan, $150. 

PLYMOUTH — '55 Belvedere (8) station 
wagon, $1,650. °54 Belvedere Hardtop, 
$890. °52 Cranbrook sedan, $475, $345. 
"50 Deluxe sedan, $160. '49 Deluxe se- 

(8) sedan, 


dan, $160. 
PONTIAC—’'54 Chieftain $1,- 
080. ’53 Chieftain (8) 4-dr., $860*. 
STUDEBAKER — '53 Champion Hardtop, 
$660, $620. '51 Champion Hardtop, $255. 
WILLYS—’51 Jeepster, $450. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of March 
wan 

(Prices firm on all models with a slight 
increase on ’53s and ’54s. It looked like 
@ pre-Korea sale today with five and 
six dealers on every car. Sold 88 cars 
out of 118 offerings.) 

BUICK—’56 Super Riviera, $2,920* (ps). 

*54 Super 4-dr. $1,430* (ps). '53 Special 





4-dr., $770*. °'51 Super Riviera, $495*; 
4-dr., $395*. 

CADILLAC—’54 (62) 4-dr., $2,600* (ps). 
’53 (62) coupe, $1,750* (ps). '50 (62) 
4-dr., $870*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
445*; One-fifty (8) 2-dr., $1,300*. ’'54 
Bel Air 4-dr., $990*; Two-ten 4-dr., 


$930*, $905, $900; One-fifty 2-dr.. $790, 
$750, $650. '53 Two-ten 4-dr., $690, $675. 
’52 SL Deluxe 2-dr., $400. '51 SL Deluxe 


4-dr., $420*, $410, $390. '49 SL Deluxe 
2-dr., $260, $195. 

CHRYSLER — ’52 NY 4-dr., $415*. °49 
Windsor 4-dr., $160*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $785* 


(ps). 51 Custom 4-dr., $405*. 

DODGE—’53 %-ton pickup, $600. ’52 Cor- 
onet 4-dr., $305*. 50 2-dr., $255*, $250°. 
49 4-dr., $165, $140. 

FORD—’55 Custom (8) 2-dr., $1,340, $1,- 
220. '54 Custom (8) 4-dr., $1,100*, $980, 
$975. °53 Main (8) Ranch Wagon, $1,- 
000*; Crest (8) Victoria, $905*; Main 
(6) 4-dr., $585, $560. °52 Custom 4-dr., 
$595, $590. °51 Custom (8) Victoria, 
$450°; 2-dr., $335. '50 Custom (8) 4-dr., 
$230, $195, $145. ‘49 Custom (8) 2-dr., 
$135, $105. 

HUDSON—’51 Commodore (6) 4-dr., $195. 

KAISER—’51 Deluxe 4-dr., $140*, $125. 

MERCURY—’52 station wagon, $875*. ’51 
Custom 4-dr., $420*. °50 Custom 4-dr., 

25° 


$325°. 
NASH—’53 Ambassador 4-dr., $710*. °52 
Ambassador 4-dr., $540*. 
OLDSMOBILE—’55 (98) Holiday, $2,400* 
(ps); (88) Super Holiday, $2,120*° (ps). 
54 (88) 4-dr., $1,420*. ‘51 (98) 4-dr., 
$510*. '49 (88) 2-dr., $220*. 
PACKARD—’51 4-dr., $370°*. 
PLYMOUTH — '54 Plaza 2-dr., $720. '53 
Cranbrook 4-dr., $550. ‘52 Cambridge 
4-dr., $400. ‘51 Cranbrook 4-dr., $350, 
$330, $300. '50 Deluxe 4-dr., $270. 
PONTIAC—’53 Chieftain (8) 4-dr., $790*. 
"52 Chieftain (8) 4-dr., $550°. '51 Silver 


| 445* (ps). '55 Star Chief (8) Catalina, 
$1,955* (ps), $1,700*; 4-dr., $1,515*; 
Chieftain (8) 2-dr., $1,405*. ’'54 Star) 

| Chief (8) 4-dr., $1,350*°; Chieftain (8) 
2-dr., $1,055*; 4-dr.. $1,050*. 

| STUDEBAKER ‘55 Commander club 

| coupe, $1,095. ‘54 Commander club 


| 
| 


Streak (8) 2-dr., $280*. 
STUDEBAKER—’'50 Champion sedan, $125. 
’49 Champion sedan, $170*. 


JENISON, MICH. 


(Grand Rapids Auctions. Sale every Tues- 
day. Prices are for sale of March 6.) 

(Market strong on all good, clean 
autos. Bidding was active to the end of 
the sale. Sold 135 cars out of 174 offer- 


ings.) 

BUICK—’55 Century Riviera, $2,100* (ps), 
$1,950, $1,900; Special 4-dr., $2,100*, 
$1,765*; 2-dr., $1,750*%; conv., $2,050* 
(ps); Super Riviera, $2,040* (ps), §$1.- 
720. '54 Super Riviera, $1,575*; Century 


Riviera, $1,500*; 4-dr., $1,425*; Special 
4-dr., $1,245*. '53 Super Riviera, $1,100", 


2 at $975*; RM Riviera, $915* (ps); 
Special 4-dr., $900*. °51 Special 4-dr, 
$505*, $310; conv., $435*. '50 Special 
4-dr., $360*; Super 4-dr., $325*, $205; 
2-dr., $265*. 


CADILLAC—’51 (60) Special 4-dr., $900*. 
"50 (60) Special 4-dr., $780*. 
CHEVROLET—’56 Bel Air (8) 
$2,125*, $2,025*. °55 Two-ten 
$1,375, $1,325; Two-ten (6) 2-dr., §$1,- 
250; Bel Air (6) 2-dr., $1,310. '54 Bel 
Air 4-dr., $1,000*; Two-ten 2-dr., $615*. 
’53 Two-ten 4-dr., $730, $690*, 
$635, $595; 2-dr., 2 at $600, $595, $585; 
One-fifty 4-dr., $525. ‘52 SL Deluxe 2- 
dr. $550; SL Special sedan, $250; FL 
Deluxe sedan, $310. ’50 SL Deluxe 4-dr., 

$140*. 

DeSOTO—’'52 Powermaster $345". 
*50 4-dr., $140*. 

DODGE—’55 Coronet (8) club coupe, §1,- 
415. °53 Meadowbrook club coupe, $475. 
52 Meadowbrook 4-dr., $310. '50 Mead- 
owbrook 2-dr., $140; 4-dr., $125. ‘46 
\%-ton pickup, $105. 

FORD—’'56 Custom (8) 4-dr., $1,950*, $1,- 
735. '55 Country sedan, $1,605; Fairlane 
(8) 4-dr., $1,480; 2-dr., $1,315; station 
wagon, $1,450; Custom (8) 2-dr., $1,255, 


Hardtop, 
(8) 4-dr., 


4-dr., 


$1,190, 2 at $1,100. °54 Crest (8) Coun- 
try Squire, $1,195*; Custom (8) 2-dr., 
$905; Main (8) 2-dr.. $630. ‘53 Custom 
(8) sedan, $930, $570; Crest (8) conv., 
$845*; Victoria, $835; Main (8) sedan, 
$500. 52 Custom (6) 2-dr., $445, $410; 
Custom (6) 2-dr., $400; Main (6) 2-dr., 
$405. '51 Custom (8) Victoria, $380, 
$310*, $310; 2-dr., $325*, $225. '50 4-dr., 
$160. 


HUDSON—’53 Hornet 2-dr., $615. 

LINCOLN—’53 Cosmopolitan conv., $1,305* 
(ps); club coupe, $1,150*. 

MERCURY—’55 Monterey club coupe, §$1,- 
700*. °54 Monterey club coupe, $1,470*. 
’53 Custom 4-dr., $740. °52 Monterey 
club coupe, $600. '51 2-dr., $325. '49 club 
coupe, $125. 

OLDSMOBILE—’56 (98) Holiday, $3,070* 
(ps). ’55 (98) Holiday, $2,320* (ps). ‘54 
(88) 4-dr., $1,450*, $1,200; 2-dr., $1,170. 
'53 (98) 4-dr., $1,085*; (88) 4-dr., $995, 
$880*. '52 (98) 4-dr., $805*; (88) 4-dr., 
$645*. '51 (98) 4-dr., $430*, $425*; (88) 
Super 4-dr., $430*; Deluxe 2-dr., $300*. 
*49 (66) club coupe, $105*. 

PACKARD—’'50 4-dr., $112. 

PLYMOUTH—’56 Plaza (8) Suburban, $1,- 
875. '54 Belvedere 4-dr., $925*. '53 Cam- 
bridge 4-dr., $525, $475, $455. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
850*; 2-dr., $1,600*. ‘53 Chieftain (8) 
Catalina, $980*, $955* (ps); conv., $950*; 
2-dr., $640. °52 Chieftain (8) 4-dr., 
$540. '51 Silver Streak (8) 4-dr., $355*, 
$345; Silver Streak (6) 4-dr., $275. 

STUDEBAKER — ’49 Commander Land 
Cruiser, $110. 


DENVER 


(Jack Layton’s Auto Auction, Inc. Sale 
every Tuesday. Prices are for sale of 
March 6.) 

(Very bad weather; snow and freezing. 
Demand very strong on ’53s through 
*55s.) 

BUICK—’56 Special 2-dr., $2,370*. '55 RM 

Riviera, $2,180* (ps). '54 RM 4-dr., $1,- 


530* (ps); Special 2-dr., $1,265*. ‘53 
RM 4-dr., $910* (ps); Super 4-dr., $910* 
(ps). 

CHEVROLET—’56 Bel Air (8) conv., $2,- 
290°; 4-dr., $2,230*; Sport coupe, §$2,- 
205*; %-ton pickup, $1,515. '55 Bel Air 
(8) station wagon, $1,975* (ps), $1,595; 
coupe, $1,775*; Two-ten (6) 2-dr., $1,- 
180; %-ton pickup, $1,075. '54 Two-ten 
4-dr., $1,000; %-ton pickup, $860. °53 
Bel Air sedan, $1,000*, $565*; Two-ten 
2-dr., $680, $535; %-ton pickup, $650. 


"52 SL Deluxe 2-dr., $470. ’51 SL Deluxe 
Bel Air, $595; %-ton pickup, $425. ‘50 
SL Deluxe sedan, $270*; Delivery sedan, 
$330. °49 Business coupe, $140. 

CHRYSLER—’54 NY 4-dr., $1,470*. °53 
Windsor 4-dr., $950*. '52 Windsor conv., 
$320*. 

DODGE—’53 %-ton pickup, $545. '50 Cor- 
onet 4-dr., $140*. 

FORD—’'55 Fairlane (8) Victoria, $1,750*; 


4-dr., $1,575*, $960. °54 Custom (6 
conv., $665. '53 Custom (8) 2-dr., $745 
Main (8) 2-dr., $500; %-ton pickup, 


$465. °52 Custom (8) 4-dr., $500*, $295*. 
50 Custom (6) 2-dr., $190. '49 Custom 
(8) 2-dr., $225. 

KAISER—’51 2-dr., $120. 





LINCOLN—’56 Premiere Sport coupe, $4,- 
100* (ps). 

MERCURY—’54 Monterey Sport coupe, $1, 
470*. 

NASH—’53 Rambler club coupe, $680. 

OLDSMOBILE—’56 (98) Holiday, $3,295* 
(ps), $3,195* (ps); (88) Holiday, 2 at 
$2,600*; coupe, $2,485*. '53 (98) Holiday, 


$1,325*; (88) Holiday, $1,325* (ps). ’51 
(88) Holiday, $655*. ‘50 (88) 4-dr., 
$305*. 

PLYMOUTH — ’55 Belvedere (8) station 


wagon, $1,820. '54 Belvedere 4-dr., $945* 


(ps); Plaza 2-dr., $595. '53 Cranbrook 
sedan, $712*; station wagon, $615. '50 
Deluxe 2-dr., $225. 


PONTIAC—’56 Star Chief (8) sedan, $2,- 
730° (ps). '54 Chieftain (8) conv., $1,- 
320*. ’53 Chieftain (8) 4-dr., $835* (ps). 
'52 Chieftain (6)\2-dr., $540. ‘51 Silver 
Streak (8) Catalina, $560*, $315*; 4-dr., 
$315*. 50 Silver Streak (8) 4-dr., $300*, 


$255°. 
STUDEBAKER — ’'54 Commander , coupe, 


$1,125. °52 Champion 4-dr., $355. °50 
Champion club coupe, $220. '49 Cham- 
Pion club coupe, $110. 


MISCELLANEOUS—'53 GMC %-ton pick- 
up, $645°, $490. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of March 
7.) 


BUICK—’55 Century Riviera, $2,250* (ps); 
2-dr., $2,065*; Special 4-dr., $2,100*; 
(Continued on Page 79, Col. 3) 
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Quick Change 


Dealer License Plate Holder 


, $1,- 
Cam- 


. $1,- 
n (8) 
950° ; 
4-dr., 
5355", 
. Guaranteed 
and 

Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 


L. J. HOWARD 


2154 9th Street Akron 14, Ohio 
(JOBBERS WANTED) 
, $2,- = 








vo-ten 
$650. 
eluxe 
5. *50 
sedan, 
. *53 
conv., 


CHROME NAME PLATES 


| Cor- 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval, Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


PREC ISION CASTING Oe 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 


GOOD NEWS FOR MOTORISTS! 





ORDER FROM YOUR JOBBER 
Exclusive World-Wide Distributors 


ALONDRA SALES, INC. 


LOS ANGELES 19, CALIF. 
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Procedure Can Take Three Years .. . 








How Ford Cancels a Franchise 


WASHINGTON. 
arbitrary cancellations of Ford 
Motor ,Co. dealers are untrue, 
Henry Ford II told the Monroney 
subcommittee last week. 


Termination takes place only 
after a long, detailed and careful 
review of the dealer’s record, 
he said, noting that only eight 
of 6,300 Ford division dealers 
were cancelled in 1954. There 
were 28 cancellations last year, 
he said. 


The procedure can take — and 
has taken—as long as three years 
to complete, Ford said. 

The multistep plan followed in 
terminating a Ford division agree- 
ment was outlined by the company 
president. It begins, he said, when 
a field manager is convinced that 
a dealer’s representation has be- 
come so unsatisfactory that it 
warrants termination. 

The following review then takes 


Reports of 


: 


a 
ij 


OMPETITIVE aspects of 

factory-dealer selling agree- 
ments were pointed up the other 
day when an out-of-town Big 3 
dealer called to ask: 


“What is my factory waiting 
for? When is it going to catch 
up with General Motors?” 


He pointed out that he had 
been watching Automotive News 
each week for some sign that his 
factory was moving. And with 
each issue that failed to spell out 
action on the part of his factory, 
his morale dropped a notch. 


* * x 


ASSURED him that we had 

been checking all possible 

sources so we wouldn’t miss the 
news when it came. 


“Oh, I didn’t mean that,” he 
said. “I know you'll get the dope 
when it comes. 

“I just can’t figure out why 
the boys at my factory don’t 
wake up. I read where the tops 
of my factory say in Washing- 
ton that our selling agreement 
is so good and the dealers are 
satisfied. 


“Do you suppose it is possible 
that they really don’t know what 
their dealers think?” 

* = * 


H® WENT on to say that he 
had been checking with other 
dealers in his line as to what they 
thought. And, he added, they all 
agreed that their factory would 
have to move if it wanted to hold 
its dealer organization together. 


“Our factory,” he said, “is say- 
ing now that the market is pick- 
ing up and things look good. 
But it isn’t just a matter of 
market. 


“Take me, for example. I’m a 
loyal——_———-dealer. But when a 
dealer is drowning, he has to try 
to swim. 

“So I'm actually helping the 
competition. I can make a profit 
with less risk of capital by buy- 
ing at auction current or late 
model cars of competitive makes 
which have a ready market. 


“I don’t like to do this. I’d rather 
promote my own cars than cars 
put out by the competition. But 
when it comes to a choice between 
my going broke or selling com- 
petitive cars, I'll sell competitive 


cars. 
* * * 


THE dealer said that he could 

understand the reluctance of 
his factory to admit it was wrong, 
but he added: 


“General Motors did it,. though. 
Harlow Curtice admitted that he 
had condoned things he shouldn’t 
have, and now he is cleaning up 
his house. 

“We dealers are getting a 
little tired of waiting for our 





place at the district level: 


1. The field manager reviews 
operations with dealer and files a 
report with the district sales office. 


2. The district sales manager 
analyzes the dealer’s record 
and determines what corrective 
action should be recommended. 
3. The assistant district sales 

manager visits the dealer and 
makes recommendations for im- 
proving operations. 

4. Periodic visits are made by 
district personnel to help the 
dealer put the plan into effect. 
Progress reports are made. 

5. The district sales manager 
visits the dealer if it appears that 
satisfactory progress is not being 
made. 

If these steps fail to improve 
the dealership’s performance, the 
following review takes place at 
the regional level: 

1. The regional sales manager 


Merchandising 


Memos to Dealers 


By Bob Finlay 





factory to face the facts and act. 
“It’s hard enough to compete 
with GM dealers under any cir- 
cumstances, but when their factory 
puts them way out in front of 
us, it is darned near impossible. 
“So we wind up selling GM cars 
in competition with ourselves.” 
Sleeping dogs don’t just lie in a 
competitive auto market. 


reviews the facts. 

2. The regional sales manager 
visits the dealer and makes 
further suggestions for rehabil- 
itating the operation. 

If there still is no improvement, 
the dealer’s record receives the 
following central management re- 
view: 

1. The facts, including a report 
of rehabilitation efforts, are sent 
to the division general sales man- 
ager together with the regional 
sales manager’s recommendation 
that the dealer be terminated. 

2. If the general sales man- 
ager concurs, he submits a re- 
port to the company’s merchan- 
dising committee. The com- 
mittee is composed of 15 prin- 
cipal executives including the 
president, board chairman and 
the general manager of the end- 
product divisions. 

3. The merchandising committee 
| has final jurisdiction in the matter 
of terminations. 





Ford said that in many cases 
|the dealer’s operations are reha- 
| bilitated in the early stages of 
the procedure. 


| “Even if all of the initial reha- 
bilitation steps have failed, the 
merchandising committee may re- 
fuse, and has refused, to approve 
termination.” 


He added that during the 90- 
day notice-of-termination period, 
the company continues to make 
deliveries to the dealer as though 
there had been no termination 
notice. 


He said this gives the dealer a 
final opportunity to demonstrate 
that it is to the mutual interest 
of the company and the dealer 
that his sales agreement be rein- 
stated. 





Used-Car Auction Prices 





(Continued from Page 78) 


Riviera, $1,835*; Super Riviera, $1,900* 


(ps). °54 Super conv. $1,500*; Special 
Riviera, $1,360*, $1,350*. °'53 Special 
4-dr., $830*. ‘52 Super Riviera, $420*; 


RM 4-dr., $360*, $210*. '51 Special 2-dr., 
$420, $355,; Super 4-dr., $290*, $265*. 
"50 Special 4-dr., $355, $195, $165; 2-dr., 
$160, $135; Super Riviera, $205*, $190*, 
$175*. '49 Super 4-dr., $160. 

CADILLAC—’55 (62) coupe, $3,335* (ps). 
*51 (62) club coupe, $925*; conv., $920*. 

CHEVROLET—’56 One-fifty (6) 2-dr., $1,- 
495. °55 Bel Air (8) 4-dr., $1,350*; Two- 
ten (8) Delray coupe, $1,235; 2-dr., 
$1,165. °53 Bel Air 4-dr., $745*; 2-dr., 
$660, $540*. ‘52 SL Deluxe Bel Air, 
$535*; 4-dr., $470, $265. ‘51 SL Deluxe 
4-dr., $400*, $270, $200; 2-dr., $260*, 
$215*; club coupe, $350*; FL Deluxe 
2-dr., $210*. '50 %-ton pickup, $300. 

CHRYSLER—'53 NY club coupe, $850*. 
’51 Windsor 4-dr., $315*, $250*. 

DeSOTO—’53 4-dr., $525. 

DODGE—’53 %-ton pickup, $360. ’°52 Cor- 
onet 4-dr., $280*, $270*. °51 Meadow- 
brook 4-dr., $195, $170. 

FORD—’55 Custom (8) 4-dr., $1,190*, $1,- 


150*; Main (6) 2-dr., $925. '54 Custom 
(8) 4-dr., $875. ’53 Custom (8) 2-dr., 
$300*; Custom (6) 2-dr., $575, $570; 
Main (8) 4-dr., $300. ’51 Custom (8) 


Victoria, $375; club coupe, $360; conv., 
$335*; 2-dr., $260. '50 Deluxe (8) 2-dr., 
$140. °41 Deluxe (8) 2-dr., $300. 

HUDSON—’55 Rambler 4-dr., $1,070*. ’53 
Jet 4-dr., $300*. 

LINCOLN—’51 Cosmopolitan 4-dr., $270*. 
’50 Cosmopolitan 4-dr., $145*. 

MERCURY—’51 club coupe, $240, $230, 
$200; 4-dr., $230. °50 club coupe, $135. 

OLDSMOBILE—’55 (88) 4-dr., $2,200*. '52 
(88) 4-dr., $510*. '51 (88) 4-dr., $265*; 
(98) 4-dr., $125. '50 (88) 4-dr., $180*, 
$140*; 2-dr., $165*. 

PLYMOUTH—’55 Belvedere (8) 2-dr., $1,- 
325*. ’51 Special Deluxe 4-dr., $205. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 


080*. ’53 Chieftain (8) Catalina, $975*, 

$850* (ps); club coupe, $935* (ps); 4- 

dr., $725, $610. '52 Chieftain (8) 2-dr., 
5. 


$34 
DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of March 2.) 

(Market strong. Clean autos up about 
$50 per unit. Sold 176 cars out of 221 
offerings.) 

BUICK—’56 Special Riviera, $2,535*, $2,- 
495*. °55 Century Riviera, $2,225*. °54 
Century Riviera, $1,605* (ps), $1,425*; 
Super 4-dr., $1,455* (ps), $1,400* (ps), 
$1,380*. °53 RM 4-dr., $1,005* (ps); 
Special 4-dr., $820*. °51 Special 2-dr., 
$360; Super 4-dr., $300*. 

CADILLAC—’56 (62) coupe de Ville, $4,- 
635* (ps). °55 Eldorado conv., $4,100* 
(ps); (62) coupe, $3,575* (ps); 4-dr., 
$3,310* (ps). ‘54 (62) 4-dr., $2,670* 
(ps). '52 (62) 4-dr., $1,195* (ps). 

CHEVROLET '56 Two-ten (6) station 

wagon, $1,860; 2-dr., $1,630; Bel Air (6) 

2-dr., $1,795, $1,770. °55 Two-ten (6) 

station wagon, $1,540, $1,390; 4-dr., $1,- 

$790*; %-ton pickup, $755. '53 Crest (8) 

coupe, $1,460; 4-dr., $1,395; Bel Air (8) 

2-dr., $1,310*. '54 Two-ten 4-dr., $900*, 





$890*. "53 Two-ten 2-dr., $745*, $700; 
%-ton pickup, $605, $550. ’52 SL Deluxe 
conv., $745, $650. 
CHRYSLER—’53 NY 4-dr., $810*. » 
DeSOTO—'54 Powermaster club coupe, $1,- 
045. °53 Powermaster club coupe, $645. 
DODGE—’53 Coronet 4-dr., $650, $510. ’52 
Wayfarer 2-dr., $220. 


FORD — ’'56 Thunderbird, $3,175* (ps); 
Country sedan, $2,175*; Fairlane Vic- 
toria, $2,160* (ps), 2 at $2,125". ’55 


Main (8) Ranch Wagon, $1,580*; Fair- 
lane (8) 2-dr., $1,435*. °54 Crest (8) 
Country sedan, $1,180; Custom (6) 2-dr., 
$790*; %-ton pickup, $755. ’53 Crest (8) 
Victoria, $985*, $880; Custom (8) 2-dr., 
$795* (ps), $730*, $680, $650; Main (6) 
2-dr., $430. 
HUDSON—’52 Hornet 4-dr., $405*, $220*. 
LINCOLN—’51 Cosmopolitan 4-dr., $415*. 
MERCURY—’55 Montclair coupe, $2,000*; 
Custom 2-dr., $1,490*. °53 Monterey 
coupe, $1,020*; Custom coupe, $990*. ’50 
club coupe, $280*. ’49 4-dr., $135*. 
NASH —'55 Ambassador 4-dr., $1,850*; 
Rambler station wagon, $1,250*. ’51 Am- 
bassador 4-dr., $135*. °50 Ambassador 


4-dr. $135*. 
OLDSMOBILE—’56 (98) Holiday, $3,065* 
(ps), $3,005* (ps); 4-dr., $2,800* (ps); 


(88) coupe, $2,657* (ps); 4-dr., $2,375* 
(ps). ’°55 (98) 4-dr., $2,215*; (88) coupe, 
$2,020*. '54 (98) coupe, $1,840*. ’53 (98) 
coupe, $1,100* (ps). 

PACKARD—’53 Clipper 4-dr., $675*, $580*. 

PLYMOUTH—’55 Plaza (6) station wagon, 
$1,375; 2-dr., $1,090; Savoy (6) 4-dr., 
$1,125. ’54 Belvedere coupe, $1,055*. ’53 
Cambridge 4-dr., $575, $560. °51 Cran- 
brook 4-dr., $220. 

PONTIAC — '55 Star Chief (8) Catalina, 
$1,970* (ps). '53 Chieftain (8) 2-dr., 
$715*. '52 Chieftain (8) Catalina, $545°. 
*51 Silver Streak (8) Catalina, $250*. 
’50 Silver Streak (8) Catalina, $350*; 
4-dr., $225*. 

STUDEBAKER—’56 Power Hawk coupe, 
$1,970*. °51 Commander Land Cruiser, 
$150*. 

WILLYS—’55 coupe, $1,000*. 

* * * 


— Auctions in Brief — 
MASON CITY, IA. 


Lapiner Auction. Sale every Wednesday 
(March 7). Blizzard conditions with snow 
and ice-packed roads kept consignments 
at 51 cars, an all-time low. Of these, 47 


were sold. 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (March 8). We had an excellent sale 
today, with all makes and models repre- 
sented. Well over 80 percent of cars regis- 
tered changed ownership. 


INDIANAPOLIS 





Ken Schafer Auto Auction, Inc. Sale 
every Thursday (March 8). Bad weather 
held consignments down, but buyers were 
here in great numbers to keep prices very 


firm 
SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Mareh 7). Clean autos brought 
the money at today’s sale. Demand for 
poor and average cars appeared to slack 
off a little. 
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anchorage of any kind required. Merely place the base where you in- 


tend to display the car... Set the top on the base... Slide the wheel 
pads in place ... Drive the car on... Plug into the nearest electrical 


outlet. 
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of MONTPELIER (FRP) FIBERGLAS 


eT atl: PLASTIC 


NO OTHER BODY STRUCTURE HAS ALL THESE CHARACTERISTICS 


Montpelier Urban Delivery Body 


CORROSION — ODOR PROOF 
MONTPELIER (FRP) Plastic bodies do not corrode—do not pick up odors—rust— 
rot—and may be steam cleaned without deterioration. 


SUPERIOR INSULATING VALUE 


MONTPELIER (FRP) Plastic body material has superior electrical and thermo 
insulating characteristics. FRP conducts only 1.2 B.T.U. as compared to 
1200-1500 B.T.U. for aluminum, and 275-325 B.T.U. for steel. 


REDUCED BODY WEIGHT 


Considerable reduction in body weight—saves tires—saves gas—saves main- 
tenance—improves load capacity. 





Montpelier Side-Aisle Delivery Body IMPROVED BODY SANITATION 


A high degree of sanitation is possible due to the extreme resistance of 
MONTPELIER (FRP) Plastic body material to acid—chemicals—odors—corrosion. 






MAXIMUM STRENGTH 


MONTPELIER (FRP) Plastic body construction results in body strength as great 
as any other body material used under similar conditions. 


FIBERGLAS REINFORCED PLASTIC 


W if WW 


WRITE — WIRE — PHONE FOR COMPLETE INFORMATION 
THE MONTPELIER MANUFACTURING CO. MONTPELIER, OHIO 









REPAIR AND MAINTENANCE 


MONTPELIER (FRP) Plastic body material lends itself to easy repair of body 
damage. Such repairs may be easily and quickly made without a great deal 
of skill. Repainting is a comparatively simple procedure. 


ride the crest of the 
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Vand DUS and HEADERS 


PROFIT-PACKED AND POWER PROVEN 








cg HIGH-EFFICIENCY 


FIBERGLASS PACKED MUFFLERS 


New 
QUIET-TON 


Attention All Dealers! 


In most instances, factory-in- 
stalled optional duals are not 
available as ‘an accessory kit. 
The demand from your cus- 
tomers whose cars are not 
equipped with duals is tremen- 
dous. Additional horsepower 
for their cars means additional 
profits for you. 


Grand manufactures perfect fit- 
ting duals for all V-8 installa- 
tions. 

Order.Grand duals from your 
Guaranteed To Fit All V-8 Cars and 6Cyl.Chevrolets Grand jobber today! 


GRAND AUTOMOTIVE PRODUCTS 


2055 Ruby Street °* Melrose Park, Illinois 
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ORIGINAL 
TAIL PIPE 


SW, DUAL SIDE 
TAIL PIPE 


DUAL SIDE 
TAIL PIPE 


ORIGINAL 
TAIL PIPE 
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Ford Study Cited in Probe .. . 





Bogus Leasing Firms 
Blamed in Bootlegging 


WASHINGTON. — A continuing 
study of new-car bootlegging has 
led Ford Motor Co. to conclude 
that sales to fictitious fleet owners, 
usually posing as leasing com- 
panies, comprise a high percentage 
of initial bootleg sales by author- 
ized dealers. 


This thesis was advanced last 
week by Lewis D. Crusoe, execu- 
tive vice-president in charge of 
Ford’s car and truck divisions, 
in testimony before the Mon- 
roney subcommittee. 


Crusoe said other conclusions 
arising from the study are: 


1. Some of the current-model 
cars that turn up on used-car lots 
were sold innocently into bootleg 
channels by authorized dealers. 


2. The total number of new Ford 
Motor Co. cars moving in bootleg 
channels is not substantial, rela- 
tive to the total number of new 
cars made und sold nationally. 


Crusoe denounced bootlegging, 
saying, “It undermines all a 
manufacturer’s carefully laid dis- 
tribution plans.” 


He acknowledged that it has 
been charged that one of the prin- 
cipal causes of bootlegging has 
been the alleged forcing of cars on 
dealers by manufacturers, but de- 
clared emphatically, “It has not 
been the policy or practice of our 
company to force cars upon its 
dealers.” 


At another point in his testi- 
mony, he emphasized, “Deliberate 
overstocking of any dealer is to- 
tally at odds with our plan of 
merchandising.” 


Discussing the conclusions of 
the company’s bootlegging study, 
he said that last summer the 
firm analyzed the sales records 
of 3,670 Ford cars which had 
been reported as having turned 
up on used-car lots for sale as 
new. 


The parties to whom dealers had 
originally sold the vehicles fell into 
five categories, he said. They were: 


Fictitious fleet owners and leas- 
ing companies, 50 percent; used- 
car dealers, 10 percent; bona fide 
fleet owners and leasing companies, 
11 percent; other companies, 9 per- 
cent, and individuals, 20 percent. 

Crusoe said the company be- 
lieved that nearly all the sales to 


Synthetic Rubber 
Soars to Output 


Mark in January 


NEW YORK. — American pro- 
ducers turned out a record 93,485 
long tons of synthetic rubber in 
January, according to the Rubber 
Manufacturers Assn. The previous 
monthly record was 91,281 long 
tons in November, 1955. 

January consumption was listed 
at 79,648 long tons of synthetic 
rubber and 53,687 long tons of 
natural rubber for a total of 133,- 
335 long tons. 

RMA also announced that total 
rubber consumption in the United 
States last year was 1.522,554 long 
tons. Synthetics accounted for 890,- 
366 long tons and natural for 632,- 
188. 


Calendar 


(Continued from Page 12) 


General 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 10-12 _ National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 


Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 
Nov. 1|-12—National Diesel Engine Meet- 


ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 8-9—National Fuels and Lubricants 
Meetin Society of Automotive Engi- 
neers, he Mayo, Tulsa. 

Jan. 14-18—Annual ge Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn. Hotel Del 
Coronado, San Diego, Calif. 


used-car dealers and most of those 
to fictitious fleet owners were 
known to have been bootleg sales 
when made. 


“Most of the other sales, how- 
ever, probably were made inno- 
cently by the authorized dealers 
involved.” 


He said that some 15,000 of 
the company’s new cars were re- 
ported on used-car lots in the 
last two years, but admitted 
that many more probably found 
their way into bootieg channels. 


“But,” he added, “Assuming that 
four times that number were boot- 
legged, it still would be only about 
2 percent of the total number of 
new Ford cars marketed during 
the two-year period.” 

He acknowledged that at specific 
points the percentage at times 
has been considerably higher, “and 
in an amount to be seriously dis- 
tressing to our local authorized 
dealers.” 


Supporting his statement that 
Ford does not force cars on its 
dealers, Crusoe cited inventory fig- 
ures to show that “we were not 
confronted with the problem of 
oversupply of our cars.” 


Contending that a 30-day supply 
of cars is considered a minimum 
working level for a dealer, he said 
that Ford dealers’ stocks in 1955 
ranged from a low of 10.7 days in 
February to a high of 26.4 days 
in December. 


The spread for the rest of the 
industry, he said, showed a low 
of 18.6 days in September to a 
high of 35.9 days in December. 
Crusoe opposed antibootlegging 

bills introduced in the last two 
years, saying that Ford does not 
feel that legislation is the answer 
to the problem. 

He pointed out that one such 
bill, a territorial security measure, 
has been tried in the past and 
found wanting. 

Speaking of bills which would 
permit a manufacturer to cancel 
a dealer who “knowingly” boot- 
legged cars, Crusoe pointed out 
that it often is difficult to deter- 
mine whether a dealer has know- 
ingly engaged in the practice. 

Assailing measures which 
would penalize a manufacturer 
whose dealers bootleg cars, he 
said, “It is impossible for a man- 
ufacturer to know in advance 
whether a dealer will bootleg 
units sold to him.” 

The police action required of the 
manufacturer under such a law, 
he said, would harm the dealers, 
the manufacturers and the public. 











Taking Refresher— 


As part of a long-range program to 
raise the standard of truck maintenance 
and promote better supervisory methods, 
White Motor Co. is conducting a series of 
courses in its Cleveland laboratory for 
fleet and maintenance supervisors. Taking 
part in the week-long refresher course 
are, from left, John C. Farrell, Joliet Ar- 
senal, Joliet, Ill.; Frank Novak, instructor, 
and Gilbert L. Ritter, Joliet Arsenal, White 
Motor Sales & Service, Joliet, Ill. 
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© Cities invited 
* Cities Accepting 


Map based on reports to Headquarters Office 


1956 NATIONAL VEHICLE SAFETY CHECK FOR COMMUNITIES 


as of February 29, 1956 


1,000 Safety-Check Cities Sought— 


The Inter-Industry Highway Safety Committee hopes to sign up more than 1,000 


communities for its annual May safety check of vehicles. 
The 10-point safety check includes brakes, steering, 


participated in the program. 


Last year, 422 communities 


horns, rearview mirrors, windshield wipers, headlights and turn signals, rear lamps 


and stop lights, exhaust system and tires. 
are shown above. 


Cities invited to take part in the program 





Studebaker Truck Program 
Aimed at Spurring Salesmen 


SOUTH BEND. Studebaker 
has announced a new truck pro- 
gram to meet the needs of dealers 
whose car salesmen must double 
as truck salesmen. 

William A. Keller, general sales 
manager, said less than half of the 
nation’s truck dealers are esti- 
mated to have an adequate num- 
ber of salesmen with knowledge 
of how to sell trucks that will fit 
a customer’s need. 

The program, Keller said, is de- 
signed to help the dealer show the 
profit potential in truck sales to 
ear salesmen and provide greater 
incentives for those who can learn 
to sell trucks. 

Keller said a Studebaker dealer 
on the Coast with two exclusive 
truck salesmen and two new-car 
salesmen who knew trucks, real- 
ized 725 percent of his truck mar- 
ket potentiaf in 1955. 

In this dealership, new and used- 
truck sales accounted for more 
than 30 percent of the total sales 
gross profit while truck parts and 
service accounted for better than 
half of the gross service and parts 
earnings. 

District managers are introduc- 
ing the truck program into com- 
pany dealerships in a series of 
meetings being held in Studebak- 
er’s 20 zones. Training films will 


Kentucky Probes 
Overcharges on 


Collision Policies 


FRANKFORT, Ky.—C. P. Thur- 
“man, State insurance commissioner, 

nnounced that his office has start- 
ed an investigation to determine 
whether Kentucky automobile buy- 
ers are being overcharged by some 
ifinance companies: on collision in- 
surance. 
He said all companies writing 
collision insurance have been order- 
‘ed to mail questionnaires to every 
‘Person insured in an effort to 
‘determine the number of vehicles 
tlassified improperly. 

He said misclassification of 
ehicles could result in. higher in- 
rance premiums. 





















» 


hevrolet Expands 
Plant in Atlanta 


_ ATLANTA. — A new expansion 
d modernization program at the 
Atlanta Chevrolet-Fisher Body as- 
Sembly plant will enlarge it by 
Nearly 50 percent and for the first 
‘time will permit assembly of Chev- 
Tolet convertibles and station 
Wagons. 

T. H. Keating, general manager 
‘of Chevrolet, said the enlargement 
‘was necessitated by growing sales 

this region, which during Feb- 
ruary totalled 12 percent more than 
the same month last year. Work 
will begin early in April. 











be shown and instruction given. 


Basis for the program is an in- 
dexed handbook with provisions 
for constant updating. It contains 
product information on the 1956 
Studebaker truck line, sales meet- 
ing guides, sales promotion ideas 
and merchandising techniques, 
Keller said. 

More than 98 percent of Stude- 
baker’s dealer organization han- 
dles both cars and trucks. 


Officers’ Salaries 
For °55 Told in 
Chrysler Report 


DETROIT. — Chrysler Corp. in 
its notice of stockholders meeting 
revealed the 1955 salaries and bene- 
fits of its top officers. 

Also was given the _ incentive 
compensation plan, to be paid out 
in five annual installments, if 
earned, and estimated annual ben- 
efits on retirement. 


The amounts were L. L. Colbert, 
salary and fee, $250,900; incentive 
plan, $249,800 and annual retire- 
ment benefits, $92,448; K. T. Keller, 
$301,000, none and $25,200; John P. 
Mansfield, $75,450, $100,200 and $36,- 
198; W. C. Newberg, $75,450, $110,- 
200 and $36,198; E. C. Quinn, $75,- 
450, $100,200 and $36,198; Carl J. 
Snyder, $104,200, $124,700 and $32,- 
762; C. B. Thomas, $75,450, $90,200 
and $21,693; G. W. Troost, $108,400, 
$149,600 and beneficiaries received 
benefits under contracts purchased 
when he died Jan. 24, 1956; A. van- 
derZee, $110,450, $74,800 and $35,790; 
and James C. Zeder, $120,400, $149,- 
600 and $47,573. 

Totals were salary and fees, $1,- 
786,417 and incentive plan, $1,708,- 
600. 


N. Y. Edict Curbs 


Misrepresenting of 


Used Cars as New 


ALBANY. — Regulations aimed 
at preventing dealers from passing 
off used cars as demonstrators 
or new vehicles were put into 
effect in New York last week by 
the Motor Vehicle Bureau. 

The rules draw up three classi- 
fications for vehicles. The classi- 
fication must be entered on cer- 
tificates of sale “in a conspicuous 








manner and apart from other 
printing or information on the 
document.” 


A violation makes the dealer 
liable to suspension or revocation 
of his license said Joseph P. Kelly, 
motor vehicle commissioner. 

The new regulations also pro- 
vide that warranties provided to 
ear buyers “must contain the scope 
of guarantee or warranty, the limi- 
tations as to date or mileage and 


|the specific terms and items| 


‘ covered,” Kelly said. 








Complexity of Auto... 


A Boon to Service 


DETROIT.—With 49 million cars 





on the road in need of periodic 
servicing, the franchised auto 
dealer has his greatest opportunity 
for earning service-department 
profits and building customer good- 
will and repeat business, according 
to Robert P. Laughna, general 
manager of the Packard-Clipper 
division. 

“The bright outlook for profit- 
able service department operations 
is obvious,” said Laughna, “The 
modern automobile, because of the 
public’s demand for more and more 





Iowa Convention 
Lists Governor, 


2 Other Speakers 


DES MOINES. Gov. Leo 
Hoegh, who has been endeavoring 
successfully to complete a good- 
roads program, will address the 
Iowa Automobile Dealers Assn. 
at its convention here March 25-27. 

He will appear at the March 27 
luncheon as part of a program 
which will highlight public activi- 
ties of the association. 

At the annual banquet, March 
26, the speaker will be H. Roe 
Bartle, mayor of Kansas City, who 
is recognized as a promoter of 
moral and ethical movements. 

George Alexander Bowie, winner 
of the Freedom Foundation George 
Washington Gold Medal, will dis- 
cuss successful business methods 
at one of the convention sessions. 


comfort and convenience features, 
is becoming an increasingly com- 
plex mechanism.” 

He said that Packard - Clipper 
division dealers expanded their 
servicing facilities by 25 percent 
over the past year and are currently 
spending 30 percent more money 
for investment in modern servicing 
equipment. 

As a result, Laughna said, Pack- 
ard-Clipper dealers are doing an 
increased volume of service busi- 
ness and are able to recondition 
used cars to higher quality levels 
at less expense, which puts them 
in a better trading position with 
new-car prospects. 

The average Packard-Clipper 
dealership represents an investment 
of as much as $50,000 in service 
facilities, equipment, and service 
and replacement parts. Included in 
the average Packard-Clipper deal- 
ers’ investment is an absolute min- 
imum of 104 major items in the 
category of general shop tools and 
114 special service tools. 

He credited improved efficiency 
to the additional investment for 
specialized and scientific shop 
equipment, increased technical 
skills of servicemen, periodic train- 
ing sessions for specialized tech- 
nicians and more efficient machines 
and equipment. 


Burnett Buys Arroway 





Arroway Pontiac, Cincinnati. Bur- 
nett was with Chevrolet in Detroit 
25 years. 


Arthur L. Burnett has purchased | 


Dusty $1,500 
1912 Pope Hartford Sold 


To Collector 

MILWAUKEE. — A 1912 Pope 
Hartford touring car which has 
been gathering dust in a garage 
here for 33 years has been sold to 
an antique car collector for $1,500. 

The story came out when an at- 
torney asked permission to add 
the money to the estate of William 
Makus, who died in 1948. It was 
sold to Ray Salentine, Tess Corners 
(Wis.) garage operator, who said 
only 13 of the cars were made in 
1912. 

This one, green with a leather 
top, sold for $5,500 new and has 
8,731 miles clocked on it. It is in 
“beautiful condition,” said Salen- 
tine. 

Mrs. Clara Makus, daughter-in- 
law of William, said the car last 
ran on “my wedding day, July 5, 
1923.” She and her bridegroom 
took a sightseeing trip to Menom- 
inee Falls. Shortly after her wed- 
ding, Mrs. Makus said her husband 
bought a Ford and the Pope Hart- 
ford never was moved again. 


U. C. Dealer Indicted 


|For Tax Evasion 

CONCORD, N. H. (UTPS) — 
|Gerald Hickox, 27, proprietor of 
Jerry’s Motor Sales in Manchester, 
one of New Hampshire’s largest 
used car firms, has been indicted 
by a Federal grand jury here on 
| three counts of income-tax evasion. 


The Government claims Hickox 
evaded some $21,149.33 in income 
taxes for the years 1949, 1950 and 
1951. 





“Our investment in the AMMCO 
Safe-Arc Grinder and Fixed Anchor Clamp 
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has paid for itself in two weeks” 


says Matthew Chastian, Brake Wholesale Service, Indianapolis, Indiana 


nch Grind ALL Brake Shoes 





UCR Mem) 


Z 


ST 
Sa eee 
Tia 


Sauna 


ae 


a 





| = 









MODEL 2000 SAFE-ARC 


@ FAST—8 shoes in less than 4 
minutes 
* CLEAN — vacuum system prevents 





BRAKE SHOE GRINDER 


® EASY TO USE — only 2 adjust- 
ments — can‘t make mistake 
® RANGE — shoes for drums 8” -~ 





flying dust 17” diameter 
® ELIMINATE comebacks and free © COMPLETE — including 1/3 h.p. 
re-adjustments motor 


only #21850 











AMMCO TOO 


NO. 4140 FIXED ANCHOR SHOE CLAMP 


Grinds ALL shoes for NEW fixed anchor brakes (10’-11/-12”)— FAST 
and ECONOMICALLY. Cures diving and pulling problems caused by 


incorrect lining to drum contact. Can be used on any Ammco Safe-Arc 


Grinder Serial No. 2560 and later. 


only #6 950 


LS, INC. 


complete 


See Your Ammco Jobber — Ask for Free 
Demonstration In Your Own Shop 
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In Ford and Chrysler Lines .. . 


Dealers Map ‘Ideal’ Franchise 


(Continued from Page 2) 
they were to compete with GM 
dealers. 

Here is what some Ford dealers 
were saying privately last week 
about these individual points: 

Elimination of Registration 
Figures: Said one veteran, “They 
ought to outlaw the publication 
of registration figures. These fig- 
ures are merely used by factories 
—Ford particularly—to. whip the 
dealers. The heck with who out- 
sells whom. 

“Sure a dealer’s performance has 
to be measured. But why can’t it 
be measured on the basis of how 
well the dealer represents the 
product, how well he treats the 
customer, how well he is financed 
and how much money he is mak- 
ing?” 

* * + 
HIS FORD dealer opposed the 
new GM _ performance yard- 
stick, which considers various local 


Shareholders OK 
Reorganization of 


Kaiser Interests 


TOLEDO. — Kaiser Motors Corp. 
last week began acting on reorgani- 
zation plans after stockholders 
voted 98 percent in favor of such 
a move. 

The plan provides that Henry J. 
Kaiser Co., an engineering, con- 
struction, sand and gravel business, | 
will become a wholly owned subsi-| 
diary of Kaiser Motors and that 
the name of the ensuing corpora- 
tion will be Kaiser Industries Corp. 

Willys Motors will be a wholly 
owned subsidiary of the new cor- 
poration and will be relieved of all 
its present bank debt. Willys is| 
now a subsidiary of Kaiser Motors. | 

Henry J. Kaiser Co. owns 37) 
percent of the stock of Kaiser | 
Aluminum & Chemical Corp. and 
37 percent of Kaiser Motors stock. 
It also owns 80 percent of Kaiser | 
Steel Corp. and 30 percent of Per- | 
manente Cement Corp. 


Outstanding indebtedness of! 
Kaiser Motors, including a $13,300,- | 
000 Reconstruction Finance Corp. 
loan, will be paid in the reorganiza- 
tion. 











Nine banks have agreed to lend 
the new corporation $95 million and 
set up a revolving credit of $6.5 
million for financing new construc- 
tion projects undertaken by Henry 
J. Kaiser Co. 


and national conditions, on the | 
grounds that it could not be fairly | 
administered. 

Vice-President Of Dealer Re- 
lations: A leading Lincoln- 
Mercury dealer said: “This is 
something Ford Motor Co. dealers 
need badly—a direct channel to 
top management. 

“I think the factories will do 
this for their own protection. Isn't | 
that one of the reasons for the 
current mess? The little boys 
(the dealers) were allowed to run 
loose because some of the zone 
and district managers were delin- 
quent in reporting certain acts to 
the parents (top management). So | 
what happens? THE WHOLE 
FAMILY WINDS UP IN WASH- 


INGTON!” 

A FORD dealer explained, “Sure 
we have a dealer-relations 

manager, and he’s a good man. 

But he’s an assistant to the sales 

manager. He could just as well 

be a vice-president.” 

(Editor’s Note: Testifying be- 
fore the Monroney subcommittee 
last week, Henry Ford II said 
the company had discussed and 
rejected the idea of establishing 
a dealer-relations vice-president.) 
NATIONWIDE Equa.izep Prices: Two 
dealers said this was extremely 
desirable. They said that although 
equalized prices would be slightly 
harmful to midwest dealers, it 
would benefit the entire industry 
by immediately eliminating two of 
the top problems—bootlegging and 
“phantom” freight. 

+ 


* * * 





* 


AID one dealer, “It’s only a 

matter of time before we have 
one nationwide price for each car. 
It’s swinging that way right now. 
Many- Ford factory men are in 
favor of the plan now. 

“This would be a much better 
way of solving bootlegging than 
inserting that antibootlegging 
clause in the franchise. I don’t 
think I'd like to see that club 
in the factory’s hand. For one 
thing, it’s hard to say exactly 
what deliberate bootlegging is.” 
Parts OBSOLESCENCE PLAN: Ford 
dealers said they had no such plan 
but they were heartily in favor 
of a plan like GM’s whereby a 
dealer can return to the factory at 
yearend 4 percent of the parts 
purchased in the past year. GM 
formerly permitted the return of 
2 percent. 





* * * 


NE Ford dealer said his only 
“break” along these lines was 
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|GM clause whereby a widow can 


| GOP, Harriman 


that he could return some parts 
within 60 days of delivery. GM 
changed its parts return plan from 
30 to 90 days after delivery. 


INSURANCE PLAN: A_ suburban 
Ford dealer said, “This would be 
a wonderful deal. At the death of 
a dealer, such a policy would be 
wonderfully advantageous to the 
widow, a partner or stockholders.” 


Protecting Outgoing Dealers: 
A Ford dealer commented, “The 
factory is always terribly con- 
cerned about the incoming dealer, 
but completely oblivious to the 
needs of the outgoing dealer, 
who should have equal protec- 
tion. 

“General Motors has partly 
remedied this situation by giving 
outgoing dealers a better shake 
on their buildings and by buying 
back the dealer’s parts, signs and 
equipment.” 

* * * 

HE interviewed Ford dealers 

also made these points in re- 
gard to some of the other GM 
changes: 

1. They saw little need for the 
three types of contracts, adding 
that the Ford pact would be quite 
ideal if the present “cancellation 
without cause” clause were elimi- 
nated. 

2. For cancellations are rela- | 
tively rare and the dealers feel | 
little need for an umpire, as GM 
will soon provide. Ford dealers 
said the U. S. courts could handle 
the few chores an umpire might 
perform. 


3. Several dealers opposed the 


participate in a dealership for five 
years after her husband’s death. 
They said that current competition 
is so rough that the factory would 
be doing the widow a favor by 





Agree on N.Y. 


Inspection Law 


ALBANY. — Gov. Averell Harri- 
man and Republican legislative 
leaders have spit the difference in 
the State’s vehicle inspection law. 
Their compromise decision stipu- 
lates that all cars more than four 
years old must be inspected an- 
nually. 

Republicans had proposed annual 
inspections of cars more than three 
years old while Harriman had 
favored a five-year age provision. 

They also agreed to require 
checkups of all used cars sold, re- 
gardless of their age. 

It is believed that the inspections 
will be carried out by private gar- 
ages licensed by the State. Demo- 
crats and Republicans agreed that 
this is preferable to setting up 
State-operated stations. 

The fee probably will be about 
$1.25, the amount suggested by 
Harriman. 


L. A. Buick Dealers 
Vote Sunday Close 


LOS ANGELES. — The 34 mem- 
bers of the Buick Dealers Assn. 
of Los Angeles have voted unani- 
mously to close Sundays, it was 
announced by George Vaughn, 
president. 

Vaughn said the members be- 
lieve that the Sunday closing will 
result in more efficient operation 
of all dealership functions during 
the remainder of the week. 








757s Bow in November, 
Buick’s Ragsdale Says 


MILWAUKEE. — At a Buick 
zone meeting here last week, 
Edward T. Ragsdale, newly ap- 
pointed general manager, said 
the 1957 models would be an- 
nounced at approximately the 
same time of year as were the 
°56s—November. 

He described dealers’ new-car 
stocks as “normal and satisfac- 
tory.” 








Jumbo Covers Redesigned— 


The 1956 line of Jumbo seat covers, 
redesigned as to color, style and ma- 
terials by Tog Thompson, industrial de- 
signer, has been introduced by Schoell- 


kopf Co., Dallas. The four basic ma- 
terials used are a new woven rayon, a 
new quilted-effect plastic shown above, 
woven plastic and the lacquered fibre. 
There are two plastic lines, one woven 
rayon line and two fibre lines in the 
stock series. 


getting her out as soon as possible. 


4. Dealers should be given a 
voice in cooperative advertising in 
direct proportion to the money 
they pay in. 

5. There is a great need for a 
clause in the franchise that would 
compel dealers to advertise eth- 
ically. 

* * x 
HEN asked last week about| 
factory concessions, Chrysler 
Corp. dealers expressed these opin- 
ions: 

Warranty Criause: A Dodge- 
Plymouth dealer said, “They'll have 
to give us the 100 percent warranty, 
otherwise we'll be completely out} 
of sales competition. 

“For instance, many Ford and 
Chevrolet dealers now will be 
able to ‘crack their entire over- 
head nut’ from the service end 
and they’ll be selling cars to the 

public regularly for $50 over 
invoice. 

“This warranty clause is easily | 
the biggest item GM gave its deal- 
ers. Furthermore, I don’t think we 
should be penalized for factory mis- 
takes.” 

PrymovutH Spurting Orr: Genu- 
ine concern by all Chrysler Corp. 
dealers was expressed on this sub- 
ject as a result of a few cases in 
Detroit in which the dealers felt 
the separation was moving too fast. 
* * © 

OOPERATIVE ap ProGramM: 

Dealers in all Chrysler lines 
favored the company taking over 
the whole program. 

Parts Obsolescence Plan: The 
Chrysler Corp. dealers said they 
had no such plan and would be 
happy with almost any kind of a 
parts program. 

Deacer INSURANCE PLAN: Although 
some dealers doubted that Chrysler 
Corp. could afford this item, all 
dealers felt it would be a terrific 
boon to them. 

Said a DeSoto-Plymouth dealer, 
“It would be particularly advan- 
tageous to some of the older deal- 
ers who have trouble passing the 
physical examinations.” 

~ * * 
HRYSLER CORP. dealers 
showed little interest in an 
umpire to adjudicate dealership 
cancellations. 

But they were considerably in- 
terested in a dealer relations 
vice-president. One spokesman 
said many dealers feel they are 
being pushed around and that a 
top-level official on their side 
would be a great morale booster. 
A Chrysler-Plymouth dealer con- 
cluded with this note of modera- 
tion: 

“Sure we'd like to have Chrysler 
match all the GM benefits but 
Chrysler Corp. can’t afford them 
all. But it’s going to have to buy 
that warranty deal.” 


Lou Bell Year Old 


DENVER. — Lou Bell Motors, 
1700 E. Colfax Ave., has celebrated 
its first anniversary as a Lincoln- 
Mercury agency. A 991-pound cake 
was on display in the firm’s sales- 
Toom. 


| 





|mortgaged property, 


Packard Dealers 
To See Telecast 
On New Model 


DETROIT. — Retail dealers and 
the field sales force of Packard- 
Clipper division tomorrow (March 
20) will be told via a closed circuit 
television hookup the firm’s plans 
for broadening the Packard line of 
automobiles. 

A Packard executive refused to 
confirm or deny rumors in Detroit 
that the new series would be called 
the Packard Executive. 

Packard said the TV hookup 
would mark the first time the com- 
pany’s marketing organization had 
been brought together in such a 
manner. 

It was estimated that the 24-city 
telecast will be attended by 93 per- 
cent of the dealers, plus salesmen 
and service personnel. 

Executives will outline a $3 mil- 
lion advertising and promotion pro- 
gram for the second quarter of this 
year to detail major engineering 
innovations and advancements of 
Packard and Clipper cars. 


Ex-Dealer Guilty 
Of Larcenous 


Floor-Planning 


PONTIAC. A former Ford 
dealer in Lake Orion, Mich, 
pleaded guilty last week to larceny 
by conversion. 


David P. Dawson had been ac- 
cused by Universal C.I.T. Credit 
Corp. of failing to pay for 17 new 
cars and trucks, delivered under 
a financing agreement. 

Dawson entered his plea as his 
trial was about to start and he 
remained free under bond. He will 
be sentenced April 9. 

The finance company also had 
charged that Dawson had embez- 
zled $28,862 and had concealed 
but these 


charges were dismissed. 


Dawson's total obligation is 
$87,146, Universal C.I1.T. charged. 


Cold-Climate Test 
Completed by GM 


OTTAWA. — An extensive series 
of cold-weather tests on a fleet of 
General Motors cars have been 
completed at Kapuskasing, in 
Northern Ontario. 


The tests were termed a success 
by W. A. Woodcock, GM experi- 
mental engineer who conducted 
the tests with a staff of four engi- 
neers from the Oshawa _ (Ont.) 
plant and seven GM technicians 
from the U. S. 


The tests, he said, produced data 
on electrical systems and carbure- 
tion which have already led to 
changes on new Chevrolets, Pon- 
tiacs and Buicks being built at 
Oshawa. 

One change has been a switch 
to higher-capacity batteries foy 
Chevrolets and Pontiacs. Another 
has been modification of the au- 
tomatic choke. 


Missouri Convention 


To Hear Fribley 


JEFFERSON CITY, Mo. — Carl 
Fribley, NADA president and Nor- 
wich (N. Y.) Pontiac-Cadillac 
dealer, has accepted an invitation 
to speak before the Missouri Au- 
tomobile Dealers Assn. convention 
May 14-15, 1956, in Kansas City. 

Fribley conducted the Travis 
cancellation hearing in St. Charles, 
Mo., last Nov. 18. 


Chevrolet Reveals 
Four ‘Best-Sellers’ 


DETROIT.—John P. Haggerty, 
28, Ferrell-Hick Chevrolet, Inc., 
Chicago, was named the outstand- 
ing Chevrolet salesrnan of 1955 at 
last week’s annual banquet of the 
Chevrolet 100-Car Club here. 

Runnersup, in order, were: 
Stanley E. Reedman, Reedman 
Motors, Levittewn, Pa.; Leonard 
H. Young, Southern Chevrole 
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Company Sounds Out Dealers .. . 





Monroney Told Ford 
Seeks Improved Pact 


(Continued from Page 1) 


back to your dealers to try to get 
some honest and sincere grass 
roots opinion truly reflective of 
the dealership?” Monroney asked. 
“We certainly are,” Gossett said. 
The Ford officials were the last 
factory witnesses scheduled to ap- 
pear before the subcommittee. 
David Busby, subcommittee coun- 
sel, said an additional day of 
hearings is contemplated early in 
April to permit more congressmen 
to testify on pending legislation 
concerning the auto industry. 
* * * 


Witnesses Rip Legislation 

HE FORD witnesses emphati- 

cally opposed any such legisla- 
tion. Lewis D. Crusoe, executive 
vice-president, car and truck divi- 
sions, who followed Ford to the 
stand, presented the company’s op- 
position to bills dealing with terri- 
torial security, bootlegging and 
“phantom” freight. 

He said territorial security 
clauses have proved ineffective, 
that Ford’s freight costs are $7.54 
per vehicle more than its freight 
charges and that the proposed 
bills will not halt bootlegging. 

Questioned about a dealer’s right 
to sue the Ford company over “ar- 
bitrary or capricious” contract ter- 
mination, Ford replied that a 
dealer “has every right to sue us 
in court at any time.” 

He denied, however, that Ford 
dealers can be terminated in an 
“arbitrary or capricious manner” 
and outlined the company’s termi- 
nation procedure. It can take as 
long as three years, he said. 

7 x * 


| precenmeaaled said the company has 
lost some suits with dealers 
and added that he didn’t think a 
dealer needs a law to give him the 
express right to sue a manufac- 
turer. 

Ford also answered charges 
made previously by Milton Ratner, 
Chicago, a former Ford dealer, who 
testified that he had been dunned 
by another dealer for a contribu- 
tion to the Eisenhower campaign in 
1952. Ratner said the caller told 
him that the fund request had 
come from “the office of Henry 
Ford II.” 

Ford said that an assistant, 
Allen W. Merrell, was a member 
of the Republican National Fi- 
nance Committee and had solic- 
ited some dealers for contribu- 
tions. 

The company president said he 
was aware of Merrell’s actions 
and had specified that no pressure 
of any kind be exerted on dealers. 
As far as he knew, Ford said, Mer- 
rell followed his instructions. 

* a ” 


‘Triple Hearsay Charges’ 
yy ANOTHER point in the two- 
day session, Gossett com- 
plained that the company was 
being called upon to answer “triple 
hearsay charges.” He noted that 
“in over 2,000 pages of this com- 
mittee’s record, only four sworn 
witnesses gave testimony critical 
of our company.” 

“Most of the critical testimony,” 
he said, “came from the commit- 
tee chairman or from NADA’s 
Frederick J. Bell who quoted un- 
named dealers. There was no in- 
dication whether they were Ford 
dealers or dealers for other com- 
panies. 

“We want to observe that we 
are at a disadvantage in trying 
to reply to witnesses who never 
appeared, never talked under 
- oath and never were cross-exam- 
ined.” 

Other charges by Ratner were 
contradicted by R. S. McNamara, 
Ford division general manager. 
The ex-dealer had said he was 


Rural Chevrolet Dealers 


Seek Bonus Equality 
ST. LOUIS. — Rural Chevrolet 


‘dealers in the St. Louis zone are 


reported to be seeking equality 
with metropolitan dealers in the 
atter of bonus payments. 


It was said here that city dealers; Council in 1950, he said, and added | 
receive $17.50 while dealers in smal! 
towns receive $7.50. 








|claimed by 


| that it was revised and improved | 


forced to sell his dealership at a 
loss but McNamara produced fig- 
ures which he said showed Ratner 
received about $430,000 in cash and 
leases for property which Ratner 
had said represented a $350,000 in- 
vestment. 
oe * * 

ATNER also had said Chicago 

dealers were hurt' by a “dump- 
ing” of excess cars in the area. 
McNamara said the company could 
not meet area needs from its De- 
troit plant and, to stock dealers, 
had to bring in cars from other 
plants at a cost to the company 
of $50 a unit. 

McNamara testified that in 
1954, company studies showed 





Ratner should have been selling 
1,050 cars a year instead of the | 
475 he was selling. Ratner, he | 
said, refused to change his sales | 
methods and suffered a net oper- | 
ating loss of about $3,000 in 1954. | 

The dealer whom Ratner picked 
as a buyer when his franchise was | 
terminated, McNamara said, sold | 
1,122 cars in the first 7% months | 
of 1955 and turned the $3,000 loss | 
into $93,468 net profit. 


Ok * * 


Ford Opposes Legislation 


was divided into three parts. | 
Henry Ford II dealt with factory- 
dealer relations while bootlegging 
and “phantom” freight (the pre-| 
pared testimony called it “destina- | 
tion and delivery charges”) were 
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praised the present pact and that 
the company regards it as the most 
progressive and liberal in the in- 
dustry. 


* - + 
‘Not the Last Word’ 
By is not to say, though, that 
it represents the last.-word and 
could not be improved,” Ford 
emphasized. “As conditions change 
and problems arise, we ... will 
make such adjustments ... as may 
be deemed necessary to protect the 
public, our dealers and ourselves.” 
Turning to territorial security, 
he asserted that such provisions 
have proved unworkable in the 
past and pointed out that dealers | 
who answered the Monroney 
questionnaire indicated that they 
were about evenly split on the | 
question, 
On franchise duration, Ford said, | 
“We believe that our dealers favor 





our form of continuing agreement 
over a fixed-period agreement em- 
ployed by some of our competitors | 
‘ . Almost a third of the Ford | 
car dealers have held their fran-| 
chises more than 20 years. More| 
than half have been with us more | 
than 10 years.” 
Ford then gave some termination 
figures. “There have been few| 
terminations by the company for) 
unsatisfactory representation in re- | 
cent years,” he said. 
* + * | 

“_ example in 1954, when we} 
had more that 6,300 Ford car| 
dealers, we terminated only eight} 
for unsatisfactory representation. | 


|In 1955, we terminated 28 for that|founded in 1924. At the time of 
| reason.” 


Ford spoke at some length of the| 


| role the customer plays in the auto|tee of General Motors and past 
HE Ford Motor Co. Statement| business. “It is his money we use| president of Texas Auto Dealers 


for expansion, and payrolls,” he | 
said. He employs engineers, gece 
and assembly line workers every| 
time he buys a new car...” 

Ford Motor Co. became acutely | 
aware of this 10 years ago, its | 


Obituaries 


John E. Smith, 
NADA Founder 


ATLANTA. — John E. Smith, 
79, former president and board 
chairman of John Smith Co. 
(Chevrolet), died here March 12. 

Mr. Smith joined his father, the 
late John M. Smith, in the com- 
pany in 1895, when it was a leading 
carriage manufacturer. The auto 
line was added in 1906, at Mr. 


Smith’s insistance. 
The first cars sold included 
Pierce-Arrow, Chalmers, Hupmo- 


bile and Buick. A General Motors 
dealership for 42 years, the firm 
has been selling Chevrolets since 
1924. 

One of the founders in 1917 of 
the NADA, Mr. Smith was a past 
president of both the Atlanta and 


Georgia Automobile Dealers Assns. 
* * oe 


Texas Dealer Leader, 


Jesse A. Rogers 

AMARILLO, Tex. Jesse A. 
Rogers, 62, president and founder 
of Plains Chevrolet Co. here, died 
in Baylor Hospital, Dallas, on 
March 14 after an illness of about 
three months. 

The Plains Chevrolet Co. was 


his death Mr. Rogers was member 
of the Dealers planning commit- 


Assn. A son, R. G. Rogers, is co- 
partner and general manager of 
Plains Chevrolet. | 


* * * | 
| 

Franklin W. Stewart 
ALTADENA, Calif. Franklin W. 
Stewart, 85, founder of Stewart Auto 





| instructor 


The firm, which makes flexible shafts and 
speedometer parts, now is known as F. W. 
Stewart Mfg. Corp. Mr, Stewart had lived 
in Altadena since he retired in 1952. 

* * * 


Arthur C. F. Keleher 

NEW YORK.—Arthur C. F. Keleher, 69, 
a retired Pierce-Arrow auto dealer in Phil- 
adelphia and Pittsburgh, died March 11, in 
a Bronx Veterans Hospital. Mr. Kelehgf at 
one time was assistant football coach at 
the U. S. military academy and later was 
associated with General Electric Co, 

* * * 


Silas A. Corn sr. 

ST. PETERSBURG, Fla.—Silas A. Corn 
sr., 54, used-car dealer who operated a lot 
at the corner of First St. and Second Ave. 
for more than nine years, died March 4. 

* * * 


W. R. Clayton 
FAYETTEVILLE, N. C.—W. R. Clay- 
ton, 77-year-old retired automobile dealer, 
died March 1. 
* * * 


Frank S. Collins sr. 
GEORGETOWN, 8S. C.—Frank 8S. Collins 
sr., 55-year-old Ford dealer, died Feb. 25. 
He owned Loyal Motor Co. He was one of 
the founders, a past president and a direc- 
tor of the South Carolina Ford Dealers 
Assn., a member of South Carolina Auto- 
mobile Dealers Assn., and a member and 

former area chairman of NADA. 

* * * 


Dr. Paul J. Kolachov 

NEW YORK.—Dr. Paul J. Kolachov, a 
leader in the development of synthetic 
rubber during World War II, was buried 
here March 9. He died Feb. 29 in Bogota, 
Colombia, where he had been employed by 
Armour & Co. Dr. Kolachov, whe was an 
in the Russian Czarist army 
during the Bolshevik Revolution, held engi- 
neering degrees from two Czechoslovakian 
institutes. 

* * * 


John A. Thigpen 
CLAXTON, Ga.—John A. Thigpen, 66, 
who had been an auto dealer here and in 
Midville, Fitzgerald, Baxley and Reidsville, 
died March 11 in Augusta. He was a 
former state representative and senator. 
* * 


Jack G. Summers 
OKLAHOMA CITY. — Jack G. Summers, 
parts manager of Reinauer Bros. Motor 


covered by Lewis D. Crusoe, execu-| president said, because “we were | Accessories Corp., Chicago, died Feb. 26. | Co. (Studebaker), died March 10. 


tive vice-president, car and truck} 
divisions. | 

Ford went on record as being 
opposed to legislation to govern | 
factory-dealer relations, saying | 

“however sincerely conceived ... | 
(it) can have just one effect—to | 
weaken dangerously an industry 
fundamental to the nation’s econ- 
omic growth.” 

He also emphasized four other) 
points which he called “firm com-| 
pany policy:” 

“1. We are opposed to price-pack- | 
ing and are earnestly seeking ways | 
and means to eliminate it. 

“2. We are against false and mis- 
leading advertising and will con- 


Hull-Dobbs Technique 





No Longer a Model 


WASHING ION, — The Hull- 
Dobbs merchandising techniques 
once were held up to Ford deal- 
ers as models, but this is no 
longer being done, Henry Ford 
II told the Monroney subcom- 
mittee. 


“Each dealer,” Ford said, 
“should follow the type of oper- 
ation that fits into his commu- 
nity, that he can do the best job 
with and make the most money 
with.” 


Monroney remarked that Ford 
dealers should copy that state- 
ment, frame it and show it to 
their zone managers. 





tinue, as we have in the past, to 
stop promptly such advertising by 
our dealers. 
* 
ro? WE are against false regis- 
© trations by our dealers to 
indicate customer sales that have 
not been made or for any other 
purpose. 

“4. We are against bootlegging, 
have taken every avenue legally 
open to us to stamp it out and will 
continue to do so.” 

Ford said that half a century 
of experience has shown that 
automobiles can best be sold 
through authorized dealers. “And 
so long as authorized dealers are 
employed, the basic rights of the 
dealer and of the manufacturer 
must be governed by agreement.” 

He declared that the Ford sales) 
agreement protects the public as 
well as providing the basis for the 
company-dealer relationship. 

The Ford franchise was ac- 
its National Dealer 


* * 





in 1955. He said many dealers have | 


losing astonishing amounts of | 
money, month by month.” 

The reason, he said, was, “We 
were not manufacturing a product | 
that satisfied the customer’s grow- | 
ing needs and changing tastes; we| 
were not equipped to do so; we had 
no long-range plans.” 

The dealers were credited with a} 
major share in the company’s re- 
surgence. When the postwar expan- | 
sion plan began, Ford said, he| 
toured the country to talk with) 
“our most valuable single asset: An 
experienced, hard-working, loyal 
and extremely patient dealer organ- 
ization.” 

* 


10 Years of Progress 


“—_—— liked our plans,” he said. 
“They believed us. And on the 
strength of our belief in them, we 
returned to Detroit and proceeded 
about the business of carrying out 
a vast expansion program.” 

For the 10-year period, he said, 
the company’s profits, before taxes, 
were $3,728 million, of which $1,126 
million went back into the business 
and $2,067 million was paid in Fed- 
eral taxes. 

Dealer profits during this period 
totalled $2,565 million before 
taxes, he said, with about a third 
of this amount paid in Federal 
taxes. 

Comparing the factory-dealer re- 
lationship to that between husband 
and wife, Ford contended that the 


* 


| success or failure of either can 


best be measured by the results 
produced over an extended period. 

“On that basis,” he said, “a great 
deal of proof would be required to 
upset my belief that the marriage 
between our company and its deal- 
ers had been a happy and success- 
ful one, measured by the results of 


the past 10 years.” 
* * * 


ROBLEMS are bound to arise, 
he said, and the company has 


taken steps to solve them. One such 


method, he said, is the dealer 
council setup in which problems 
are discussed and resolved at the 
zone, district, regional and national 
levels. 

“The plan works and it works 
well,” Ford said. 

Among other dealer assistance 
programs, he said, are the Ford 





merchandising school, which trains 
dealers’ key employees in manage- 
ment; the Ford division service 
training program and the dealer- 
ship analysis plan by which opera- 
tions of individual dealerships are 
checked against the whole and help 
is offered where needed. 

“The strength and prosperity of 
our dealers is as vital to us as it 


Ask End to 


Franchises 





Colo. Independents Urge ‘Free-Enterprise’ 
Outlets Handling Varied Makes 


By Ira R. Alexander 
Staff Correspondent 
DENVER.—Abandonment of the 
exclusive franchise method of new- 
car distribution has been proposed 
by the Independent Automobile 
Dealers Assn. of Colorado. 


The proposal was made in a 
letter to Senator A. S. Mike Mon- 
roney, chairman of the Senate 
subcommittee now investigating 
relationships between manufac- 
turers and the dealers. 


It was sent by William H. Skill- | 


ings, general manager of the or- 
ganization of more than 150 new 
and used-car dealers in Colorado. 

The proposal would junk the 
present franchise system and es- 
tablish a “free enterprise system of 
distribution” similar to that fol- 
lowed by manufacturers of nearly 
all other types of consumer mer- 
chandise. 

The proposal, Skillings wrote, 





is to them,” Ford said. “We want 
to do everything we can to fortify 
that strength and increase that 


prosperity.” 
* + 


GMAC Cites Credit Data 


ARLIER in the hearings, 
Charles B. Stradella, GMAC 
president, answered what he called 
“confused statements that have 
been made about credit terms.” He 
said that only 14,312 out of more 
than a million new cars financed by 
GMAC in 1955 had contracts with 
less than 25 percent down and 
duration of more than 30 months. 
Currently, he said, GMAC new- 
car downpayments are averaging | 
40 percent and the length of 
the term is averaging 28 months. 

Eighty percent are 30 percent or 

more down and terms of 30 
months or less, he said. 

In another statement, F. G. 
Donner, GM vice-president-finance, 
called the corporation’s new method 
of determining freight charges 
“equitable and practical.” 

He said, “Customers in the out- 
lying assembly plant areas, as a 
whole, are paying no more in their 
current destination charge than the 
total cost represented by actual 
transportation charges and costs, 
directly applicable to the outlying | 
assembly plants as a whole.” 








“appears to us to be equitable and 
fair to all concerned.” 


He added that the association 
was opposed to “business by leg- 
islation. Restriction of any natu- 
ral economic process by legisla- 
tion is not only injurious to the 

— industry as a whole, but also 
unfair and unjust to the public.” 

“This office firmly believes the 
automotive industry is not entitled 

to special legislation,” the letter 
said. 

The independent dealers cited 
several examples of how other in- 
dustries distribute their products 
through retail dealers. They noted 
that few retail dealers handle only 
one line of appliances. 


Rep. Byron Rogers, Colorado 
Democrat, was quoted as saying in 
Washington that “Colorado auto- 
mobile dealers are in the worst po- 
sition that they have ever found 
themselves.” 

He said that dealers are selling 
cars at below cost in order to re- 
duce record inventories. 


“Obviously, something must be 
wrong with the automotive in- 
dustry’s distribution and market- 
ing method if Rep. Rogers’ 
charges are correct,” declared the 
letter. “We feel, however, that 
his descriptive statements apply 
to the franchised dealer and are 
not necessarily descriptive of 
the independent, nonfranchised 
dealer.” 

The independents said details of 
their proposal would have to be 
worked out. 

In this regard the letter said: “We 


|do not mean to imply that every 


used-car lot across the nation 


| would qualify for a factory dealer- 


ship. 

“However, the ultimate goal of a 
more fair relationship between the 
manufacturer and the dealer would 
have to result. There could be no 
monopolistic pressures brought 
upon the dealer. 

“His merchandise could be pur- 
chased from more than one source 
of supply. Competition would be 
between the manufacturers to pro- 
duce the best possible product — 
not between the dealers to see who 
could chisel the best deal out of 


| the automobile-buying public.” 
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SAN ANTONIO. 
story of a southwestern new-car 
dealer who did $1 million a month 
business and lost $11,200 a month. 

His business, when it was ex- 
pertly analyzed, shaped up this 


way: 
New Cars 
EE hans Ue iaalinihiscetinemnineipes 100.00 
SIE” yoni clu cuiivepiceauoieauahcaibdoutes vebis JA.37 
NS seins icnatcngdiccsaieesusexeullbeeers 25.13 
IID 5 <sixastvvecencsvisieveorsenesens 7.62 
SI i dh nalicabdkdpasidiiicteounsebulacteve 17.51 


Had this dealer been able to 
handle new cars alone, he could 
have made a handsome profit. But 
he could not. And here is what 
happened when his used-car sales 
were analyzed: 


Used Cars 
SE spc tas tps citnabcsepineaartestens 100.00 
SE cr ivcietensseelisdciesoveesapcanee 158.72 
IN AAS. Svceanssebanbovecnt — (58.72) 
MONI © in ncccctesvecsssseeeives 12.96 
7 ee eee — (71.68) 


In other words, the profit this 
dealer was making from his new 
cars—$17.51 on each $100 worth of 
business—was more than wiped out 
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100% Accurate 


Now you can set valve 
clearance on most OHV 
gasoline and diesel 
truck engines uniform- 
ly and with micrometer 
accuracy instead of de- 
pending upon individ- 
ual “‘feel’’. 

Check these 
VALVE-GAPPER 
advantages: 


@ Reduces Valve Adjust- 
ment time as much as 
50% 

@ Eliminate inaccuracies 
of Individual *‘Feel"’. 

@ No Change in Adjust- 
ment Procedure; ONLY 
Method of Measure- 
ment Differs. 

@ Serviceman can ‘‘SEE'’ Clearance on Dia! Indi- 
cator BEFORE, DURING and AFTER adjustment. 

@ Both Hands FREE to Use Adjusting Tools. 

@ instantly Spot Defective Hydraulic Lifters, 
**See"’ the condition of lifters . .. show cor 
owners which valves are sticking and noisy . . . 
Use the VALVE-GAPPER to free sticking lifters. 

@ Reduce ‘‘Service Comebacks’ with the VALVE- 
GAPPER. 
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BOTH HANDS 
FREE 


Service mon olwoys 
Kos both hands free 
to use adjusting tools 
—he can *‘see’’ exact 
clearance before, dur- 
ing and ofter adjust- 
ment. 


| P&G MANUFACTURING CO., Dept. 22E ' 
| 305 WN. E. Russell Street, Portland 12, Oregon! 
| Please send me Valve-Gopper literature and prices. 
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$11,200 Dropped a Month... 


How to Lose on Volume 


Here’s the| 














in the loss—$71.68—which he sus- 
tained on each $100 worth of busi- 
ness done on his used-car lot. 

To get a true picture of his busi- 
ness, one must combine new and 
used-car figures, for the two cannot 
be separated. 

Here’s the combined analysis: 

New and Used Cars 





RN Seco ciciacishineneedcnasvecie 100.00 
SES bivcossstieciessdeticuibliuiaweatonialtion 93.19 
a ee 6.81 
SEED... iscscensiccsiensincices 8.31 
PN eben stbdeaniisensai poinalohit — (1.50) 


On his combined operation, this 


dealer lost $1.50 on every $100 
worth of cars sold. 
But what of his parts and service 
departments? 
Parts and Service 





6.76 

This was not enough, as can be 
seen, to pull him out of the hole 
into which his used-car losses had 
sunk him. 

The complete analysis was as 
follows: 

Complete Analysis 


ED sehsssnsbitsdecenuessaniehcden 100.00 
SN 2or a apalcndelensl codes 90.71 
NY caieibiaichcpcsitivwnctslakeotipnes 9.29 
Expenses ...............c0c0c00 10.41 
I dali iniadeissisctsidapdatahaesceniiiaic — (1.12) 


Here was a dealer doing $1,000,000 
worth of business each month— 
and losing $11,200 a month or better 
than $135,000 a year! 

What happened here? 

In order to get the money back 


with which to purchase the new 
cars the factory demanded that he 
take, this dealer was forced to 
wholesale his used cars instead of 
disposing of them at retail. 

This, in turn, made his used-car 
costs so exorbitantly high that no 
kind of a sales record in his 
other departments could over- 
come it—and resulted in a net 
loss instead of a profit. 

This dealer did not go bankrupt. 

But he sold the business for what 
he could get out of it—glad to be 
rid of the headaches which volume 
business had forced upon him. 


Car-Title Measure 
Killed in Georgia 
6th Year in Row 


ATLANTA. — For the sixth 
consecutive year, a motor title 
registration bill was killed in com- 
mittee and never reached the floor 
of the Georgia Legislature for de- 
bate. 

The bill was supported by the 
Georgia Independent Automobile 
Dealers Assn. “100 percent,” said 
Cy Young, association president. 

Young said the bill would have 
“afforded protection for every car 
owner in the state. 

“It would have curtailed the 
operation of car thieves and ille- 
gitimate traders and place the 
sale and exchange of automobiles 
on the proper level,” he said. 

Many Georgia new-car dealers, 
however, were said to be opposed 
to the bill on the grounds that 
}it would have entailed needless 
paper work and would not have 
prevented car thefts. 





Pa. Dealers Frozen Out 
In $3.6 Million Car Deal 


HARRISBURG, Pa. — (UTPS)— 
The State of Pennsylvania will 
purchase some $3.6 million worth 
of new cars in the remaining 
months of 1956, buying directly 
from manufacturers on a bid basis, 


Iowa Dealers Put 
Advertising Code 
On Parley Agenda 


DES MOINES. — A discussion 
of advertising and sales practices 
will highlight a session of the 
Iowa Automobile Dealers Assn. 
convention which opens Sunday 
(March 25), according to James 
Schuerman, Dyersville, convention 
chairman. 

The discussion will center 
around the advertising and selling 
standards proposed by NADA and 
the Assn. of Better Business Bu- 
reaus. Schuerman said the dealers 
are expected to adopt a state code 
keyed to the NADA program. 

Frederick M. Sutter, NADA first 
vice-president, heads the speakers 
who will address the three-day 
convention. Sutter is immediate 
past chairman of. NADA’s indus- 
try relations committee. 

Other speakers will include Dale 
Norton, Spencer, second vice-pres- 
ident of the Iowa association; 
George Bowie, Firestone Tire & 
Rubber Co.; Kansas City Mayor 
H. Roe Bartle, dealer management 
consultant Edward Payton, Cleve- 
land, and service consultant J. P. 
Williams, Inglewood, Calif. 


Ford Motor’s ‘Car X’ 


Plans Regional Offices 

DEARBORN. — Ford Motor 
Co.’s special products division 
last week revealed that it would 
set up regional sales offices later 
this year. 

In this connection the interim 
appointment of John F. Connors 
jr... manager of Ford division’s 
New York district sales office, as 
special staff assistant to J. C. 
Doyle, special products general 
sales and marketing manager, 
has been announced. It was said 
Connors will receive a new as- 
signment when “Car X” regions 
are set up. 








John S. Rice, secretary of property 
and supplies, said last week. 

Used cars, under State policy, 
will be sold at public auction. 
Rice said his department plans 
to buy and sell about 5,200 autos 
during the year. 

“It will be one of the biggest 
| governmental auto transactions on 
record,” Rice said. The schedule, 
he said, calls for complete re-equip- 
ment of the State fleet of about 
3,300 cars with new models by 
Christmas. 

So far in 1956, he said, the State 
has bought 1,336 new cars and sold 
700 used vehicles. 

Rice estimated that the Penn- 
sylvania system of buying cars 
in wholesale lots and selling them 
on a bid basis to individuals will 
save the State about $5 million 
every two years. 

The department has conducted 
three sales of used cars at 40 loca- 
tions in the state. The cars were 
sold for an average price of $336 
for models ranging from 1937 
through 1954. 








Sweden's New Volvo PV 444.— 


Volvo Co., Sweden's largest automobile manufacturer, will exhibit its new Volvo 


PV 444 at the International Automobile Show in New York on April 28. 


Featuring 


a top speed of over 80 m.p.h., the car is 177 inches long, 62% inches wide, and 
weighs 2,290 pounds. 
California. 


According to the company, the car is selling in Texas and 





The Viewpoint of a Canadian... 


What’s Right in Auto Trade 


TORONTO. — It is the duty of 
auto dealership management to be 
optimistic and to lead the way, in 
the opinion of Howard B. Moore, 
executive vice-president of the Fed- 
eration of Automobile Dealer Assns. 
of Canada (FADA). 

However, he warned, there is no 
need to pay too much to some of 
the “over-optimistic ‘market poten- 
tial’ figures ... (given) ... by 
people who get ‘cash on the barrel- 
head’ for their production and who 
do not have used cars and service 
to bedevil them and that appear 
to have too little regard for dealers’ 
profits.” 

However, Moore said, “the tre- 
mendous replacement market 
should ‘lift our eyes to the hills’ 
of opportunity for increasing bus- 
iness.” 

He said there is manpower of 
experience in the first generation of 
auto dealers plus the “blood of 
transfusion” and the dynamics of 
the second generation rapidly mov- 
ing in and taking over. 


“Virile manpower is the hub 
around which the whole industry 
turns,” said Moore. 

According to Moore, 
dealers have: 

1. Opportunity and a rapidly ex- 
panding economy and market. 

2. An essential, popular, good 

and desirable product. 

3. Physical equipment. 

4. The vital element—manpower. 

“What are we waiting for?” he 
asked. “With so much right about 
about this great industry, is it not 
our responsibility in 1956 to be: 

“Optimistic — confident — not 
carried away by the figure men 
— but wide awake to great op- 


Canadian 


portunity. 
“Adamant against pessimism. 
There’s no room for it — unless 


we’re prepared to quit. 
“Realistic. To look up, not down. 
To look forward, not backward. To 


Oldsmobile Ties In with Stores— 


This Oldsmobile display for tieins with department stores in cities where the 
General Motors Motorama is shown has been designed by W. L. Stensgaard and 
Associates, Inc., Chicago. The display, ten feet long, five feet high and four feet 
deep, features a highway of the future that bridges a small lake and touches the 
glass of the display windows in which it is shown. Everything in the exhibit, with 


the exception of the automobiles, is handmade. 





realize that profit in an evolving 
merchandising economy is the re- 
sponsibility of management. That 
profit does not depend on somebody 
else, even though we must be vic- 
tims of manufacturers’ mistakes, 
over-enthusiasm, strikes and other 
exigencies. To face the facts of au- 
tomotive life and find our individual 
places in the industry as it is to- 
day.” 

Moore said that dealers must 
jettison old ideas and old stand- 
ards to get in step with all that 
is good in the new and to resist 
the tendency to depart from prin- 
ciple and soundness. 

What was most important, Moore 
said, is to be “determined to march 
forward soundly and to make a sat- 
isfactory profit in 1956.” 

It would be well to remember, he 
added, that “business goes only 
where it is invited and stays only 
where it is well treated.” 


U.S. Auto Club 
Officially Begins 
Race Sanctioning 


LOS ANGELES. — The formal 
launching of the United States 
Auto Club as the nation’s princi- 
pal sanctioning group for pro- 
fessional automotive competitions 
took place here last week. 


The USAC swings into action as 
the successor to the American Au- 
tomobile Assn. Contest Board, 
which for nearly 52 years served 
as the official supervisory body of 
automobile contests. 

Last July the AAA announced 
that it was withdrawing from au- 
tomobile racing, effective at the 
end of the year. 

Col. A. W. Herrington, Indianap- 
olis, former AAA Contest Board 
Chairman and one of the organi- 
zers of USAC, said last week at 
a luncheon given by Mobilgas 
Economy Run officials that Amer- 
ican racing and other competitive 
events, faced with the need for 
an official impartial body to handle 
events, established the new group, 
with all segments of the automo- 
bile world represented. 


Herrington reported complete 
recognition of the USAC by the 
Federation Internationale de l’Au- 
tomobile, world sanctioning author- 
ity for automobile contests, came 
when the American group was 
assigned responsibility for FIA 
regulation of the Mobilgas Econo- 
my Run, first American event of 
international importance on the 
world calendar in 1956. 


In addition, the USAC will su- 


pervise FIA regulations at the In- | 


dianapolis 500-mile Memorial Day 
race, and any world speed record 
assaults that may be attempted 
at Bonneville Salt Flats. The USAC 
also will sanction the summer’s 


championship racing circuit, most |; 


of which are 100-mile races. 

Herrington said that additional 
events, such as stock car races, 
will be sanctioned by USAC. 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended March, To To 
March 17, Week, March 10, 1956, March 19,March 17, 
1956 1955** 1956* To Date cae ca (Continued from Page 1) 
{ ICAN MOTORS 3,870 5,237 3,768 9,001 37 - 
* eres 1,155 2.273 1,049 2.617 14.778 11,749 | Corporations all increased output | 37,785; Oldsmobile, 12,174, compared 
——ndiealmay — Fs i! ¢ ' z last week, while Ford Motor Co.| with 11,958; Pontiac, 9,350, com- 
Nash ienkeavewi 2,715 2,964 2,719 6,384 22,306 25,787 and Chrysler Corp. slid beneath the pared with 9,000, and Cadillac, 
CHRYSLER CORP. . 16,900 33,344 17,109 40,865 350,195 215,630) week-earlier level. 3,360, against 3,368. 
Chrysler 2,450 5,287 2,573 6,034 49,058 30,639 GM, with four of its five divi- SO o's 
en bias caivtkoiosstiacs 2,250 3,608 2,269 5,469 37,410 26,305| sions scheduling output increases, HRYSLER CORP., wi th its 
2 1,756 3,447 7,373 85.854 43,588 turned out 77,884 cars last week, Dodge division working only 
annem. eae oes e on : ¢ compared with 76,714 the previ- | four days due to a labor dispute on 
IEE» Ss ices scébesevsebacd 9,600 16,693 8,820 21,989 177,873 115,098 ous week. Monday (March 12) made 16,900 
FORD MOTOR . 32,060 44,766 33,867 79,416 477,484 374,148! 4 breakdown of GM output for|cars last week, 209 less units than 
Continental BO sesssss 43 BS vagssesees 716| last week showed Buick with 15,000|it made the previous week. 
Ford 28,305 35,213 28,029 67,366 377,985 306,305| units, compared with 14,603 a week Plymouth jumped above the 
: x 0 849 1.741 9,007 12,448 earlier; Chevrolet, 38,000, against| 9,000-cars-a-week level for the 
Lincoln = a : - ‘ —_— —| first time since the week ended 
vet Mercury .... 9100 8,483 4,946 10,226 90,492 54,679 “ P Feb. 11 as it turned out an even 
olv ¢ ~ . 
hing. | GENERAL MOTORS... 77,884 87,166 76,714 185,994 894,199 825,745 Roadside Business | 29.600 units last week, compared 
aa Buick ....... 15,000 18,241 14,603 36,077 174,212 166,013 cae > ogg ant Se maaan "tak 
‘= At = rysler vision, 
adbaCaiiliec .............. 3,360 3866 3,368 «8,084 36,518 36,500 Told Not to Fear come ssh teakatel teaer aoe 
Chevrolet 38,000 38,735 37,785 90,910 415,033 395,252) iF ll P last week than they did a week 
Oldsmobile _. 12,174 13,313 11,958 = - 28,957 135,185 129,570 F ALION rogram earlier. 
Pontiac ........................... 9,300 18,611 9,000 21,966 133,221 98,410 | ST. LOUIS. — Addressing the A nee tee a Gane 
§-P CORP. . 2,650 5,299 1,445 4,315 52,228  32,419| 20th convention of the Roadside| Put showe rysler with 2, 
Packard 670 1,827 601 1,271 15,651 —_-5,284| Business Assn. Rep. George H.| units aoe von ant the 
> Studebak 1,980 3,472 844 3.044 36,577 27,135 | Fallon, Maryland Democrat, assured stems Sanh ’ d “D. a ’ S600. 
) ——— : i ae i | delegates that his highway bill con- Geuipated With rye oa See 
Total Cars, U. S......133,364 176,181 132,903 $19,591 1,815,325 1,485,478 | | tains nothing detrimental to road- qe 
ving iio a anos a side business concerns. ROKEN shift + -kéeeiin waa! 
re- ‘Revised | Fallon is the author of a 13-year “rs SEEUS he om : : 
th Totals for 1955 include Katser-Willys production. | highway construction program now lercury assembly plants, plus 
at | before Congress supplier problems at Continental, | 
s 1 M Co. output to 32,-| 
vio COMMERCIAL CARS Other speakers were J. Norval in acon tok oa “compared with | 
kes (U. S. PRODUCTION ONLY) — ae netted eee 33,867 units a week earlier, 
; Week Week Jan.1  Jan.1 | Who praised association members| a 
ther Ended Same Ended Mareh, To To for including traffic warnings on| Ford division turned out 28,305 
au- March 17, Week, March 10, 1956, Maseh 19, sae 21, highway advertising signs, and| CTS last week, compared with 
jual : 1956 1955* 1956* To Bate oeee 19 George Shields, Gardner Advertis-| 23-029 a week earlier, = the 
to- | CHEVROLET 7,900 8,482 8,383 9,518 46,905 om ling Agency, St. Louis, who offered company’s other atv tsions all pro- 
DIAMOND 17 110 119 103 255 917 1,059 | advice on securing a greater pro- uced fewer cars las wee a 
ust |DIVCO 80 72 80 176 696 991 | portion of advertising budgets for sen = ws eel 
d- 1 = es the outdoor media. | worke roken schedules rough-|f 
nat — — ee ee ee Morris F. Swaney. American) 0Ut most of the week and ended up| 
‘ist FORD 6,700 8,091 6,427 15,325 85,323 70,290 g in © . Cate ~id ae en ctog|With 3,100 and 625 assemblies re- | 
in- _§ GMC 2,210 =:1,339 «2,205 5,284 0 8,418 = 22,846, PET VICE LO. 80, | spectively. The previous week Mer- | 
7 president of the RBA. Other new) d 4.946 a Li 
PINTERNA’ TIONAL sees. SO85 2,578 2,816 6,000 26,184 31,848 officers are John Page, Santa Clara, = — out 4, cars an in- 
ore | MACK . 400 211 354 862 2,352 4,249 | Calif. first vice-president; R. J.| C0)" °*9- ss Dor 
ireh 144 954 785|Haxton, St. Paul, second vice- hs : 
sat- =o ae a = ” M 9.647 | President; S. M. Pinkerton, Toledo, | ONTINENTAL, which did not | 
STUDEBAKER ........._ 104 500, 124-228 4,736 2,647 third vice-president; Allan G. Odell, | \“ work its assembly lines on Mon- | 
Bre NE, occas sn ssnscrnssensene 380 287 325 834 2,979 4,263 | Minneapolis, treasurer, and Lau-|day and Tuesday (March 12-13) 
mly BWILLYS ...................... 1,475 1,606 1,433 3,465 16,930 14,486| reen Bowman, Minneapolis, secre- | turned out 30 cars last week, as 
nly §MISCELLANEOUS*** 50 64 47 114 803 524 | tary. |}compared with 43 the previous | 
Total Trucks, U. S..... 24,194 25,232 23,898 46,292 212,884 263,673 | e - 5 S | E 1 ° I 5 9 
Total Cars, Trucks, wi ll 6 a es q ua Sé 
A acessn dtindpigeitnintlnonecsed 157,558 201,413 156,801 365,883 2,028,209 1,749,151 | 
rc c | E B 
Total Cars, Trucks, _, Survey Shows Eager Buyers 
P Re 10,600 11,263 8,288 23,076 94,602 
, EG | WASHINGTON. — If consumer|ing more money a year from now, 
-_ oo pao k desires and intentions are any cri- | oe = one-tenth expecting to 
es ars and Srucks, 'teria, 1956 will be as good an auto/| make less. 
nci- U. S. and Canada....168,158 2,676 165,089 388,959 2,122,811 1,831, 123 | sales year as was 1955, the top| Nearly two-thirds of those inter- | 
— ee = year in history. viewed expected business conditions 
ons "Revised. Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, The same percentage of con- | to be good, less than one- -tenth | 
ie - iain 4 trucks for military eréere | sumers that early in 1955 intended | expected them to slump or be bad. | 
as eae ——- ee ‘aan’ Sate cai . | to buy new cars intend to buy The survey showed that self- | 
Au- a oe a oe oa i | them in 1956 and expect to pay | employed businessmen showed | 
urd, | $20 more per car than did the | the largest increase in favorable | 
ved | prospective buyers of 1955. : outlook over 1955. Farmers gen- 
of | This was reported in the “Preli-| erally, continued to be more pes- 
D e a | e r y T e | | M e |minary Findings of the 1956 Sur-| simistic than other groups. 
ced | vey of Consumer Finances” released; As far as credit was concerned, 
au- |by the board of governors of the | about one-half of those planning 
he |Federal Reserve System. It was! purchases of autos and other dura- | 
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tess such as an antibootlegging 
law which, even if passed, is 
‘sure to be declared unconstitu- 
tional. 

The territory security law, which 
both the Justice Department and 
the Federal Trade Commission as 
fell as almost half the dealers are 


verse. In addition it takes the profit | 
out of bootlegging. 
It lays down a condition where- 
by the investment in buildings and 
|}equipment to take care of owners 
also becomes academic because 
dealers who are thus assured of 
permanence if they give a fair per- 
against, therefore could not be 


n formance, can afford to risk the 
feadily enforced. The performance | necessary sums in these invest- 
tontract, recommended above, 


ments. 
tandles territory security in re- In fact, they become bankable 
|investments because it assures the 
| permanence of well managed oper- 


Chrysler’s Hills Backs eee 


Cooper ative Trade Law | Only such permanent and sta- 


|. WASHINGTON. — Philip K. | ble establishments can obtain | 
‘Hills, general sales manager, maximum results for the factory. 
‘Chrysler Corp. export division, | Only dealers operating under 
Meclared last week that “this such a contract can assure a 


country needs a healthy and ex- 
‘Panding foreign trade for its 
in ntinued growth and prosper- 
I iy.” 


greater degree of satisfaction to 
owners. 


Urging a permanent contract, 


is not 






| conducted by the Survey Research 


| know 
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Week’s Total Is 133,364 
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Seen Second Best 











Center cf the University of Michi- 
gan. 

The survey indicated that 8.20 
percent of all consumers _inter- 
viewed intended to buy new cars 
this year, the identical percentage 
given in the 1955 survey, and| 
planned to spend $2,850, up from | 
1955’s $2,830. 

The number with a used car 


figuring in their plans dropped to| 


7.20 percent from 7.50 percent in 
1955. These people had earmarked 
$820 for their car as against the 
$860 given as average in 1955. 

However, the survey pointed out 
that many factors impossible to 
in advance will influence 
consumer buying. 

For example, consumers bought 
more new cars last year than in 
any other year, but their plans 
to buy were about the same as in 
1954 and were fewer than in 1953 
and other years. 
















ota establish the Organization 
f Trade Cooperation. Hills said 
“more than 60,000 commitments 

ade under the 1947 law pre- 
vented trade wars. 








cancellable only for cause, 


He spoke before the House | anti-factory; God bless the factory 
/Ways and Means Committee in | boys, too. I am simply advocating 
pport of legislation which (a change that will benefit this great 


industry and make it an outstand- 


But the survey pointed out there 
were other healthy signs in the 
minds of consumers that were not 
so apparent as in 1955. 

According to the survey, people 





ing example of the American free 





;|the bellwether of our nation’s 
' economy. 


enterprise system and establish | 
| conditions to assure its remaining | 


are more optimistic than they were 
in 1955. For instance, two-fifths 


| ble goods expected to buy on the 
installment plan, a somewhat lower 
proportion than in early 1955. 
The survey was based on 2,800 
interviews. In the past, it was said, 
such preliminary findings have not 
differed substantially from final | 
standings. | 


|Chevrolet Gets 
27% in Detroit 


DETROIT. For the third 
|month in a row, Chevrolet has 
topped all new-car registrations in | 
Wayne County. 

In February, Chevrolet’s market 
penetration zoomed to 27.49 per- 
cent on 3,474 registrations, com- 
pared with 21.28 percent and 2,- 
689 for Ford. Total for all makes 
was 12,636, compared with 12,243 
in January and 16,837 in February 
a year ago. 

February penetration for other 
makes was: Buick, 9.35; Plymouth, 
7.85; Oldsmobile, 7.51; Pontiac, 
4.76; Mercury, 4.89; Dodge, 3.85; 
Cadillac, 3.51; DeSoto, 2.48; Chrys- 
ler, 1.89; Nash, 1.26; Lincoln, 1.04; 
Studebaker, 0.82; Hudson, 0.54; 





of the consumers felt that they 
were better off this year than last 


|} and two-fifths expected to be mak- 


Clipper, 0.47; Imperial, 0.32; Pack- 








week, The decline at Continental 
was laid to supplier problems. 

Increased schedules at both 
Studebaker and Packard divi- 
sions last week gave that cor- 
poration 2,650 assemblies for the 
five-day period, compared with 

1,445 the previous week. Packard 
turned out 670 cars last week, 
compared with 601 a week ear- 
lier. Studebaker upped output 
from 844 units in the previous 
week to 1,980 last week. 

Output hikes at Hudson gave 
American Motors. Corp. a boost in 
car production last week, too. The 
corporation’s total last week was 
3,870 units, compared with 3,768 a 
week earlier. 


H 


* * * 

UDSON jumped its schedules to 
1,155 units last week, compared 
with 1,049 a week earlier, while 
Nash slipped slightly from 2,719 
cars the previous week to 2,715 last 
week. 

Truck production totalled 24,194 
units last week, or a 296-unit in- 
crease over the previous week’s 
23,898 trucks. 

Canadian car-truck manufactur- 
ers, with both Ford and GM back 
|}in normal production, turned out 
10,600 vehicles last week, compared 
with 8,288 a week earlier, when the 
Ford lines were down at Oakville, 
Ont. 


+” 


+ 


| Production Notes— 


R. C. Armour, manager of the 
Ford division assembly plant at 
Long Beach, Calif., announced last 
| week that the plant turned out 6,954 





|cars in January, despite the loss 
of three work days because of fire 
|and flood damages to the plant. 


nn ey Pee 
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HELP WANTED 


| SALES MANAGER—200 car Ford dealer- 
ship in south central Pennsylvania town 
of 20,000. Our present manager is in 
poor health and is to be relieved of 
managerial duties so that he can be free 

| to sell. We are making money, have a 
well trained sales force, excellent plant 
and facilities and have enjoyed leader- 
ship for over three years. We want a 
man who can assume full responsibility 
for sales, under 45, preferably from 
small city or town. Excellent salary, 
bonus and extra benefits. Moving ex- 
penses will be paid. Please send complete 
details of yourself in letter. Box 5881, 
c/o Automotive News, Detroit 26. 

AUTO PARTS SALESMEN. We want men 
who have a following among new car 
dealers to carry extensive line with top 
commission. May carry other lines. In 
reply give complete resume of experience 
and contacts. Detail territory desired and 
list of any other lines. Box 5902, c/o 
Automotive News, Detroit 26. 


| 
| 
| 








General Manager. 
$50,000 


Our company is a well known manu- 
facturer of metal products, with a 
long record of profitable operation 
and annual sales of over $50,000,000. 
We have an excellent opportunity for 
a general manager to direct all phases 
of an expanding high-production 
operation. 


@ The right man should 
have successful experi- 
ence as general manager 
of a company or as man- 
ager of a separate divi- 
sion. 





He should have the ca- 
pacity and the desire to| 
eventually assume even} 
broader responsibilities | 
with our company. 


Preferred age 38 to 50 
years. 


The new man will immediately be 
eligible for an excellent bonus | 
and retirement income program. 


|Your reply will be treated 
plete confidence and should include 
| age, present connection and home 
telephone number. 
Box 5937, c/o Automotive 
News, Detroit 26. 


in com- 











ard, 0.19; Willys, 0.03, and mis- 
cellaneous, 0.47. 


WANT ADS 


Continued on Page 86 
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HELP WANTED 


GENERAL MANAGER, Exceptional op- 
portunity, with one of Chicago’s largest 
volume Ford dealerships handling more 
than 3,000 new cars per year, for ambi- 
tious, thoroughly experienced man _ to 
assist and take over management from 
dealer. Must have proven record of auto- 
mobile merchandising and management 
and be capable of directing large sales 
organization, handling volume. service 
management problems and be well versed 
in used car market conditions. This is a 
top-flight job for a top-flight man. Salary 
open. Write, giving full personal and 
business data and record of past experi- 
ence. All replies confidential. Box 5910, 

c/o Automotive News, Detroit 26. 








GENERAL SALES MANAGER for 1000 
car volume New York City Ford dealer. 
Excellent salary plus generous bonus for 
top man. Box 5903, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER. Capable, energetic 
man, forty-one years of age, interested 
in general manager or partnership deal 
with one of the ‘‘Big 3.’’ Many years of 
automobile experience in all phases. My 
character and ability will tolerate any 
investigation. Will consider any part of 
the United States if the deal is right. 
Box 5919, c/o Automotive News, De- 
troit 26. 

SERVICE MANAGER. Family man wishes 
permanent connection. Knows how to 
operate profitably and secure best cover- 
age of fixed expense. 25 years’ GM ex- 
perience. Capable and conscientious. Res- 
ume upon request. Box 5914, c/o Auto- 
motive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; || 
otherwise it will be forwarded im- 

mediately to the advertiser. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 


SKYLINE | 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





New Jersey's 


Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





EAST NORTH CENTRAL 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Alt Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 
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Reaching an estimated 
RATES: TWENTY-TWO CENTS 


TEN DAYS 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


150,000 readers 
(22¢) 


west—in town 15 to 40,000 population— | 


for dealer who believes that honest and 
good operation can be profitable. If you 
have the facilities and determination to 
make your place the best in the com- 
munity, I have the ability and energy. 
No desire to own your business. Have 
thorough knowledge of service and re- 
conditioning problems, new and used car 
sales, good closer. Well liked by associ- 
ates. Strictly sober, married, civic 
minded. 25 years’ experience. Box 5915, 
c/o Automotive News, Detroit 26. 





OFFICE MANAGER-ACCOUNTANT. Pres- | 


ently employed in Ford dealership. Thor- 
oughly familiar with all phases of auto- 
mobile accounting. Nine years’ experience 
with Ford system. Six years with GM 
dealership. Would like to locate in north- 
ern Wisconsin or Twin City area. Avail- 
able June ist. Box 5916, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER available. Ten 


years of automobile management back- 
ground—wholesale and retail. Available 
to dealer desiring sound profitable vol- 
ume operation. Presently employed. Pre- 
fer New England or Florida markets. 


Age 40, married with young children. 
Box 5917, c/o Automotive News, De- 
troit 26. 





Si - . 
| AUTO SALES MANAGER, Presently em- 


ployed (4) years as new, used car man- 
ager for metropolitan Detroit dealer. 
Excellent knowledge of wholesale prices, 
appraisals. Good closer. Ten years’ ex- 
perience—Ford and Pontiac lines. Used 
car management preferred. Detroit or | 
suburbs. Box 5918, c/o Automotive News, 
Detroit 26. 





| GENERAL MANAGER. Record of profita- 


| 3711 Western Rd. 


Phone E 1254 
324 West Main Street, Fort Wayne, Indiana 


ble retail operation. Wholesale, business 
management, sales 
Proven ability to get the job done. Will 
consider buy-out arrangement. Box 5912, 


c/o Automotive News, Detroit 26. 


EAST NORTH CENTRAL 





Flint Auto Auction, Inc. | 


Exclusively for Dealers 


| Here in the shadow of General Motors, you 
| get the best buys. 


| NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 


| 
| 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. 


Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 


Mich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tu 

12:30 P.M. 
OPEN ALL NIGHT MONDAY 
Phone E 5209 


We Guarantee Checks 
Dealers Only 








| 


training experience. 17 


engaged in all branches 


PER WORD FOR EACH 


POSITION WANTED 


GENERAL MANAGER, Anywhere in mid- | WILL MANAGE RETAIL automobile busi- 


ness for absentee or retiring owner with 
option to buy. Age 51; 28 years’ experi- 
ence in automobile business as 
salesman, used car manager, new car 
manager and general manager of one of 


the largest dealerships in the United 
States; 20 years in the same place; last 
7 years owned agency in city of over 


200,000. Have plenty of money to buy 
any deal. Only interested in business that 
will stand most rigid 
that needs this type of man. Prefer GM 
deal; not interested in multiple dealer 
city. Can give highest personal and bank 
references. All information confidential. 
Reply Box 5886, c/o Automotive News, 
Detroit 26. 





RETAIL EXECUTIVE—38. Has purchased 


fine automobile experience by running 
own independent dealership in dying 
town. Knows all phases—sales, advertis- 
ing, office. Box 5926, c/o Automotive 
News, Detroit 26. 





| SERVICE MANAGER 


OFFICE - PARTS MANAGER. 


-32. Ford, Pack- 
ard, Nash, Studebaker experience. Man- 
agement outlook, Knows automatic trans- 
missions. Can keep costs in line and cus- 
tomers happy. Box 5927, c/o Automotive 
News, Detroit 26. 


15 years 
service, parts, office in GM dealership. 
College and G.M.I.T. training. Prefer 
midwest or Florida. Box 5858, c/o Auto- 
motive News, Detroit 26. 











SERVICE MANAGER, Five years’ experi- 


ence as a retail service manager plus 
seven years with General Motors Corpor- 
ation. Familiar with all General Motors’ 
policies in service department operation. 
Experienced in retailing new and used 
cars. Prefer locating in Florida. 
5911, c/o Automotive News, Detroit 26. 





turer’s agent or distributor on eastern 
seaboard. What have you to offer? Box 
5913, c/o Automotive News, Detroit 26. 


ae | 





JOHNSON AUTO AUCTIONS | 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


WEST NORTH CENTRAL 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 


the First National Bank of Englewood. 





investigation and | 


Box | 


of the nation's 
INSERTION 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon 





retail | 








DEALERSHIPS AVAILABLE 


FOR SALE BY OWNER—Old established 
and profitable dealership and distributor. 
ship handling Dodge car. Including sub 
dealers, serving population 50,000 in 
intermountain state, well equipped gz:- 
rage, low rent. Approximately $50,000 
for parts at actual inventory and fixed 
assets by outside appraisal, low over- 
head. Sales $2,000,000 last year. Box 
5904, c/o Automotive News, Detroit 25. 


FOR SALE—LONG ESTABLISHED dea!- 

ership handling Dodge-Plymouth in thriv- 
| ing Iowa town of 60,000. Diversified 
j industry. Upward 300 units. Profitabie 
operation that never failed to make 
| 




















automotive industry. 


POSITION WANTED ADS, 


money. Modern shop and facilities. No 
real estate. No used cars. No accounts. 
Favorable rental or lease. Box 5929, c/o 
Automotive News, Detroit 26. 


LONG ESTABLISHED dealership handling 
DeSoto-Plymouth — 150 units in Maine 
area of 40,000 people. Long lease of 
building and used car lot. Sale price for 
equipment and inventory. Reason for sell- 
ing—other business interests. Box 5930, 
c/o Automotive News, Detroit 26. 

WELL ESTABLISHED dealership for sale, 
handling Dodge, in Nassau County near 
city line. Very reasonable, long lease. | 
will help the right party to get factor 


ao the 


. 

POSITION WANTED 
SALES MANAGER—GENERAL sales man- 
ager. Capable—exceptional background 
of experience and accomplishment in all 


kinds of markets. Outstanding ability 
organizing and training hard hitting sales 





force. Specialist in appraising and clos- approval. Due to poor health I will con- 
ing. Can invest as partner or member of| sider partnership, management or out- 
organization—south preferred. Box 5925, right sale. Please write Box 5931, c/o 


c/o Automotive News, Detroit 26. 


SERVICE MANAGER—Successful manage- 
ment all phases — merchandising, cus- | 
tomer relations, absorption. 20 years’ 
experience. Guaranteed results. Can start 
in one week. Ira Perry, 5609 N. E. ist 
Place, Ft. Lauderdale, Fla. 


Automotive News, Detroit 26. 


| CENTRAL INDIANA dealership handling 
Ford. 37% profit first nine months of 
1955 before sickness. Well equipped— 
200-250 car—industrial and farming com- 
munity. Town of 20,000—only one in 
county. Top location. No used cars. No 
accounts. No blue sky. Had heart at- 
tack—doctor orders sell. Will sell at 
inventory—approximately $43,000. If in- 
terested, hurry. Box 5932, c/o Automo- 
tive News, Detroit 26. 











DEALERSHIPS AVAILA BLE 


DEALERSHIP HANDLING CHEVROLET. | 
Ready now. Prosperous northern Ohio 
manufacturing and agricultural com- 








munity. County seat. The only Chevrolet; ALL INDEPENDENT — SOME Chrysler 
dealership in town. On main highway.| lines available. Partners disagree. Sell 
1955 sales over $1,000,000, Will sell| all or part at less than inventory. County 
sizeable modern brick and steel building, | seat—east central Illinois. No real es- 
large adjoining paved used car lot, ma-| tate. Box 5933, c/o Automotive News, 
chinery, tools, and furnishings, all at| Detroit 26. 

write-down figure. No used cars or| AVAILABLE — DEALERSHIP handling 


accounts receivable unless desired. Parts 
at cost. A well manned, going concern. 
Have never shown a loss. You must 
meet Chevrolet qualifications. Owner re- 
tiring. This is owner’s ad. Write Box | 
5901, c/o Automotive News, Detroit 26. 





Chevrolet and Buick. Netted over $23,000 
and sold over 160 new units in 1955. 
Small Wyoming town. Two hours from 
Salt Lake City on coast to coast high- 
way. Low overhead. Sure profit. $10,000 
will buy parts, tools and accessories. 
Lease building for $225 per month. Gas 


FOR SALE—GENERAL MOTORS auto | 





heat. Box 5934 Automotive New: 

dealership in northwest city of 50,000.| Detroit 26 oe * 
Trad lati y 50,0 | - 

je Population over 150,000. Steadily | WitL SACRIFICE WELL established 


growing, stable community. Full price 
$49,000. Write Box 5905, c/o Automotive | 
News, Detroit 26. | 


agency handling Chrysler-Plymouth in 
progressive northern Ohio town for §$18,- 
000. Reason—owner’s health. Write Box 
5864, c/o Automotive News, Detroit 26. 
| DEALERSHIP—150 CAR potential selling 
Pontiacs. Close to large city in Texas. 
Will seli for $15,000. Will more than pay 





DEALERSHIP HANDLING FORD in 
Midwest town of 25,000. Located in 
manufacturing and irrigated farming 
area. Potential over 300 units. Lease can 
be arranged on modern building and lot.| first year. Box 5921, c/o Automotive 
Box 5906, c/o Automotive News, Detroit! News, Detroit 26. 


26. | DEALERSHIP AVAILABLE handling 
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caeuiineinienmn 7g oer en gee gee Chevrolet - Oldsmobile - Cadillac. Midwest,¥ 
FOREIGN CAR DEALERSHIP now han-| 290-250 car deal. Requires $22,500. Box A 
ing most popular make sports and| 5922, c/o Automotive News, Detroit 26. 
economy cars. Located midwest. Trading | 
area approximately 250,000. No competi- | GENERAL MOTORS AGENCY. Average 
tion. Selling because of other business| ¢t Profit last ten years over $25,000. In On 
interests. Box 5892, c/o Automotive| 800d central Kentucky city. Building |), 
News. Detroit 26. |} rent $200. Total cost about $27,000. aches 
ae ee ae | Davis T. Bohon, Central Bank Bldg., | tegiste 
DEALERSHIP HANDLING Chrysler-| Lexington, Ky. Ph. 3-1515. __ | fe U. 
Plymouth — southern Michigan, 30,000| 1955 SALES EXCEEDED $1,000,000 for § fo out 
people ten mile radius. Heavy industry.| dealer handling Dodge-Plymouth truck throug 
Buy stock and equipment only. Small in Michigan within 150 miles of Detroit § oye, + 
investment. Box 5893, c/o Automotive| in rapidly growing city. Box 5923, c/o fetes 
News, Detroit 26. ' Automotive News, Detroit 26. es 
HELP WANTED year. | 
a a a ae D 
1 414 Pu 
e = a 
utomobile Sales Executive !|/— 
2 
eeded for Los Angeles Area ||: = 
® Sho 
© Inv 
| @ Ana 
Major division of multi-line automobile manufacturer has high- fall 7_ 
level opening in Los Angeles territory. Man selected will be | A 
° . . ° 10040. F 
manager in Los Angeles area and will receive very attractive | 
: Qs 
compensation. : 
i 


Qualifications include: (1) recent experience as automobile 


, 


zone manager or factory branch manager; (2) thorough 
knowledge of all aspects of zone operation; (3) residence in 

and acquaintance with Los Angeles area; (4) must know the l 
retail automobile business thoroughly. | 


The members of our organization know of this advertisement. 
If completely qualified for this high-level sales position, send 
detailed outline of experience, age, and marital status to: 
Box 5936, c/o Automotive News, Detroit 26, Michigan. 


Automobile Finance Division 
VICE PRESIDENT 


BRANCH OFFICE SUPERVISOR 


Well-established, progressive West Coast finance company chain seeks two 
top-notch men for above positions. 

Candidates must have at least 5 to 10 years’ successful experience in both 
wholesale and retail financing. Excellent salaries, commensurate with experi- 
ence. Bonus and many extras. San Francisco headquarters. 

Submit detailed resume of background, training, and experience. State pres- 
ent earnings. 

All replies will be acknowledged and held in strictest confidence. 

Box 5935, </o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


AUTOMOTIVE NEWS, MARCH 19, 1956 


CARS FOR SALE 








FRANCHISES 
OPPORTUNITIES 


This is a good time to get into the automo- 
bile business, A liberal number of dealerships 
available at prices representing a true value 
of the assets only—exclusive of used cars, 
receivables and other nonessential require- 
ments. Profit possibilities are improving daily 
=—so let us know your wishes and we can 
serve you. 


AUTOMOTIVE ENTERPRISES 
10600 Puritan Ave. Detroit 38, Michigan 


————— 


“BIG 3’’ DEALERSHIP — Metropolitan 
Philadelphia area—-250 new car poten- 
tial. Service shop completely equipped 
and doing excellent business. Will sell all 
assets including real estate or will lease 
real estate. Write Box 5874, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED = 


FORD OR GENERAL MOTORS franchise 
in southern or southwest city, popula- 
tion—3000 up. Cash availabie to buy 
outright or half ownership, factory ap- 





proval, 20 years’ experience. Strict con- 
fidence. Box 5920, c/o Automotive News, 
Detroit 26. 





(2) 
SALES MANAGERS 


With Proven Records 
$50,000 TO INVEST 


Factory approved, General Motors only. Buy 
in or complete management arrangement. 
Potential 750-1500 units only. New York Area 
preferred. 

lf you are tired and want to retire—we are 
for you. 
Box 5924, 


—— 


CADILLAC OR CADILLAC dual. Factory 
approval assured. Cash for immediate 
transaction. Replies strictly confidential. 
Address 519 S. Church St., Jacksonville, 
Ill. 

WANT BUICK DEALERSHIP on the west 
coast of Florida—200 or better units. 
Can get factory approval without delay. 
Immediate cash to invest having sold my 
northern dealership. Box 5928, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 


c/o Automotive News, Detroit 26. 





ATTENTION ALL AUTO 
DEALERS 


On a first come first serve basis. 
Dee's Auto Transfer of Cleveland, Ohio, will 
register one dealer in every major city in 
the U. S.. on every make of car, for selling 
fo out of town fleet companies, who deal 
through us and will be purchasing cars all 


over the U. S. Due to the leveling of freight | 


tates these buyers will be buying in your 
wea. There is a registration fee of $50 per 
year. We require no commission fee per car. 


Don't wait, investigate—write to 
DEE’'S AUTO TRANSFER 


414 Public Square Bidg. Cleveland 13, Ohio 








INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS e | 
@ Obsolescence Disclosed 
e or Overage Established 
® Inventory Investment Evaluated 
& Analysis of Methods and Procedures 
full time experts. No pick- -up part time help. 
Call or write for service details 


Automotive Inventory Service Co. | 
10040. Freeland Detroit 27, Mich. WE 36445 | 
Western Dealers Attention 
@? S. Western a. Los Angeles 5, Calif. | 
u 


-_— 





BUSINESS OPPORTUNITIES 


LESMEN OR DISTRIBUTORS. With a 
small initial investment you can now | 
avail yourselves to exclusive rights in 
your state for amazing revolutionary tire 
truing machine for bpth passenger cars 
and trucks. Enviable margin of profit to 








1953 PLYMOUTH 


Ex-Taxis 


$150 each 


© Good Motors © Good Bodies 
* Upholstery New ¢ Heaters 
e All Running Cars 


SID LAVENE 


912 Spring St. Philadelphia, Pa. 
Phone Market 7-4465 or 
Kingsley 6-1100 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


,CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh, Akron Cleveland, 
Detroit, Flint, Chicago, Milwaukee Cincin- 
| nati, Louisville, St. Louis, Kansas City, Lin- 


colin, Neb., Oklahoma City, Fort Worth, Dal- 
. New Orleans, Atlanta. 
ROBINSON AUTO RENTAL 
DIVISION 


229 S. Hanson St. 


| 1. E. Spatig, Used Car Mgr. Sherwood 8-! 





EX-TAXIS 
PRICED RIGHT 
1954-55 Fords—Chevys—Plymouths—DeSotos 


Our great taxi volume assures steady supply. 


FUTURE MOTORS 


37-01 Queens Blvd. Long Island City, N. Y. | 
ST 4-635! 
Ask for Manny Mouber or Harold Peterfreund | 








CARS WANTED 

CADILLAC — SHARP 1952’s-1956’s. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 





Philadelphia, Pa. | 
500 


| 141 Wealthy S. E. 





McClintock-Cadillac. Ivanhoe 7-5046, i 
sing, Mich. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 


An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


Automotive News 





both dealer and user. Contact H & H 
Engineering Co., 3886 Merrill Ave., Riv- 
erside, Calif. ; 


BUSINESS OPPORTUNITIES 


A MANUFACTURING 


OPPORTUNITY 
Here is a REAL ONE...... 


If your COMPANY is interested in doing something REAL, a CRASH 
PREVENTATIVE for HIGHWAY SAFETY and the SLAUGHTERING 





BLOOD BATH caused by the No. 


CAR SPEED with three types of 


*I—(has an easy and quick dial adj 
as 40 m.p.h.) *3—(instantaneous f 


of speeding). *5—(resistance to increase 


IN on one of TODAYS BEST OPPORTUNITIES, read the next para- 


An ADJUSTABLE*1, COMPRESSIBLE*2, RELEASEABLE*3 and LOCK- 
ABLE*4 Accelerator FOOT REST*5 and MECHANICAL SPEED CON- 
TROLLER*6 that provides NON-FLUCTUATING CRUISING at every 
LEGAL SPEED is EXCEEDED, for details contact: 
ROY G. EDGERTON (Inventor) 
120 N.E. 70th Street, Miami 38, Florida 
PLaza 8-2827 


ustment). 
full power and speed). 


*7—(resistance, flashing red light and buzzer). 
NOTE: A voluntary disclosure agreement will accompany my answer to Manufacturers. 


Classified Want Ad Department 










1 KILLER SPEED and also CASH 















WARNING*7 each time the SET 








*2—(thereby increasing car speed as much 
*4—(supervisory prevention 
above set speed). *6—(not a governor). 












PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





FORD PARTS 
OLD MODELS 
1939 on up 


$40,000 Inventory 
Will sell all or by item, 
If you can't find it, call or write us. 
TRUDELL FORD, INC. 
20955 Van Dyke Baseline, Michigan 
SLocum 7-0007 





INVENTORY OF NASH parts and acces- 
sories at 50% of dealer’s cost. Bill's 
1547 State St., Watertown, N. Y. 


PARTS WANTED 


Inc., 











ENGINES WANTED | 
FOR SOUTH AFRICA 


FORD — General Motors and Chrysler prod- 
ucts. New sub assemblies also used sub 
assemblies suitable for reconditioning. For 
further information reply to Mike Appel Mo- 
tor Co., Ltd., Box 3648, Johannesburg, South 
Africa, or to Brown Bros. Export Corporation, 
Shippers, 1225 Broadway, New York |, N. Y. 





TRUCKS FOR SALE | 

FOR SALE—TRACTORS and trailers. Will 

sell separately or together. Tractors; 

1954 Chevrolet cab over; 1955 Chevrolet 

cab over; 1955 Chevrolet Conventional; 

1954 470 GM. Trailers; two 1948 W & 

K; two 1948 traffic—all fully equipped. 

Wilson Chevrolet Co., Bethany, Mo. Tel- 
ephone 167. 

BUSES WANTED 
WILL BUY USED school buses—36 to 66) 











passengers. One or twenty, also airpor- | 
ters. Dealer, Box 5880, c/o Automotive 
News, Detroit 26. 





SHOP EQUIPMENT FOR SALE 








SPRAY BOOTH 


| DeVilbiss spray booth complete with 34" | 
fan 10 reflectors-stacks-etc-size 28'x 14'x 9’, 
purchased 195i—used 2 years only—like new— 
$1,200 complete FOB-Grand Rapids, Michi- 
gan. | 


Steve Hicks, Inc. Lincoln-Mercury 
Grand Rapids, Michigan 





MISCELLANEOUS 





Want That Safe 
Feeling? 


Buy the bar the driveaways 





use, Black Beauty Towbar. 
The real Cross Country 
Towbar. 


LIMITED OFFER 


Cash with your order 
gets you a $60.80 Tow- 


bar for only $45.00. 


Complete with steering 
cables and certified to be 
in accordance with |.C.C. 


safety regulations. 


Fits Practically All Cars. 


P. O. Box 293 
Marion, Ohio 


Telephone 2-7594 
MARION, OHIO 


ANTIQUE CARS FOR SALE 


1915 MODEL T Ford touring. Good me- 
chanical condition, body and tires. Top 
and upholstery average. $750. 1921 model 
T Ford sedan. Door in center of body. 
$400. 1922 Ford T Fordor sedan. Excel- 
lent, $250. Call Bill Sharpton, Plant City, 
Fla. Phone 21851. 





1924 CHRYSLER TOURING car in ‘‘mint’’ 
condition. Completely restored. Will run 
anywhere. Near new tires. A collector’s 
item. $1,750 will buy it. Contact G. J. 
Palmer, A. V. Reopell Co., 
St., Springfield, Mass. Tel. RE 7-0251. 





DODGE TOURING CAR, 
Top, side curtains, 


1915 
condition. 


Fontana, Calif. Valley 2-1144. 





MISCELLANEOUS 


1000 BUSINESS CARDS, 
(1 color), $3.50; 
insertion—50c extra per 
free. Dealer name plates. 
kinds. Send requirements. 
cialties, 1422-A Rosemont, 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


& 
FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL 


(2-color), $4.50. 
1000. 
Labels of all 
Business Spe- 
Chicago, Il. 


(F.0.B. Factory Net) 


FED. TAX 
INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW @ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 


$5235 





AUCTION SALE 
March 27—2 p.m. 


1916 Chevrolet Baby Grand 
1928 Chevrolet Truck 
Surplus shop and service equipment 


HARDEN CHEVROLET CO. 
CIRCLEVILLE, OHIO 





707 State) 


excellent | 
new tires. | 
Asking $850. Inquire 17080 Foothill Bivd., | 


raised printing | 
Cut | 
Samples | 


87 


MISCELLANEOUS 


INSIST onthe BEST 
The COST is LESS 


The ORIGINAL "YELLOW" 





| Automatic BraKinG 


|| The ONLY © TOW BAR ®@ That 
Gives You A Full Floating 
WRIST ACTION Ride and Tow 
| on all type roads at all times 
| WITHOUT any strain to bump- 
ifl'ers or tow bar. 


1.C.C. DEMANDS 


‘| Controlled Steering 


On All Hook-Ups 
-.. also Safety Chains 


COMPLETE with $615 


Guide Cables and 
BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 
LESS 
GUIDE 


ONLY... 5594538: 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made)... 


Carrying Bags 
SAFETY CHAINS, set of 2, only......$2.50 


STEEL (T Bar) CARRYING 
CASE cee Wheels & Handles $1 3.95 


(Add 55¢ for Padlock with 2 Keys) 


$19.50 
$42.50 


$6.95 


QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 
Up intra-State Tow Bar 


Special $100.00 Deals 
A. 3 Tri Kings..........$100.00 
B. 6 Quick-Tows......$100.00 


Cc. 1 BraKinG COMPLETE 
1 Quick-Tow 
1 Steel Case 
1 Protecto Cover 
2 Safety Chains 
2 Adaptors ......$100.00 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Our Prices include Federal 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
We pay charges 


Call Collect 4 Koos a. 
40 So. Clinton St., Chicago 6, Ill. 





Excise Tax 


CLASSIFIED WANT ADS 
BRING RESULTS 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Street Address...... pane Nab aneeneeeneawous edi od sion Zone Misc sccssae 
Giincces On eeneenseedeseeehoeeseceesnanons MDacconcten wand eas 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [) Supplier 2 
Maha OF Cakes ciicise pad wen keeoe au Reena spak Bbasecknak cn Opn 
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3-19-56 











command real heGo! 


IN INCREASING SERVICE ABSORPTION 


As a first step, call for your “Mr. Porcelainize,”’ 
one of 52 men in the national field force. Ask him 
to prove these facts: 

Only Porcelainize uses national advertising 
consistently to pre-sell prospects and direct their 
steps solely. to New Car Dealers. And only Porce- 
lainize insures consistent customer satisfaction 
and repeat sales. 

; Just one operator in your service department 
can produce an income of $50 per day, $1250 per 
month or $15,000 per year. This means that two 


operators have a potential of $30,000 per year in 
just 10x23 ft. of floor space. 

Fortunately this revenue is available to small 
dealerships as well as large ones. Have you ever 
compared your revenue per mechanic with that of 
a Porcelainize operator? One Kansas dealer did. 
His Porcelainize operator produced $1200 monthly 
while his mechanics averaged $900. 

Build customer labor sales and increase serv- 
ice absorption. As the first, certain, sure step, call 
your “Mr. Porcelainize.” 


PORCELAINIZE 


Lhe Ul Mandard for Fine Aadlimcble Afprearance 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 





